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ALVIN SOLID SILVER 


Sterling 925/1000 Fine 


The Orange Blossom Bride 





Of all the patterns in Sterling Silver 
that have been brought out this year, 
there are none that will begin to compare 
in Beauty of Design, Perfection of Work- 
manship or Value with the Alvin Orange 
Blossom Pattern. 











We suggest that you do not wait until 
the last few weeks before ordering your 
requirements for the Fall weddings. 


Alvin Silver Co. 


CitICAGO New Yor« SAN FRANCISCO 
10 So. Wabash Ave. 20 Maiden Lane 209 Post St. 


Tea Spoon 


Orange Blossom 
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Famous Ramsey Thurible and Incense Boat Now in the 
Victoria and Albert Museum, London 


By Cyril G. E. Bunt 




















MOST valuable and interesting addi- 
tion has just been made to the already 
remarkable collection of old silver at the 
Victoria and Albert Museum. This is the 


English Plate. They are reproduced herewith. 

They are known to connoisseurs through- 
out the world as the Whittlesea Censer and 
Incense Ship, owing to the fact that they 








FAMOUS RAMSEY 


THURIBLE 


beautiful censer and boat for incense which 
were the ornament of the collection of the 
Earl of Caryefort for so many years. 
Students of early English silversmiths’ work 
will remember that these pieces are illus- 
trated in “Cambridgeshire Church Plate” 
and in Jackson’s monumental History of 








MADE IN THE 14TH CENTURY, NOW 4N THE VICTORIA AND 
ALBERT MUSEUM, 


LONDON 


were discovered, with other interesting ob- 
jects, at the time of draining Whittlesea 
mire (Huntingdonshire), in 1850. 

The year following they were exhibited 
before the Archzological Institute and from 
the first they have been recognized as most 
important pieces. Connoisseurs agree that 





they are altogether unique—the most re- 


markable examples of 
silver known. 

The thurible is architectural in character 
and its realistic detail shows the piece to 
be of mid-14th century date. The bowl is 
plain and stands on a circular, molded base 
enriched with quatrefoil decoration. The 
cover is in the form of a six-sided tower 
built above a battlement and terminating in 
a spire with crocketted ornament. On each 
facet is a window, three of them being 
richly ornamental, with cusped tracery be- 
neath a canopy. The remaining three are 
plainer. At each angle are slender buttresses 
surmounted by pinnacles. On the second 
stage are three smaller, two-light windows 
and above these a battlemented parapet. 
The spire ornamented with chevron design 
terminates in a boss to which the chain by 
which it is raised is attached. The thurible 
itself is silver-gilt, the chains plain silver. 
It stands 11 inches high and weighs about 
50 ounces, 


pre-reformation 


The boat (or ship) is somewhat unusual 
in shape and its severe plainness proclaims 
it as of about the same period as the 
thurible. It stands upon a hexagonal foot 
and is chiefly notable for being decorated 
at either end with a ram’s head rising from 
wave-like decoration. The presence of these 
ram’s heads has been considered to prove 
that they at one time belonged to the cele- 
brated Abbey of Ramsey. The arms of 
that monastery was three rams’ heads and 
the device on the boat is clearly a canting 
reference to the name Ramsey. The idea 
put forward from their first discovery is 
that at the time of the dissolution of the 
monasteries these valuable objects were 
thrown into the mire rather than have them 
fall into the hands of Henry VIII. This 
theory must be considered, in the absence 
of definite proof, as probable. 

After all the chief interest of these 
treasures is the unique position they hold 
in relation to the history of English silver- 
smith’s art. So little silver survived the 
wholesale confiscation of the reformatory 
period that all is interesting. And when 
one adds. to this the remarkable degree of 
excellence exhibited in these two examples, 
coupled with the practical certainty that they 
are the product of some local silversmith, 
the pieces take on an interest that can 
hardly be overestimated. 

It is matter for congratulation that these 
beautiful and valuable things should at last 
have found a permanent home among the 
artistic treasures of the Victoria and Albert 
Museum. The world at large can now feel 
that they are to be cared for as such things 
should be—for the whole world’s benefit. 
That this has been made possible is chiefly 
due to the liberality of Mr. Dyson Perrins 
whose help made their acquisition possible. 
The illustration of the incense boat appears 
on the front cover. 
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Peasant Jewelry, Good and 
Indifferent 


oop? is quite worthwhile to consider why 
peasant jewelry is generally so pleas- 
ant and interesting to look at and to handle 
—not always of course—but much more 
often than not; and to consider, moreover, 
why it is frequently so much more satisfac- 
tory than the ambitious pieces designed for 
the adornment of great ladies. The reason 
seems to be that the craftsman whose voca- 
tion has required him to design and make 
jewelry for the use of peasants, in restrict- 
ing himself so as to keep within reasonable 
bounds in the matter of expense, has had 
to find beauty, and interest, and richness of 
effect, rather in making the very most of 
the simple and less costly of his materials, 
than in the lavish display of rare and valu- 
able stones, and of much gold and enamels. 
The tradition has been handed down to him 
by his teachers and forerunners that cer- 
tain pleasant ornamental effects are easily 
produced by quite elementary processes, fa- 
miliar to every jeweler—effects to which the 
precious metals naturally lend themselves ; 
and that when these are suitably used, and 
contrasted one against another, they will 
make pretty ornaments, even without the 
added charm of precious stones or enamels, 
or even of representations of natural forms. 

“Some of the traditional methods of using 
these elementary processes have been seen to 
give effects of great richness and interest. 
But peasant jewelry, though so often de- 
lightful and charming, is also frequently 
very disappointing. The peasant jeweler 
has followed a well-established traditional 
method, both of design and workmanship— 
the collective experience of generations of 
craftsmen behind him. Now that is a fine 
thing to use as a ladder, but it is dangerous 
to allow it to assume the likeness of a car- 
riage, in which to jog along over an easy 
and well-worn road, with the minimum of 
personal effort. He has been too apt to use 
methods just as they were handed down to 
him, without realizing at all how they were 
evolved; without seeing how to carry them 
further, and thereby to make his material 
surrender some of its secrets to him also; 
without, in fact, attempting to enrich and 
enlarge the tradition by his own experience, 
before passing it on to the next generation, 
but merely leaving it behind him rather the 
worse for wear. He has just selected a 
few ornamental treatments, used them blind- 
ly, and worn them threadbare. 

“Such work as bears this kind of evi- 
dence on its face, often gives us an unpleas- 
ant sense, not only of monotony, but also 
of waste—waste of energy, of time, of pa- 
tience, of precious material—in repeating 
endlessly the same few little tricks, trying 
to make an over-lavish use of two or three 
pretty details of workmanship, supply the 
place of variety and contrast and invention. 
But these defects are by no means peculiar 
to present jewelry. The same kind of thing 
1s quite equally apparent in much very am- 
bitious work. 

“There is a form of necklace which was 
evidently a favorite with the ancient Greek 
and Etruscan goldsmiths, and many people 
consider it very beautiful. The distinguish- 
ing feature is a whole long row, or even 
sometimes two or more rows, of small vase- 
shaped drops, each one laboriously made ex- 
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actly like its neighbors. The forms may be 
individually charming, but when used by the 
score, or even by the hundred, the whole 
thing inevitably suggests that it was de- 
signed by someone who had no proper re- 
spect for the shortness of human life, and 
no appreciation of the deadening and deteri- 
orating effect of endless reptition. A lavish 
expenditure of human labor on a work of 
art, where the effect of the individual con- 
tributions of numbers of craftsmen is lost 
in the immensity of the whole, is right and 
proper where the whole really is immense, 
in size, in grandeur of conception, in impor- 
tance in the widest sense of the word; as, 
for example, in a great cathedral. A small 
piece of dainty craftsmanship, however, 
should surely be rich in effect, without ex- 
citing thoughts of compassion for the mo- 
notonous toil involved in making it what it 
is. Inexhaustible patience? Yes, certainly, 
as much as you will, so long as the concep- 
tion is genuinely worth it; but the feeling 
aroused in the mind of one who examines 
the object should be envious delight at ‘the 
pleasure expressed in masterly craftsman- 
ship, rather than pity for the poor human 
machine, condemned to endless repetition of 
a trivial idea.”"—R. LL. B. RATHBONE. 





“Japanese Art in Metals” 





ROM “Japan and its Art,” by Huish, we 

glean the following: “The value of 
Japanese alloys to our manufacturers was 
shown long ago in a paper by Prof. Roberts- 
Austen, and from it I take the following 
particulars respecting shakudo and shibuichi, 
the principal alloys used. Analyses show 
that the former usually consists ‘of 95 per 
cent of copper, 1%4 to 4 per cent. of gold, 1 
to 2% of silver, and traces of lead, iron 
and arsenic. The latter contains from 50 
to 67 per cent. of copper, from 30 to 50 of 
silver, with traces of gold and iron. The 
precious metals are sacrificed in order to 
produce certain results; in the case of 
shakudo, the gold enabling the metal to re- 
ceive a rich purple coat, or patina, as it is 
called, when subjected to certain pickling 
solutions; in that of shibuichi, the alloy 
forcing the metal to assume a_ beautiful 
silver-gray tint under the same process. It 
is one or the other of these influences 
which give the patina to all Japanese metals, 
and it is understood by their craftsmen in 
a way which no other has yet arrived at. 
A worn-out patina will often re-assert itself 
by the aid of much handling, the moisture 
of the skin being all that is required. This 
shows the acuteness of the producer in 
forming his alloy so that the formation of 
the patina should be assisted by a treatment 
which an article in every-day use is sure 
to obtain. The three commonest pickles are 
said by Prof. Roberts-Austen to be made 
up as follows, and are used boiling: 


No.1 No.2 No.3 

Verdigris ...... 438 gr 87 gr. 227 gr. 
Sulphate of cop- 

Me. catkveweses 292 gr. 437 gr. 540 ger. 
Lo OE me ee a: ae 
Common salt.... ... 146 gr. 
SaIQBUP ..ccccce ces 233 gr. ee 
Lo ee 1 gal. 
VIMOGAE ccccccce ose 1 gal. 5 fluid dr. 


“As a perfect patina is one of the essential 
qualities of the article, care must be taken 
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that it does not lose it. Collectors will do 
well to remember this when cleaning their 
metal-work; I thought to improve some of 
my earliest acquisitions by rubbing them with 
a certain German paste; the result was 
disastrous, as it removed the patina instant- 
ly. In another case:a collection of pouch 
ornaments was spoilt in an hour by igno- 
rantly polishing with plate powder. 

The metal in all fine Japanese work is 
so good that it seldom requires more than 
a chamois leather to bring out all its quali- 
ties, and even this it is advisable not to 
use too often. Upon bringing purchases of 
metal-work home it is best to scrub them 
with a soft nail-brush in warm water and 
soap; thoroughly rinse afterwards in clean 
water, dry before fire and rub with leather. 
Where rust has taken hold the following 
course is adopted by Prof. Church: Boil 
or soak in strong solution of caustic potash; 
thoroughly wash, and remove rust by 
brushing in water; when dry rub with lin- 
seed oil; after three days wipe off oil and 
scrub with hard brush. N. B.—This does 
not apply to inlaid or patined guards. 

“An alloy which gives a yellow bronze 
appearance of a soft and luminous hue is 
called sentoku * * *, It is made by the 
addition of zinc, which produces, under 
continuous heatings and sprinklings with 
sulphate of copper and nitric acid, an 
appearance of speckled gold. The Japanese 
also term copper which has turned green 
sei do, and yellow bronze with iron and a 
trace of tin sentdk kddo. Japanese bronze 
(karakane) is a mixture in which copper 
is found in from 72 to 88 parts, lead from 
4 to 20, and tin from 2 to 8. There is 
another very interesting material to be met 
with, namely mokumé or wood-grain. Thin 
sheets of alloys are soldered together, care 
being taken that the metals which present 
diversity of color come together. Conical 
holes of varying depth are then drilled in 
the mass or trench-like cuts made. The 
mass i$ then hammered until the holes dis- 
appear, and are replaced by banded circles 
or lines; similar effects may be produced by 
making depressions in the back with blunted 
tools, so as to produce prominences, which 
are then filed down, and produce compli- 
cated sections. The colors of the alloys are 
of course developed by pickling. There is 
yet another variation of this where the 
sheets of alloy are merely welded together 
and then cut through, so as to imitate 
guri-lac, which it does most effectually.” 
—C. W. C. 








Jewelers’. Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended Sept. 1, 1923 


The U. S. Assay Office reports: 
Gold bars exchanged for gold coins.. $1,096,255.67 
Gold bars paid depositors.......... 48,311.14 


Total $1,144,566.81 


ee ee ee 


Of this the gold bars exchanged for gold 
coin are reported as follows: 


Date Exchanges 
NE 5 isin tiaaatns Nuawiewaee $288,030.36 
Scat a eaemednes Wek ha eenees 261,448.46 

| a ee 2 ae ine Geet er oe 134,300.17 

Be deen cite adateusnienvca 264,426.94 

BP Wewdscs disease coneesearean 148,049.74 
GO Bivdcsesettciasencsvedcetesshs | fatmienen 
MC cccacecarecebacwane mage $1,096,255.67 
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Reports from the European Diamond Markets 





Conditions in the Diamond Centers of London, Paris and Amsterdam as 
Reported by Correspondents of The Jewelers’ Circular 

















Lonpon, Aug. 20.—The long spell of holi- 
day weeks has, of course, proved a big 
factor in the general slackness of business 
generally and particularly in the various 
branches of our industry. Even in the 
weeks prior to the holiday season, many of 
our dealers and manufacturing jewelers 
were complaining about the trade depression 
and were only buying from hand to mouth 
the goods that were actually needed. Very 
little was bought for stock. However, it is 
a general expectation that with the end of 
the holidays and the beginning of Autumn, 
there will be a general revival in business 
as conditions are a bit better and stocks 
are unusually low, particularly with the 
manufacturing jewelers,” the slightest in- 
crease in manufacturing will cause them to 
buy diamonds to a considerable extent. 

Just at present the diamond trade is also 
under a handicap owing to the decreasing 
purchasing power of the consuming public 
and the fact that everybody is “counting 
pennies” in whatever they buy. This causes 
a handicap to dealers and manufacturers in 
the disposing of articles except at the small- 
est margin of profit. On the other hand, 
the firmness of the rough diamond market 
and the strong condition of the labor market 
causes no deviation in diamond prices and 
there is no chance to pick up cheap lots. 
The public does not quite understand why 
diamond prices should be so firm, but firm 
they are, whether or not the goods are sold, 
for it is a case of getting the price or stop 
cutting. 

It is reported here that during the month 
ot September, the British Diamond Polish- 
ing works may start again and this will 
give employment immediately to from 200 
to 300 disabled British soldiers. It is hoped 
that this will give stimulus to the diamond 
cutting industry generally and bring a re- 
vival in some quarters in our trade. 

Just at present, the “eight facets” and 
smal] brilliants have a call among our manu- 
facturing jewelers, also mélée in the medium 
= provided the colors and cutting are 

ood, 





Amsterpam, Aug. 19.—Conditions in the 
diamond trade in this market have begun 
to revive after a considerable depression 
Which prevailed especially among the small- 
€f merchants and manufacturers, many of 
whom had great difficulty in continuing 
business, The larger concerns had, of 
course, no trouble but simply charged up 
the depression to the profit and loss account. 
ut they are now in a more optimistic mood 
= financially stronger than ever. Many of 
Po a however, have their agents 
se and have enlarged their field of doing 
sinéss to a great extent. The past month 
Phe a decided absence of American 
sible ‘ uyers and this was in part respon- 
wii the dormant condition of affairs. 
* sor : is hoped and expected that the 
me onth will be very much better as a 
t of buyers are expected here. 


There is a little more activity among 
splitters of small diamonds, known as “kap- 
jes” in consequence of the demand for “eight 
facet” stones ranging from 60 to 100 to the 
carat. Prices of these have somewhat 
strengthened in the past few months as they 
have been raised about 15 to 20 per cent 
and the market appeared likely to remain 
firm in the future. 

One of the factors that has handicapped 
our market is the fluctuation in the cur- 
rency of Paris and Antwerp, with whose 
merchants a large amount of our business 
has been done. Transactions are now car- 
ried out in dollars, pounds sterling and 
Dutch florins. Nevertheless, the Paris and 
Antwerp people are in a more advantageous 
position to compete with us as far as out- 
siders are concerned. 

The supply of old cut or square diamonds 
to which allusion was made in the news let- 
ter last month is gradually vanishing. This 
has caused a good deal of satisfaction 
among our regular manufacturers as they 
feel that they will be no factor in competi- 
tion in the future. 

It is reported here that in connection with 
the silver jubilee and celebration commemo- 
rating the 25th year of the reign of Her 
Majesty, Queen Wilhelmina, an exhibition 
will be held in the Colonial Museum here. 
Among other features will be a representa- 
tion of the diamond industry in a way to 
show its development during the reign of 
our Queen and at the same time there will 
be a wonderful display of diamonds and 
other precious stones to emphasize in the 
minds of the public the importance of the 
diamond industry to Amsterdam. Queen 
Wilhelmina is expected to visit the exhibi- 
tion for at least one day. 

Paris, Aug. 19.—The general dullness in 
the business conditions of Paris is no excep- 
tion to conditions generally in this section 
of Europe. It is always felt at this season 
of year and especially in the diamond trade 
and among our wholesale jewelers. Of 
course, the retailers are the first affected 
through the absence of their customers but 
the wholesalers and brokers also feel the 
absence of buyers as well, as most of the 
tourists have left the French resorts and 
will not return until September. It is ex- 
pected here that with the return of the 
tourists to Paris next month, we will see a 
revival in trade in every way. Of course, 
there is an upsetting feature in the fluctua- 
tion of the money market but this has not 
been so discouraging for business as some 
might think, but it has its effect. 

Up until August, a fair business was done 
throughout the diamond trade in all grades 
of goods, particularly in small sizes varying 
from 100 to 150 to the carat which were 
very much in demand. The jewelers and 
diamond mounters of Paris show unusual 
skill in designing in new and artistic ways, 
by using the small diamonds, and though 
there is considerable difficulty in manufac- 
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turing this class of product, it is being 
pushed because it appeals to the middle class 
which now has the money and forms the 
nucleus of the consuming public buying 


jewelry. The combination of onyx and 
brilliants is now very much in demand, the 
styles to some extent: following the Amer- 
ican market. Beautiful displays of combina- 
tions of diamonds and colored onyx are ,to 
be found on every hand in the various 
jewelry shops. 

Employment in the diamond cutting fac- 
tories is showing a slow but steady increase. 
The measures adopted by some of the fac- 
tories to introduce the piece work system 
for small sizes has proved effective although 
recently manufacturers have had to pay an 
increase in wages to people doing that class 
of work. 

His many friends in the jewelry trade 
have learned that Leopold Asscher, a mem- 
ber of the firm of T. J. Asscher, has been 
honored by the government with the decora- 
tion of the Order of Chevallier d’Honneur, 
in recognition of the aid of orphans and sol- 
diers killed in the war and also for his work 
in the support of the wounded soldiers for 
whom a diamond polishing establishment 
was recently erected at Versailles. 








Federal Trade Commission Issues Another 
Order Against Improper Marks 
on Pens 


Provipence, R. I., Aug. 29.—Declaring 
that the method of marking pens used by 
Henry Lederer & Bro., Inc., manufacturing 
jewelers of this city, is misleading to pur- 
chasers and unfair to competitors, the Fed- 
eral Trade Commission at Washintgon the 
past week issued a “cease and desist order” 
against the firm, according to information re- 
ceived here. 

The Commission found that the concern 
manufactured and sold pen points composed 
of metal other than gold, but finished to 
resemble gold in color and appearance. The 
points were inscribed and stamped with the 
words “Premo 141 Warranted.” 

The order specifies that the respondent 
must cease selling or offering to sell in in- 
terstate commerce pens or pen points made 
from metal or metals other than gold and 
finished to resemble gold in color and ap- 
pearance, bearing thereon the following in- 
scription: “Premo 141 Warranted,” or any 
other device or mark calculated to indicate 
to the purchasing public that said pens are 
made from or contain gold. 








The production figures just issued by the 
British Platinum and Gold Corporation 
(werking in Colombia) for the year 1922- 
23 show a big advance over former periods. 
More than 4,000 ounces of platinum was 


won in the last 12 months and more 
than 1,000 ounces of gold. Only one 
dredge has been working. The 1921-22 


production figures gave 1,888 ounces of 
platinum and 649 ounces of gold. An addi- 
tional 265 ounces of platinum was purchased 
by the company during the year from 
tributors, making a grand total for the year 
just ended of 4,306 ounces of platinum. It 
is understood that this platinum haé§ realized 
a gross price of around $115 per ounce in 
sales to refiners. 
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The News from England 








“Procession of Jewels” at Antwerp Depicts Historical Episode of World’s Gem 
Industry—Jeweled Gowns, Long Pearl Necklaces and Bangle Bracelets 
Latest Deauville Creations—London Concern Reports Loss of $10,000 in 
Gems—Diminishing Labor at Rand Mines Affects Production—Premier Mine 
Owner Discovers Gold Reef at South Kyneton, Victoria—West African 
Diamond Syndicate Registered with Capital of $2,500,000. 
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Lonpon, Aug. 21—The wonderful parade, 
two and a half miles long and composed of 
2500 persons, elephants, horses, camels and 
motor vehicles, all decorated in real gems 
provided by the Antwerp diamond industry 
(o illustrate the history of .precious gems, 
was watched by several hundred thousand 
folks of all nationalities at Antwerp last 
week, Such a costly collection of precious 
stones has seldom been accumulated before 
within the memory of the industry here. 
And never have wonderful jewels been dis- 
played to such advantage as were the thou- 
sands of fine diamonds, pearls, rubies, sap- 
phires and other gems used in the procession. 
The Procession of Jewels, as it was called, 
wound its way through Antwerp’s principal 
streets on three different days—Sunday, 
Wednesday and again the next Sunday. The 
special costumes worn by some of the 2,500 
participants in the parade came specially 
from Japan, China, Persia and Africa. 
These costumes were authentic. Of the 66 
groups in the procession 14 were huge orna- 
mental cars, each representing some _his- 
torical episode of the world’s jewel industry. 
One tableau represented a woman, re- 
splendent in jewels, scattering dense showers 
of glittering gems from the horn-shaped 
receptacle in her hand to the floor of the 
cat, Another remarkable group was that of 
six Persians carrying the cloak of the Shar 
Madir and from which the precious stones 
used sent out shafts of brilliant colors as 
they caught the sunlight. Elephants were 
decorated in gold and diamonds. Chinese 
characters superintended frightful looking 
dragons all a-sparkle with gems. Arabs, 
Turks, Hindus and Japs, all had their part 
in the pageant and all wore the jewels 
symbolical of their respective countries. An 
outstanding figure was Antwerp’s pearl 
queen. She wore a wonderful bandeau of 
magnificent pearls with beautiful pearl ear- 
rings, necklaces and corsage gems to match. 
A bevy of fair maidens each dressed identi- 
cally, carried on a large plush cushion mod- 
tls of the world’s most famous diamonds. 
As an advertisement for precious gems the 
Jewel parade was a huge success since it was 
witnessed by dense crowds of moneyed 
People—mostly visitors from America, and 
other parts of Europe—who are interested 
mM good jewelry and have the means to 
acquire it. 

* * & 

Almost as interesting as the recent Ant- 
Werp jewel display is the current gem dis- 
Play at Deauville, the fashionable resort 
where Dame Fashion holds sway and which 
s in its element just now. The use of small 
oe in the construction of the newest 
rocks for the Deauville fashion leaders has 

‘© some wonderful creations making 

F appearance this week. One visitor to 

Simo wore a silver satin dress that 
Was covered completely with small dia- 





monds, Each gem was attached to the dress 
and a small space was retained between 
each diamond. In this way the whole sur- 
face of the fabric was covered with precious 
stones. The frocks being worn at Deauville 
are so thin as to be practically transparent, 
while flowers and jewelry are worn on the 
head instead of hats. Apple-green glace kid 
shoes with colored heels and jeweled orna- 
ments of great beauty seem to be the 
popular medium for footwear at this famous 
resort. 
** * 

Apropos of Deauville jewelry, “sunburn” 
hosiery is the craze now. Stockings are 
specially chosen to match sunburned arms, 
necks and backs and it is difficult at a dis- 
tance to tell if a woman is wearing stock- 
ings or not. The bare-legged fashion still 
prevails. These bare-legged and “sun- 
burned” hosiery visitors are of the ultra- 
fashionable set and place great store on 
good jewelry decoration. Hence one sees 
them parading with magnificent pearl neck- 
laces of skipping rope length and four-inch 
bangles on both arms. These bracelets are 
mostly done in diamonds and sapphires and 
are set in platinum. One woman was seen 
wearing 22 of these bracelets, 10 on one 
arm and 12 on the other. 


* * * 


A daylight safe robbery in Hatton Gar- 
den has been occupying the attention of the 
police here. W. Nachshen, manufacturing 
jeweler, is the victim. He told Scotland 
Yard that one of two safes in his office was 
burst open from the back and the contents, 
mostly rough goods, taken. A second safe 
was untouched. Traffic was still passing 
the house when the robbery was discovered. 
Entrance to the office doubtless was effected 
by means of a skeleton key after the place 
had been locked up for the day. A cleaner, 
who entered a few hours later, discovered 
the shattered safe. 


* * * 


H. Williamson, Ltd. the Farringdon 
Road factors, have informed Scotland Yard 
of the loss of $10,000 worth of gems that 
were contained in two leather cases in 
charge of a traveler returning to London 
from the north. The traveler could not lo- 
cate his cases at Euston depot. The rail- 
road police think the cases were not stolen 
but simply going for a further ride around, 
since they were covered with destination 
labels. 

** © 

Native labor in the Rand gold mines still 
is falling off, and production at some of the 
mines is said to be affected. One reason 
advanced is that the mealie crop this year is 
so good the native is not obliged to seek 
work at the mines. The end of July showed 
166,443 natives working as compared with 
170,865 the previous month and 182,983 in 
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February, when the supply was at its best. 
In July last year 172,886 were on the Rand 
payroll, July’s gold output from the 
Transvaal amounted to 754,306 ounces com- 
pared with 755,309 ounces for the shorter 
month of June, which indicates lessened 
production doubtless due to the shortage in 
native labor. 
* * * 

The monthly return of the Burma Cor- 
poration shows that 403,481 ounces of re- 
fined silver were produced by it in July last 
which compares favorably with the previous 
month’s production of 380,332 ounces. 


* * * 


W. Eden, proprietor of the Premier Mine 
at South Kyneton, Victoria, reports that he 
has discovered a gold studded reef about 
two inches wide in an abandoned drive at 
the 80-foot level. The mine was worked 
years ago and this strip evidently was 
boarded up. The Sydney Morning Herald 
corroborates the report and states that the 
reef is thickly gold studded and that the 
vein widens as it descends, 


* * * 


The West African Diamond Syndicate 
has been registered with a capital $2,500,000 
in $5 shares. This brings one step nearer 
the completion of the scheme as reported in 
THE JEWELERS’ Circular recently whereby 
the diamond interests of Akim, Ltd., in West 
Africa, will be acquired by a separate com- 
pany. The directors of the syndicate are 
Francis Allen (the Akim chairman) ; G. P. 
Ashmore, once associated with the South- 
West African diamond industry; W. R. 
Feldtmann, consulting engineer to the 
Ashanti Goldfields Corporation, and G, A. 
Harrison, an engineer for the Russo-Asiatic. 
Ashmore and Feldtmann, it is understood, 
will be managing directors of the new con- 
cern. Harrison most probably will be 
general manager and local director. 








Important Discovery of Gem _ Bearing 
Oysters Reported from Ceylon 


WasHINGTON, D. C., Sept. 1—The 
Government Inspector of Madras Fisheries 
is reported as having located no less than 
20 miles of pearl oyster beds in the Gulf 
of Mannar between Ceylon and the southern- 
most coast of India, according to informa- 
tion received here by the Bureau of Foreign 
and Domestic Commerce. The beds are 
still young, according to advices received 
by the Far Eastern Division of the Depart- 
ment of Commerce, and the earliest date of 
maturity is 1926, but in 1926 extensive 
operations are anticipated, in accordance 
with the industrial development policy of 
Madras, which may restore to some extent 
India’s former prestige in the pearl export 
trade. 

The only pearl fisheries of any importance 
in India at present are along the extreme 
southern coast and the Mergui Islands off 
Southern Burma. The latter are exploited 
by Japanese divers and the production 
enters but slightly into Burmese exports. 








Frank Schinke, jeweler and optometrist, 
has taken a five-year lease of the store on 
N. Main St., Dayton, O., and is moving his 
business there from his present location in 
the Canby building. 
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Defendants Convicted in “Candlestick Case” 


New York Court of Special Sessions Declares Dealer Who Sold Articles Filled 
with Pitch and Cement Guilty of Violating Silver Stamping Law— 
Decision Most Important to Silver Industry 

















The Judges of the Court of Special Ses- 
sions in New York Friday by unanimous 
wte convicted William Aisenstein, a whole- 
sale jeweler, of violation of the Stamping 
Law in connection with the sale of a vase 
marked sterling but filled with pitch. This 
decision, which has been awaited for some 
time, is one of the most important ever 
handed down by the Courts of the United 
States in connection with the proper mark- 
ing of jewelry. The proceeding was vir- 
tually a test case to settle the interpretation 
of the New York silver law as to articles 
weighted with cement or other substances. 

This case has been conducted under the 
supervision of the Good and Welfare Com- 
mittee of the National Jewelers Board of 
Trade. At the end of 1922, various com- 
plaints were filed with the committee in re- 
gard to the growing practice of silverware 
concerns of marking candlesticks, vases and 
similar articles “sterling,” even though the 
articles were filled with pitch, cement or 
other material. Through the invaluable as- 
sistance of the Mayor’s Bureau of Weights 
and Measures, Superintendent Inspector 
Thomas F. Morgan purchased candlesticks 
from the firm of Aisenstein & Woronock & 
Sons, Inc., doing business in the City of 
New York. The candlesticks were pur- 
chased from a clerk at the place of business 
of the firm and immediately thereafter In- 
spector Morgan took one of the candle- 
sticks so purchased to Mr. Sheilds, Chief 
Assayer of the United States Assay Office. 
The assay showed that one of the candle- 
sticks weighed 11.81 ounces and that the 
weight of the pure silver in the candlestick 
was only 1.80 ounces. The entire inside of 
the candlestick was filled with pitch or 
cement or some other material of that 
nature, but was not filled with metal. 

As a matter of fact, the silver on the 
outside of the cement, which silver was 
marked sterling, did not fully assay 
925/1000ths part pure silver as required by 
law, but assayed 1/1000 part less. In ac- 
cordance with the usual practice of the Dis- 
trict Attorney’s office, the Bureau of 
Weights and Measures, and acting upon the 
advice of the Good and Welfare Committee 
of the National Jewelers Board of Trade, 
this infraction of the law was waived by 
counsel when the case was brought into 
Court, The case was fought purely on the 
(uestion as to whether an article so made 
did or did not violate the Stamping Law 
as well as deceive the public. 

The matter came up for trial first in the 
Magistrate’s Court, Third District, Borough 
of Manhattan, before Honorable Henry M. 

- Goodman, and the defendants were repre- 
sented by Jasie & Solomon. The com- 
Dlainants were represented by Morris L. 
Ernst, of Greenbaum, Wolff & Ernst, coun- 
ra N the Good and Welfare Committee of 
| oe dangeg Jewelers Board of Trade. At 
‘+ in court, the purchase of the arti- 

question, the facts surrounding the 


purchase and the assay certificate submitted 
by the United States Assay Office, were con- 
ceded. The only question that was raised 
by the defense was that Section 422 of the 
Penal Law of the State of New York pro- 
vided, in effect, that the metal parts of an 
article marked sterling must be 925/1000ths 
parts pure silver and that in this particular 
case, the metal parts of the candlestick were 
§25/1000ths parts pure silver and that in 
view of the fact that the inside of the can- 
dlestick was filled with a non-metallic sub- 
stance, relieved the defendants from a viola- 
tion of the statute. The Magistrate, in 
holding the defendants for trial, made the 
following statement in open Court: 


“As a committing magistrate it is 
only necessary for me to pass upon 
whether or not a crime has been 
committed, and if so, is there prob- 
able cause for me to believe the de- 
fendant guilty of the commission of 
the crime. I am not going to pass 
upon the intent of the Legislature, 
simply upon the construction of the 
statute, which is to be construed 
strictly in favor of the defendant. 
It surely appears to me, in passing 
this Act the Legislature intended to 
protect the public. When a store- 
keeper has in his possession, either 
for sale or with the intent to sell, 
any article of metal branded or 
stamped with the word “Sterling” 
it is surely with the intent to make 
the customer believe that the article 
is sterling silver. The facts being 
conceded that this was stamped 
“Sterling” silver, and the assay 
showing it does not come up to the 
requirements of the statute, he is 
entitled to know what this candle- 
stick contains. It was represented 
to him as sterling silver. If he 
were paying for eleven ounces of 
silver he ought to receive eleven 
ounces of silver, in my _ opinion. 
However, under the assay it didn’t 
equal a fraction of an ounce; is 
that so counsellor ? 


Mr. ERNST, COMPLAINANT’S 
CounseL: Right. Less than two. 
THe Court: For these reasons 


I deny your motion to dismiss, and 
hold the defendant for trial in the 
Court of Special Sessions.” 


The case then came up before Justices 
Kernochan, Freschi and Hermann, in the 
Court of Special Sessions, where evidence 
was taken substantiating the facts previous- 
lv admitted in the Magistrate’s Court. On 
July 11, the evidence was fully taken and 
the Judges presiding asked that briefs be 
submitted by both parties. On July 25, 
briefs were submitted and on Aug. 31, the 
decision of the Court of Special Sessions 
was handed down. 


30th of the defendants, Aisenstein and 
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Altsitzer, were convicted of a violation of 
Section 422 of the Stamping Law of the 
State of New York. The conviction was 
handed down by unanimous vote, even 
though at the time of the trial in the Court 
of Special Sessions, one or two of the 
Judges made remarks which indicated that 
although a gross fraud had been committed 
on the public, that possibly the defendants 
had not violated Section 422 of the Stamp- 
ing Law. The defendants were held for ex- 
amination and sentence will be imposed on 
Sept. 14. 

When interviewed, Morris L. Ernst, of 
Greenbaum, Wolff & Ernst, counsel for the 
board, who handled the above case, said: 

“In my opinion, this is the most important 
false stamping case which I have tried dur- 
ing the past seven or eight years. The 
argument of the defense appeared to many 
silversmiths whom we have interviewed and 
even to the attorneys for many concerns, to 
be a valid defense. It is true that the law 
says that the metal parts must be of a cer- 
tain fineness and that all the metal parts of 
this particular candlestick were of the fine- 
ness required by law, but I submitted to 
the Court, and the Court has sustained the 
opinion, that the law really means that all 
the parts which appear or purport to be 
metal, must be of the standard required 
under the statute. If the Court had per- 
mitted this candlestick to be made of pitch 
and cement and marked sterling, I suggested 
to the Court that wedding rings would be 
marked 14 K. and filled with pitch, brace- 
lets would be marked 14 K. and filled with 
cement and all of the present stamping laws 
would fall to the ground. 

“Another point of importance in this case 
is that the Court very rightly refused to 
take into consideration in any way whatso- 
ever, the price at which the articles were 
sold. The price on the pair of candlesticks 
in this case, incidentally, was $9, and the 
decision in this case merely means that it 
makes no difference as to the price of sale in 
deciding whether an article is stamped in 
violation of the Penal Law of New York 
State. A further point that of course is 
raised in all of these cases, and which was 
again held to be immaterial, is that the en- 
tire trade was marking candlesticks in this 
same fashion. Of course, the United States 
Supreme Court has once and for all settled 
this point. The fact that the entire indus- 
try has adopted a certain practice does not 
mean that that practice should be allowed 
to continue if the practice in fact is an im- 
position on the public. 

“T have received a great number of in- 
quiries from silversmiths in regard to the 
effect of this decision. They are asking just 
what should be done in connection with the 
marking of such articles. Is there a dis- 
tinction between the candlestick or vase 
which has a wooden base, and the one on 
which the conviction was obtained? Where 
the entire outside of the article is purported 
to be sterling, is there a difference between 
the candlestick filled with pitch and cement 
and the one supported by a metal post? Can 
the mark ‘sterling’ be used on candlesticks 
if accompanied by words such as ‘rein- 
forced,’ ‘strengthening,’ ‘weighted,’ etc.? 


All of this is, of course, a matter which re- 
quires deliberate consideration. 
“The Sterling Silverware Manufacturers’ 
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ELEES and small 
diamonds are 
selling faster than the 
larger sizes and know- 
ing this we have on 
hand a larger and bet- 
ter stock than ever. 


We also have a large 
stock of Square 
Emeralds and Sap- 
phires of only the fin- 
est quality. 


It will pay you to get 
in touch with us. 
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Association is represented by able counsel 
and I am confident that with this decision 
before them they will be able promptly to 
affect changes in the form of the marking 
of such articles in the silverware industry 
so as to inconvenience the trade as little as 
possible. 

“Upon all of the above, it appears to me 
that this decision will be of the greatest 
possible benefit to the legitimate manufac- 
turers of silver articles of this nature. The 
business of candlesticks and vases had de- 
generated in the main into one of the most 
shamefaced frauds ever practiced upon the 
public. The coatings of silver placed upon 
such articles have become so thin that in 
some cases they are a little more than 
photographs. In consequence, our informa- 
tion leads us to believe that the reputable 
manufacturers of silverware have been un- 
able to sell articles of this nature in compe- 
tition with concerns who were perfectly 
willing to sell pitch with a little silver, 
rather than silver with absolutely necessary 
supporting material. 

“This decision may help to rehabilitate 
and stabilize the candlestick and vase busi- 
ness and if the silverware manufacturers 
with long vision take hold of this decision 
in the right way they can capitalize it to 
the great advantage of reputable dealers.” 








Medal Owned by Old Diamond Cutter 


Now Living in Cincinnati 





THE proudest possession of S. J. Workum, 
retired diamond cutter of Amsterdam, 
Holland, who now is living with his son, 





MEDAL AWARDED TO AN OLD DIAMOND CUTTER 


A. S. Workum, in Cincinnati, is a large 
silver medal that was presented to him and 
his son by the late King William III of 
Holland in 1888, The medal was presented 
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to Workum by his Majesty for the cutting 
of two diamonds, each of which weighed 
150 carats in the rough, and marked the 
ruler’s gratefulness for an artistic piece of 
diamond cutting. Workum was selected to 
cut and polish the stones because at that 
time he was considered one of the best cut- 
ters in the trade. 

The two diamonds when in the rough were 
owned by David Von Moppes and a public 
subscription was started by the people of 
Holland to buy them. The donors to the 
fund wrote their names in a huge album 
and after this work was done the two dia- 
monds were imbedded in the front cover 
of the album. The presentation to King 
William, in honor of the fortieth year of 
his reign, followed and his gratefulness 
to the diamond cutter at the time was ex- 
pressed in giving the medal that is pictured 
herewith. King William died a year later, 
but the album and its remarkable cover re- 
mains among the possessions of the ruler 
of Holland. 

The medal is of solid silver. At the top 
is a silver clasp jointed to the top of a 
crown, which supposedly represents a jewel. 
Below the crown is a large initial W, which 
is the first letter of William. In the case 
that holds the medal there is a ribbon of the 
Dutch colors. 

A. S. Workum, the son, came to the 
United States seven years after the presenta- 
tion and has been in the diamond cutting 
profession ever since. His father remained 
in Amsterdam until 1902, when he came to 
America to live. 








A DARING ROBBERY 


Three “Cracksmen” Bind and Gag Watch- 
man of Los Angeles Building and Loot 
Jewelers’ Safes of Valuables 
Worth $25,000 


Los ANGELES, Aug. 29.—One of the most 
daring and deliberate robberies ever com- 
mitted in this city occurred Friday morn- 
ing when three masked men found their 
way to the third floor of the Bumiller build- 
ing, 430 S. Broadway, where they seized 
and bound the night watchman and then 
made him accompany them to three seperate 
jewelers’ rooms and remain with them for 
about four hours, while they were robbing 
the rooms and_ securing approximately 
$25,000 worth of merchandise and money. 

James Thomas, the night watchman, was 
on the third floor making his rounds about 
midnight when the three men attacked him. 
He was knocked down and his hands and 
feet were bound with wire. His gun was 
taken from his pecket and the trio then 
made him accompany them to the sixth floor, 
where they tried to open the door of room 
622, the office of T. Besheck, with keys 
taken from the watchman. Impatient over 
the delay in finding the proper key, they 
“jimmied” the door and entered. Thomas 
says it was shortly after midnight when they 
finally got into the room, and immediately 
two of the men started to work on the safe 
with an electric drill and a large jointed 
crowbar. The third man kept the watchman 
covered with his revolver and cautioned him 
frequently to make no outcry. 

In attempting to open the safe in this 
office one of the bandits, called “Mike” by 
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the others, fell and cut his head. He 
raised the mask to wipe the blood from his 
face and the watchman was able to see him 
so well that he could give a good descrip- 
tion of him. Another one of the men, re- 
ferred to by his companions as “Pat,” also 
became careless and let his mask slip from 
his face. 

After two hours’ vain effort to open the 
safe the men gave it up and went to the 
office of E. L. Deacon, on the same floor. 
After another two hours’ work they suc- 
ceeded in getting Mr. Deacon’s safe open. 
The contents were hurriedly sorted and, ac- 
cording to direction of the leader, all small 
jewelry and cheaper goods were thrown 
away and the more valuable articles taken. 

After the two hours consumed in Mr. 
Deacon’s office the bandits and _ their 
prisoner-watchman went to the fifth floor 
where they succeeded in opening the safe 
of F, A. Perkins, diamond setter, and 
practically re-enacted the operations at Mr. 
Deacon’s office. Chip diamonds and other 
small jewels were discarded and only more 
valuable goods taken. When at Mr. Perkins’ 
office Thomas asked the leader to allow him 
to have an easier attitude but was told to 
“shut up” and on his repeating the request 
was gagged with a towel. 

After completing their job on the fifth 
flocr, the men took Thomas to the elevator 
and descended to the first floor. There 
Thomas says he was struck on the head by 
one of the men and knocked to the floor. 
Two of the bandits then left the building, 
leaving “Mike” to guard the watchman. He 
remained about a half-hour, threatening 
Thomas with death if he gave any alarm. 

After the last man had left Thomas suc- 
ceeded in getting to the street and getting 
the gag out of his mouth. He called two 
men across the street and the police were 
called. The tools of the cracksmen were 
found in the office of Mr. Perkins and com- 
prised numerous drills of various sizes, 
several crowbars specially made for safe 
jobs, several feet of insulated wire, a brace 
and two pinch bars. After a survey of the 
offices by the detectives a finger-print ex- 
pert from the Central Police Station went 
to the scene and made several photographs 
of finger-prints left on the tools, door 
knobs, etc. 

The police think that the men crawled 
to the top of the Bumiller building from an 
adjoining structure, climbed down the fire 
escape to the fourth floor and “jimmied” 
open a window to gain entrance. All the 
men are described by the watchman to be 
from 22 to 25 years of age. The leader, 
he describes as being a Mexican, weighing 
about 130 pounds and wearing a dark suit 
and a straw hat. The other two were about 
the same size. So far as known there is as 
yet no definite clue to the identity or the 
whereabouts of any of the three robbers. 

The loot secured amounted, it is estimated, 
to between $15,000 and $16,000 from Mr. 


Perkins, $7,000 in jewelry and cash from, 


Mr. Deacon, and $2,000 irom Mr. Besbeck. 
All the losses are said to have been covered 
by burglar insurance. 








The silver cup won by Mrs. John Hie- 
menz in the mixed golf foursomes at the 
Lancaster Country Club was furnished by 
W. W. Appel & Son, Lancaster, Pa. 
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A Brief Explanation of the Uniform Sales Act* 





By Elton J. Buckley 

















A CORRESPONDENT suggests that I 
write something about the uniform 
sales act. It is a long and minutely detailed 
statute covering every phase of the sale of 
merchandise, having 79 sections. Of course, 
I could not go very far into it within the 
imits of an article like this, but may be able 
to say something which will make the sub- 
‘ect more familiar than it was before. 

' The Uniform Sales Act is one of a group 
of uniform acts bearing on business which 
a national organization of commercial men 
and lawyers is asking all the States to enact 
in order to make uniform the laws of the 
different States. The uniform partnership 
act is another of the group, and the uniform 
negotiable instruments act is a third. 

All business houses who do business in 
more than one State will understand the 
enormous benefit that ensues when the law 
of all those States is uniform. This has 
not been the case until recent years, and in 
consequence various questions of law have 
many times arisen, such as (1) under the 
laws of what State was the contract really 
executed; (2) if the contract was made in 
one State, to be performed in another, and 
the laws of the States are different, which 
law governs? These questions arise in con- 
nection with all phases of sales: whether 
there was a legal contract, binding both 
parties, in the beginning; when delivery took 
place; what warranty was given; sellers’ or 
buyers’ liability in case of breach; measure 
of damage in case of breach, and a great 
variety of other questions. Not long ago I 
had a case involving the legality of a promis- 
sory note, in which I was compelled to 
search the law of four States, one of the 
parties having lived in each for a time, and 
the laws of each differing from all the 
others, 


You can see how the situation is simpli- 
fied by having all the States pass the same 
law. Naturally, questions will arise under 
the uniform statute also, but these will be 
limited to the legal questions arising out of 
the merits of the transaction. Nobody has 
to spend time finding out what law applies, 
and all the questions growing out of such 
difficulty are eliminated. 

The Uniform Sales Act I regard as the 
most useful of all the uniform statutes, be- 
cause it affects more transactions. So far 
as most of the 26 States in which it is in 
lorce are concerned, it embodies nothing 
radically new, because most of its provisions 
embody the weight of opinion as it existed 
before. Its importance lies in the fact that 
it represents a complete legal code for buy- 
ng and selling merchandise, comprehensive 
‘nough to answer practically every question 
of law which can arise in sales transactions. 

As I have said, there are 79 sections, and 
| could not even give their headings here. 
venerally speaking, however, they cover the 
making of a contract of sale, what the law 
S when goods sold are destroyed before 
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delivery, definition of express warranty, 
meaning of the different kinds of warran- 
ties, sale by sample, when property in the 
goods passes to buyer, how to reserve title 
when you ship the goods, who has the risk 
of loss during the shipment, creditor’s rights 
against sold goods in seller’s possession, 
passing bills of lading, etc., delivery accept- 
ance, delivery of the wrong quantity, de- 
livering on installments, right to examine the 
goods, what constitutes acceptance, buy- 
er’s liability toward goods which he has 
rejected, remedies of an unpaid seller, 
when the right of lien can be exercised, 
stopping goods in transit, reselling 
goods after rejection, action for damages 
when the buyer refuses to take action for 
failure to deliver, remedies for breach of 
warranty, etc. These are the high spots of 
the act. 

One of the most important provisions in 
it is Section 4, which is important enough 
to reproduce verbatim: 


Section 4. First, A contract to sell 
or a sale of any goods or choses in action 
of the value of $500 or upwards shall 
not be enforceable by action unless the 
buyer shall accept part of the goods or 
choses in action so contracted to be sold 
or sold and actually receive the same, 
or give something in earnest to bind the 
contract or in part payment, or unless 
some note or memorandum in writing 
of the contract or sale be signed by 
the party to be charged or his agent in 
that behalf. 


This provision was practically lifted from 
the old “statute of frauds,” as it is called, 
which in some form is in force in all the 
States so far as I know. The “statute of 
frauds” comes to us from England and 
covers what contracts, in order to prevent 
fraud, must be in writing. Contracts for 
the sale of personal property above a certain 
amount (this varies in the different States) 
must be in writing if not partly executed. 
Taking this provision from the decidedly 
un-uniform statutes of frauds and putting it 
in the uniform sales act is one of the most 
useful things the latter act does. 

Section 4, above set forth, is incredibly 
neglected by business men of all classes. 
They do not usually look ahead to see what 
their position will be if the other party at- 
tempts to repudiate the contract. Contracts 
partly executed by delivery and acceptance 
of the goods, or by partial payment, are 
usually enforced easily enough, but if there 
has been no delivery, acceptance or payment, 
the question is, “was there a sufficient note 
or memorandum signed by the party to be 
charged,” who is in every case the party 
who is trying to get out of the contract. 
Such a note doesn’t have to be signed by 
both parties, but it must contain all the terms 
of the deal. 

The Uniform Sales Act is in force in the 
following States: Alaska, Arizona, Connecti- 
cut, Idaho, Illinois, Iowa, Rhode Island, 
Tennessee, Wisconsin, Maryland, Massachu- 
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setts, Michigan, Minnesota, Mississippi, 
Nebraska, South Dakota, Utah, Wyoming, 
Nevada, New Jersey, New York, North 
Dakota, Ohio, Oregon, Pennsylvania, Ver- 
mont. 








The Designer’s Note Book 


66 ANY times the art student who is 
open minded sees things in nature 
that inspire him to action; at other times, 
as he sits by himself dreaming of things 
beautiful, fleeting ideas come to him that 
may be startling. These moments that are 
filled with thrilling beauty and that excite 
the artistic impulse should be recorded else 
they be gone never to return. It is this idea, 
this inspiration, that comes to us while our 
mind is unconsciously at play with the artis- 
tic Muse that later proves to be the incen- 
tive to a work of art. The ideas which are 
but imaginary in the beginning should be 
given visible interpretation. At these par- 
ticular moments the notebook is invaluable. 
“There are many beautiful motives around 
us that may be helpful in our work, but un- 
less they are recorded and thought of they 
will mean little or nothing, and we shall pos- 
sess only a meagre storehouse of ideas. This 
is one of the ways that the student can gain 
an abundance of material as an asset in de- 
signing. The notebook ought to be the stu- 
dent’s constant companion since he may have 
occasion to use it at every waking hour. 
Sometimes it may be the little wild flower 
in the field, or the line of the creeping vine, 
or perhaps the beautiful shape of the elder- 
berry; and may be the beautiful pattern 
made by the shadow of the big tree by our 
house is worth making note of. But let us 
not stop here; if we look toward the open 
sky it may be the shapes of the little clouds 
as they appear over the horizon in rhythmic 
procession; then the beautiful lines made by 
the smoke of the old farmhouse chimney is 
perhaps interesting with its long sweeping 
curves as it dies away. 

“Then, too, while our eyes are still in the 
heavens, we note the line made by the swal- 
lows as they are soaring side by side. There 
are so many things that might be mentioned 
if the space only permitted. The Winter 
with its Jack Frost patterns on the window 
panes as we awake early in the morning 
may strike us with awe and wonder. The 
drooping icicles from the twigs of the lofty 
elm after a cold ‘rain may suggest so much 
with its rhythmic curves. * * * 

“Then when going to the museum the note- 
book fulfills another great service and one 
which reminds us in later years of our visit 
to the Louvre of Paris, the British Museum 
in London, or the Metropolitan in New York. 
It will enable us to live again the joy we 
had in viewing the beautiful works of art, 
those which interested us most and arrested 
our attention to such a degree that we 
stopped to make a note here and there. Per- 
haps it was the wonderful hand-wrought 
jewelry of the Egyptian or of the Greek. 
All this we find in our precious notebook. 
The note may be no more than one-quarter 
of a bilaterally symmetrical design, as this is 
sufficient to recall the whole. Then with the 
aid of words and enlarged details the note 
means still more so that, should we feel at 
any time like making a replica, it would be 
quite possible to do so.—Rose and CirINo, 
in “Jewelry Making and Design.” 
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SCHLESS- HARWOOD Go: 


DIAMONDS 
170 BROADWAY 


New YORK 
OUR POLICY 


We manufacture the largest and Most varied 
rassortment o anond Rings in the trade. 


We 4 ee our own Diamonds: — Manufacture 
our own tings. 


We are ‘pione ers in the Diamond Ring Bus#ne ss 
and operate on a.large scale, second to none, 
selling exclusively to the jobbing trade. 7 





We ori ate. all. our patteme anid ‘ever 
copy anyt mother Lines.” oe 


Our are all exclusive. patterns, 
handsomely Carve and engraved and maéé in the 
best manner possible to preinas. a sae first 
class article. 


We use the finest macs of Dicwie | 


obtainable, specializing in Abeotucery Perfect 
Blue Wessel ton Stones, — 





Our efficient organization has worked out 
a method of grading and standardizing the various 
sizes of diamonds and our original system of 
merchandising is such that enables our trade 
to operate with a small stock and re-order the 
various styles as needed, without the burden of 
carrying a duplicate supply of rings. 





We have a legitimate line of goods to offer 
at prices ‘that invite keenest competition. 


THIS POLICY ‘SHOULD APPEAL TO ALL GOOD MERCHANTS, 




























































Orienta Pearls’ are made for the fine Jewelry Trade exclusively 
Tn selling Ortentas’ the Jeweler knows that his caustomeris buy ng 
oatisfic lion and rece ving the best intrinste value - because they are ee 
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There is no pearl more like an Oriental than an “Orienta”’ 


(9) 
Plat. or 18k Mtgs. | Christicae. Prepaid selection on request 


65 NASSAU ST., NEW YORK 
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A Jeweler writes, “I carry OrientaPearls” exclusively because they are the best 
value offered in indestructible pearls and give entire satisfaction. 
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Plat. or 18k Mtgs. Let hristioe(o Prepaid memo. on request 


65 NASSAU ST., NEW YORK 
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Providence Convention Brings Entire Jewelry Trade Tovether 


Retailers Visiting City of Roger Williams Meet with Greeting “What Cheer A. N. R. J. A!” and are 
Royally Entertained—Many Interesting and Instructive Business Sessions and Conferences— 
Great Exhibit of Jewelry and Kindred Lines—Vital Trade Questions Discussed 
and Important Resolutions Adopted—Manufacturers, Wholesalers and 
Retailers Cement Friendly Relations. 




















ProvipeNcE, Aug. 31.—The 18th annual 
convention of the American National Retail 
Jewelers’ Association is now a thing of the 
past, but it is still too early to begin to 
estimate the full effect accomplished or the 
vast amount of good that it has done the 
trade. There have been successful conven- 
tions of the retailers, manufacturers and 
wholesalers in the past, there have been big 
conventions, there have been conventions at 
which the delegates were royally entertained 
and sessions at which they have been greatly 
educated by informative addresses, but never 
in the history of the industry from the time 
that jewelry was first made upon this con- 
tinent until the present day, has there been 
a gathering that has done so much to de- 
velop the members of our trade, to make 
them to see one another as brothers and fel- 
low merchants or to put them in a position 
to solve the difficulties that have in the 
past and will in the future, beset them, as 
did the convention just ended. Future his- 
tory will not put this down as a retailers’ 
convention, it will put it down as the great 
convocation of representatives of every 
branch and element of the jewelry trade that 
caused the industry to get together for the 
first time and realize that it was one in- 
dustry, and not a mass of different trades or 
merchants competing for the business of the 
distributor or the consumer. 


Not only in attendance was this gathering 
the greatest the trade has ever shown, but 
those who attended were the big and real 
men of the divisions of the jewelry trade 
which they represent. Among the retailers 
we had representatives from every section 
of the country in the person of men of high 
standing which form the backbone of the 
trade today. From Seattle to Portland, Me., 
from Miami on the south Atlantic to Los 
Angeles and San Diego on the south Pa- 
cific, every section of the country that dis- 
tributed jewelry had someone to speak for 
it and carry back the messages disseminated 
at the different sessions. While it was nat- 
ural for the New England States surround- 
ing Providence as well as New York and 
the east to send large delegations, other 
States further away did their part fully. 
For instance, South Carolina sent 23 of her 
Prominent jewelers to the convention, enough 
to hold a representative State convention in 
itself, while Indiana, Ohio, Wisconsin and 
other States as usual sent their leading 
lewelers to represent them. As far as the 
wholesalers were concerned, never in the 
history of any convention, not even that of 
the wholesalers themselves, was there a more 
Tepresentative gathering of the leaders and 
‘ven the refining interests, the importers and 


people in collateral lines of business were 


represented to the fullest possible extent. 
Of course, the convention being in the great 
manufacturing center, this element of our 
trade was prominent, but at this convention 
the manufacturers not only attended in 
greater numbers than ever before but took 
a vital and important part in making it a 
success and in participating in the proceed- 
ings to the advantage of themselves and their 
guests. 

The enormous attendance was indicated 
very early when the crowds began to gather 





EDWARD H. ELECTED PRESIDENT 


HUFNAGEL, 
FCR THE THIRD TIME 


in the lobby of the Hotel Providence- 
Biltmore early Monday morning, the day 
preceding the regular sessions. While some 
people had been expected on Monday, to 
attend the conference of the various elements 
in the trade that President Hufnagel had 
called for the afternoon, no one dreamed 
that so many would arrive before the open- 
ing day and from that time on, the crowds 
surged to the hotel, the exhibitors rooms and 
to the various jewelry factories in Provi- 
dence, the Attleboros, Plainville and the sur- 
rounding towns, so that by the time the ses- 
sions began Tuesday, New England had a 
record number of outside jewelers within 
her border. From the opening of the con- 
ference by President Hufnagel, Monday. af- 
ternoon, told of in detail in the last issue 
of THe JEWELERS’ Crircutar, to the ending 
of the sessions today, interest kept up to a 


fever heat and did not lag for one minute, 
despite the fact that the program was one 
of the most crowded that any convention in 
the industry has attempted to put across. 
The program was adhered to to the closest 
possible extent with few important changes 
outside of that of the address on the Na- 
tional Jewelers’ Publicity Association’s work 
by its president, Mr. Coffey, which was 
shifted from Wednesday afternoon to Thurs- 
day morning. That it was possible to hold 
the jewelers to such a constructive and in- 
structive program with little or no time for 
recreation seems incredible. For instance, 
the proceedings Wednesday morning began 
around 8 o’clock at the breakfast conference 
by listening to the address on silverware, 
continued through the morning sessions, up 
in the convention hall, then through the 
afternoon session until 6 o’clock and after 
a brief adjournment for dinner, throughout 
the entire evening until nearly 11 o’clock, 
during which time the reports of many of 
the various committees of the association 
were made. From the beginning to the end, 
the convention hall was filled most of the 
time and interest lagged not a whit until 
adjournment was declared by the presiding 
officer. 


Great interest centered in the proceedings 
of Thursday morning in the speech of Chair- 
man Coffey of the Publicity Association and 
the debate on platinum between Charles En- 
gelhard, head of Baker & Co., and DeWitt 
A. Davidson, president of the Jewelry 
Crafts’ Association. But this proved a de- 
bate not in effect but more an expression of 
certain views on the different side of the 
platinum question. Though a little disap- 
pointing to some, it proved informative to 
most of the jewelers, 

Unlike most conventions of the past, the 
question of new officers hardly arose in the 
minds of the delegates, there being no at- 
tempt or even thought of making any change 
in the administration. Owing to the fact 
that the second vice-president, Joseph Mazer, 
whilé still remaining in the retail business 
hag also goye into the wholesale diamond 
business, it seemed proper to him and others 
that he step Out from active office and in his 
place, Robert: Shipley, Wichita, Kans., presi- 
dent of the Kansas Retail Jewelers’ Asso- 
ciation, was elected unanimously. But other- 
wise the entire administration was continued 
with the re-election of President Hufnagel, 
Vice-President Mansur, Secretary Anderson 
and Treasurer Brothérly, while Walter H. 
Mellor continues as field secretary. 

The full details .of the opening of the 
convention and the conference that preceded 
it appeared in last week’s issue which was 
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circulated Wednesday morning both in New 
York and at the Providence convention. 
This included the address of welcome by 
Mayor Gaynor of Providence, of Ellis Gif- 
ford, president of the Massachusetts and 
Rhode Island Retail Jewelers’ Association, 
and the response on behalf of the jewelers 
by Retiring Vice-President Mazer, the ad- 
dress of greeting and co-operation from the 
wholesalers delivered by President Cooper 
of the National Wholesale Jewelers’ Asso- 
ciation and the full report and address of 
President Hufnagel that sounded the key- 
note of the convention. With this was an 
account of the preparations that had been 
made to entertain the jewelers by the man- 
ufacturers and committees of the New Eng- 
land Manufacturing Jewelers’ and Silver- 
smiths’ Association and of the Massachusetts 
and Rhode Island Retail Jewelers’ Associa- 
tion, as well as a story of the visits of the 
jewelers to the various factories of Provi- 
dence, the Attleboros and Plainville, etc., the 
visit to the Rhode Island School of Design 
and the wonderful entertainment given to 
the visitors Tuesday evening at the great 
pleasure resort known as Rhodes-on-the- 
Pawtuxet, one of the finest pleasure resorts 
of its kind in the United States. In the 
visit to Rhodes, the jewelers were not only 
entertained by an elaborate supper and dance 
given by their hosts but also by an im- 
promptu entertainment conducted by the 
jewelers themselves. In this, of course, Jo- 
seph Mazer was the leader, directing little 
groups in singing songs of all kinds, old and 
new, many of the old ones being modified 
with words suitable to the jewelry trade and 
composed by the trade’s poet laureate, “Bill” 
Rindt of Indiana. The dancing program 
was augmented by snake dances and other 
features given by the jewelers themselves. 
In addition to the jewelers, their wives, and 
their hosts who attended at Rhodes, there ap- 
peared a large contingent from the manu- 
facturing jewelry trade of Providence, mak- 
ing the attendance at Rhodes about 3,500, 
which comfortably filled the great pavilion 
and dance hall. The jewelers returned to 
Providence in trolley cars and automobiles 
in time to get a good sleep before the open- 





ing of the great business session Wednesday. 
Wednesday Morning Breakfast Meeting 


The Wednesday morning breakfast con- 
ference was attended by over 200 people 
and was probably the largest meeting of its 








DECORATED TO 


WAS 
WELCOME THE VISITING JEWELERS 


HOW THE CITY HALL 


kind ever held by the members of the 
A. N. R. J. A. 

Soon after the serving of the breakfast 
began in the Grill Room, President Huf- 
nagel made a few preliminary remarks 
welcoming the jewelers and calling attention 
to the many important matters on the day’s 
program. He then introduced Miss Mar- 
guerite Walker Jordan, field secretary of 


the Gorham Co., Providence and New York, 


who delivered an interesting address og 
“Sterling Silver as an Art Product.” She 
said in part: 


MISS JORDAN’S ADDRESS 


There was a time in the early history of Amer. 
ica when silver was the most favored object of 
art. Jt was se ccnsidered in the old countries, 
and we merely trensplanted the idea to these 
shores. The traditions of the world’s great artists 
were still close and they had considered silyer 
the most pliaole and mest beautiful of all the 
metals. It was ever the emblem of royalty, the 
household véssel of these to the manner torn, and 
they guarded those rights jealously. 


Under the guidance of England’s great petticoat 
queen, trade and commerce thrived. Merchants 
became rich andi displayed such a varied assortment 
of beautiful silver vessels that royaity became 
jealous and so an edict was passed which pre. 
vented those of lowly origin from making hand. 
somer displays cf silver than could be afforded 
by those who were born to the purple cloth. 

The cld English castles and manor houses con- 
sisted of one huge room. On either side of the 
door was a dressoir or buffet, on which the silver 
vessels were displayed; sometimes there were even 
four dressoirs. The only other furniture was a 
chest or two and a few stools. Only the lords of 
the house had a chair, or that which resembled 
it—a cencpied seat, the top being necessary to 
protect him from the rain because the roofs always 
leaked. The table, cr more collectively speaking 
“the eating beard,” stood on a raised platform at 
the end of the hall. The hare board held one 
object of art, the tall silver salt cellar, and the 
social status of the guests was determined by 
whether they sat above cr below that salt, The 
konor guests drank out of silver flagons, two or 
more using the same huge cup. Each guest sup 
plied his own spoon made of silver, pewter or 
wood, but those who carried not the silver spoons 
were far remcved from the silver salt and the 
silver flagen—as forks and napkins were unknown 
it was not mere ceremcny which prompted the 
washing of the hands both before and after meals, 
Fcr this purpose the silver ewer and laver was 
passed, and this, like the salt, was a product 
testifying to the art of the silversmiths. 

With this kind of backg1:cund we know what 
memories the early settlers of America brought to 
this country, so it would have been indeed strange 
if silver on these shores was not again king of 
the heusehold ornaments. This is proved by the 
fact that silversmithing was the highest developed 
of the colonial arts. Even in 1607 Virginia had 
a registered silversmith. Until after the Revolu 
tion every man of standing in the community pre 
sented the church with a piece of silver, the cus 
tom having been set by the European monarchs 
who presented a silver service engiaved with the 
royal coat of arms to be principal churches of 
their cclonial pcssessions. 
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This is our kackground. This is our common 
heritage; this is the ancestry of the silver depart- 
ment in your store. Is it worthy of it? 

Articles of silver have fundamental definite rea- 
sons for being, which have from time immemorial 
until approximately the last 50 years, made silver 
one of the world’s forernost mediums, for the ex- 
pression of beauty of line and form. Those reasons 
remain as they always have. This comparatively 
limited period in which china, glass, pottery and 
other objects of art are shown in a hundred Fifth 
Avenve and other shops, is largely due to a situa- 
tion which the silversmiths and jewelers have them- 
selves allowed to develop. They have underesti- 
mated their own product. They have not realized 
that of all objects of art, silver has the strongest 
case. There is: One,.a woman’s instinctive love 
of the metal which existed even in the pre- 
historic ages and has followed her throughout all 
history in every age and every land. Her first 
ornament was a silver anklet and the prized deco- 
ration of North American Indians was silver. 


Two: The home is a woman’s kingdom and the 
heart of that kingdom is the table, for this is the 
place where the family gathers three times a 
day. Therefore, women take joy in the beauty and 
appointments of that table. 

Three: The intrinsic value of the metal makes 
silver an investment. 

Four: Of all metals which may be converted 
to household use, there is none which exceeds the 
beauty and the pliability of silver. 

Five: The indestructible quality of silver. Un- 
like china, it does not crack nor break; unlike 
fabrics, it does not wear out. With real beauty 
of line and form it never goes out of style; it is 
always beautiful. 

Six: Sterling silver is cheaper in the end than 
plate, just as a brick house is eventually cheaper 
than a frame house. 

Seven: 
proves with age. One might think that concrete 
was as durable as stone, but it really is not. When 
concrete wears it becomes shabby; when stone 
wears it hecomes beautiful and mellow hy age. 
Such is the case cf sterling and plate. You are 
proud of a fine old piece of solid silver, but of 
old plate you are ashamed. In other words, the 
value of a genuine object of art increases with age. 

Eight: The associations, memories and romance, 
which come with time and use add such value 
to silver that houses, lands and furniture may 
go, but genuine heirleom silver is only parted 
with when in dire necessity, as money can always 
be realized on sterling silver. 

Nine: Sterling silver always has and always will 
indicate better living, a higher standard of thought, 
atmosphere, more gracicus hospitality, and a more 
definite badge of sccial standing. 

Ten: There is also the custom, honored by 
time and traditicn of presenting those we leve and 
those we wish to honor with gifts of sterling silver. 
_ This is ovr background. But today, even we 
in the business do not think of it as such, we do 


Sterling silver like a stone wall im- 





not acknowledge it to be such, do not sell it as 
such, and, except in certain sections, silver as an 
art product is being backed off the boards. 

1. Frice. 

There are six distinct reasons fcr this. The 
first is that we have swapped our rich heritage 
for the mess of pottage. The majority of retail 
silver salesmen in this ccuntry are selling only 
one thing, and that is price. 

In the face of the 10 reascns which I have just 

















MISS MARGUERITE WALKER JORDAN, WHO 
ADDRESSED THE JEWELERS AT THE 
BREAKFAST CONFERENCE 


enumerated you can’t fool yourself into thinking 
that a customer is huying cnly price. However, 
the majority of jewelers have left no stones un- 
turned to teach her to buy cnly price. And now 
that scme of our chickens are coming home to 
rocst we «do not give them welcome, but try and 
shco the birds intc somebody else’s coop. The other 
five reascns which are killing silver as an art 
product are: , 

2. Descriptive terms used by manufacturer and 
dealer. 

3. Sheffeld. 

4. The intericr decorator. 

5. The gift shep. 

6. The family skeleton. 

(She then explained tn detail how these clements 
militate against the sale of silver.) 


. « « We alk know that there are few good- 
looking silver windews. You put something else in 
your windows because it is easier to arrange, and 
the woman encouraged by the decorator does ex- 
actly the same thing with her buffet. Let us be 
careful of the example we set. 

Our silver departments and our stores in general 
are apt to be drab—no spice, no snap. We are 
afraid of color. We de rot knew color; we do not 
distinguish hetween a raw, green-blue and a warm 
yellow-blue, and so, when we see it, we do not 
like it. Neither do we know the psychology of 
color. We feel that certain tones give dignity; 
yes, they dco, and so does a mourner’s outfit. But 
there are colors that give warmth, happiness and 
cheer—let’s work then. a while and give the 
dignity blend a rest. 

Last on this list 1s our family skeleton. There 
is no maker of silver, solid or plated; no jeweler, 
big or little, who likes to mention this one funda- 
mental thing in our business. We all avoid it, 
we all gumshoe it, but we all know it is there. 
Whether we sell silver in Florida or in Oshkosh, 
whether cur customer is Mary O’Grady or the 
colonel’s lady, the same problem: confronts her. 
It is the cleaning of hee silver. I appreciate how 
impolite it is of me to drag this family skeleton 
out for your inspection. My cnly reason is that 
I represent the woman who has to apply the elbow 
grease. 

You, O mighty men, have not cleaned the silver. 
It’s a messy household jcb, done when you are not 
around. You have had no personal experience with 
getting your hands rough and hard, and your nails 
in such a conditicn that manicure is the only 
thing which will bring them back. 

But this cleaning has been an argument overused 
by silver’s competitors, and recently it has taken 
on rather larger proportions. Wealth has changed 
hands since the war. The cwners of many homes 
who could aiford the finest silver are not accus- 
tomed tc managing servants, and the servants, ever 
ready to be relieved of werk, make lengthy com- 
plaints which the mistress in her ignorance does 
not knew how to combat. This: is one of the 
uvenues where we have allcwed others to magnify 
our problem; now it’s up te us, through combined 
effort, each in our organization and in our own 
way, to show the American wcman that silver is 
not so hard to either get clean or keep clean. 

Every large jeweler might have an employe in 
his organization who is on call to clean our silver 
or to instruct the servants in the quickest and 
most effectual way cf handling the polish, and 
when an important customer complains of cleaning 
silver, have if necessary a demonstration made 
for her right in the store. ‘This is feasible, and 
not an original suggesticn with me. Several storcg 
are doing it. 

SUMMARY 

Gentlemen, I appreciate that it has been a jittle 
difficult to have me in your presence. I represent 
the consumer, and you are not accustomed to 
hearing that point of view. Perhaps I have bored 
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you, but your point of view has also bored me 
many times; in fact, it has been a strain on my 
matrners. 

But let’s remember the unseen forces which 
operate to the advantage of your silver department. 
Our beritagc as it were. Let us also keep in 
mind those 10 hasie reasons which acccunt for the 
use of silver. I do not believe this record can 
be equaled by any other art or industrial product. 
If we have a proper regard for this we will 
realize hew we limit our own selves by selling only 
price. Have a heart and do not puzzle women 
with hollow ware. Sheffield needs a public funeral 
which has long been delayed. Our competition with 
the interior decorator and gift shops can be met 
with a little more study applied to their method 
«of attractive arrangements, which includes the use 
of color and feminine psychology. And there is 
always the emphasis on quality. 

Some of you may be saying: ‘“‘We have tried 
to sell that quality and it has cost us too much 
meney.” Yes, it certainly has, if you have done 
it with the point of view which catered to your 
Fifth Avenue and your “Four Hundred.” The 
snob element never was large enough audience to 
play to, and what remnant there was died with 
the Hohenzollerns. So all the energy devoted to 


that crew since 1918 has been attention devoted 
to the memcry of the dead. A few ghosts have 
responded. 


But there are some jewelers who have felt the 
pulse of the public, who have realized that money 
was changing hands and have adapted their mer- 
chandising policies accordingly—so they have made 
mcney and made some oi it on silver, too. 

Conclusion. 

Gertlemen, I 
an art product. 


stated the sales angle on 


I have held it up for 


have 


silver as 

you to look at 2s seen, not through the manu- 
facturer’s point of view, not with the jeweler’s 
binocular, but with the American woman’s point 


ot view, and the reason I ask you to give heed 
to it is just this—she spends 90 per cent of the 
national pocketbcok. You have got to get her— 
you have get to go after her. In the last analysis 


it is she whom you must please. Without her 
paircnage ycur establishment would close. There- 
fore she is to be wooed, she is worthy of study 
and thought. 

And woman, with the exception of the last 506 


years, has, since the dawn of civilization, given 
silver place 4s an art product, and as a decorative 
object second tc none. But we kave let its position 
slip through our fingers—like the sands of the sea. 
But it can be regained. 

So in these days of price selling and quality 
eutting it is well to remember that only quality 
in any line of goods could have survived, and this 
~is especially true of solid sterling silverware. 

It is a great privilege for me to be able to 
ppresent to you a subject which has been of keen 
interest to me, and to be ptaced before you today 
wmakes me very humble, and I wish to thank you. 


President Hufnagel brought the con- 
‘ference to a close with a short announce- 
‘ment about the work of the day. He asked 
all to meet in the grand convention hall for 
the morning session. 


The Business Sessions 
Wednesday Morning 


The Wednesday morning session opened 
at 10.45 a. M. in the grand convention hall 
when, after a few preliminary remarks, 
President Hufnagel introduced Ralph 
RRoessler, chairman of the Special Excise 
Tax Elimination Committee, of the Ameri- 
can National Retail Jewelers’ Association, 
whe spoke on the topic “Getting Rid of the 
Excise Tax.” Mr. Roessler began speaking 
shortly before 11 a. M., the opening of the 
convention having been delayed somewhat. 
‘By that time the convention hall was well 
‘filled. Chairman Roessler said: 

ADDRESS OF RALPH ROESSLER 


Mr. President, Ladies and Gentlemen of the 
_American National Retail Jewelers’ Association: 





It is with great appreciation of the honor bestowed 
upon me that I appear before this national conven- 
tion to present an exposition of one of the greatest 
injustices that has ever been perpetrated upon a 
living industry and allowed to continue in a land of 
equality and a land of freedom and to tell as 
briefly as possible the steps that have been taken 
by our association to bring about the relief that is 
so earnestly desired by every member of this most 
important craft. 

In the life of the National Association, there 
have been many services rendered the jeweler, some 
direct and tangible and easily recognizable, others 
of a more indirect nature, but in the work being 
done by this special committee of the National Asso- 
ciation, a service is being rendered that attracts 
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that with the passing of the emergency the removal 
of the tax would come about, and he would again 
be placed on a plane with all other legitimate 
business with equal rights with all others. 

The foundation of this tax is the term “luxury,” 
and wholly upon this basis is it applied. The 
common thought in the minds of our legislatory 
was “The person who can afford to buy diamonds 
and pearls can afford to pay a luxury tax” and 
with the thought that the tax was actually paid by 
the rich (always thinking in terms of $50,000 dia. 
mond tiaras and $100,000 pearl necklaces) they 
were satisfied that the tax was justly and equitably 
applied. Now let us analyze the stock of the 
average jeweler in the small and medium sized 
town or city who actually forms the backbone of 
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the interest of every member of our profession, 
whether an association member or not, and if suc- 
cessful will demonstrate as never before, the value 
of organization and co-operative efforts for the 
benefit of the industry as a whole. 

In taking up the five per cent. war excise tax, 
let us briefly review this system of taxation, its 
primary reason for existence and the given reasons 
for its continuance. A few short years back, in 
times of war and chaos, there was an immediate 
demand for a tremendous sum of moeny, a sum 
so large as to be almost beyond comprehension, 
and it was apparently more important how much 
could be raised in a given time, than the manner 
in which it was to be raised. It was believed that 
the jewelry business was a luxury business and as 
such was non-essential to the existence -of the 
Government in times of emergency. On this basis 
a tax was applied, first at the suggested rate of 10 
per cent., but through strenuous efforts of the War 
Revenue Tax Committee and its active chairman, 
M. D. Rothschild, this was reduced to five per 
cent., and the jeweler accepted this as his patriotic 
sacrifice in a time.of need, and his. contribution to 
the winning of the war. Naturally, he believed 


the jewelry profession, for mark you, the te 
mendously wealthy establishments can almost be 
counted upon the fingers, while thousands do less 
than $50,000 for the entire year’s business. 
to $50,000 peari necklaces, how many will you 
find in-the stocks of Mr. Average Jeweler? I datt 
say the great majority have never made a sale 0 
this size in their entire business career! 

But what do we find? Actually. from 60 to 70 
per cent. necessities! Shall we term the wateh & 
luxury, when the variation of a few seconds may 
cause the death of many? When our transport 
tion systems would be completely paralyzed wit? 
correct time? When our business and daily life 
is measured in minutes and at times in 
Shall we term the clock a luxury as we 80 
our daily duties? Is not the clock a necessary 
of the office or factory equipment, and in the bone 
as much a part of the furniture as the on* 
sit upon? Will the working man admit bry 
alarm clock is a luxury and a non-es ce 
his very means of living depends upon rage 
his work day: or night, always punctual bn 
time? Who dares say the watch was a luxury, 

a non-essential in times of war, when the very 
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of our soldiers depended upon the correct marking 
of time to the second? Can you imagine our “boys” 
going over the top, advancing a given number of 
feet in a given number of seconds, properly follow- 
ing the barrage without timepieces properly syn- 
chronized from one end of the line to the other? 
Who made the delicate time fuses for the big shells, 
timed to explode in a given length of time after 
being fired? Who contributed many delicate instru- 
ments to our air service, so necessary in an emer- 
gency such as we have gone through? Directing 
your attention to a specific instance, the engineer 
must have a watch of a certain grade capable of 
keeping time within certain prescribed limits, and 
must undergo time inspection at regular intervals, 
but is penalized for purchasing a luxury, which is 
absolutely made "necessary by the Government itself 
before the man can go to work? How can our 
legislators honestly and sincerely choose the indus- 
try furnishing these most essential things for special 
taxation wholly on the basis that the articles sold 
are luxuries and non-essential to the continued 
welfare of this country. 

And the silverware with which we eat, taxable 
under the classification of luxuries, and as a con- 
sequence non-essential. Shall we go back to the 
days of our grizzly ancestors when the fingers were 
the only implements available? If one of our law- 
makers was seated at the table and found the knife, 
fork and spoon missing, would he be content with- 
out? And yet these pieces are luxuries and taxable 
as such! But, look, in the center of the table we 
find a beautiful bouquet of cut flowers, certainly 
delightful tc look at, but wholly unnecessary, but 
because of improper classification automatically 
essentials in so far as taxation is concerned. Is 
it just to tax the silverware and exempt the cut 
flowers? 

In our Christian civilized life, how many wives 
and mothers would give up the wedding band, that 
precious little circlet with its sacred, sentimental 
attachments? Would they be content to discard 
these as luxuries? I doubt it! The engagement 
ring, with which the happy promise is given, is it a 
luxury or is it absolutely sacred to the owner? 

The many utility items, so common to us all, the 
links of our shirt, the button for our collar, the 
pin for our tie, the pins for baby’s dress, the 
buckle for our belt, the bar pin for the lady’s waist, 
and many such items, certainly not wholly essential, 
but never the less accepted as a part of our daily 
life and dress. At least these are no more of a 
luxury nature than many items sold in other lines 
of business that are wholly untaxed. 

Now, let us view this from an entirely different 
angle, Let us assume that the jeweler sells par- 
tially or wholly luxuries, and as such subject to a 
special form of taxation. Let us assume that the 
Government has a right to-enter his store and 
analyze his merchandising on that basis, Why, may 
I ask, should the jeweler alone suffer the merciless 
scrutiny of the officers? Why should one business 
be’ analyzed without analyzing all business when 
the merchandise sold are relatively in the same 
class? How about the furniture store with its 
items of non-essentials, its elaborate draperies, its 
fancy curly legged furniture made to look at and 
not to use? How about the drug store with its 
items, perhaps useful to some of our ladies, but 
surely not absolutely essential to their natural 
beauty ! How about the department store with its 
silks and satins, its laces and fancy what-nots for 
our ladies? All essentials? No! Then why not 
taxed equally with the jeweler’s merchandise? And 
80 on and on throughout every business, we find 
all selling some item more or less of a luxury 
nature and just as applicable for special taxation 
as the diamond or pearl. Even in the corner gro- 
cery store you will find many items of food strictly 
of a luxury nature but not taxed as such. I can 
never be made to believe that it is fair to tax 
one business on its sales and not tax another of a 
like nature equally. It is unfair, it is unjust, it 
is discriminatory, it is class legislation and wholly 
un-American, 

We find this argument in support of this tax, 
conscientiously believed in, but absolutely erroneous 
m the great majority of cases—‘‘The tax is passed 
on to the consumer and does not affect the jeweler.” 

US analyze this. At the beginning of the 
Present system, it was deemed: wise that the tax 
d be included in the selling price of the mer- 
indise, rather than added as a separate item. 

's at the height of prosperity, with the advancing 





costs of merchandise and abnormal sales, was to 
a certain extent passed on to the consumer, but 
in the period of deflation, with the waning costs 
of merchandise and the consequent losses, it 
naturally was absorbed and became a part of the 
jeweler’s overhead. Again bear in mind I refer 
to the average jeweler who must meet competition 
from all sources, and must ever meet the price 
of the competitor who to undersell openly pays the 
tax himself. More especially is this applicable to 
the small merchant in the small city, who, again, 
makes up the thousands in the trade. I am unable 
to figure just how the tax can be passed on to 
the consumer until the business shows a net profit 
sufficient for the investment with the tax addi- 
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RALPH ROESSLER, CHAIRMAN OF SPECIAL 
EXCISE TAX ELIMINATION COMMITTEE 


tional for the Government. If the profits disappear 
in the tax, it then becomes confiscatory in nature, 
and actually raises the question of legality in its 
application. 

Many of ¢he small and medium sized jewelers 
with their inadequate means of bookkeeping, ac- 
counting systems and methods of figuring costs, 
really feel that the tax is being passed on to the 
consumer, but cannot figure out why they have 
worked hard all year for practically nothing. Eco- 
nomically the system is unsound, dangerous to the 
many merchants who have this tax to pay in times 
of lax business, and deflated values of merchandise 
and eventually must be changed. 

Not only does this apply to the small merchant, 
for I have communications received from some of 
the largest and best stores in the country in support 
of these statements. In illustration of this fact, I 
have a communication from one of the finest stores 
in one of the most prosperous communities in the 
country, a store with the highest type of mer- 
chandise and the most efficient management with 
this statement: “Had it not been for the five per 
cent. excise tax, our corporation could have paid 
a six per cent. dividend which we have not been 
able to do in two years.” I may also refer to one 
of the largest stores in Chicago whose manager 
informed me that if the same amount of money as 
was invested in this business was invested in the 
lowest interest bearing securities obtainable, the 
returns would be greater than the profits from this 
institution at the present time. 

In analyzing the conditions of the business 
throughout 1920 and 1921, the Harvard Bureau of 
Research shows an average loss of 6.6 per cent. 
exclusive of the excise tax, or a total loss of 11.6 
per cent. This is appalling, and some relief must 
be afforded the jeweler for his very existence. In 
support of these statistics we have the following 
figures from a reliable source: 


Year Failures Liabilities 
1919 94 $688,093.00 
1920 139 3,931,451.00 


1921 488 13,834,137.00 
1922 570 11,935,327.00 


For practically the first half of the present year 
there have been 382 failures, showing a condition 
absolutely disastrous to the welfare of the indus- 
try as a whole. Surely it is economically unwise 
to legislate out of business hundreds and even 
thousands of what would be normally tax paying 
business, 


The only justification for this tax, I have been 
able to find is the fact that our Government needs. 
the money. True, the only justification the hold 
up man has, when he meets you in the alley with 
a piece of lead pipe, is the fact that he needs 
the money, but that fact does not justify the 
method in which he obtains it. If the repeal of 
this tax causes a hardship upon our Government, 
it is up to the Congress to see that revenue is 
raised to offset this loss but equitably applied! 

Going back to last November, I had the pleasure 
of attending a dinner in New York, at which a 
number of representatives and senators were 
present. Among them was the Honorable Ogden 
Mills, a very prominent member of the Ways and 
Means Committee. Mr. Mills said in part: “No 
one is going to defend the original schedule of 
objects selected for the excise taxes, or the rate 
at which they were taxed. There was no logic in 
it. It was perfectly fantastic, and any man can 
ridicule it. I do not see any greater logic in the 
objects selected to be removed. There was no 
logic in it. There is no strict logic in saying that 
a high priced fur should be relieved from an excise 
tax, and that a clock should not. There is no 
logic in it, but the fact that certain articles could 
be relieved because certain money could ‘be dis- 
pensed with because of economy. Fifty per cent. 
of the taxes could be done away with and they 
remain on silverware, and from other well-known 
luxuries without apparent reason for so doing. 

This brings us to the proposition where we find 
that the tax was removed from musical instruments 
and allowed to remain on watches, from sporting 
goods, fishing tackle and the like and allowed to 
remain on silverware, from chewing gum and soft 
drinks and allowed to remain on clocks, from fine 
furs and allowed to remain on our utility items, 
and from other well-known luxuries without 
apparent reason for so doing. 

To thoroughly drive home the absolute injustice: 
of this tax, we find a serious condition existing, 
a condition, which when brought to the attention 
of our legislators immediately causes them to admit 
the necessity for prompt action toward relief for 
the jeweler. To illustrate, I will ask you to men- 
tally travel through the various stores in your 
communities. You will find that every hardware 
store sells silverware and clocks; every furniture 
store, clocks and silverware; every department 
store, jewelry of some kind; drug stores, alarm 
clocks, pens and pencils; gents’ furnishing stores, 
links, scarf pins, belt buckles and men’s jewelry; 
gift shops, novelty jewelry; shoe stores, ornamented 
buckles, and so on and on through every store, you 
will find some articles sold in competition with the 
jeweler. Now, may I ask, how many of the vari- 
ous businesses are paying the tax? The amount 
of evasion, whether wilful or otherwise, is astound- 
ing! Is it fair and just to penalize the jeweler 
for making an honest return to the Government, 
allowing the other merchant to sell the same mer- 
chandise at a less cost to the competitor? There 
is no question but that this form of taxation is a 
breeder of dishonesty and evasion, a form of taxa- 
tion practically impossible to enforce and wholly 
obnoxious to the honest merchant who desires to 
live up fully to his obligations. 

Enough for this, I can go on for hours with 
arguments against this form of taxation. Now, 
what are we doing to relieve our industry of this 
unjust burden? 

Previous to last Fall, no organized effort had 
been made by our National Association toward 
obtaining the repeal, although much work had been 
done by the War Revenue Tax Committee through 
M. D. Rothchild and Harry Larter and numerous 
individuals in the past two or three years. Im- 
portant work was done some time ago by the North 
Carolina Association, Mr. Shipley of the Kansas 
Association and by members of the California 
Association. 

Although no organized national effort had been 
made, following the convention of the Indiana 
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Association held at West Baden, June, 1922, it was 
decided to inaugurate a special campaign in the 
State of Indiana as a test campaign in an en- 
deavor to obtain the opinion of every candidate 
for Congress relative to the repeal of this tax. In 
the belief that the logical time to approach a repre- 
sentative to obtain favorable attention was just 
preceding a national campaign, at a time when 
the candidates were most responsive to their con- 
stituency, questionnaires were sent to each and 
answers eventually were received from all. There 
were four questions in the questionnaire. 

Number three asking point blank: “If you are 
elected to Congress will you vote for the repeal 
of this tax?”” Out of 27 candidates, but two were 
actually opposed to the repeal and of the two, one 
was defeated at election. This plan was outlined, 
all correspondence reproduced in a 68-page bock, 
and was presented to the National Association at 
the convention in Cincinnati last August. This was 
accepted as the national plan to follow, and be- 
came known as the “Indiana Plan.” At a meeting 
of the National Executive Committee this special 
committee was formed, with instructions to carry 
out the work nationally as was done in Indiana. 

Immediately after the convention, work was 
started on this “big job.” It first became necessary 
to locate some one in each State who would en- 
thusiastically carry out the plan and to whom I 
could look for the conduct of the campaign in the 
State. Within two weeks practically every State in 
the National Association was organized with an 
active working head. Bundles of literature, copies 
of the Indiana Plan, sample letters, reports and the 
like were sent out, and your chairman was in 
constant contact with every one working at all 
times. In most cases response was wholehearted 
and most enthusiastic, and some wonderful results 
were obtained. In some few cases the response was 
not so good and results proportionate. Thousands 
of letters and circulars were sent out and the mass 
of mail received was tremendous. 

As election drew near, uniform information 
sheets were sent to all State chairmen requesting 
that full reports be sent to the office of the chair- 
men the eve of the election, This was carried out, 
in most cases, but it is true that some are not 
in yet. Passing over some of the wonderful work 
done by certain wide awake live chairmen, where 
organization was carried out to the last degree, we 
kad some remarkable returns and the figures were 
most impressive. 


In considering the results up to election we found: 
Answers received from all candidates. .571 


SNE 155i. Yenc cine aclvio ono ase - 483 
Evasive ...... Or ITT ee ree peace ae 
BNE ci isaac waa ose ocd alennite 44 


Of the opposed many were defeated at the 
election. 

From the reports that came into the office of the 
chairman, and the voluminous amount of cor- 
respondence, an information book was compiled, 
copies to Mr, Rothschild and Mr. Hufnagel, con- 
taining a complete report on each State, totals, 
Political complexion, excerpts from the original 
letters from the members of the 67th and 68th 
Congresses, showing in a few words the attitude 
of every one upon whom we have a report. 

Following the election, it was some time before 
all reports were in, in fact scme final reports did 
not come in ‘until the first of the year, and noth- 
ing could be done in a definite way to focus the 
efforts of the campaign. Also, due to the coming 

ristmas session, it was an imposition to ask the 
Various State chairmen to neglect their business 
to do anything further with this work. However, 
the work continued steadily from the office of your 
chairman, and an inside campaign was conducted 
in Indiana and in other States, in the hope of 
enlisting some inside support. In several instance; 
this was accomplished and we have some very 
active representatives anxious to do all in their 
Power to assist in the repeal when it comes to 
their attention. 

Now, this brings us up to the present time, with 
Plans for future work to consider. In working out 
& campaign such as was gone through with last 

much valuable information was obtained as 
2 get best results from certain efforts put 
pel ° found that to bring this fight to a 
ete a conclusion, it would be necessary to 
ren € this work wholly to the ranks of the re- 
€rs themselves. This because our representa- 








tives are more receptive to the wishes and opinions 
of their friends and constituents back home who 
are in the jewelry business and affected by the tax. 

It is absolutely essential that a bill be brought 
to the attention of Congress in the next session, and 
before this is done we must know where every 
representative stands in reference to such a bill. 
We must know just how much support we will 
receive and how much opposition we will encounter. 
We must have a majority in both Houses favorably 
pledged so impressive that it cannot be brushed 
aside when brought to their attention. 

As previously stated, the most effective way to 
bring the injustice of this tax to the attention of 
a representative is through a friend or constituent 
back home. In every State in the Union, the 
representatives and senators who had not previously 
responded were assigned to prominent jewelers 
from their home cities, and this we dubbed our 























THE SOUVENIR PROGRAM PRESENTED BY 
THE MASSACHUSETTS AND RHODE ISLAND 
RETAIL JEWELERS’ ASSOCIATIONS 


“Personal Assignment Campaign.” Hundreds of 
letters went out to these jewelers carrying these 
thoughts: 

“You, as a jeweler, have a personal and individual 
responsibility to yourself and to your industry as 
a whole, you owe to your great profession sufficient 
interest in its welfare to take this matter up with 
your representative. Take him into your store, 
talk to him 1n an earnest and friendly manner, show 
him that you are not dealing in the expensive 
luxury items as he believed, but that you deliver 
a service constantly that is absolutely a necessity 
in your community. Show him that the bulk of 
your stock is utility items and ask him why the 
mere matter of operating under the name of jeweler 
should entitle you to a special taxation. Show him 
how other merchants are competing with you and 
evading the tax. Prove to him that with your 
high overhead you are not making any more profit 
than any other legitimate business if as much, and 
are entitled to equal consideration. Show him 
that the jewelry business is an ancient and honor- 
able business, and has contributed many things for 
the making of better homes and better living, and 
is as old as civilization itself. Tell him of the 
many things that have come from the inventive 
fingers of the watchmaker, and how he has con- 
tributed largely to the growth of civilization. If 
he is a particular friend of labor, show him that 
the watchmaker jeweler works just as hard as any 
other laboring man and in most cases puts in many 
more hours of actual labor, and is entitled to the 
same consideration as any other,member of any 
other trade or profession. Lastly, as a member of 


your community, a taxpayer supporting your city, 
your State, your federal government, your schools, 
your highways, through every form of taxation that 
can be heaped upon you, you are entitled as a 
member of his district, to equal representation in the 
halls of legislation with every other constituent re- 
gardless of the line of business which he represents. 
The basis of your plea should be fundamental 
Americanism, based wholly upon your constitutional 
rights and if your representative has the welfare of 
his district as well as his country as a whole heart 
he cannot help but admit that your plea is just 
and that he will endeavor to see that fair play is 
obtained when this matter comes to his attention 
in the form of a bill.” 

And so we coach. our jewelers, but mark you 
friends, here is where we have our hardest work, 
for time after time we write to jewelers throughout 
the country with these earnest pleas that they 
awaken to their personal: responsibilities, without 
the slightest response. When will the jeweler 
awaken to the fact that he is not only a watchmaker 
but in reality a merchant, a purveyor of merchan- 
dise as well as service, and he must face his re- 
sponsibilities as such. Until he realizes this he 
must assume such burdens as have been heaped 
upon him in the past, but if he will but assert 
himself as others have done, what a timely effect 
this will have upon future legislation. We have 
cases where five or six letters with possibly several 
telegrams as well have been sent to many jewelers 
without the slightest courtesy of a reply, all a waste 
of time and energy on the part of those willing to 
work and a detriment to the fight as a whole. 

A complete record of every assignment is kept in 
the “Continued Assignment” book, and as each 
letter is written an entry is made, and when the 
information desired finally comes from one source 
or another, the final entry is made and the sheet 
is then transferred to the completed assignment 
book. These books represent an amount of work 
almost beyond belief, a task monumental in 
proportions. i 

Coupled with this personal assignment work is 
work that is continually going on from this office 
direct to representatives of both Houses, with more 
or less favorable results. Every line of communi- 
cation is followed, every method of approach taken 
advantage of, every legitimate means possible used 
to carry on this educational part of our program 
which after all will be the basis of our case when 
presented in our bill. 

At the present time, August 15, 1923, we have the 
following results to report from the campaign of 
last Fall, the work during December, the personal 
assignment campaign and the personal work from 
this office: 


Of 435 members of the 68th Congress (Lower 
House): 


OUNNNED bhi icsdccedarue heekecsuce ae 
I ib conc dctcdsosasduse esos co ae 
Ee Dc ciccghin dana Ds eareaian oe 
CRCOORIEG Fig is. x05 04,64. tanec jvc 
Democrats favorable ......-cccccses 157 
Republicans favorable ..........++++ 168 
Soctaliats favewGBle ccc cccccscccoeces 1 
Farm Labor favorable ...........+. 1 
Senate. 
PE i cnccccngakiGwibengeraeue 42 
I Sacdcaccckadecdenuensveesas 6 
OO CONE sxccccccepecadaeeeerenees 44 
| rr etn nr er 1 


Now this brings us up to the present time, and 
we find we have been working along parallel lines, 
all leading to nothing unless we focus these efforts 
to a point, the objective being the actual represen- 
tation of a bill. From information obtainable at 
the present time there is slight possibility of a 
special session and in all probability the bill will 
go into the December session, When the time 
comes, this committee, representing as it does, 
the retail interests, will surround itself with the 
most representative jewelers in the country, who 
will be amply able to properly represent this great 
industry before Congress. 

We have retained adequate legal counsel to be 
available at any time we wish him, to assist in 
the framing of a bill and with technical or legal 
advice where needed. In retaining this man, we 
have no desire to lobby a bill, as the only lobbying 
we expect to do is the educational part of our 
program which has been going on and: will con- 
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for $9.30 complete. 
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tinue until our repeal comes. We do, however, 
want to fully protect ourselves from a legal stand- 
point so that our work will be properly and cor- 
rectly handled, that attention will be given it by 
those whom we desire to reach. 

There is a tendency throughout the country, 
forced by popular opinion, to change the existing 
tax laws of today. On March 19, of this year, 
press dispatches carried the news that Under 
Secretary of the Treasury Gilbert has called a 
special committee together to investigate certain 
inequalities in the 1921 Revenue Act. Surely the 
excise tax is one of these inequalities. This com- 
mittee now has a brief covering the points we 
stress, and it is hoped that personal representation 
will be requested in the near future. 

We find a changing of opinion in general relative 
to taxation, and a shifting of the opinion that by 
applying the taxes in a certain way the bulk of 
revenue will be obtained’ from the coffers of the 
rich, This is evidenced by the publicity given Mr. 
Mellon’s recommendation to the new Congress that 
the income and surtaxes be revised, lowering the 
schedule to increase the: revenue. The same fal- 
lacy has applied to our; industry for instead of 
compelling the rich to oy the excise tax, it has 
seriously handicapped small business, turning that 
which might have been’ a moderately successful 
business into a dismal failure in many cases. 

Another hopeful phase! is the present financial 
condition of our Government. Referring again to 
the meeting with Hon. Ogden Mills, the only 
reason for the contihuation of this tax was the 
fact that the Government was facing a deficit, at 
that time estimated at some eight hundred million, 
and the money had to come from some source 
regardless as to the principle involved. At a 
meeting of the business heads of the Government 
a short time ago we found that instead of ending 
the past fiscal year with a tremendous deficit, it 
actually ended with a cash surplus of three hun 
dred millions, a difference of over a billion over 
the original estimate. Furthermore, Representative 
Madden, of Illinois, of the Appropriations Com- 
mittee, estimates that the coming Congress will 
operate at a saving of an additional half billion, 
and out of these thousands of millions, the excise 
tax is but a ripple on the surface, 

Mr. Mellon himself admits that if the same 
favorable conditions continue throughout the year, 
he will recommend a revision of taxation dealing 
with the income tax or with special forms of 
taxation now in force. 

Throughout the United States work is going on 
to bring to the attention of prominent and active 
men, leaders of groups or blocs, chairmen of com- 
mittees the fact that this will come to a focus 
in the next session, and in most cases the response 
is most encouraging. As an example, a short time 
ago I had the pleasure of an interview with Senator 
James E. Watson of Indiana, a most prominent 
member of the Senate Finance Committee, and re- 
ceived from him an open and public pledge that 
he would use his personal influence for the repeal 
of this tax in the December session. 

This covers some of the high spots of the work 
this committee has been engaged in, but before 
closing the address, I wish to call the attention 
of the jewelers here assembled to the fact that 
there is not a jeweler in the United States that has 
any conception of the amount of work that has 
been done and is being done by your Association 
for the elimination of this tax. The deepest appre- 
ciation is due every one who has taken part in 
this work and is now taking part. This includes 
the War Revenue Tax Committee, the officers of 
the National Association, the officers of the various 
State Associations, the State chairmen who have 
worked so diligently and every individual who has 
done his share. As chairman of this special com- 
mittee I want to here and now express my heart- 
felt appreciation for the wonderful support that 
has been accorded me throughout the United States 
and for the many many friends I have made. It 

meant a tremendous sacrifice on’ my part, in 
the giving up of home, family, pleasure and busi- 
hess, but in the belief in the righteousness of our 
cause, and in the success of our endeavor is this 
gladly being done. Let me urge upon every jeweler 
in this great country to show appreciation for this 
service being rendered by the National Association 

y joining your State and National Associations 

adding. your moral influence to the end 
thatthe National Association will become one of 





the representative and powerful Associations in 
this country, with equal power and prestige before 
our makers of the laws under which we live and 
operate our businesses, 

As chairman of the Special Excise Tax Elimina- 
tion Committee and President of the Indiana Asso- 
ciation I bring this message of good cheer and 
this word of appreciation. It is the sincerity of 
this work that renews hope in the hearts of the 
jewelers, and the very sincerity and earnestness 
of it that impresses our legislators with the fact 
that sooner or later heed must be given and these 
wrongs righted. 


Following the close of Mr. Roessler’s 
address “Bill” Rindt led the jewelers in 
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singing to the tune of “I Want a Girl,” the 


following verse: 
We have a man, who made a plan, 
The tax from us to free. 
He is the man, everybody can 
Be proud of in Jewelry. 
In nineteen hundred and twenty-four 
Our excise taxes will be no more. 
Ralph with his smile, works all the while; 
He works fcr you and me. 


Mr. Roessler and his assistants then 
passed out booklets on “Reasons why the 
excise tax on jewelry should be repealed.” 

President Hufnagel next introduced Mel- 
vin H. Copeland, of the Harvard Bureau 
of Business Research,, Cambridge, Mass., 
who began speaking at»11.55 a. M. on the 
subject “The 1922 Findings of the Harvard 
Research Bureau.” He prefaced his regu- 
lar address by reading a humorous letter. 
His address appears on pages 195 to 199. 

President Hufnagel announced that fol- 
lowing the morning session a photograph 
would be taken. Several State presidents 
also asked members of their associations to 
meet. Adjournment followed at 12.30 P. m. 


Wednesday Afternoon 


The afternoon session was scheduled to 
open at 1.20 Pp. M., but it was 2.45 o'clock 
before President Hufnagel’s gavel fell for 
the opening of the session. President Huf- 
nagel first made a few announcements, one 
of which was, that he desired the resolu- 
tions committee to meet promptly at 7 P. M. 
in room 714. He next introduced Paul 
Moore, secretary of the Horological Insti- 
tute of America, Washington, D. C., who 
spoke on “The Horological Institute of 
America.” Before beginning his address he 
told a humorous story about a minister’s 
son and told the jewelers that he is a 
minister’s son and had recently returned 
from a visit to.his father, who is 90 years 
old. He then took up the thread of his 
discourse. His address appears on pages 
213 and 215 of this issue. 

President Hufnagel said that he hoped 
the jewelers would not forget the invitation 
of Mr. Moore to join the Horologijcal 
Institute. He then introduced Irving. S. 
Paull, chief of the Domestic Division of the 
Department of Commerce, Washington, 
D. L, 

ADDRESS OF IRVING S. PAULL 


The address delivered by Mr. Paull was 
of a general nature and did not apply par- 
ticularly to the jewelry trade. His subject, 
“The Government’s Relationship to Busi- 
ness,” did, however, contain many sugges- 
tions of interest to the jewelry trade. 

After first saying that the Domestic 
Division of the Department of Commerce 
had not been in operation for a very long 
time he took up a discussion of the distribu- 
tion problem, pointing out that the problem 
of distribution is one of the most important 
in modern day business. He pointed out 
how any manufactured product had to pass 
through many hands with the necessary 
cost of each step. As an illustration of the 
cost of delivering to a consumer a bottle of 
pickles, as an example, he told of the dif- 
ferent products that go into the bottle of 
pickles, the storage charges, handling 
charges, etc. 

He told the retail jewelers that if they 
will write their congressmen for the report 
of the Joint Commission of Agricultural 
Distribution No, 408, of the 67th Congress, 
that the volumes will be sent to them and 
that they will find them of interest. 

He called attention to the result which 
follows over-production, comparing it to the 
building of a dam across a stream. He 
used charts during his talk to make his 
address more graphic. 

At the close of Mr. Paull’s address 
President Hufnagel thanked him for his talk 
and paid a tribute to Herbert Hoover, 
Secretary of Commerce. He asked Mr. 
Paull to convey to Mr. Hoover the appre- 
ciation the jewelers feel for his work. 

The next speaker introduced was Miles 
E. Robertson, assistant director of sales of 
the Oneida Community, Oneida, N. Y., 
who spoke on “Aggressive Modern Mer- 
chandising.” His address was of particular 
interest to retail jewelers and was illustrated 
with charts. It appears on pages 201 and 203. 

President Hufnagel asked “Secretary An- 
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derson to read the additions to the various 
committees. The additions are as follows: 

Tax and Legislation: J. A. Cayce, Nash- 
ville, Tenn.; Wayne Reed, Montpelier, Vt.; 
Cc. C. Bradley, Batavia, N. Y.; George 
Beach, Valparaiso, Ind. 

Special Excise Tax Committee: Harry 
McCormack, Buffalo, N. Y. 

The committee on Auction Laws and 
Ordinance was asked to meet in room 1437 
immediately after the afternoon session. 
The committee is as follows: C. I. Joseph- 
sone, Moline, Ill.; Albert Kerr, Boston, 
Mass.; William A. Inskeep, Jr., Columbus, 
0.; James Fox, Rocky Mount, N. C.; J. 
Arthur Clem, Providence, R. I.; Louis S. 
Smith, Beverly, Mass.; F. P. D. Jennings, 
Albany, N. Y.; Charles M. Banks, Wil- 
mington, Del.; Wm. M. Irion, Louisville, 
Ky. 
Horological Committee: Robert Brunner, 
Rutherford, N. J. 

Trade Interests: C. A. Hambly, Phila- 
delphia. 

Publicity: Samuel Barnstone, Lewiston, 
Me.; P. G. Diener, Harrisburg. 

Resolutions: E. O. Little, Auburn, Ind. ; 
Alvin Magnon, Tampa Fla.; Frank Ford, 
Norfolk, Va.; Gustav Sylvan, S. C.; John 
P, Hess, Fond Du Lac, Wis. 

Business Practices: B. F. Roark, Char- 
lotte, Nebr.; F. F. Stearns, Keene, N. H. 

Auditing: F. C. Newhall, Lynn, Mass.; 
Elmer Leach, Beaumont, Tex.; T. J. 
Apryle, Johnstown, Pa.; J. B. Given, 


Rochester, N. Y.; J. E. Stiles, Wells, 


Minn.; R. M. Shipley, Wichita, Kans.; W. 
A, Enhaus, New York city. 

President Hufnagel spoke of a very en- 
joyable time which he had on a visit to the 
Babson Institute, Wellesley Hills, Mass, a 
while ago, and then introduced George W. 
Coleman, president of Babson Institute, 
Babson Park, Mass. Mr. Coleman addressed 
the jewelers on “Stabilizing Business.” 

This address was a general resumé of the 
work done at the Babson Institute and of the 
conditions which resulted in the growth and 
development of the institute. 

He said that a statistical laboratory is to 
the modern day business what a discoverer 
was in the days of old. Some times the 
things that the statistical institute starts out 
to discover when discovered are not of such 
importance as other information which is 
developed during the research. 

No inaccurate or bias information must 
be handed out, said the speaker. When 
figures are given out it is necessary to be 
able to interpret them. It depends on who 
uses the statistics as to whether they are 
helpful or not, he added. 

Walter H. Mellor, field secretary of the 
A.N. R. J. A,, led the jewelers in singing 
and President Hufnagel then introduced 
George C, Lunt, of the Sterling Silverware 
Manufacturers’ Association. Mr. Lunt 
spoke on “The Larger Distribution of 
Sterling Silverware.” He said: 


ADDRESS OF GEORGE C. LUNT 

P The Sterling Silverware Manufacturers’ Associa- 
ton, which I am honored to represent before your 
eevention, esteems the privilege offered and I 
- ing their kindliest greetings and wishes for con- 
inued success and prosperity. 





My mind naturally reverts to your convention at 
Buffalo two years ago, whereat through the courtesy 
of your officers, a committee from the Sterling 
Silverware Manufacturers’ Association, of which 
I was a member, was invited to meet your com- 
mittee on sterling silverware. 

It seemed to me that previous to that time many 
of your members were more or less hostile to the 
sterling industry, owing largely to a misunder- 
standing of each other’s economic needs, and here 
is just where the value of associations justify their 
existence. They furnish the one point of contact 
so necessary nowadays in the accomplishment of 
any movement or purpose. The point of contact at 
that time seemed to be the turning point towards 
better conditions between us; indeed we have gone 
far in friendly trade relations. and co-operation 
since that time. 

Your honored president, Mr. Hufnagel, has fur- 
nished me with the subject of my talk, ‘The 





A. G. MANSUR, RE-ELECTED FIRST VICE- 
PRESIDENT 


Larger Distribution of Sterling Silverware.’”? This 
naturally is the subject I am most interested in 
and moreover I am confident that said larger dis- 
tribution can be had to our mutual advantage. 

Your president also wrote me to the effect that 
according to a certain survey much distribution was 
going on through other channels, thus dissipating 
the rightful business of the retail jeweler and it is 
necessary to divert these channels into the one large 
stream—the retail jeweler; therefore he believes 
much could be accomplished if I would embody in 
my address the most practical way of attaining 
this result. This certainly is a large order, yet 
upon careful analysis considerable can be said in 
the right direction. 

Of the other channels referred to—drug store, 
hardware store and mail order houses—the per- 
centage is not serious. Many places, according to 
the rate books, are drug and jewelry stores. The 
hardware sterling trade is not greatly developed, 


and of the mail order houses many were regular ° 


jewelers doing a mail order business. The depart- 
ment store is the largest stream, outside the regular 
jewelry channel, in the distribution of sterling 
silver, and after some experience with surveys and 
knowing as I do the impossibility of getting cor- 
rect figures, I have reason to believe the total per- 
centage is not as great as the survey indicated. 
The department store trade in sterling silver is 
principally in the 10 largest cities. I therefore 
am of the opinion that sterling silverware is very 
largely in the hands of the legitimate jeweler 
throughout the land today, in fact I believe there 
are thousands more jewelers in this country that 
do not sell sterling silverware than there are mer- 
chants of other classification that do sell it. 
Nevertheless, the percentage may be on the in- 
crease and that is reason enough for the solicitude 


of your president and yourselves and it is indeed a 
subject for careful study—a study in economics. 

Speaking of economics, it will pay us to phil- 
osophize a little, There are natural economics and 
commercial economics and one is about as irresisti- 
ble as the other. Competition goes on and on in 
our civilization as it goes on in the wilds of the 
forest. Therefore, for our lesson let us look to 
nature, where each tree, branch and twig or 
blade of grass verily fights for its share of the 
moisture and sunshine. It is said that a very 
minor injury to a young tree might easily reduce 
its size to one-half that of its neighbors in 20 
years because of loss due to overshadowing while 
the growth of the injured one was impeded in its 
youth, 

Then again do you realize that nature could get 
along quite well without the works of man? It 
got along before men existed. Man through his 
God-given ability and energy interrupts the course 
of nature and uses its infinite power to his own 
ends, but he has got to keep everlastingly at it or 
the reversion takes place. 

How often do we note in our ride into the 
country that here and there a bend in the road 
has been straightened, perhaps less than 10 years 
ago? Have you observed how the grass and 
bushes and young trees have nearly obliterated the 
old course? 

Then again, by this same road, among the other 
growth, we discover a few lilacs in bloom. Surely 
these were not native to the place, and we stop to 
pluck them, and find that they, with a few tum- 
bled stones of a cellar hole, are all the remaining 
evidence that here was once a farmhouse, and 
human life, endeavor and hopes, that for one rea- 
son or another had given away in the competition 
with nature. 

I do not wish to pose as an alarmist, but born 
of that old puritan stock that landed on this coast, 
to which you have journeyed, a sermon would not 
be a sermon did it not refer to that hell-fire end- 
ing, unless all our energies are bent in the right 
direction. 

All this is to bring forcibly to your mind that 
it is the same in business economics. You must 
keep the broad channels open and free from ob- 
structions. You must build the barriers and keep 
them everlastingly in repair and not sit idly by 
and watch the stream here and there diverted and 
lost. 

How can this be done? Can it be done by arti- 
ficially stopping the department store channel? I 
think that is impossible, for that channel has been 
open for over 30 years and there are a few manu- 
facturers that sell the bulk of their product through 
that channel and if anyone now selling them 
should immediately stop, it would only add to the 
prestige of those that continued. 

It seems to me the proper thing is to make a 
study of the department store methods and adopt 
such as are found valuable, for you may set. it 
down as a fact that the department stores of all 
other retail. stores have made the most - scientific 
study of merchandising. 

You will learn the lesson of window attractions, 
timely display advertising, the psychology of num- 
bers and prices, personal appeal of all kinds, and 
then turnover. 

Turnover of capital invested is the one great 
difficulty of the jeweler and is really his one 
greatest problem of all problems, and this is the 
real place where the greatest menace lies. 

You are constantly advised by the Harvard bu- 
reau and others of what the average cost of doing 
business in your line is, i. e., the overhead cost, 
and said reports give the turnover, as from once to 
twice in a year, while the department store gets 
three to five turnovers. I have heard several talks 
at State jewelers’ convention by statistic experts 
and it seemed to me, in a half hour talk they 
spent 29 minutes on statistics and one minute on 
turnover. I think they should reverse the minutes 
in their advice. 

The question of mark-up, especially in percent- 
ages, will fool you if you are not careful, and 
you will raise yourselves out. For instance, set 
these figures down and contemplate them. A 100 
per cent mark-up means that on every dollar’s 
worth you sell gives you 50 cents towards your 
annual budget of expense—rent, light, heat, cle-k 
hire and general expense. A 90 per cent mark-up 
gives you 47 4/10 cents towards your annual bud- 
get. An 80 per cent mark-up gives you 44% 
cents, a 75 per cent mark-up gives you 429/10 


















THE JEWELERS’ CIRCULAR 












Established 1866 


Office and Cutting Works 
6 West 48th Street, New York 


AMSTERDAM: 6 TULP STRAAT LONDON: 23 HOLBORN VIADUCT 





















eenerien BROS. & Verri 


DIAMONDS—PEARLS 
PEARL NECKLACES 


527 FIFTH AVENUE 




























GOODFRIEND BROS. 
PEARLS 


Gem Emeralds and Sapphires 


542 Fifth Avenue 
NEW YORK CITY ae 





























September 5, 1923. - 





THE: JEWELERS’ CIRCULAR 


109 


Full Report of the A. N. R. J. A. Convention 


a 70 per cent mark-up gives 41 2/10 
a 662/3 per cent mark-up gives you 40 
a 6) per cent mark-up gives you 37 5/10 
a 55 per cent mark-up gives you 355/10 
a 50 per cent mark-up gives you 33 1/3 


cents, 
cents, 
cents, 
cents, 
cents, 


cents. 
The wide difference in percentage of mark-up 


appears considerable but when it is translated into 
dollar sales and the difference in cents you would 
have towards your annual budget, it does not 
seem so important. The percentages of mark-up in 
the example given range 50 points, while the 
cents range 16 2/3 points. 

Now you gentlemen represent all sizes in vol- 
ume of annual sales. Let us take for example a 
unit of $10,000 in capital invested and an annual 
sale of a like amount, meaning one turnover, 
which any of you can easily multiply into your 
own volume, and then take three of the most 
commonly talked of percentages of mark-up and 
at one turnover see what it means in difference in 
the number of dollars you will have toward your 
annual budget of expense. 

$10,000 in sales at 60 per cent mark-up gives 
you $3,750 towards your annual budget; at 66 2/3 
per cent mark-up gives you $4,000 towards your 
annual budget; at 70 per cent mark-up gives you 
$4,118 towards your annual budget. 

From 60 to 6634 per cent only adds $250 per 
year to your gross earnings, only $2.22 more in 
every day’s sales at the 60 per cent mark-up would 
do the same trick, From 66% to 70 per cent only 
adds $118 per year to your gross earnings, only 
$1.00 more in daily sales at 6634 per cent mark-up 
would do the same thing. .Therefore—in competi- 
tion with all other kinds of merchants, think more 
of daily volume than mark-up. 

Lido not wish you to underestimate the value of 
mark-up but I do wish you to see that it is really 
volume that “brings home the bacon.” 

Your grocer, for example, may have an average 
overhead cost of 20 or 25 per cent. He buys eggs 
of the farmer every morning at say 50 cents a 
dozen and sells them at 55 cents, a mark-up of 10 
per cent. Does he lose money? Not much, for 
he turns his egg capital every one of the 300 busi- 
ness days in the year. 

Now every one of you can fairly estimate your 
annual budget of expense at the beginning of the 
year. Just use your reasonable mark-up and 
figure how many dollar’s worth you must sell in 
the year to cover it and make a profit, and join 
the “go-getters.” 

Say your budget on the above unit is $5,000 
you; would make a loss in one turnover. Now if 
you could keep your budget about the same and 
capital the same, and turn it twice or sell $20,000 
or two turns, you would have respectively $7,500 
or $8,000 or $8,236 against your annual budget 
and show a profit. And then note what five times 
your turn of capital would do. Of course in prac- 
tice you could not keep your budget of expenses 

same, because it would take more clerk hire, 
¢tc., but some of the items would remain the same, 
and it is a fact that while your figure experts 
give the jeweler from one to two turnovers these 
Same people give the department stores from three 
to five. There lies the profitable merchandising. 


He concluded by saying: 


Now I have been talking economics when I am 
more fitted to talk sterling silver, from over 40 
years experience in that branch of your business. 

The Sterling Silver business is said to be a 
combination of an art and a business and both 
Phases are interesting. 

You have a code of ethics. I wish to call your 
attention to the ethics of the sterling silver busi- 
ness as practiced by members of the Sterling Sil- 
verware Manufacturers’ Association and a number 
of other sterling manufacturers. First compare 
the standard of metal qualities. Platinum may be 
alloyed with palladium or iridium or other alloys 
of the so-called platinum group. Are you sure of 
what you are getting? Then again, I heard a 
discussion of the stamping on gold plated chains at 
Ds of your State conventions, as to whether they 
should be stamped 1/10 14 kt. or 14 kt. 1/10. It 
would seem to me that neither was ethical inasmuch 
a8 14 kt. seems out of place on an article 94 per 
cent base metal. 

m.. the other hand I point with pride to the 
ing mark on silverware, which you can depend 
= as solid all the way through and .925 fine. 
hen there is the business dealing. The prices 





of one manufacturer may be different from an- 
other, but when you see his price list it means 
that those are the prices whether you are a large 
dealer or a small one. There are no deviations; 
no special discount to the favored one, or the mail 
order houses, or to the department store; no con- 
signment that doesn’t have to be paid for until 
sold; no difference in time or terms. Is it not 
comfortable to know that when you buy a given 
article in sterling, your neighbor has absolutely no 
advantage? You have bought at as'low a price as 
he, and at as reasonable terms as any other mer- 
chant can buy, whether he be big or small and, 
moreover, there has never been any profiteering 
in the business. 

Then comes the art and the craftsmanship. Ster- 
ling silverware is not a quantity product, automatic- 
ally run through the mill by the mile by pulling 
a lever here and there. It is designed in taste, 
wrought with skill and finished with care. The de- 
signer is a student of history of all time—not the 
history of wars and political divisions of generals 
and admirals. He studies the history of orna- 
ment, which is the history of the taste and refine- 
ment of all civilizations, for art endure while 
races disappear. He must have ideals and create, 
yet he must build on the basic principles of orna- 
mentation as exemplified in the periods of the past, 
as a composer of music builds upon the laws of 
harmony. 

A line of flatware or a tea set is not conceived 
in a second and completed in a moment, indeed 
a designer may work for a year and make a thou- 
sand sketches before one is adopted for a line, 
for there are many things to be considered, among 
which is the cost of the dies and tools, but the 
greatest is—will it meet with your-approval and 
that of your exacting clientele? Maybe the whole 
gamut of periods have been worked, beginning with 
that of ancient Egypt, through the Greek and Ro- 
man, Arabesque and Gothic, Renaissance, the Louis 
XIII, XIV, XV, XVI and the Empire of France, 
the Jacobean, Cromwellian, Restoration, William 
and Mary, Queen Anne and the Georges of Eng- 
land and the Colonial of America. 

Right here let me try to interest you and your 
sales people in this most interesting of studies— 
ornamentation—for the most valuable heritages of 
all time have been ornamented. I believe solid 
silver should bear ornament, and the best of orna- 
mentation, not a riot of ornament, but a certain 
amount of refined ornamentation in keeping with 
the dignity of the metal. It is easier to keep clean 
and in condition than a plain spoon or pot and, 
furthermore, you find plain wares in the restau- 
rants. 

If you took a plain sterling spoon and finished 
out the sterling mark, scratched it a bit and mixed 
it with the restaurant plate, nobody would steal it, 
while, on the contrary, a beautifully ornamented 
spoon would attract attention anywhere. 

Sterling silver is for the home and should be so 
designed by the maker and sold by you to the 
customer to make for the dignity of that home. 
That word “home” is the keynote of the possible 
four times increase in turnover of a part of your 
capital; at least work it for all it is worth. The 
home, after all, is the center of our world and 
the dining table the very heart of it and it should 
be beautifully equipped. In these days of auto- 
mobiles and Sunday picnics, the dining table, once 
the pride of the hostess, may be temporarily for- 
gotten, but only temporarily. Indeed there is al- 
ready a well-defined social movement towards its 
rightful function, for that same gracious instinct 
that made hospitality one of the fine arts long ago 
in homes of people of refinement will always and 
forever remain, and it falls far short of an art 
unless solid sterling silver, fine linen and fine 
china make up the setting. 

Then again, there is the long life of sterling 
solid silver. Like your gems and gold, it lasts 
after all else has gone. We will all be referred 
to as ancestors some day. What kind of ancestors 
were we? What will posterity say of us? Now 
silverware and jewelry has recorded the family taste 
ever since the days of King Tut and before, 5,000 
years and more, because it is the lasting evidence. 
It is up to every one of you to see to it that 
posterity may be favorably impressed that we, in 
this most wealthy of nations the world ever saw, 
were people of refinement and taste, as evidenced 
by those beautiful heirlooms—‘The Gifts That 


Last.” 


The address of P. J. Coffey, chairman of 
the National Jewelers’ Publicity Association, 
was the last speaker on the program for 
the afternoon, but owing to the lateness of 
the hour, this address went over until the 


next day. 

President Hufnagel introduced Miss 
Agge, the field secretary of the Ster- 
ling Silverware Manufacturers’ Associa- 
tion. 


Miss Agge addressed the jewelers briefly 
and the convention session was adjourned 
after it was voted to send greetings to the 
A. N. R. J. A. ex-presidents and to Mrs. 
Steele F. Roberts and Mrs. John L., 
Shepherd. 


Wednesday Evening 


The evening session opened at 8.30 P. M. 
just an hour later than the schedule. 
President Hufnagel called for the report of 
Secretary Anderson,. It follows: ; 


REPORT OF SECRETARY ANDERSON 

From my knowledge of the attendance at past 
conventions of this association, and of the average 
per capita cost of coming to these gatherings, I 
figure that our ‘metibers will spend $30,000 in 
coming to Providence for this great gathering of 
jewelers, and as our convention session will total 
about 30 hours during the week it means that 
this convention is costing our members here pres- 
ent $1,000 per houft, or $16.66 per minute, alto- 
gether too valuable time to be wasted, and I shalF 
make this report as brief as possible. 

We are now in the second year of operation 
under the new schedule of dues. It was recog- 
nized that to increase the per capita from $2 to 
$5 in one step would entail considerable of a 
loss in membership, and this was. shown last year, 
but the States are coming back. When the report 
of the credentials committee is read you will find 
that the paid membership to the national associa- 
tion for 1923 is 12 per cent greater than the mem- 
bership reported at the Cincinnati convention. 

Naturally this gain is not evenly distributed. 
Some States have reported fewer members to 
the national this year than last. California and” 
Illinois both have one class of members who pay 
a small amount of dues and who are not reported” 
to the national, and this accounts for the falling 
off of members in these States. Actually their 
State memberships are considerably higher than’ 
our figures make them appear, but unfortunately 
we can report as members only such as are paid 
for to this organization. This distinction in:« 
classes of memberships was put in operation in: 
these States since the per capita to the national 
was increased. 

Then again, the total of members in good stand- 
ing in all States as shown by their State records 
is considerably larger than the totals as shown on 
the national records. This is accounted for by 
the fact that all States allow members a ful? 
year in which to pay dues, For instance, a mem- 
ber who paid his dues in 1922 is called in good 
standing in the States until the end of 1923 al- 
though he may not yet have paid for 1923. But 
the national association wipes its slate clean every 
January 1st and, starting all over again, gives 
credit only for such members as are reported in 
and paid for, plus the new members for whom the 
States pay no per capita the first year, 

The membership in the national association as 
reported by the credential committee will be very 
close to 3,600, but the total of State memberships 
as shown by their books is in excess of 4,000. 

HOW THE GAINS WERE MADE 

A great deal of the credit for gains in the 
various States must be given to our energetic 
Field Secretary, who put in a strenuous five 
months in one trip this year, from Jan. 15th to 
June 15th, and also worked all through the hot 
weather and right up to the convention dates. 

Virginia, North Carolina, Georgia, Florida, Ala- 
bama, Mississippi, Louisiana, Arkansas, Tennessee, 
Kentucky, Pennsylvania, Massachusetts, Rhode 
Island, Maine, New Hampshire and Vermont have 
had the benefit of his services this year, while in 
the fall of 1922, after the Cincinnati convention,_ 
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he worked in New York, Connecticut, Massa- 
chusetts and Rhode Island. 

The details of his work I will leave to him to 
explain, and will only say that every State in 
which he worked in the past 12 months reported 
an increase in members to the national over their 
figures for 1922. 

Some States that did not have the services of 
the Field Secretary in the past 12 months also 
showed they could increase their membership. 
Missouri increased from 57 to 131, Michigan in- 
creased from 100 to 151, while several other 
States had small gains. 

TRIP OF THE NATIONAL PRESIDENT 


On February 1st of this year President Huf- 
nagel started on his speaking tour of the south, 
and duplicated his success of 1922 when he visited 
the central and far western States. 

Beginning at Philadelphia he visited and spoke 
to jewelers in the following cities: Philadelphia, 
Washington, Richmond, Va.; Norfolk, Va.; Raleigh 
and Durham, N. C.; Columbia and Charleston, S. 
C.; Savannah, Ga.; Jacksonville and other Florida 
cities, Atlanta, Ga.; Birmingham and Mobile, Ala.; 
Biloxi, Miss.; New Orleans, Galveston and Dallas, 
Tex.; Little Rock, Ark.; Memphis and Nashville, 
Tenn.; Louisville, Ky.; Charleston, W. Va.; Pitts- 
burgh and Altoona, Pa.,’ ending his campaign in 
the latter city March 15th. 

Not only did he bring the message of co-opera- 
tion to the jewelers in these States, but he en- 
thused them individually, as is proven by his 
securing as members some of the largest firms 
in the cities named, and he organized them for 
effective work on the war tax elimination question 
and other vital issues before us at the present 
time. 

PRESIDENTS HAVE BEEN REAL LEADERS 

The American National Retail Jewelers’ Asso- 
ciation has always been fortunate in its selection 
of men to occupy the high office of president. It’s 
a brilliant list—Jennings, Hurlbut, Archibald, 
Roberts, Combs, Evans, Brock, Everts, Hufnagel— 
each and every one putting his heart and soul into 
this work, men of many different types and per- 
sonalities, but all heavy contributors in the way 
of unselfish service and sacrifice to the success of 
the jewelers’ cause. 

This ends my tenth year as secretary of this or- 
ganization. I have had the honor to know all of 
these men, some of them intimately, have worked 
with or under all but the first three of these 
presidents of your association, and realize perhaps 
better than does anyone else what they have done 
for the retail jewelry business. My hope is that 
the future holds for this organization a promise 
of service in the executive chair such as it has 
had in the past. 

Your vice-presidents, your treasurers and the 
other members of your executive committee in 
these 10 years in which it has been my honor to 
serve in this office have borne their share of the 
burdens, have upheld the hands of their executives 
in many trying days, but the list is too long to cite 
them here. Not all of them, good workers and 
earnest that they were, rose to be presidents, that 
could not be humanly possible, but they did their 
work as I can well testify. And they are doing 
It today, 

STATE OFFICERS DESERVE THANKS 

More than 250 different men have occupied the 
high office of State president in some one of the 
41 organized States during the past 10 years. The 
same is true of vice-presidents, secretaries, treas- 
urers and all the long list of each association. 
That the national organization is a strong and 
well grounded institution today is very largely due 
to these men and women, some of them for @ 
brief time, and some for many years, who have 
carried on their arduous work with no thought 
but that of bettering the condition of their fellow 
Jewelers, 

THE YEARBOOK FOR 1922 

The most ambitious effort our association has 
ver attempted was the Yearbook for 1922, which 
was off the press and distributed in March of this 
year. It was sent to all members who paid their 
dues for 1922, so I take it that every member 
ere received a copy. 

President Hufnagel was fortunate indeed in his 
compilation of this work, which is deserving of 

@ the nucleus of a jeweler’s library. No such 
Work was ever issued before by this or similar 





organization of jewelers, and it is my hope that 
periodically a like Yearbook may be issued, but it 
is doubtful that this can be done oftener than 
once in two years, as I believe that it would be 
difficult for even President Hufnagel to gather 
such a wealth of material oftener than that, and 
again the cost of the book is so heavy that the 
matter of expense must be carefully considered. 
We are indebted to our good friends, the patrons 
of this Yearbook, whose names appear in the fore- 
part of this volume, for their subscriptions, which 
greatly lightened our expense of publication. 
NATIONAL VISITORS AT STATE CONVENTION. 


More than in any other year have been the num- 
ber of visits by national officers and representatives 
to the various affiliated States in the past12 mnoths. 
All but four or five have been visited at least once, 
usually at the State convention, but because of 
President Hufnagel’s tour and the field work of 
Walter H. Mellor visits at other times have also 
been frequent in many States. 

It is to be regretted that a very few States did 
not get the benefit of a national officer or repre- 
sentative at either the State convention or any other 
time, but circumstances made this impossible in 














A. W. ANDERSON, SECRETARY 


these States, and efforts were made by your officers 
to assist such States in other ways. 

A notable trip was that. of Vice-President Mazer, 
who represented the national at conventions and 
meetings last Spring in the States of So. Dakota, 
Montana, Idaho and Oregon, resulting in a new 
affiliation with the national, Montana organizing 
and coming into this organization with a nucleus 
of 21 members. 

EXCISE TAX ELIMINATION 


The first and foremost topic at state conventions 
and other gatherings of jewelers this year has been 
the fight for the removal of the five per cent war 
tax on jewelry and kindred lines. The visits by 
national officers and representatives to the various 
states have resulted in mustering the moral and 
financial support of members everywhere and they 
are showing themselves willing and anxious to give 
all the aid possible to our able and energetic chair- 
man, Ralph Roessler of Indiana. 

From some high source came to your national 
secretary the appointment as revenue collector for 
the Special Excise Tax Committee. This work is 
now proceeding satisfactorily, and I express thanks 
to officers and national representatives and other 
speakers at various state conventions who have 
done so much to assist in the raising of this abso- 
lutely necessary fund, which will be given further 
notice in my financial reports. 

SILVER SITUATION GETTING BETTER 


The efforts of your officers to better the condi- 
tions relative to the sale of sterling silver wares, 


which efforts extend back over a_ period of 
many years and have been vigorously pushed by 
President Hufnagel during his tenure of office, are 
bearing fruit. The Towle Mfg. Co., The Gorham 
Company, R. Wallace & Sons Mfg. Co. and Reed 
& Barton all have, within recent months, announced 
as their future policy the billing of silverware to 
dealers at a figure allowing a discount of 40 per 
cent. I am authorized to state that other manu- 
facturers of silver have signified their intention 
of doing likewise. 

This announcement takes but a few words, but 
years of constant effort and work were necessary 
to bring about this happy result. 


RELATIONS WITH MANUFACTURERS AND WHOLESALERS 

It is a privilege to assure you that manufacturers, 
wholesalers and retailers in the jewelry business 
are getting closer together. The various confer- 
ences called by your president in the past two years 
have done much to bring about a better under- 
standing and a closer sympathy. 

I am particularly impressed with the cordiality 
of the officers of the manufacturers and whole- 
salers organizations toward the retailers as ex- 
pressed in private conversation and at conventions 
by their representatives in recent months. Let us 
fervently hope that the conferences at the present 
convention may lead to still better understandings 
between these three branches of the jewelry trade, 
each one of which is dependent on the others for 
business and profit. 


OUR NEW ENGLAND HOSTS, 


The enthusiasm with which all organizations in 
New England, whether manufacturing, wholesale or 
retail, entered into the great task of arranging for 
this convention, is remarkable. This convention 
was bound to be a success as soon as the officers 
and committees of these organizations set to work. 
Every detail has been carefully planned and taken 
care of, every desire of our national association 
officers has been met, and much has been done and 
planned that your officers would never think of 
asking for as a requirement for bringing this na- 
tional gathering to any city or locality. 

The dealings of your officers have been princi- 
pally with the officers of the New England Manu- 
facturing Jewelers and Silversmiths Association and 
the Massachusetts-Rhode Island Retail Jewelers 
Association, and it is with all the emphasis that I 
can muster that I will say we appreciate and thank 
them for their splendid work, which has culminated 
in this great and magnificent convention of jewelers. 


THE JEWELRY TRADE JOURNALS 


We have always been proud of our trade press 
for very good reasons. We are prouder than ever 
of them now because of the splendid publicity they 
have given to us in the past few months in relation 
to this convention. Who could possibly resist the 
appeal to come to Providence after reading’ these 
gripping descriptions of New England’s past and 
present, both historical and industrial? The feature 
articles printed in the trade press today are of the 
very highest order and of great benefit to those 
jewelers who will not only read but study them, 
and your secretary has, in the past few months 
been calling the attention of our members, through 
the columns of the Bulletin, to these invaluable 
articles, both technical and otherwise, which every 
jeweler should absorb for both mental and mone- 
tary profit. 

THE A. N. R. J. A. BULLETIN. 


This little sheet, which now comes to our mem- 
bers once a month, has been criticised in some 
quarters because it does not expand. Let me em- 
phasize what has been often said before, the na- 
tional officers are not trying to start a trade paper. 
The Bulletin is issued to our members because it 
is the most convenient and least expensive method 
by whith we can bring to our members the latest 
activities of their organization. I believe it is 
filling its mission. In the past year many impor- 
tant announcements and articles by President Huf- 
nagel have been presented through its pages. Other 
officers and committeemen have been presented 
interesting messages and in addition to this we 
have carried the advertising of our members in our 
Wants, For Sale and Exchange Columns to the 
benefit of many of them as testified by numerous 
letters. 

Plans are being made to make the Bulletin still 
more interesting and useful to our members. 











112. THE JEWELERS’ CIRCULAR September 5, 1923, 














& 
o 
& 
& 
& 
g 
o 
, 
ae 
+o 
5 
oF 


FHoKSHoT Pooedon GY 


(beougegoterava Gectocecoosene G 

































FB BBY BN YD AVAV AV AWA AV AW AAV AV AWWA WW WAV VW WAN WW WAVAAW AW AV AWN AV 


TAN 


ZN BAAN BONN BIN BAN BN BAN BN BA BIN BN BIN BIN BAN | 


al 


1G 





TTT OOM NO WO OVW OY OOO DOWD POPP PPV. CMO PMO TO OW 


























r ro a 

a. || mporters of DIAMONDS || 5 = Z 
ULTIVATING your diamond business at every opportunity results in e 
many profitable sales that you would not make otherwise. With our @ 
Diamond service at your command you can always keep your Diamond stock ~ 
complete. Squares, Emerald cut and Marquise Diamonds always on hand. e 
170 Broadway, New York 

(Suite 306-307) . 

AMSTERDAM, 9 Tulpstraat PARIS, 12 Rue de la Victoire ANTWERP, 76 Rue du Pelican Zz 


N\0/ 





























PEARL TASSEL EFFECTS | 


Seed Pearl Bracelets and Pearl Sautoirs 





ORIENTAL PEARL NECKLACES | 
From $25.00 Up 
SEED PEARL NECKLACES | 


The most complete line of above on the market 


CROSSMAN COMPANY 


3 Maiden Lane New York 


























citi da di de ie a itt, dete Ce es ee 





September 5, 1923. 


THE JEWELERW’ 


CIRCULAR 





113 


Full Report of the A. N. R. J. A. Convention 


THE NATIONAL JEWELERS MUTUAL FIRE 
INSURANCE CO. 

The National Jewelers Mutual Fire Insurance 
Co, is no longer unknown to all but a few of our 
members. Organized 10 years ago it now has 
more than 2,000 policies in force among members 
of the American National Retail Jewelers Associa- 
tion in 43 States, giving them protection totaling 
over $7,000,000 against fire; has assets of nearly 
$100,000, of which $60,000 is surplus, and is re- 
tuning them dividends of 40 per cent of the 
amount of the premiums paid. $30,000 is the 
amount that is being returned to our members in 
dividends this year. Next year it will be about 
$40,000. Inside of five years the savings to our 
members will be close to $100,000 per year. 

It is one of the activities of our organization of 
which jewelers may well be proud. Don’t forget 
the fact that it is a strong direct supporter of the 
A. N. R. J. A., because it pays in cash to your 
national organization each year five per cent of 
the first premiums received on new business, and 
this contribution since the 1922 national conven- 
tion has amounted to over $1,000. 

Its office staff works for the national association 
every day in some way or another, and your 
fnancial burdens have been lighter in the past 
few years because of the fact that the national 
secretary had this privilege of using the staff and 
the office facilities of the Jewelers Mutual in the 
work of the A. N. R. J. A. 

The National Jewelers Mutual Fire Insurance 
Co, pays about $400 per year to send your secre- 
tary to visit various state conventions, and as he 
also jrepresents the national organization as well 
as the fire company at these conventions the na- 
tional association is relieved of just that much 
more of a burden. Every time a member takes 
a policy in this, the jewelers’ own company, he not 
only saves money for himself, but he strengthens 
his jewelers’ associations as well. 


TAKE PRIDE IN THE CODE OF ETHICS. 


Our members may well feel a proper pride in 
this work done at the last convention, the adop- 
tion of the Code of Ethics. We have had several 
inquiries from other organizations within the past 
year. These organizations had heard of the new 
code and wanted it for perusal with a view to in- 
troducing a similar one into their trades. 

We have had letters from members saying that 
they thought this was one of the best forward 
steps ever taken by our organization, as undoubt- 
edly it was. 

AUCTION LAWS NEEDED. 


Just one trouble of the jewelers I want to call 
your attention to that certainly seems almost un- 
bearable, and that is the auction nuisance. Per- 
haps it runs a good second to the war tax nuisance. 
It seems improbable that we will get relief from 
fake auctions until we can have framed a state 
law that can be passed in all states, wherever pos- 
sible, Today there is no such thing as uniformity 
in laws governing auctions, and the present ones 
teceive various interpretations, but none of them 
seem to protect the jeweler as they should. An 
airtight law that will withstand all assaults made 
on it and will work when the legitimate trade en- 
deavors to enforce it, will be a great boon. I am 
tlad to be able to state that President Hufnagel 
18 interested in the framing of such an act. 


GROUP MEETINGS OF JEWELERS 


Wisconsin this Fall will hold a series of group 
meetings, small conventions, in various parts of the 
State, where the tax fight and other things of vital 
interest will be discussed. I understand New York 
State will do the same thing. It would be a good 
thing if all states would warm up this way in the 
coming Fall. Get the boys out, get them inter- 
ested in the tax fight, both morally and financially, 
sive Ralph Roessler’s Tax Elimination Committee 
all the support it deserves, in every way. Over 
fifty thousand pieces of mail will go out from the 
national secretary’s office relative to the tax fight 
in the six last months of this year. Every jeweler 
will be given a chance to line up with us for the 
removal of this burden. Let every member re- 
tolve to do his best in this very serious matter 
and we may be able to celebrate a victory when we 
meet in 1924. This is my earnest hope. 


Sincerely yours, 


A. W. ANDERSON, 
Secretary. 





Following his address Secretary Anderson 
called attention to the Yearbook of the 
association. He asked how many in the 
convention hall had not received copies and 
several responded. A discussion followed 
as to the advisability of issuing the book 
at least once in two years. President Clark, 
of the New York State association, said he 
valued the book highly and thought it 
should be published every year. 

Secretary Anderson read the quotas for 
the fighting fund to be raised to fight the 
five per cent. excise tax. 

Secretary Anderson next announced some 
of the results already obtained from about 
1,206 names. 


” 





CONRAD J. BROTHERLY, TREASURER 


The report of Conrad J. Brotherly, 
treasurer, came next and was as follows: 


ANNUAL REPORT OF UPHOLDING FUND 





Bent, 1122 GMMR s oivis cole cacrisavaaee $5,790.38 
Reccipts—— 
SURGON NOE 6ikicit-a sikris aero $1,085.50 
Membership dues through . 
field secretary ..... ee 7,074.75 
Cemmissicns on subscriptions 
to TNE JEwe ers’ CIRCULAR 2.00 
Interest cn investments and 
Ee 276.32 
8,438.57 
$14,228.95 
Disbursements— 
Paid State associations their 
porticn of dues of members 
taken by field secretary... $3,424.25 
Expense of maintaining field 
SOOPIREY once cs pce enctnces 6,502.77 
Bad checks charged out..... 20.00 
Investments ....cccceree 4,000.00 
$13,947.02 
Og ae Ee ea $281.93 
J. ee re eee ee a 4,000.00 
Tctal balance, upholding fund......... $4,281.93 


ANNUAL REPORT OF TAX ELIMINATION FUND 


Receipts— 
Subscripticns ccilected ...... $8,101.32 
Interest on bank ceposits.... 4.11 
————_ $8,105.43 

_ Disbursenients— 

Ralph Reessler, expenses..... $950.01 
Neenah V’rinting Cs......... 28.85 
Traveling expenses ......... 253.05 
Overpayment refunded ...... 69.00 


POMS kc cia nts (Ded acaisieven 200.00 
To general fund on account 
of advances for tax elim- 
ination werk .:..... eocsee 9,969.09 
4,870.00 
Walemee: in Deis. occ ccsicctecsinwhecees $3,235.43 


ANNUAL REPORT OF GENERAL FUND 





Sept. 1/22 balance in bank............ $6,552.74 
Receipts— 
Delinquent dues .......... $442.50 
1 ee 7 ee 4,554.00 
DOS 16F AGG So kin ccc ccceves 11,657.00 
Convention exhibits ........ 5,735.69 
MORENO ctecdcxccocccoave Aenea 
From States toward expense of 
national visitors ......cce. 43.00 
Tax fund advances returned. 3,369.09 
Interest on investments and 
bank deposit ..... Bata ees 417.22 
Miscellaneous receipts ....... 217.78 
From National Jewelers’ Mu- 
tual Fire Ins. Co.: . 
Commissions for 1922..... 475.96 
Commissicns for 1923..... 600.00 
Investments cashed ......... 4,000.00 
———_ $34,087.24 
$40,639.98 
Disbursements— 
Salaries of officers........ «+ $2,100.00 
Office help and expense...... 5,768.36 
Yearbook and exhibit expense 4,099.23 
Postage, telephone, telegraph 
SG CIEE vc ccvsvens sexe. Bepau4e 
Stationery and printing, in- 
cluding bulletin ...... cece 2,504.43 
Traveling expenses ........ - 2,612.44 
1922 cenvention expense..... 1,242.74 
Miscellaneous ..... re er 1,977.88 
Investments ...... cooccccesese 4,008.00 
Overpaid dues returned...... 455.00 
Advanced to tax elimination 
POMRG 6 ircnncetene ccna 3,446.59 
—— 29,932.09 
PRE DRMINON 7. n.d sass tmdviowmerindewar «+. $10,707.89 
RIVONNINE driis ovate awssccecdcccated. 5,000.00 
Total balance, genera! fund..... netanas $15,707.89 


The next report was that of Field Secre- 
tary Walter H. Mellor. His report follows: 


REPORT BY WALTER H. MELLOR, FIELD 
SECRETARY 


Tco much cannot be said of the wonderful co- 
cperation this office is receiving from the jewelers 
in every State visited. 

In New York President larry N. Clark devoted 
a week and his car to the work. In New Hamp 
shire, President Arthur De Montiguy and Secretary 
A. U. Burque toured the State with me in the 
president’s car, and the list cf jewelers who have 
devoted one or more days to the work would be 
too long for me to include in this report, but to 
each one this association extends its thanks, for 
it is to such men that the success of this office 
nas heen made pessible. 

The success of the various State organizations 
lies in the secretary’s ability to function. If he 
be lax in the discharge of his duties, his organiza- 
tion will not grow; in fact, cannot hope even to 
hold its membership. I find many State secretaries 
not giving the proper effort to the work. Once 
the henor has been accepted by a retailer, he 
should not disregard the confidence placed in him 
by his fellow jewelers, but fill the office to the 
best of his ability. Above all he should not accept 
a check for services: that has not been rendered 
his State asscciaticn. If some States can maintain 
their membership and grow, all of them can. It 
is up to the secretary. 

I find all jewelers interested in the tax fight, 
and it is the cause of many co-operating with us. 
Some of the larger stores are especially interested 
in the work of Harvard Research Bureau, some 
in jeweler’s publicity, or the Horological Institute, 
or in the Jewelers’ Mutual Fire Insurance Co. 
Many others consider the association because it 
enables them to attend their State convention, and 
I regret to say there are sonte who refuse to join 
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Artificial Pearl Necklaces 


Made and Sold in Europe for 15 years—A Superior Reproduction 


direct from France 
ALSO 


Earrings, Sautoirs, Scarf Pins and Bracelets 
Hand Made 18 K. White Gold Mountings with our artificial pearls 












Worthy of a place among gems 


GATTLE & HUNTER 


576 Fifth Avenue, New York 
IMPORTERS OF 


Pearls, Diamonds and Other Precious Stones 






















FREDERICK W. RAUCH | 
522 Fifth Ave. New York 
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Pearl Ropes Loose Pearls 
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Fancy Cut Diamonds and Precious Stones 
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the association unless someone else whom they 
know will also co-operate. (I am glad to state that 


thus far I have mever lost one of that kind.) 


May I suggest to the publicity department that 


a cut of the association membership card 


with 


“Gifts That Last’ above and “Dependable Gift 
Conncellors” below be included in their national 


advertising. 


This would nct only make a member- 


ship in the 2ssociation more desirable, but would 
influence many jewelers to contribute to the cause. 
In addition it would prove a protection to the 


enetomier. 


Since our ccnvention in Cincinnati this office has 
been very busy on the work, the following report 


will show. 


bers in Connecticut twice, Rhode Island 


Massachusetts twice, and once in New York, 


WALTER H. 





In the past year I have solicited mem- 
twice, 


Vir- 


MELLOR, FIELD SECRETARY 


ginia, North Carclina, Georgia, Florida, Alabama, 


Mississippi, Lovisiana, Arkansas, Tennessee, 


Ken- 


tucky, Indiana, Pennsylvania, Vermont and New 


Hampshire. 
South Carolina, Kentucky and Indiana. 
Number of days spent in Memphis, Tenn.; 
New Orleans, La.; Jackscnville, Fla.; At- 
lanta, (Ga.; Providence, R. I.; Boston, 
Mass; New York and Buffalo, N. Y., 
and Philadelphia, Pa.......sceseos da ippiite 
new members secured in cities were... 
Number of cities and towns visited (not in- 
cluding the above)........ Pee or rer re 
Total number of cities and towns visited.... 
Taal nuniber of jewelry stores visited 
(merbers and non-membhers)...........- 
Best resiilts for one day’s work were secured 
Nov. 11, 1922, assisted by Frank M. Todd, 


Bridgeport, Conn. New members......... 
Tctal new members secured since Cincin- 
PINON oe a a cab wine le Obes owe 


Total number cf new members since office 
Was &stablicshed 


In addition I attended conventions in 


24 
181 


349 
358 


2,138 


25 
882 


1,426 


I have held many meetings and organized jewel- 
ers’ clubs, assisted the tax elimination committee and 
m many states collected dues from jewelers who 
did not understand what the association was doing 


for them—in fact, this 


office has endeavored to 


render service for every department of the work. 


To those who have assisted me, may I 
extend my personal thanks. 


again 


Mr. Mellor supplemented the points in his 
Feport by giving instances from his experi- 
eices in visiting the jewelers of the country. 


€ was warmly applauded when he 


cluded, 


con- 


Secretary Anderson, in the absence of the 
chairman of the Auditing Committee, sub- 


mitted the report of that committee which 








found the books correct and recommended 
the acceptance of the treasurer’s report. 

Next came the report of the Trade In- 
terest Committee, submitted by Ellis Gifford, 
chairman. The report follows: 


REPORT OF ELLIS GIFFORD, CHAIRMAN OF 
THE TRADES INTEREST COMMITTEE 


This committee has held no meetings during the 
year owing to the expense and great distances in 
traveling involved. But your chairman has en- 
deavored by correspondence to secure the ideas of 
the other members on items affecting the trade. 

Your chairman has been active again in follow- 
ing up complaints of manufacturers and jobbers 
sending wholesale prices in open mail and adver- 
tising net wholesale prices in the trade press. We 
emphasize to them the improvement in conditions 
where the A. N. R. Jewelers’ Association prices 
are quoted which are, like the trade press prices, 
lists subject to 50 per cent. discount. This evil is 
gradually getting less as our educational campaign 
takes effect. 

One of our most prominent activities this year 
has been in following up complaints of misleading 
advertising. We have secured opinions from the 
Federal Trade Commission on two matters and are 
working in close co-operation with them. 

In ccnnection with the misleading advertising 
campaign which was undertaken with the co-opera- 
tion of the Sterling Silverware Manufacturers’ 
Association, and President Hufnagel, we asked 
the Seymore Mfg. Co. to eliminate the word 
“Silvore’ from their advertising as misleading. 
They co-operated with us in every way, and after 
a masterful publicity campaign changed the name 
of their metal to ‘‘Seymorite.” 

Another phase of the misleading advertising cam- 
paign has been the effort to standardize terms in 
the silverware field, particularly relating to silver 
plated ware. 

The Associated Silver Co. was using the terms, 
“Best Silverware in the World” and “Solid Silver 
Where It Wears.’ When called to their attention 
the fact that both these terms were misleading, 
they immediately substituted others, showing a 
great spirit of co-operation. 

The Hclmes & Edwards Co. are now using the 
term “Solid Silver Where It Wears.’?’ We have 
had some correspcndence with them on this sub- 
ject. They feel that the term is not misleading. 
We have asked the Federal Trade Commission for 
a ruling. Your chairman thinks that for the good 
of the trade all such terms should be standardized 
so that people could not possibly be misled by 
using the term “Solid Silver’? in connection with 
plated ware, especially as this term refers to sil- 
ver which is not solid way through, but just in- 
laid. We believe, solid implies, the whole of, or 
clear through from front to back or side to side. 
The commission replies that the term “Solid Sil- 
ver” has not been standardized so that they can 
give us no ruling. We would like to hear the 
opinions of those present in discussion of this sub- 
ject. We believe that a piece of solid metal loses 
its right to be called solid when applied in any 
way to outside of other metal. If it does not lose 
its right to the use of the name solid, we believe 
use of word solid should be avoided. 

Many other terms in our trade should be stand- 
ardized and we look forward to the day when 
doubt will be eliminated from a customer’s mind 
by the clean cut terminology employed by jewelers. 

Besides standardization of terms we expect some 
day to see a standardization of trade practices 
such as the adoption of standard weights for ster- 


ling silver flatware as suggested by President 
Hufnagel. 
No part of cur trade needs more thorough 


standardization than the platinum situation, which 
we have watched and tried to give opportunity 
for clearance at the several State conventions. 

All of you who attended the Buffalo conven- 
ticn, two years ago, remember the inspiring and 
instructive address by Mr. Hausmann of New 
Orleans, of this committee, on the subject of 
collections and credits. We would again call this 
matter to your attention. Too many jewelers are 
prone to neglect collections to their own detriment. 
Remember customers pay first the bills of the 
houses with clearly defined credit. terms which are 
enforced with clean-cut precision. Do not forget 


that a customer is all too likely nct to trade with 
you if she owes you a bill. 

Our trade undoubtedly could profit more from 
the reports of the Harvard Bureau, which are now 
of untold value, were these reports available 
earlier. Now we have to go blindly ahead eight 
months before we know how well we conducted 
our stores last year. We cannot lay the blame 
for this delay on the Harvard Bureau, as they 
cannot get the report out until we send in our 
irdividual reports to them. Our reports should 
be in their hands early in January so that we 
could get their analysis figures much earlier than 
at present, so as to base our present figuring on 
last year’s experience and not that of almost two 
years ago. 

A few paragraphs above I noted a suggestion 





ELLIS GIFFORD, CHAIRMAN TRADES INTEREST 
COM MITTEE 


of President Hufnagel to this committee and 
right here I wish to impress you with the deep 
appreciation we have for the untiring efforts Presi- 
dent Hufnagel is exerting to help this, our jewelry 
business. Just to show some small part of the 
thought he is putting into his work, I must read 
you two letters received from him within two 
weeks. The second of these letters gives you a 
field. for thought in the future conditions of your 
business. Will it be cash, credit, installment or 
a combinaticn of all three? ‘The first letter relates 
an everyday incident in the work of your presi- 

dent to help your business. He wrote: ‘ 

“A few days ago it came to my attention that 
the United Cigar Stores Co. has placed in stock 
a number of inferior watches for sale at the price 
of $6.99. Undoubtedly these watches have been 
placed in all of their branch stores. In advertis- 
ing these articles a 10-year time guarantee was 
placed upon the cases, which purport to be made 
of gold, green gold and white gold. 

“IT took the matter up with the Federal Trade 
Commission, inasmuch as I understood that the 
Commission has ruled against the use of time 
guarantees upon watches and watch cases. In re- 
‘ply to my letter I received information which is 
quoted in part as follows: 

“A trade practice submittal of the principal 
manufacturers engaged in making gold filled watch 
cases was held at Washington on Jan. 18, 1923, 
and they resolved to discontinue the stamping or 
engraving of time guarantees on gold filled watch 
cases. These manufacturers have arranged to 
put this new rule into effect on Jan. 1, 1924, it 
being necessary for them to have some time to 


dispose of the stock on hand, change their 
n.ethods cf manufacture, etc. It is thought, from 
consideration of these facts, that it would be 


better to hold the matter to which you call attention 
in abeyance until after the date mentioned. -It 
is understood that the manufacturers who took 
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BLACK ONYX 


In All Sizes and Shapes 
Also precious and imitation 
stones — drilling — engraving 
—encrusting Lapidary work. 


Kroner, Hyman & Co., Inc. 


51 Maiden Lane, New York 
Phone John 0350 














Attention—Manufacturers 


ONYX RING STONES 


Furnished for Any Size 
Diamond 


EARRING STONES 
ONYX and AMBER BEADS 
THE DOUBRAVA CO, 
61 Beekman : St. New York 


Genuine Butterflies in Lockets 
(1/10 Gold and Sterling Silver) 
and Butterfly Art Novelties 


We are Manufacturers—if you 

buy directly you save money, 

Send for memo selection. 
and. 


| 9 Butterfly Novelties 
Jewelry Imp. Corp. 
33 Bromfield St., Boston, Mass, 


LAPIDARIES 


Cutters of Precious and Semi-Precious 
Stones, Fancy Onyx and Drilling. 
QUICK SERVICE 


Rooder & Brown “zs. 
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Bouton Pearls 


A comprehensive assortment of the required sizes, ranging from the smallest to the 


larger gems. 


We suggest that you estimate your probable requirements NOW,—and place your order 


with us at once. This is an especially advantageous opportunity. 


H. NORDLINGER’S SONS, Inc. 


Importers and Dealers in Precious, Semi-Precious and Imitation Stones 


New York, 70 West 40th Street 


Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse 


| 





Providence, 63 Washington St. 
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A. & $. ESPOSITER 
83 35 West 46th Street 








EXPERT LAPIDARIES 


We are always in the market for fine rough 
gem material. 


NEW YORK 
Tele. Bryant 4787 
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DIAMOND IMPORTERS 


MELEES AND ALL SIZES WRITE FOR MEMO PACKAGE 
SPECIAL VALUES ALWAYS ON HAND PERSONAL SERVICE 
EMERALD CUT AND FANCY DIAMONDS IMMEDIATE SHIPMENTS 


























FREDK M. GOTTLIEB & CO. 


| 209 SOUTH STATE STREET aI: 
TELEPHONE HARRISON 3027 CHICAGO AMSTERDAM, TULP STRAAT 9 4 Zs 











SAPPHIRES 


A FULL LINE OF CALIBRE STONES CUT IN OUR OWN SHOP 
MAIL ORDERS PROMPTLY FILLED 


RUBIES, EMERALDS, STAR SAPPHIRES AND ALL 
PRECIOUS AND SEMI-PRECIOUS STONES 


BENEDICT & WARNER 


15 MAIDEN LANE NEW YORK 
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part in the trade practice submittal will them- 
selves call the commission’s attention to instances 
of violation of their resoluticns.’ 

“In making up your report of the trades interest 
committee, I think it would be a very good idea 
to incorporate this statement from the Federal 
Trade Commission as one of the activities under- 
taken by the association in the interests of the 
retail jewelers.” 

In the second letter President Hufnagel said: 

“Ror some little time there has been considerable 
agitation of the time _payment pian for selling 
jewelry by members of the retail branch of the 
trade. Much discussion pro and con of the sub- 
ject has been indulged in, and from the informa- 
tio I have been able to gather it would appear 
as though there are many elements in favor of 
the adoption of such a plan. I have hesitated to 
recommend this pian to the retailers as a whole 
because I was not sure just which form of the 
plan would be the best to suggest. 

“J have correspondence from various firms, 
some of them large and well known companies, 
who have adopted the selling of jewelry on the 
installment plan, and it appears to have worked 
out most satisfactorily. I would like to have you, 
as chairman of the trades interest committee, give 
some thought to this question, and, if you think 
well of it, make a report at the convention as to 
your opinions and recommendations.” 

It is a question in my mind as to whether or 
not the straight installment plan of deliveries of 
the goods at once, upon the payment of the first 
installment, is better than a deferred-delivery plan 
of setting aside the article, at the time of the 
first installment, and keeping it in stock, but not 
on view, until the final installment has been paid. 
I believe both systems have their advantages. A 
choice would depend upon the knowledge of his 
customers upon the part of the jeweler. 

The matters of the selection of the kinds of 
merchandise to be sold on the installment plan 
has been discussed by jewelers who have already 
taken up this form of sales plan. At first glance 
it would seem that a jeweler doing business on 
the time-payment plan would need to make a 
greater profit than his competitors, who sell for 
cash, but this is not so. The increased volume 
of his sales, due to his extended credit, more 
than makes up for the slight added expense of 
catrying accounts. Therefore, the argument that 
the time-payment plans necessarily mean that a 
jeweler must feature inferior lines because of the 
profit they afford, is unsound. Furthermore, an 
inferior line, though the first cost is less, proves 
itself a greater expense as in the long run it costs 
more, and is unsatisfactory to all concerned. 

This question of handling inferior lines also 
affects the situation from the ‘standpoint that in- 
ferior lines are always slow-moving and difficult 
to get off the shelves unless some unusual locality 
demands cheap prices for cheap articles. These 
cases are rare. It requires more salesmanship and 
means much unsatisfactory ‘“‘come back” if a 
consumer is sold inferior goods, whether on the 
time payment plan or not. 

The world has become educated to the nationally 
advertised goods, to such a psint that the ma- 
jority of people instinctively demand the goods 
Which have been advertised, and which they have 
tested and found to be satisfactory. In many in- 
stances the public will pay no attention to the 
tise or decline of prices of nationally advertised 
goods, and will demand them irrespective of the 
Cost, _ There is a great deal of thought in this 
Situation for the retail jeweler who has shunned 
Nationaly advertised goods, particularly if he can 
Supply his customers with them in a manner 
which will enable them to pay for them in pro- 
Portion to the sizes of their purses, and the 
regularity with which their purses are filled. 

¢ have only to witness the wonderful and 
truly remarkable revolution of the automobile in- 
dustry, the talking machine business, and many 
- concerns which have long ago seen that in 
a to create volume there must be constant 
active turnover, Until the jeweler realizes 

Same thing he will never make satisfactory 
on. Therefore, it occurs to me that one of 
the ways in which turnover can be effected is 

“ugh the time payment plans. 





A little illustration of the customers who can 
obtained in this manner may not be amiss. 
Us assume that Mrs. Smith is a woman 





whose income is small, but sufficient to allow 
her to obtain a few of the niceties of life. Her 
income may be derived frem insurance, dividends 
from small holdings or other rescurces which are 
regular in payment, but which do not permit her 
to make any large outlay of cash at any one 
particular time. She finds that she wants to buy 
a watch, or a strings of pearls (imitaticn), a ring, 
er some other present for the graduation of her 
daughter cr son. She hardly knows one make of 
watch or brand of imitation pearls from another, 
but for many years she has understood, dimly, 
that some certain brands of both have been 
“standard” for a long time. Undoubtedly she 
wants to make this gift as an unusual one, and 
after shopping around in the cash stores she finds 
thet the $10 or $15 makes a poor showing. She 
undoubtedly reads the advertisements of the time- 
payment store, and had heard from her friends 
about the charge account plan at one of the local 
jeweler’s stores. She enters this store and com- 
pares the price, first of all, and is convinced that 
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they are no higher than the prices in the store 
which sells crily on a cash basis. She also finds 
that her $10 or $15 will be acceptable as a first 
payment on a $50 or $60 purchase, and this 
enables her to consider a much more beautifui 
watch or string cf imitation pearls, one which 
she really would like to give as a gradvation gift. 

And the same applies. to wedding gifts, birthday 
gifts and other purchases of jewelry wares. If a 
customer cannct afford to pay all cash for a suit- 
able watch or gift of jewelry, he or she will cer- 
tainly buy a gift of some other type with the 
money on hand. In other words, it all reverts 
to the old selling talk, which teaches us that when 
a customer enters u store, his or her mind is 
already made up to purchase, and it is up to the 
seller to provide the article and fulfill the desire. 

The Community Silver Co. has a plan which 
has, according to their sales manager, been suc- 
cessful. A small payment is accepted by the re- 
tailer, the gocds are put away in the safe until 
the last payment is made, and are delivered when 
the transaction has been completed. This appears 
to be a good plan to adopt about three months 
prior to the Xmas or June holiday seasons. 

The National Wholesale Jewelers’ Association 
has recently formed a committee for the purpose 
ef trying to find a way of financing the retailer 
who wishes to adopt the time-payment plan. I 
have written to them, but as yet have had no 
reply. Undoubtedly we will have some information 
from them hefcre the convention. 

I have set forth the above ideas for your con- 
sidcration and hope that you feel you are in the 
pesition to present them to the trades interest 


committee. In giving this information to you, I 
do so with the sole purpese in mind of trying 
to stimulate turnover in the jewelry business. 
Until we obtain turnover, we will never realize 
satisfactory results. 

In. conclusion I would only add that if we were 
to all work as hard and as earnestly and efficiently 
for our trade as our president and executive 
officers are doing, we would be in a business even 
further ahead cf all others than it is today, 


Next came the report of the Legislative 
Committee, submitted by Wilson A. 
Streeter, Mt. Vernon, N. Y., chairman. 


REPORT OF THE LEGISLATIVE COMMITTEE 


Ycur legislative committee, at the convention 
last year, held in Cincinnati, presented a brief, 
tentative outline of the various standards we felt 
should be considered in the framing of an adequate 
stamping law. This report was adopted and ap- 
proved in the resolutions which were presented 
later in the convention, and it is our belief -that 
practically all of these suggestions have proven 
to be the best that have been presented up to this 
time. This year we desire to make certain. state- 
ments in order to clarify the same, and, if possible, 
to simplify and hasten this most important work. 

During the past year there have been numerous 
meetings cf various committees and _ interested 
groups of the trade, but so far as we have been 
able to learn, no substantial progress has been 
made in the actual drafting of a stamping law. 
This, we feel, is due in no small measure to the 
attitude of many in our trade who have considered 
the question from a standpoint of how it would 
affect them personally rather than in the broader 
sense of what is right and how high a standard 
can be adopted and maintained, which, after. all, 
is what we retailers want, namely, an _ honest 
stamping law that will protect the manufacturer, 
the wholesaler, the retailer, and, most important 
of all, the consumer. 

We have keen told by certain groups that this is 
not a retailer’s problem. This, of course, is not 
true, as even the most superficial examination has 
proved, for, after all, it is the retailer who-must 
first defend himself against fraud in the goods: he 
purchases, and second against fraud in the goods 
scld by all kinds of merchants who handle similar 
wares in competition with him. 

Perhaps the most outstanding example of the 
present unsatisfactory business conditions caused 
by the lack of a proper stamping law is best illus- 
trated by the platinum question. The manufacturers 
are divided into groups, publishing and circulating 
quantities of material to substantiate their various 
claims regarding this precious metal. Without go 
ing into the merits of any of these claims, we 
believe this question can readily be settled once 
and for all, by framing a statute establishing a 
definite standard for, Ist, iridio-platinum, : and 
2nd, a standard for the metals of the platinum 
group. 

As the matter now stands, certain manufacturers 
sell only wares made frem so-called hard platinum, 
supposedly platinum hardened by iridium. May 
we ask, however, hcvy many manufacturers require 
the refiner from whom they buy their hard platinum 
to give them a statement of the exact iridium 
content in their metal? Every refiner knows full 
well that platinum hardened with, let us say, 10 
per cent of platinum metals frequently contains 
less than three per cent iridium, the balance being 
made up of ruthenium and rhodium. True, this 
produces a metal that is readily worked and is 
very satisfactory, Sut the honest manufacturer 
who actually buys and pays for platinum hardened 
with iridium only should be amply protected, be- 
cause of necessity his wares must be more ex- 
pensive. 

It is equally true that platinum, combined with 
say five per cent iridium and 15 or 20 per cent 
palladium, has also proven a most satisfactory 
metal, though it is much lower in specific gravity, 
and at the present time less expensive.* Therefore, 
we suggest these two definite standards as men- 
tioned above, ‘This will enable the retailer to 
know exactly what he is buying. 

Before presenting any concrete suggestions of 

* Platinum jewelry, however, not to be per- 
mitted containing less than 750/1000 pure 
platinum. 
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DOING ONE THING WELL 


hi OM the many lines sold by the jeweler, 
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the various standards, as it is our purpose to do, 
we desire to call attention to certain other phases 
of the whole subject. 

We believe, in the framing of this law, the 
tonomic question should be considered and pro- 
yided for in the law. By this we mean definite 
provisions regarding the disposal of present stocks, 
for, while the manufacturer could readily change 
qickly in accordance with the requirements, it 
would require time for him to dispose of the wares 


he had on hand; likewise the wholesaler and the 


retailer. It might be necessary that the latter 
would require as long a period as five years. We 
do not feel it would be wise in the interests of 
the entire industry to pass a law without making 
adequate previsions to prevent the forcing of large 
quantities of goods already manufactured into the 
open market. 

Ancther question that has been discussed very 
frequently is that of allowances between the 
stamped standards and the actval fine metal content 
of gold and silver. As retailers we are opposed 
to the allowance of any tolerance whatever in the 
fine gold or silver content of these metals used in 
the making of articles which do not of necessity 
require the use of solder in their manufacture. 
On the other hand, hcwever, we believe there 
should be established in this law a maximum lee- 
way merely sufficient to cover the necessary solder 
contained in such articles as require soldering. 

We believe it is just as important that articles 
made of platinum, gold, silver, any colcrable imita- 
tion cr plating thereof, if stamped as required in 
the new stamping law, should contain the regis- 
tered trade mark of the maker, wholesaler, jobber, 
importer or dealer who is the guarantor of the 
quality mark so stamped. 


We believe it is also important that all stamps 
should be simple in character and that any qualify- 
ing stamps should be of an equally large and 
distinct type as that representing the precious 
metal in the article, i. e., where the term “gold 
filled” is used both words should be equal in size. 
These pcints should be covered in the law. 

After careful consideration your committee pre- 
sents the following tentative suggestions of stand- 
ards we felt should be attained by any new law 
that is adopted: 


PLATINUM 


Iridio-platinum—To be composed of at least 
950/1000 parts of pure platinum and iridium. The 
article to be stamped indicating the exact platinum 
content. Thus, an article composed as above, 10 
per cent of which is iridium, would be stamped 
“Iridio-Platinum” or “Irid.-Plat 850.” 

Platinum—To be composed as above of at least 


950/1000 parts of the metals of the platinum group 


(iridium, platinum, palladium, ‘ruthenium, rho- 
dium and osmium), to be stamped indicating the 
platinum contents. Thus, ‘an article composed as 
indicated, of the required 950/1000, 20 per cent 
of which is made up of other metals in the plat- 


mum group, would be stamped “Platinum” or 
Plat. .750.” 


Where platinum is used as a plating (rolled or 
electro) on white gold, or any colorable imitation 
of platinum, it shall not bear the stamp “Platinum” 
o of any word resembling same. 

Gold—Articles stamped with the regular karat 
stamp must be made from the full, fine gold con- 
tent so indicated without tolerance. Thus, articles 
oneal 10, 14, 18 or 22 karat, would assay the 
ull standard except in cases where solder has 

used in the manufacture. In these cases a 
small maximum leeway to be fixed in the law. 
Pons use of karat stamp to be prohibited on arti- 
ry _ of a lower standard than 10 karat except 

they may be provided for in the regulations 
es gold-filled and rolled gold. 
sagt illed—Articles made of rolled gold on all 
ind may be stamped “Gold-filled” and should 
fishes the thickness of the gold contained in the 
ot a piece. Note—if the karat stamp is used 
po do net favor its use) the fraction should 
ory the karat stamp and be of the same size 
Gold filed said karat stamp, viz.: “1/20 10 Karat 

ROLLED GOLD PLATE 


Articles mad 
only, th 


e of rolled gold on the upper side 
© Temainder being electro-plated, may be 


“amped “Rolled Gold,” 
in exactly the sold,” and should be stamped 


Same manner indicating the thick- 








ness of the gold ccntained in the finished piece, 
viz., 1/10 Rolled Gold Plate.” 
GOLD-PLATED 
Articles that are plated with gold by electro 
deposit fire gilt or other process shall be stamped 
*Electre Plated Gold, Fire Gilt,” or by a stamp 
indicating the process used. 
WHITE GOLD 
Articles made of white gold, white gold-filled or 
electro plated with white gold, if such process is 
in existence, or shall come into existence, shall be 
stamped under exactly the same regulations govern- 
ing the regular gold, gold-filled, rolled gold plate or 
ordinary gold plate, provided above with the addi- 
tion of the words ‘‘White Gold.” 


WATCH CASES 


Provisions shall be made that watch cases shall 
be stamped under exactly the same conditions and 
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regulaticns as all other precious metals provided 
for in. the ‘stamping law. 

The custom cf using time guarantees to be 
prohibited by Jaw as has already been provided 
by the Federal Trade Commissicn. 


SILVER 


Articles to be stamped Sterling shall be made 
of 925/10C0 parts of pure silver without tolerance 
except in the case where solder is necessary in 
the making of such articles, in which case there 
shall be fixed in the law a small maximum leeway 
to provide for this solder. 

If any other metal or material is used in com- 
bination with silver, it may not be stamped 
“Sterling” except where such metal is merely a 
mounting or container, such as the handle of a 
knife, or the hase of a vase, in which case, if it 
is 925/100C parts of pure silver, it may be stamped 
“Sterling Mounted.” 

Silver articles of the required sterling standard 
that are weighted or filled shall be clearly stamped 
with the weight in Troy ounces of the sterling 
silver used, and in additicn, with the words equal 
in size and legibility tc the sterling stamp, ‘“Ce- 
ment Filled’ or ‘‘Lead Weighted,” etc. 

The stamp solid silver to be prohibited on under- 
standard articles, i. e., a1ticles containing less than 
the required 925/1000 parts of pure silver, may 
be stamped with their actual pure silver content 
in decimal, provided the pure silver content shall 
be at least 750/i1000 parts. Hence, articles made 
of the present coin silver standard would be 


marked “.$00 Silver.” 


SILVEF PLATE 


Articles made of a base metal electro-plated with 
silver 


shall be stamped “Electro-plated Silver,” 





with a definite standard indicating the amount of 
silver so deposited. We suggest for the consider- 
ation of the manufacturers the adoption of a uni- 
furm standard to be based upon the amount of 
fine silver deposited per square inch; or, better 
sill, per square centimeter. 

The use of all time guarantees, coined words 
similar to sterlin or silver, misleading names of 
base metals, such as “‘silverrode,” “sterlin German 
silver” and “Nickel silver,” as well as such terms 
as “Triple,” ‘‘A-1,” “Quadruple,” etc., to be pro- 
hibited by the law. 

The term “Sheffield Plate” to be used only on 
articles made in Sheffield, England, as provided by 
the regulaticns of the Federal Trade Ccmmission. 

The, regulations and standards adopted in the 
stamping law te be equally applicable to all goods 
made of platinum, gold, silver, colorable imitations 
or platings thereof that are or shall be imported 
into the United States. 


IMITATION GEMS 


Your committee presented the suggestion at the 
last convention that on all advertising, sales tickets, 
etc., provision should be made to require that imi- 
tation gems should be clearly marked with the 
word “imitation.” It is gratifying to know that 
during the past year a portion of this question 
has come up for definite consideration before the 
Federal Trade Commission, and that they, after 
having consulted with the Trade Mark Pearl As- 
sociation and varicus groups of the jewelry craft, 
have the matter under consideration at this time. 
Your association went on record by submitting to 
the Federal Trade Commission the resolutions 
adopted last year, and we sincerely trust that this 
convention will approve the measure requiring that 
all imitations. of precious and semi-precious gems 
shall be clearly marked in the jewelers’ stock and 
advertised. exactly what they are, “imitation.” 

Louis Otto, 

C. M. Futrer, 

J. H. SrovrHamer, 
Wau. G. McDoveatt, 
ArtHur Deg MontTicry, 
Mr. MELLINGER, 
Witson A. STREETER. 


Emil Scheer, Rochester, N. Y., submitted 
the report of the Silverware Committee in 
the absence of George A. Brock, chairman. 
The report follows: 


REPORT OF THE SILVERWARE COMMITTEE 


To the Members of the National Retail Jewelers’ 
Association: 

Your Silverware Committee extends to you greet- 
ings, and wishes to congratulate the members on 
the improved conditions in the handling of sterling 
silver which have come to pass within recent 
months. 

It was the privilege of your Silverware Commit- 
tee, in connection with your worthy president, Mr. 
Hufnagel, to take up the silverware subject and 
the conditions we found the sale of silver to be in. 
We pointed out the fact that the sale of silver had 
not been on a satisfactory basis, and that it would 
require co-operation on the part of the manufactur- 
ers if they were to find the selling of sterling sil- 
ver as successful as they desired. We impressed 
them with the fact tha there could be no prosperity 
in the manufacture of silverware, nor in any other 
jeweler’s line, unless that prosperity came up 
through the distributcr. Without satisfactory con- 
ditions in the distribution there could not be the 
volume of sales desired, nor the favorable conditions 
surrounding the business that would work for its 
welfare. 

There were several meetings held—the last of 
which was at the Waldorf, and at that time the 
manufacturers received us cordially and showed a 
desire to co-operate to the best interests of all. 
Suggestions were invited from our committee as to 
what steps might be taken to improve conditions in 
the merchandising of silverware. 

The principal suggestion made at that time was 
to have the silver billed to the retailer at the retail 
price, and the proper discount deducted from the 
bottem of the bill. This was considered in a favor- 
able manner by the manufacturers, with the result 
that it has been worked out so that it is becoming 
almcst universal, and in a short time will no doubt 
be followed by every silver manufacturer in the 
United States. In our discussion we pointed out 
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fhat lines billed to the retail jeweler at retail prices, 
goch as fountain pens, Rookwood pottery, and other 
gmilar lines, were seldom disturbed by the price 
cutter, and under these conditions the retail price 
orld be accepted and observed by all classes of 
jewelers, and not deviated from by the few who 
are prone to cut prices when opportunity presents. 

So far as we know, this new method has been 
scepted favorably by all the retail jewelers, and 
we believe it will work cut most satisfactorily to 
both the manufacturer and the retailer. 

There has also been a more or less concerted 
wtion in different parts of the country to ¢liminate 
free engraving. Everybody can see that the prac- 
tice of free engraving is one which is in most cases 
unecessary, and in all cases highly unprofitable. 
Most large communities find there is someone in 
their community who refuses to conform to the 
rule of No Free Engraving, and consequently the 
best results have been found in the smaller com- 
munities. We believe, however, that this practice 
will gradually extend, and that the increased over- 
head which every merchant is facing will eventually 
force everyone into line; and when that time arrives 
the rule of No Free Engraving will become practi- 
cally unanimous. 

It is only a few years since the sale of sterling 
silver was on the basis of 33%4 per cent. mark up, 
and when the time came that silver was advanced 
to 50 per cent. there was much misgiving, and many 
jewelers believed it would be detrimental to the 
business. This, however, like many other of the 
backward tendencies of the trade, was found to be 
erroneous. We are today selling silver as freely 
perhaps as at any time in our history, and with a 
profit that is more nearly sufficient. to cover the 
actual cost of doing business. 

It is quite unnecessary to point out to an‘ up-to- 
date jeweler that when his store does not show 
better than 6 per cent. net profit for the whole 
store, the silver department, with its excessive ex- 
pense for engraving, refinishing, furnishing bags, 
tolls and boxes, in addition to the great expense of 
delivery, must be operating at a loss. 

Silver, however, is like sugar in a grocery store, 
being one of the necessities of our line and one 
that a progressive jewelry store cannot well be 
without in the average community. We believe, 
however, that better merchandising will improve the 
profits even on sterling silver; and this will hold 
good, of course, throughout the entire store. 

We would recommend that the number of pat- 
terns of flatware should be limited by the normal 
turnover, and that purchases should be made fre- 
quently and in small orders sufficient to cover the 
requirements of the individual store. There should 

be a registration on the silver which would 
thow the turnover, and in patterns of flatware— 
and other lines of sterling silverware—the turnover 
could be noted definitely on each piece. When these 
articles were found to be slow moving they should 
be left out from the reorders, and purchases con- 
fined to the more rapidly moving goods; or else the 
additicnal capital should be placed in new merchan- 
dise that wovld freshen up the stock. 

I believe that National Silver Week should re- 
ctive the hearty co-operation of all retail jewelers, 
and that each community should get together in 
ample time before the National Week is announced 

| arrange for advertising, either co-operatively 
® individually. I am inclined to think that for the 
wecial Silver Week the co-operative or joint ad- 

Vertising might be effective. This method would 
emable the silver. merchant to carry a large amount 
of space with rather less expense than could be 

by individuals under separate announcements. 

I would recommend that every jeweler get behind 
this movement and try to create a greater demand 
o the part of the public for good silver. The 
Manufacturers are willing and anxious to help us, 
ad the least we can do is to meet them half way. 

The sale of all gocd merchandise, but more espe- 
tially the sale of sterling silver, is a matter of edu- 
cation. The more we can keep silver before the 
public, the more intelligently we display it in our 
sores, and the better posted we become on its use 
% salesmen, the more effective will be our cam- 
Paign and the more silver will be sold. 

ese are all matters well within our own hands, 
and I would urgently ask that we all take an active 


oo in the subject of sterling silver and try to 
reate a demand for such silver by the buying pub- 
#8 will increase our sales and improve our turn- 








In this report I am principally stressing the 
necessity of more effort on sterling silver. Our 
plated silver business has been given a great im- 
petus by the many pages of advertising put out by 
the manufacturers, and the public has in some cases 
become so thoroughly sold on plated silver that they 
appear to neglect the worth and value of our ster- 
ling silver lines, In order to bring a better balance 
between the two lines, I have given sterling silver 
preference in this report. 

Regretting very much that I do not have the 
pleasure of being with you, and the privilege of 
talking to you personally, I am, 

Very sincerely yours, 
G. A. Brock, 


Chairman Silverware Committee. 
E. H. Quigley, assistant to President 


Hufnagel, reported for the Auction Laws 
and Ordinances Committee. He said that 











E, 0, LITTLE, CHAIRMAN BUSINESS PRACTICES 
COM MITTEE 


the committee is of the opinion that the time 
has come when the trade should be rid of 
the fake auctioneer. He called attention to 
the fact that several auction ordinances are 
in effect and others have been found to be 
defective. The committee recommended 
that a national auction law and ordinance 
committee be formed and that State com- 
mittees also be formed with at least three 
members in the State capitals. The report 
in full is as follows: 


AUCTION LAWS AND ORDINANCES COMMITTEE 


The committee, through close application and 
careful study covering the research of the auction 
ordinances of the country, have failed to find that 
no one auction ordinance now can be uniformly 
acceptable to all the State statute books; that it is 
necessary to draw up such uniform law, called 
an Enabling Act, and have it passed by every 
State legislature in the unicn. 


Certain cities—Louisville, Ky.; Boston, Mass.; 
Moline, J1l.; Toledo, Ohio; Akron, Ohio, and 
others—have passed certain auction ordinances 


which appear to be bullet-proof, some of which have 
been tested and found effective, others of which 
have not been tried. A mass of data has been 
compiled by the merchants’ associations, State 
jewelers’ associations, better business bureaus and 
other organizations, and many of these bodies have 
signified their willingness to aid the A. N. R. 
J. A. in getting rid of the fake auctioneers. 


Recommendation: That the officers of the A. N. 
R. J. A. be authorized to vigorously and actively 
work toward placing on the statute books of each 
State in the Union, a uniform, satisfactory and 
bullet-proof Enabling Act. That the officers of 
the-A. N.R. J. A. shall be requested to appoint 
a national aucticn laws and ordinances committee; 
that each State president be asked to appoint a 
State committee on auction ordinances, which shall 
have at least three members, who shall all reside 
in the capital city of each State. These sub-com- 
mittees shall ascertain the value of the present 
State Enabling Acts, and, where necessary, shall 
draw up suggested Enabling Acts and forward 
same to the national committee for supervision 
and possible revision; that the national committee 
shall in turn forward the proposed Enabling Act to 
the «xecutive officers of the national asscciation for 
supervision and possible revisien. These final 
Enabling Acts will be returned to the sub-com- 
mittees for passage through their various State 
asscciations. 

This plan suggested should, if adopted, be car- 
ried out in the same manner as that which is 
known as the “Indiana Plan.” 

The committee believes that in this way the 
most effective work can be done at the least cost 
to all invelved. 


T. Edgar Willson, chairman of the Ad- 
visory Committee, said that he was glad to 
report that it had no report to make and 
in so reporting he said that he believed 
that his committee was paying the national 
association its highest compliment as there 
was nothing specia! to recommend. He 
spoke of the Providence convention as one 
which will be an example to follow. 

E O. Little submitted the report of the 
Business Practices Committee. His report 
follows: 


REPORT OF THE BUSINESS PRACTICES COM MITTEE 


Mr. President and Members of the Convention: 

Your Committee on Business Practices is of the 
opinion that there is very little to report on this 
subject. 

In our judgment, the evil practices of our trade 
are well taken care of in the report of the commit- 
tee on business practices of last year, which report 
carried with it, our Code of Ethics. The good prac- 
tices need no mention, for if we eliminate the evil 
ones, the good will take care of themselves. 

Bearing in mind the fact that the jewelry indus- 
try was the first, and, so far as we know, the only, 
trade organization to adopt a Code of Ethics, we 
should take considerable pride in keeping it fore- 
most in every transaction of our business lives, and 
to that end we would again respectfully call the 
attention of this convention to our code and urge 
its complete adoption, without reservation, and the 
sincere application of its principles by each indi- 
vidual jeweler who is worthy of the name. 

It is President Hufnagel’s idea that this com- 
mittee shculd act as a vigilance committee to promul- 
gate the Code of Ethics. To see that its provisions 
are lived up to and that it is not used as a blind 
for questionable transactions. To adjust differences 
arising from violations of the provisions of the 
code and to act as a general clearing house for 
informaticn of the code and its declarations, and 
we hereby pledge our time and ability to such end. 

We further suggest that with the adoption of this 
report, the s*cretary of this association shall read 
to this convention the code as adopted at Cincin- 
nati and the abstracted copy that its declarations 
may be once more brought torcibly to the attention 
of each jeweler present, and we further suggest 
that a copy of the ccde and of the abstracted form, 
be furnished each jeweler attending this convention, 
who is willing to subscribe his name to the ab- 
stracted copy. : 

That this association may again go on record as 
endorsing the Code of Ethics and the principles it 
embodies, we recommend that the following resolu- 
tion be made a part of the report of the Committee 
on Resolutions. 

“RESOLVED, That we again affirm our faith in and 
adherence to the principles embodied in the Code 
of Ethics of this association, as the rule and guide 
of all true jewelers in the conduct of their busi- 
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ress. ‘That we each pledge ourselves to its true 
promulgation, beth in letter and spirit. That the 
gcretarv of this association bring the code to the 
attentiin of the president and secretary of each 
State association affliated with the national asso- 
cation and that he supply such officers with copies 
of the code and request them to see that it is 
properly brought before their membership, both indi- 
yidually and at their conventions, and we recom- 
mend to each State association that they have 
printed on their application blanks, as a condition 
of membership, these words, ‘I have read the Code 
of Ethics, and cheerfully subscribe to the same.’ ” 
Respectfuly submitted, 
Business Practices Committee, 
(Signed) 
E. O. Littie, Auburn, Ind., Chairman. 
|. W. Suter, Seattle, Wash. 
Lovis S. Norprincrr, Los Angeles, Cal. 
Cart Watk, Indianapclis, Ind. 
Cc, L. CrawForp, Peoria, II. 
F. F. Stearns, Nashya, N. H. 
ii. F. Roark, Charlotte, N. C. 


The report of the Membership Committee 





W. L, JONES, CHAIRMAN WATCH INSPECTION 
COM MITTEE 


was passed for the session as was that of 
the Publicity Committee. 

Next came the report of the Watch In- 
spection Committee submitted by W. L. 
Jones. His report follows: 


WATCH INSPECTION COMMITTEE REPORT 


We, the undersigned members of the committee 
om Watch Inspection appointed by our president, 
beg leave to submit the following report: 

To do unto others as thou wouldst that they 
shovld do to thee will make thee honest, kind and 
geod, as all should strive to be. There never was 
a better opportunity to practice the Golden Rule in 
a than in conducting the watch inspection 
This Work is triangular and the three parties 
Vitally interested are first, the railroad companies 
who maintain the service, for therein lies the safety 
f the lives and property that the system is de- 
signed to protect. Away back of every order issued 
is the underlying thought of better service and 
Steater safety. 

nd—the railroad employe. He should be edu- 
tated to understand that instead of a species of 
graft, he, in complying with the rules of the time 
Service in procuring a watch of standard quality 
and keeping it in good condition, is contributing his 
by to the safety of his fellowmen and himself, 

Swell as the property intrusted to his care. 

ird—the inspector. He should treat those he 


- therein. 





serves with candor, dignity, honesty and truthful- 
ness. Seeing their work is well done, impose no 
unnecessary hardships and give them to understand 
that they are free agents and can buy and have 
their watches repaired wherever they prefer. Do 
this and the financial results cannot help but be 
satisfactory. 


‘The variance of opinions as regards the benefits 
derived by watch inspectors as compared with those 
who are nct watch inspectors, we find that the 
profit to the individual inspector is nct what it is 
generally believed to be, and the benefits to those 
not inspectors are very much greater than they 
seem willing to accredit to the system of inspection. 
The inspectcrs have a great and grave responsibility, 
and it is the cpinion of the Committee on Watch 
Inspection that those who are not inspectors must 
assume part cf this responsibility, and in the judg- 
ment of your committee this can be accomplished 
to its fullest extent only by the hearty co-operation 
of every member of the craft. 


These are the days of progress, and we should 
realize that watch inspection must grow with the 
other measures of safety for the conduct of affairs 
of railroads. When we consider the millions of 
human lives and the millicns of dollars in prop- 
erty value entrusted to the safekeeping of the 
transportation companies, handling the immense 
commercial and industrial life of our country so 
vital to prosperity, we feel that no obstacle of any 
kind should be placed in the way of growth and 
development. 

The system of watch inspection has and will 
continue to create demands for high grade watches, 
and it is manifestly evident that all jewelers share 
There is a yery -erroneous impression 
prevalent that the inspectors get the most benefits. 
As a matter ef fact, they are compelled to carry a 


. heavy investment in loaner. watches of a standard 


grade, and upkeep the same. Time of high-salaried 
watchmakers spent in. comparing and _ timing 
watches. Time of high-salaried watchmakers ex- 
amining watches semi-yearly. Time of clerk record- 
ing performance of watches and making reports— 
thereby: adding to their overhead, while those not 
inspectors secure the benefits of the business created 
with cut additional expense. 

Careful observation of the present systems of 
watch inspecticn has proven beyond any doubt that 
the same protection to lives.and property could not 
be maintained withcut organized methods such as 
those now in use on the various railroads, and 
which are reccgnized as standard. Moreover, these 
systems of inspection are not compulsory by law, 
but are among those safety measures voluntarily 
adopted by railroads to safeguard the lives and 
property entrusted to their care. 

Your committee recommends that in view of the 
fact that the public has been educated to the point 
of reliance on the present high standards of time 
service, and in view of the fact that railroad officials 
and employes have worked so harmoniously in de- 
veloping this branch of the service through strict 
enforcement of adopted rules, we respectfully recom- 
mend that no action be taken by this association 
which would tend to lessen interest or bring about 
any changes of same. 

Respectfully submitted, 
W. L. Jones, Chairman. 
Harry N. Crark, 
Wm. G. Frasier, 
GustaF SYLVAN, 
E. R. Herron, 
Cuas. E. SUNDERLIN, 
Harry J. Pippitt, 
Aaron BERGEDAY, 
J. Freperic KaHL, 


W. C. Donnetty. 


The report of the Credentials Committee 
was not ready and was passed for the 
evening. 

Arthur De Montigny, of Nashua, N. H., 
and president of the New Hampshire Retail 
Jewelers’ Association, spoke of the outing 
and golf tournament on Sept. 15, 16 and 17 
in the White Mountains. 

The convention adjourned after Joseph 
Mazer led the jewelers in singing “Yes! we 
have no bum watches today.” 


Thursday Morning Breakfast Conference of 
State Presidents and Secretaries 


The Thursday morning breakfast con- 
ference of State presidents and secretaries 
which was held in the grill, was attended 
by a good representation from all sections 
of the country. The conference was for the 
purpose of discussing the fight being made 
for the elimination of the 5 per cent Excise 
Tax and to consider such other matters as 
might come before the meeting in the 
course of the morning’s discussion. Before 
the breakfast had been finished, President 
Hufnagel, in order to speed up the program 
and make it possible to begin the regular 
Thursday’ morning convention session on 
time, called upon Ralph Roessler, Chairman 
of the Excise Tax Elimination Committee, 
to tell the other officers in the various 





JOSEPH MAZER, FUNMAKER-IN-CHIEF 


States of the plan used in Indiana in rais- 
ing the Indiana quota for the Tax Elimina- 
tion Fund. 

Mr. Roessler discussed the campaign at 
some length going into details as to the 
manner in which the work was handled in 
his State. He said that Indiana had been 
divided into districts and that a chairman 
had been selected in each district, and a 
quota placed on each of the jewelers in 
every district. An intensive campaign had 
then been waged which had resulted in an 
over-subscription of the Indiana quota. This 
plan is described more in detail in the re- 
port submitted by the secretary of the 
Indiana State Association to the officers of 
the A. N. R. J. A., which was read at the 
Friday morning session of the convention. 

Mr. Roessler urged that each jeweler 
take an interest in seeing that his State 
quota is met or over-subscribed and was 
of the opinion that this could be accom- 
plished with a little intensive work. He 
urged the jewelers to leave no stone un- 
turned, which would help the special Ex- 
cise Tax Elimination Committee in its fight 
for the elimination of the tax, and went 
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“You Came, You Saw, 
You Conquered” 
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and you have departed, some in one direction, 
some in another, leaving with us the sincerity of 
your hand-clasp, the warmth of your greeting 
and the rare pleasure that comes only from re- 
newing old acquaintances and creating new. 
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We are glad you came, and thank you for 
honoring us, our City and our Craftshops with 
your presence during the Convention. 
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Weare grateful for the privilege of meeting you 
whose confidence in I & R Emblems has stimu- 
lated our efforts for over sixty years to create 
emblems worthy of that confidence. 





We cordially invite you to come again soon. 
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into further detail as to what had already 
heen accomplished, and what the Special 
Excise —Tax Elimination Committee plans 
to do in its campaign, mentioning the fact 
that a booklet had been published giving 
reasons for the elimination of the tax and 
the standing of the Representatives and 
Senators in the various States, on the 
question, as reported to him from all over 
the United States. 

National Secretary A. W. Anderson was 
the next speaker called upon by President 
Hufnagel. Secretary Anderson reported 
on the work which had been done by the 
national association in co-operation with 
the Special Excise Tax Elimination Com- 
mittee, in forwarding the work of the 
campaign. He said that with the facilities 
available at the headquarters of the national 
association of Neenah, Wis., that every as- 
sistance possible would be rendered to 
States presidents and secretaries in making 
the drive for the tax elimination fund in 
the various States, and offered the services 
of the national association’s office in getting 
out literature, mimeographing, copies of ap- 
peals, and in other ways aiding in arousing 
interest in the campaign. He reported that 
Wisconsin had pledged its quota and he 
said that while the plan outlined by Mr. 
Roessler which had been carried out in 
Indiana was an excellent one, that he did 
not think that it could be adopted by every 
State, as there are many States which have 
not been divided into districts and where 
there are no chairmen of the committees 
who could be called upon to carry on the 
campaign in the various localities. He said 
that the Wisconsin fund had been pledged 
by letters and direct solicitation, and that 
he believed that with earnest effort that 
every State could meet its full quota. He 
urged the co-operation by every member 
of th A. N. R. J. A, in helping Mr. 
Roessler and his committee in its fight for 
the elimination of the tax. 

The discussion was not extended further 
a it was about time to open the regular 
convention session. 


Thursday Morning Session 


President Hufnagel called the Thursday 
morning session to order at 9.50 a. M. and 
asked Secretary Anderson to submit the re- 


port of the Credentials Committee. It fol- 
lows: 
CREDENTIALS COM MITTEE 
Number 

of Number 

States Members of Votes 
DE duittenes viacavtbaswetost 76 4 
Ea hiyhicdinn icdha ba cesienke 14 1 
lit oe de ce cae ag dis ‘3 or 
aia deol einai 83 5 
Colorado CS LEEREPE CEC CUR Te eee 21 2 
RISO te 101 6 
District of ee 1 1 
es sieities xtnsneives 70 4 
SD otsis essicsnecaysdecaveeees 43 3 
I ais5's. 64s eavanctdevacaas 6 1 
so iroc oc uvauuamaenwks 101 6 
todiana a Sept alowalnuuctulaaieuiea 203 11 
I oes Gas: Moure awe need 102 6 
La ena a a 21 2 
oie cicu peck cdl 60 3 
ab cnlis couuenaniats 12 1 
ES gs sein taleoteloiwiaxieee 37 2 
Maryland-Delaware Pe ne ee 43 3 








Massachusetts-Rhcde Island........ 262 14 
RTE eee tren Pe eer 131 8 
IN sos als ddwacawianes eee wale 154 8 
SS DOPE CTE Pari ere 35 2 
PPT Cee Te rere 131 7 
ee Tere er eR Ce re 20 1 
Oe ORT ee eee re ee 126 7 
DE os sapasecewk ements cases 1 1 
ee er 73 oa 
Co ee ee errr 1 1 
ee a ere er yer 46 3 
Pe MN orb Pein e eae weeks 437 22 
WE RGN ok G06 crtcnstaous 92 5 
PERE DUMMOEE, + 6c seceicw cst ecams a6 27 2 
Ne Sia i w0a cn erkarredane wales 157 8 
MEINE Sa. 4.0% vena whee eee we kas 32 2 
Ter rrr err ee 91 5 
A Cre ee 187 10 
EE eee ie 21 2 
Dents TG air ieans cacncssaiwe 30 2 





E. F, LILLY, CHAIRMAN OF THE HOROLOGICAL 








COM MITTEE 
DANMEED s5.ivecakssseesionoesane 60 3 
NS SiS, HAREM EES OOS RS OE 48 3 
OS | ea eee 1 1 
Bo OTT CEO Ce 45 3 
i ee ee eee 94 5 
a ae ae ee 42 3 
et VAGMNIDY co xaeuk carne ema reeees 56 3 
eer ree ere 239 12 
WUMOMING 6Ni6b8 s4deeevawsannneees 1 1 
Total Vtes: Of StGGsi os ccccconewces 3,654 209 
Pres. Edw. H. Hufnagel.......... 1 
First Vice-pres. A. G. Mansur.... 1 
Second Vice-pres. Joseph Mazer... 1 
Teens. C. ¥. TOR CIG 6 icig:6:6s-0.0's0:0 1 
Sic, As Wi AROCTIMss 66-6. 0.006500: 1 
Member ex. com. George J. Hess.. 1 
Member ex. com. William H. Rindt 1 
Total number Of VOtS. oocccccasas 216 


We find that according to the _ secretaries’ 
records the various States have memberships as 
above, and are entitled to the number of votes in 
this convention set opposite their State names. 

Respectfully submitted, 


H. C. Stern, Chicago, Il. 
Henry F, Stecuer, Milwaukee, Wis. 
Ray Reep, Cheriton, Iowa. 
Woodward Booth, manager of the New 
England Manufacturing Jewelers’ and Sil- 
versmiths’ Association, next made an an- 
nouncement about the boat trip and shore 
dinner which had been provided for the 
afternoon. He said that the jewelers must 
be prompt in closing the convention session 


in order to make it possible to carry out the 
plans outlined in the program for the after- 
noon. As it would be absolutely necessary 
to start the trip on a schedule time, he ex- 
plained that the jewelers would form in line 
in front of the Providence-Biltmore Hotel 
and would march in a body to the dock, 
where the boat would be waiting, and that a 
shore dinner would be served at Rocky 
Point and a trip around Beaver Tail light 
would follow. 

Secretary Anderson next read a telegram 
from Fred J. Heintz, Lexington, Ky., who 
stated that $60 had been raised for the tax 
elimination fighting fund. 


The Platinum Discussion 

The next feature on the program was the 
discussion on the platinum situation between 
Charles H. Engelhard, of Baker & Co., 
Newark, N. J., and DeWitt A. Davidson, 
president of the Jewelry Crafts Association, 
New York. President Hufnagel introduced 
Mr. Engelhard as the first speaker. His re- 
marks follow: 


ADDRESS OF CHARLES ENGLEHARD 
Mr. President and Gentlemen: 


It is a high privilege for me to be asked to ad- 
dress you on the subject of iridium, platinum and 
palladium together with the other platinum by- 
metals, namely, rhodium, ruthenium and osmium. 

I am glad to present my views on this subject, 
because I believe I am in the position to supply 
facts on the situation which might serve some good 
purpose toward the final framing of a law which 
will give general satisfaction, not only for today, 
but for all future time. 

For over 30 years I have devoted my life work 
to merchandising these metals, and I believe I am 
thoroughly familiar with their possibilities, 

I am frank to confess that I am in full sympathy 
with that section of the trade which favors platinum 
and iridium only and which wishes to protect this 
alloy by special law. On the other hand, it is im- 
possible to deny that palladium has its “Hat in the 
Ring” and is entitled to the family name of 
platinum. 

T believe also, that a gcod Federal Stamping Law 
should be good enough to cover a long period of 
time as an effective means to protect the public. 

Let us first look into the platinum metal iridium. 

About 25 years ago iridium was a very cheap 
metal, indeed, and I bought and sold much of it at 
about $1.65 per Troy ounce. 

As socn as platinum commenced to be used in 
jewelry it was found that platinum itself was too 
soft, and it had to be alloyed with one or the 
other platinum by-metals in order to harden it. 

Iridium for hardening purposes was the most 
available metal at the time, and this was the reason 
iridium found its first employment and became 
known in the jewelry trade. At that time, it was 
a banner day at our office, when hard platinum was 
ordered, because then we could use some of our 
iridium. 

When the development of the automobile indus- 
try and other essential industries in the electrical 
and chemical fields, iridium became more and more 
important, until it is today the highest priced plat- 
inum metal, and its consumption is higher than 
its producticn. 

If you consider that there are probably 2,500 
ounces of iridium produced in a year, and about 
3,500 ounces consumed, you can see at a glance 
what is really at the bottom of this high price. 

Further, if you consider that about half, or more 
than half of this iridium goes into jewelry, you will 
realize at once, that if the jewelers should decide 
to use a limited percentage of palladium and rho- 
dium for hardening purposes, thus replacing iridium, 
the price of iridium for the essential industries 
would immediately decline without the slightest 
harm to the jewelry trade as a whole. As with 
any other commodity, the price of iridium, platinum 
and other platinum by-metals, is governed solely by 
the law of supply and demand. 

For instance, if the production of iridium should 
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mexpectedly rise from 2,500 ounces, which it is 
shout now, to say 5,000 ounces per annum, I am 
gre that the price of iridium would fall very 
qickly below that of platinum and even palladium, 
cause iridium itself has no specific use, apart 
fom its use with platinum as an alloy. Therefore, 
[consider it a defect in the proposed law, as well 
ya danger to the trade, to single out iridium at 
this time, and permit it to be called platinum, just 
tecause it happens to be higher in price than plat- 
ium, for the simple reason that we do not know 
tow long this condition will last. 

There can be no question that palladium is po- 
tentially the most valuable platinum metal for all 
those purposes for which palladium can be used, 
the specific gravity of palladium being a little more 
tan half that of platinum. Naturally, it will be 
wed for this reason, wherever it can be used, as, 
for instance, in the dental industry. 

The potentially higher value of palladium was 
emphasized during the war—and even before the 
war—by the fact that palladium wé&s higher in 
pice than platinum. The decline in price after 
the war, was chiefly caused by the fact that the 
dental industry slackened considerably in produc- 
tion, and that the production of palladium increased 
gmewhat. All this combined brought the price of 
palladium down, but to my mind it is only tem- 
porary. , 

Palladium was employed in jewelry in the United 
States during 1922 to the extent of about 10,000 
Troy ounces, according to Government statistics. 
These 10,000 Troy ounces of palladium replaced 
aout 17,000 ounces of platinum, and thereby cer- 
tainly prevented a further increase in the price of 
platinum, which is difficult to estimate, but which 
] judge to be in the neighborhood of $20 to $30 
per Troy ounce. 

To explain: If palladium had not been used to 
the extent of 10,000 ounces, with platinum, for 
jewelry purposes, last year, I am satisfied the price 
of platinum today would be considerably higher 
than it is. 

What the proposed law should prevent is the un- 
limited and unrestricted use of palladium for plat- 
inum under the name of platinum. 

In short, the proposed law is meant to harness 
the use of palladium for the benefit of the trade 
at large, and for the platinum business in general, 
and thus prevent the indiscriminate use of this 
metal by some more or less unscrupulous specu- 
lators. This, I believe, can best be accomplished 
if we define by law how much palladium, iridium, 
thodium, ruthenium, osmium, can be used with plat- 
inum under the name of platinum. 

The law should specify what percentage of the 
platinum by-metals can be used in alloy with plat- 
ium, and be called platinum. 

This does not prevent those who may wish to 
tmploy platinum and iridium only—because they 
happen to be the most expensive platinum metals 
it present—from doing so and giving this alloy 
wome distinguishing mark, but what we maintain 
is, that the law should specify what alloy of plat- 
inum itself and its associate metals of the platinum 
soup, may be called platinum. 

If you combine under this law, a sufficient per- 
centage of palladium, I am sure this will be the 
Means of curbing the price of platinum, to the 
benefit of all, and reducing the price of iridium, 
which is entirely too high at present, and at the 
same time making it possible for one or the other 
bymetals of the platinum group to find their legiti- 
Mate place, if these metals should become available 
in larger quantities as time goes on, which nobody 
&n foretell at this juncture. 

In short, a good platinum stamping law should 
Protect the public as well as the trade, but it should 
Not attempt tc artificially create a barrier which 
might tend to prevent improvement in price as well 
in quality, if such are within reach. 

Y opinion is that platinum alloyed with 20 per 
‘ent. palladium and 3 per cent. rhodium is a much 
mete harmonious alloy than platinum with 10 per 
fent. iridium. It is more workable, it is whiter, 
and it covers about 10 per cent. more surface, and 

only reason this combination was not used 20 
years ago, was because sufficient palladium was not 
Mailable at that time. 

No metal expert will deny that a 20 per cent. 
illadicm-platinum combination is unsurpassed by 
ay other combination of the platinum metals in- 
duding platinum-iridium, in beauty, workability, 

‘eney, as well as price, and if adopted as the 





general standard by you, I am sure the rest of 
the world will follow. But it will do more, it 
will act as a price stabilizer for platinum, and it 
will bring down the price of iridium to the benefit 
of all the users of iridio platinum in essential in- 
dustries as well as for those jewclers who may de- 
sire to continue using platinum and iridium only, 
as long as iridium is higher in price than platinum. 
If the 20 per cent. palladium standard should be 
accepted by you, I am satisfied the days of very 
high priced iridium will be numbered, and it wih 
not be long before this alloy of 20 per cent. pal- 
ladium-platinum will find general acceptance all over 
the world as the most sound, efficient, progressive 
and best solution of the platinum problem for 
jewelry purposes, and a solution which I believe 
can, and will, successfully challenge any criticism 
which possibly could be offered against its general 
adoption, ‘ 


Following Mr. Engelhard’s address, Pres- 
ident Hufnagel said that if anyone wished 





WM. H. RINDT, THE “POET LAUREATE” OF THE 
TRADE 


to ask Mr. Engelhard any questions that 
Mr. Engelhard would be glad to answer 
them. Then followed a number of questions 
upon the subject. 

Ellis Gifford asked about the comparative 
wearing qualities of iridio-platinum and 
palladio-platinum. Mr. Engelhard answered 
that the wearing qualities of palladio-plati- 
num are just as good as those of iridio- 
platinum. He said that he thought that the 
solution of the stamping problem offered by 
the legislative committee of the American 
National Retail Jewelers’ Association, a 
wonderful one, and believed that it will save 
millions of dollars when it is considered that 
about $10,000,000 a year is paid for platinum 
and that with the substitution of palladium 
in limited qualities under Government con- 
trol, we would save at least $2,000,000 or 
$3,000,000. 

Josh Mayer, of Powers & Mayer, asked 
why it is that some of the jewelers who use 
palladium in the manufacture of platinum 
jewelry, platinum plate that jewelry after 
they make it. 

Mr. Englehard’s answer was, “I don’t 
know anything about it.” Then came the 
following question and answers: 


Mr. Mayer—What was the price of plati- 
num during 1916 and 1917? 

Mr. Engelhard—That was during the war, 
$135 an ounce. 

Mr. Mayer—What was the price after the 
war? 

Mr. Engelhard—After the war it dropped 
gradually from $135 to $50. 

‘Mr. Mayer—Some sold for $40? 

Mr. Engelhard—I don’t know. 

Mr. Wilde in answer to Mr. Mayer’s 
question as to why some of the jewelers 
platinum plate jewelry in which they have 
used palladium, said that some of the manu- 
facturers platinum-plate their finished prod- 
uct because of the fact that they use a low- 
grade solder in the assembly of the various 
articles. Mr. Mayer asked why they use a 
low-grade of solder for assembly. Is there 
any reason for using it? 

Samuel Bowles, of David Belais, Inc., 
submitted a ring to Mr. Engelhard and asked 
him to pass judgment upon it. He said 
that he had worn the ring for about eight 
months, called attention to the fact that it 
was stamped “platinum” and asked particu- 
larly as to the wearing qualities of; the com- 
position of metal contained in the ring 
stamped “platinum.” 

Mr. Engelhard was of the opinion that 
the wearing qualities would be the same as 
any ring stamped “platinum” and that he 
could not judge by looking at it. He stated’ 
further that it might be 20 per cent pal- 
ladium or that it might be something else. 

Continuing the discussion, Mr; Bowles 
said that the point which he wished to 
bring out was that Mr. Engelhard might 
know the combination of the metal, the rela- 
tive percentage of platinum and palladium, 
if there is any palladium in the ring, and 
also by examining the ring and seeing how 
it had worn over a period of eight months, 
determine what he thinks about the wearing 
qualities of that particular metal. 

In answer to a question from the floor 
as to the color of palladio-platinum, Mr. 
Engelhard stated that it is whiter, and in 
answer to the question as to whether the 
color would last, Mr. Engelhard answered 
that without question it would. 

President Hufnagel next introduced De- 
witt A. Davidson, president of the Jewelry 
Crafts Association, who took up the discus- 
sion of the question. Mr. Davidson said 
that the vital question involved is, what can 
and what cannot be stamped “platinum,” 
and argued for the need of a standard for 
platinum. He said, “We all understand with 
the growth of the use of platinum that com- 
petition is becoming keener and that with 
the unusual use of platinum, the absence 
of stamping laws to cover the conditions is 
the same as existed before the gold stamp- 
ing laws were enacted.” He pointed out 
that many platinum alloys are being mar- 
keted as platinum and that it is quite as 
easy to misrepresent as in the use of gold. 
He continued as follows: 


ADDRESS OF DEWITT A. DAVIDSON 


With the universal use today of platinum as the 
medium for mounting precious stones and in the 
absence of national stamping legislation, the trade 
at present is confronted, as far as platinum jewelry 
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The Blake Line Contains Many 
Attractive New Creations 


century’s experience in catering to the retail 
jewelry trade, the Blake craftsmen have 
produced many exceptionally attractive new 
creations for the coming Fall and Holiday seasons— 
distinctive novelties in Sterling Silver and Sterling 
Silver combined with Gold that are unsurpassed for 
attractiveness, fine workmanship and finish. And 
every number will make a distinctive gift for some one! 


(1 a background of almost two-thirds of a 


Don’t complete your Fall and Holiday stocks without 
including a selection of our Vanity Cases, Dorine 
Cases, Rosary Cases, Flasks, Razor Sets, Match 
Boxes, Belt Buckles, etc. You will find them to be 
very popular with all Christmas gift-seekers. 


“The Factory Behind The Leading Line” 


James E. Blake Co. 


Established 1859 


Attleboro, Mass. 


NEW YORK SAMPLE OFFICE 
366 FIFTH AVENUE 
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concerned, with a condition identical with that 
i» obtained in gold jewelry before gold stamping 
wisiation Was enacted. During that period, gold 

dry was sold and stamped 10, 14 or 18 karat 

, the case may be, but actually assayed in many 
sances anywhere from 6 karat up. The same 
welition confronts us today in platinum jewelry. 
yay platinum alloys of various degrees of quality 
oj value are all masquerading under the one 
ame, term and stamp, “platinum.” ' 
it was quite easy to adulterate gold and misrep- 

t its quality to the buying public before the 

44 law was passed. It is, however, much easier 
wday to misrepresent the quality of platinum jewel- 

as there are several metals used to adulterate 
jatinum that are of the same general color, and 

detection by analysis of any given platinum 
isa much more difficult refiner’s problem than 
te analysis of a gold alloy for its quality or gold 

The lack of a national stamping law defining just 
tat may and may not he stamped, sold and billed 
s platinum has brought into the jewelry market 

this country an endless number of platinum 
ys of varying money value and many of them 
ighly adulterated with inferior metals. 

The manufacturer who honestly strives for a 
qulity product and the retailer or distributor who 
s building up his business on the sale of a quality 

siuct in platinum jewelry is greatly penalized 
ynder the present conditions in the trade. 

The manufacturer producing on -a cheap price 
isis, and the distributor or retailer whose business 
iwlicy is to sell as cheaply as possible regardless 

quality, is also, if you please, at a disadvantage, 
for in the absence of all restraining stamping legis- 
lation, the cheapest man is never cheap enough. 

here is always some fellow able and ingenious 
maigh to go him one better and beat him to it. 
hws standards are continually lowered, the price 
utting game continues, merchandise is misrepre- 
sented, and profits vanish. : 

You gentlemen no doubt will agree that a very 
large part of the capital of the legitimate retail 
jerder is today invested in diamond jewelry. This 
neans platinum diamond jewelry, and wjthout na- 
tional legislation referred to, your large investment 
is at the mercy of the commercial adulterator and 
price cutter. This is the meat in the cocoanut, 
yatlemen, as far as the platinum jewelry situation 
is concerned, 

The remedy presents a very technical problem, 
the intricacies and difficulties of which are many 
am must be given great care and deliberaticn by 
ich committees in the trade logically’ and techni- 
tilly able to determine those things which are 
nerded and equally important those things which 
at to be avoided as pitfalls in the proposed new 
Rational stamping act. 


Following this address, he said that his 
committee believed that what is used should 
he marked for what it is and, in the opin- 
m of his committee, it is unfair to try to 
ter palladio-platinum and iridio-platinum 
th the one stamp “platinum,” it being un- 
far from a competitive basis. He pointed 
but that iridium is used as a hardening agent 
and that this is not so with palladium and 
Mat is where the distinction comes in. “He 
mid that palladium is greater in bulk than 
Patinum by about 40 per cent, and makes 
big difference in the money value of the 
mished product. If palladium is used, he 
% of the opinion that the palladio-plati- 
lim alloy should not be called “platinum” 
put that this stand by no means precludes 
me use of palladium. 

President Hufnagel again allowed an op- 
munity for questions and Harry Clark, 
President of the New York State Retail 
ewelers’ Association, asked Mr. Davidson 
» € Could state the value of palladium in 
ardening platinum and also the compara- 
ve value of palladium and iridium as a 
1 ing metal in platinum. 
"answer Mr. Davidson said that in hi 















opinion, palladium alone does not harden 
platinum as it needs some other metal, either 
iridium, ruthenium or some other metal of 
the platinum group. 

Dr. Carter, research director for Baker & 
Co., then presented some figures taken from 
actual tests as to the different percentages 
of alloys, reading statements relative to the 
Grinell test. 

Mr. Clark then asked: “What hardener 
do you prefer for jewelry?” 

Dr. Carter answered that that varied with 
the article. 

A question from the floor was, is 20 per 
cent palladium and three per cent iridium 
considered workable for all types of jewelry, 








’ 


P, J. COFFEY, CHAIRMAN NATIONAL JEWELERS 
PUBLICITY ASSOCIATION 


and in answer Mr. Davidson said that the 
claim is made that it is, but he did not know, 
as his concern had never used it. 

Willson A. Streeter, chairman of the 
legislative committee of the American Na- 
tional Retail Jewelers’ Association, then re- 
viewed some of the points covering the 
recommendations of his committee on the 
platinum stamping situation, as outlined in 
the report which he had submitted on the 
previous afternoon. The legislative report, 
which will be found on another page, recom- 
mends the establishment of two standards, 
one for platinum and the other for iridio- 
platinum. He urged that there was dire 
need for an honest stamping law to cover 
the platinum situation and that this stamp- 
ing law should be placed on the books as 
soon as possible and must be clear and con- 
cise in every way. 

P. J. Coffey, chairman of the National 
Jewelers’ Publicity Association, was next 
introduced. In his opening remarks, he paid 
a tribute to the late Morris Eisenstadt, 
founder and former head of the National 
Jewelers’ Publicity Association, and then by 
referring to a chart, told the jewelers what 
could be accomplished’ in “the ‘ way ‘of na- 
tional publicity for a period of three years 


with different amounts available for this 
work. He urged the jewelers to provide a 
fund of $1,000,000 for a three-year cam- 
paign and said if this work is carried out 
along this line that it will never stop and 
that later a larger fund will be needed. His 
speech in full, a portion of which he omitted 
because of the fact that the time was get- 
ting short, appears in this issue on pages 
205 and 207 under the heading, “Progressive 
Advertising as a Necessity.” 


President Hufnagel next announced that 
invitations would be received by the conven- 
tion from any cities that wished to invite 
the 1924 convention. Several cities extended 
these invitations, among them being Atlantic 
City. Charles H. Hambly, of Philadelphia, 
Pa., was the first to respond. He said that the 
first and third weeks in June and the second 
week in September were open at Atlantic 
City and continued as follows: 


ADDRESS OF CHARLES HAMBLY 


“Acccrding to the report of the Harvard Re- 
search Bureau, it is very evident that the jewelry 
business is badly in need of a strong stimulant. 

“It doesn’t matter whether we have cur conven- 
tion in the East or West, what we want is a 
place where the greatest good can be obtained. 

“T bring to your association very cordial invita- 
tions from the presidents of the hotels association, 
the convention and publicity bureau, the Chamber 
of Commerce, and the Mayor of the greatest con- 
vention city in the world, Atlantic City. 

“The open dates available are the first and third 
week. in June and the second week in September, 
directly following the great pageant. 

“This wonderful pageant draws one-half .¢ 
million people and is the big show of the season, 
If you so desire, you can make an elaborate display 
of diamonds, watches, jewelry, etc., on one of the 
largest piers with enough floor space to accommo- 
date any number of exhibitors. We have the O.K. 
of the president of the Board Walk National Bank 
that you may have the use of their vaults and the 
bank will be open every evening at 10:30 to receive 
your valuables. 

“What a wonderful opportunity for a fashion 
show! We could arrange with the prize winners 
of the National Beauty Contest, which is held dur- 
ing pageant week—to pose and display our jewels 
to visitors from every point in the United States. 
This is what I call a stimulant, for every visitor 
would return home a booster for the jewelry busi- 
ness.” 


Harry A. Freund, field man for the Na- 
tional Jewelers’ Publicity Association, made 
a stirring appeal backing up the invitation 
extended from Atlantic City and pointing 
out the wonderful opportunity that would 
be afforded the jewelers to obtain a great 
deal of publicity if the next convention is 
held at Atlantic City. 


Ralph Roessler, chairman of the Jewelers’ 
Special Excise Tax Elimination Committee, 
was the next speaker. He invited the jewel- 
ers to West Baden, Ind., providing the fight 
for the elimination of the excise tax on 
jewelry is a success. He pointed out that 
in Indiana, at West Baden, there are won- 
derful hotel facilities which are amply able 
to care for any crowd that may assemble 
and that the Indiana people would like to 
celebrate the tax elimination victory if one 
is obtained, at West Baden. He concluded 
by saying: “West Baden invites you if the 
tax elimination fight is a success in Janu- 
ary): 1924,”. 


Ellis Gifford suggested leaving the matter 
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Non-tarnishable brace- 

lets of woven tinsel in 

Gold, Silver and 
Tinted 


No.200/W  No.201/W _—No.202/W HIS is one of our most popular 
snowing with ond hocks numbers right now. A bracelet 
that is unusually appealing. 


Rex Mesh Bracelets REX tinsel bracelets—in silver and 


gold—are made untarnishable by a 
OU save money when you buy REX Mesh special process. They are fitted 
Bracelets—and you make a bigger profit with clasps of varying designs to 
when you sell them to your customers. We meet every requirement. They are 
make every part of them, including the mesh, so supplied mounted six on a card in 
that you pay us only one small mark-up. The any desired combination. 
three styles pictured above are made in Sterling 
Silver and 1/10 Gold Filled (regular, Green or sto 
English finish). They have regular or wide end 
hooks, with plain or chased fittings. Specify | fas 
/W when ordering wide end hooks. big 





Send for big new catalog giving picturized descriptions of the complete REX line. I the 


Our hat’s off to the men who staged the A. N. R. J. A. Convention, August 28-31. That it jew 
was a big success from every standpoint is now everywhere agreed. The attendance and 
general interest aroused in the “big show” exceeded all expectations. All the items which wv 
were displayed in the REX room at the convention as well as those illustrated above are now Hu 
being shown at your jobber’s. 


Rex Manufacturing Company 


14 Blount Street 


PROVIDENCE, R. I. 


New York Office: San Francisco: 
65 Nassau St. . 57 Post St. 
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jo the executive committee and President 
Hufnagel pointed out that this was generally 
the custom, but that the jewelers were al- 
jays glad to accept invitations from as many 
tities as desired to have the convention 
ome. Other cities which submitted invita- 
fons through their Chambers of Commerce 
ad Mayors, civic associations and other 
bodies, included San Francisco, through 
Constance Auger; Des Moines, by Ray 
Reed; Detroit, Mich., Columbus, O., Rich- 
mond, Va., Chicago and St. Louis. 

Maurice Karpeles favored a_ gigantic 
fashion show in connection with the next an- 
qual convention of the American National 
Retail Jewelers’ Association. He pointed 
gut that the precious and semi-precious 








CHARLES H, HAMBLY, WHO -INVITED THE 
JEWELERS TO ATLANTIC CITY 


| stone industry should be given more pub- 
licity and that the co-operation of the im- 
porters of stones should be obtained in a 
fashion show which should be staged as-a 
big publicity stunt. 

Mr. Hawley argued that one thing that 
the jewelers should not overlook is the fact 
Fthat they themselves should wear jewelry 
and called attention to the fact that many 
| Jewelers in the room were not even wearing 
} 4 stickpin. He believed that jewelers should 
Practice What They Preach.” 

After some further discussion, President 
Hufnagel asked for a straw vote from the 
Jewelers as to the place which they desire 
for the next convention and a count showed 
West Baden as the favorite. 

ELECTION OF OFFICERS 


aoe came the election of officers and 
Fresident Hufnagel asked for the appéint- 
p Ment of a chairman from the floor, Past- 
— Charles T. Evans was chosen as 
— and after a few remarks, which 
Clark to the point, called upon Harry N. 
‘~ Syracuse, N, Y., and Louis S. Smith, 
td Mass., to act as tellers. He then 
., OF nominations from the floor for 
President, 
| R. Pak, president 6f'the New Jersey 
Jewelers Association, was the first 
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one to get the floor and made a neat speech 
in which he praised the work of President 
Edward H. Hufnagel and offered his name 
as the nominee for president. Mr. Hufnagel 
was unanimously elected after the nomina- 
tion had been seconded by President Mc- 
Laughlin of the Florida association. 

When Chairman Evans asked Mr. Huf- 
nagel if he would accept the office he did so, 
saying that he was not establishing a prece- 
dent, as former National-president Combs 
had served a third term. He expressed his 
appreciation of the confidence placed in him 
by the members of the association and ac- 
cepted the trust as a duty in order to com- 
plete the work which is now under way. 
He said: “I appreciate your confidence more 
than words can say. We must go forward. 
I feel it a duty if you call me. Co-opera- 
tion in the trade at the present time is a 
fine indication of the fact that we will go 
forward. I am of the opinion that we 
should have five instead of three vice-presi- 
dents in different districts.” 

At this point, Joe Mazer, one of the war 
horses of the association, jumped to his feet 
and led the jewelers in singing, “Yes, we 
have our old president,’ to the tune of 
“Yes, we have no bananas today.” 

Ellis B. Gifford nominated Arthur G. 
Mansur, Burlingham, Vt., to succeed him- 
self as first vice-president, and the nomina- 
tion was seconded by George Beach, of In- 
diana. J. A. Cayce moved that the nomina- 
tions be closed and a unanimous vote of 
the tellers elected Mr. Mansur as first 
vice-president to succeed himself. Mr. 
Mansur accepted the election and thanked 
the jewelers for their continued confidence 
in his work. 

When it came time for the election of a 
second vice-president, Joseph Mazer made 
a speech in which he pointed out that it 
would be unfair for him to continue as 
second vice-president of the association even 
if he were nominated, as he is now engaged 
in the wholesale diamond business, although 
he is also connected with the T. L. Combs 
& Mazer Co. He then nominated Robert 
M. Shipley, president of the Kansas Retail 
Jewelers’ Association, for the office of sec- 
ond vice-president. Jean R. Tack, Newark, 
seconded the nomination and the tellers re- 
ported Mr. Shipley as unanimously elected. 

Mr. Shipley accepted in a graceful speech 
and then came the election of secretary. 

After the name of A. W. Anderson had 
been offered to succeed himself and no other 
nominations were made, Past-president 
Evans called for the report of the tellers 
and Mr. Anderson was unanimously elected. 
He accepted the election in a brief address. 

Emil J. Scheer, Rochester, nominated 
Conrad J. Brotherly for treasurer and Far] 
R. Middleton seconded the nomination. One 
ballot was cast for the re-election of Mr. 
Brotherly who accepted the office. The 
other officers elected were two members of 
th Executive Committee, George J. Hess, 
St. Louis, Mo., and William H. Rindt, 
Richmond, Ind., both of whom accepted 
their positions, and the tellers cast~ one 
vote electing each one of therm. 

President Hufnagel resumed the chair and 
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the convention was adjourned for the after- 
noon outing at Rocky Point. The report of 
the outing which included a boat trip and 
- bake appears on pages 151 and 
153. 


Friday Morning 

After the outing on Thursday afternoon, 
the jewelers were slow in assembling for 
the closing session Friday morning and it 
was 10.30 o'clock before President Hufnagel 
called the meeting to order. ' 

Telegrams of greetings were read from 
August Loch, Pittsburgh, Pa.; M. Stras- 
burg, of the Colorado Retail Jewelers’ As- 
sociation ; ex-President Arthur Everts, Dal- 
las, Tex.; Louis Hausmann, New Orleans; 
ex-President J. B. Archibald, Blairsville, 





GEORGE J. HESS, MEMBER OF THE EXECUTIVE 
COM MITTEE 


Pa.; Mrs. Steele F. Roberts, widow of for- 
mer National President Roberts, and Mr. 
and Mrs. Tinley L. Combs. 

These telegrams were followed by the 
State reports, the first of which was the 
Indiana report, which was read by William 
Rindt and was as follows: 


INDIANA SECRETARY’S REPORT TO AMERICAN 
NATIONAL RETAIL JEWELERS’ CONVENTION 


To the Officers and Members cf the American Na- 
tional Retail Jewelers’ Association: 

In presenting this report for the year 1922-1923 
of the Indiana Retail Jewelers’ Association, it is 
with pleasure that I bring to the attention of the 
national officers some cf the accomplishments of the 
organization. The facts listed below to which we 
point with pardonable pride are as a silent testi- 
monial to the energy and devotion displayed by 
the officers and to the willingness and eagerness to 
co-operate shown by the members themselves. With 
the proper leaders an association, primarily an 
institution to aid its members, becomes an instru- 
ment by which they may help themselves. Just how 
vital a factor the association idea is today is strik- 
ingly set forth in other industries stronger than 
our own, and is easily visible in the trend which 
legislation takes in regard to the various industries, 
It is an indisputable fact that the strength and well- 
being of the jewelry trade is closely bound up in 
the Activity and stréngth of the national and State 
organizations. It follows thereforé that it is the 


(Continued on page 137) 





ADVERTISING Is a F ORCE THAT SELLS GOODS 


Here’s a Sturdy National Campaign on the Liveliest Line in the 
Jewelry Trade! 





EVER has a jewelry product been more successfully launched than 
Sta-Lokt. Only a little over six months on the market, now sold by 
jewelers in every nook and corner in the land. Already sales are phenomenal. 
This advertising will tell more people about the Sta-Lokt,—and to know about 


it is to want it. 


Sta-Lokt advertisements are appearing in October, November and December 
issues of the most influential 
magazines. Millions are reading 
them. A demand is being created. 


Superior merit alone makes the 
Sta-Lokt a fast selling line, one 
that jewelers can conscientious’ 
ly recommend. When such merit 
is combined with a forceful, 
compelling advertising campaign, 
it becomes a line of extraordi- 
nary opportunity, a line it will 
pay you to tie up to. 
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TRACE MARE REGISTERED 


Cuff Link 


To open 
lift the 


Closes like 


this and 
STAYS LOCKED 





This you can do by ordering Sta-Lokts from 
your jobber and sending us word of your will- 
ingness to cooperate. Both your jobber and we 
will then care for you promptly—he with a com- 
plete assortment of attractive designs,—we with 
a series of effective trade aids and complete in- 
structions on how to use them. 















J. F. STURDY’S SONS COMPANY 
MANUFACTURING JEWELERS 
ATTLEBORO FALLS, MASS, 


Makers of Sturdy Chains and Bracelets for fifty-eight years. 
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A few of our designs for the 
ORDER of DE MoLay 


Made in 10K. and 14K. Pins, Buttons, and Charms. 
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3947, 3944 and 3949 have pearl borders. 
Genuine or imitation pearls as ordered. 
3952 and 3951 have bead borders. 
SOLD THRU WHOLESALERS ONLY } 
$ 
b 
HARVEY & OTIS 7 


Manufactures of GOLD EMBLEMS : 


46 CHESTNUT ST. : : PROVIDENCE, R. I. x 
CHICAGO OFFICE: 1205 HEYWORTH BLDG. LOS ANGELES OFFICE: BROADWAY CENTRAL BLDG. ; 
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(Continued from page 133) 
selfish duty of every individual jeweler to lend 
his utmost effort in building up a larger and greater 
_gssociaticn as the years roll by. 


MEMBERSHIP 

The year 1922-23 marks the high water mark 
in the membership in the Indiana association, the 
roster, we believe, comparing very favorably with 
that of any State in the Union. 

Through the activity of Walter Mellor, aided 
by Ralph Roessler, who was secretary at the time, 
the State enrollment was, last Fall, swelled far 
beyond any previous mark. At the present time 
we have sonie 257 members, of which number 203 
are paid up in full and 54 delinquent. All but 
six of the latter number are new members ob- 
tained in the drive of last year. On this mem- 
tership the State association has paid to the na- 
tional the $5 per capita fee for every paid-up 
member. We expect to have every one of the 
257 members paid up within another month. 


THE INDIANA DISTRICT PLAN 

The plan of dividing the State into con- 
gressional districts, each in charge of a district 
chairman, as suggested two years ago by our own 
good member, William Rindt of Richmond, Ind., 
has proved in action to be worth the most com- 
plete adoption by the various associaticns. With 
live, energetic men as chairmen, this plan proves 
itself to be the quickest, most efficient means of 
covering the State jewelers for any purpose what- 
soever. 

TAX ELIMINATION WORK 


Of course the eyes of all members of: the In- 

diana asscciaticn heave, for the past year, been 
focussed primarily upon the five per cent excise 
tax elimination fight as waged by the special ex- 
cise tax elimination committee under the able and 
untiring leadership of Ralph Roessler. Primarily 
fecause this tax has of course attracted the at- 
tention of ali the members throvgh 
burden, but also because the personal sacrifice 
and constant efforts of our association president 
are known in a personal manner to every In- 
diana jeweler, interest and co-operation has been 
exceptionally great in this State. The intensely 
interesting details of the fight and the well laid 
plans which are the result of hundreds of hours 
of honest work will be related to you in a sepa- 
fate address by Ralph Roessler himself. 

I will mention here the manner in which the 
State quota for the tax elimination fund was 
faised as it illustrates the cfficacy of organization, 
of the quota plan in raising funds and points out 
the willingness with which our jewelers co-operate. 
Preliminary to the week set aside for the actual 
drive to raise the desired ‘State quota, Mr. 
Roessler sent out from the president’s office 2,000 

ters covering every jeweler in the State three 
different times. 
to one worker in every city who was to lend a 
Personal touch to the drive of the following week. 
A tentative qucta had previously been given to 
‘very individval, city and district in the State 
® arranged that if an expected shrinkage should 
“cur in the smaller units, the larger quotas and 
the State quota especially would “go over” safely. 

e result of all this preparation was that, on 
Monday, the first day of the drive, the State 
‘tota had been passed by over $100—certainly a 
gratifying result. The quota of Indiana was 
$1,500—admitted to be a generous one on the 
testimony of Mr. Anderson. At the present time 
subecriptions to the amount of $2,011.35 have 

forwarded to Mr. Anderson, and of. this 
amount $1,623.26 has actually been paid in cash. 

;Mese subscriptions have come from 210 different 
Jewelers in the State. 

In carrying out the work of the tax elimination 
— Mr. Roessler, while secretary of the 

¢ asscciation, made many trips to various 
_ - the country. From January to the present 
ron € has spread anti-tax propaganda in Chi- 

480, St. Louis, Kansas City, Omaha, Hastings, 


a Pittstrgh, Oklahoma City, Dallas, St. 
Utie Des Moines, Fond Du Lac, Wisconsin, 
ica, New York, and has twice made trips to 


sa Yor city and Philadelphia. In all these 
feet o ‘liminaticn organizations have been per- 
at are expected to aid greatly in the 
result. 
INDIANA 
a 24-page magazine was issued 


August 17, 1922, 


its unfair © 


Special letters were also written’ 





containing many items of interest to all jewelers 
in the State, and especially to those whose location 
or business prevented their frequent contact with 
association members or work. Another issue is 
at present being prepared hy the secretary which 
will cover the State and national conventions and 
the tax work. This magazine, together with the 
Annual year book has proved a source of welcome 
revenue to the State association. 


THE ANNUAL 


The “Annual’’ just gmenticned was printed to 
acccmplish two things: First, to bring to the at- 
tention of the members the activities of the State 
association, and to acqtiaint them more intimately 
with one another; and secondly, to assist in build- 
ing up the somewhat jaded resources of the or- 
ganization. It accomplished both, missions beauti- 
fully. The book, printed last June, required 


constant work from February on, but the results 
The bcok was quite a large 


justified the effort. 





FRANK D, CHAMPLIN, CHAIRMAN SOUVENIR 
PROGRAM COMMITTEE 


one attractively bound and printed; 1,000 were 

needed to fill the demand. Jt was replete with 

cuts of the various stores throughout the State— 

a feature that made the magazine doubly effective. 
The finances of the book show: 


Colt BE OHOUEE ss. 6 059060800 00650 $481.00 
CE Nees GaN ibe eo a bn Reecew eae 252.56 
EST eee ee ree 50.00 
eT Tere 17.00 

$800.56 


The advertising netted $1,895, which left a net 
profit on the book of almost $1,100. The asso- 
ciation takes this opportunity to thank all adver- 
tisers whose co-operation made the book a financial 
success. 

ASSOCIATION FINANCES 


The close of the year 1922-1923 finds the State 
association in an extremely healthy financial con- 
dition. Through the aforementioned advertising 
receipts and the members’ dues we have today, 
with all expenses paid, a bank balance of $1,267.10. 
This with accounts receivable still unpaid and a 
Liberty Bond with accrued interest gives the as- 
sociation assets totalling over $2,000. The national 
association has profited by our good membership 
roll and pecuniary well-being, for in the last two 
years we have paid into the treasury of the 
national association $2,164.50. 


SPECIAL MEETINGS 
A number of meetings were held during the 
year in Indianapolis, Ft. Wayne, Richmond, Mun- 
cie and other cities, which were attended by the 
president, secretary and executivé officers. 





RECCMMENDATIONS 


We recommend to the nzational association the 
adopticn ‘of a set of books that will be uniform 
for all State associaticn secretaries and treasurers. 
The secretary of this asscciation is at present 
working on such a project. 

We believe that the publication of a year book 
by the secretaries of the various State associations 
would prove a great unifying influence throughout 
each State, and is a means by which many State 
organizations might place themselves in much bet- 
ter financial condition. © 

We believe that the Indiana plan is worthy of 
adoption in all States where jewelers’ associations 
desire an easy and efficient*means of accomplish- 
ing their aims. 

We urge from row until the tax is eventually 
repealed, the unquestioning ‘and complete co-opera- 
tion of every individual jeweler and every asso- 
ciation of jewelers to Ralph Roessler and the 
special excise tax elimination committee. 

We recommend that a committee shall be ap- 
pointed by the president of the national associa- 
tion, whose duty it shall be to popularize the fullest 
use of jewelry utility and ornamentation. 

We recommend that at future State and na- 
tional conventions a distinguishing badge shall be 
provided for all new members, that these new 
members may be given the glad hand of fellowship, 
and so thoroughly sold upon the association and 
its co-operating benefits that they will become 
regular attendants and willing . workers. 


Report respectfully submitted by 


R. W. GarsTAne, 
Secretary, Indiana Retail Jewelers’ Association. 


Charles L. Sunderlin submitted a brief 
verbal report for New York State, calling 
attention to the fact that over 200 new 
members had been added to the association, 
and spoke of the fight of that State against 
the auction evil. 

W. L. Jones, president of the West Vir- 
ginia Retail Jewelers’ Association, made a 
short verbal report and presented the mem- 
bers of the association some fine West Vir- 
ginia grown peaches, all of the jewelers 
being invited to help themselves. 

Arthur De Montigny, president of the 
New Hampshire State Retail Jewelers’ As- 
sociation, reported that his State registers 
85 members at the present time and is in a 
good financial condition. 

Ray Reed, president of the Iowa associa- 
tion, reported for that State, saying that 
jewelers there were interested in association 
work and taking an active part in it. 

Louis Smith, president of the Massachu- 
setts & Rhode Island Retail Jewelers’ As- 
sociation, asked that the trade papers which 
print lists of State officers have them correct 
and up-to-date. 

Conrad J. Brotherly reported for New 
Jersey, saying that the last annual conven- 
tion of his State association had been the 
best ever held. 

L. W. Suter, Seattle, made a brief report 
for the State of Washington, and Calvin 
Graves for the State of Tennessee. 

President Inskeep had a few words to say 
about Ohio and the work which is being 
done there. A report was read from North 
Carolina by Secretary Anderson, submitted 
by Secretary William G. Frasier. The 
North Carolina delegation was one of the 
largest to the convention, and the members 
from that State held a special luncheon and 
get-together meeting one day during the 
convention. 

Secretary Anderson’ also,read a report 
from Connecticut, submitted by A. W. Hull, 
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president, and George P. Spaar, secretary. 
R. M. Shipley reported for Kansas. 
“Jean R. Tack, president of the New Jer- 
gy Retail Jewelers’ Association, then read 
the resolutions as prepared by the resolu- 
tions committee, of which ex-President 
Charles T. Evans was chairman, and each 
resolution was read and discussed separately 
before being acted upon. Nathan Wile, 
Jacksonville, reported for the State of 
Florida during the discussion of a question 
in connection with one of the resolutions. 
The resolutions’ as adopted by the con- 
vention were as follows: 


The Resolutions 


Whereas: God, in His Infinite wisdom has called 
fom his earthly labors, our President and fellow 
business man, Warren Gamaliel Harding, we de- 
sire to record in these resolutions, our feeling of 
esteem and respect for his memory, and our sense 
of personal loss in his untimely removal from his 
activities as our leader during a critical time of 
radjustment in our country and the whole world, 
and to express to his widow our sincere sympathy 
for her in her deep sorrow. Be it therefore 

Resotvep: That this association, through its 
President and Secretary, transmit to Mrs. Harding 
a letter, expressing to her the respect and esteem 
in which we held her late husband, and to assure 
her that we most sincerely sympathize with her in 
her bereavement. Be it further 

ResoLveo: That we pledge our loyal and en- 
thusiastic support to President Calvin S. Coolidge, 
who so suddenly had placed upon him the. burdens 
and responsibilities of Chief Executive of this, 
the greatest nation on earth. 


* * * 


Whereas: God, in His Infinite wisdom considered 
it desirable to brighten His home by the. soul of 
Edward H. Hufnagel, Junior, the son of our lov- 
able President, Edward H. Hufnagel, therefore 
be it 
Resocveo: That this convention records itself 
a extending to its President that affection and 
that fraternal and heartfelt understanding which 


will in part at least, make his loss more bearable. . 


Be it further 
Resotvep: That as a mark of esteem, this con- 
vention rise to its feet and remain standing for 
two minutes silently calling upon the Almighty 
for his blessings upon our President, his wife, 
and his family, 

* * * 
Resotven: That we again affirm our faith in, 
and adherence to, the principles embodied in the 
Code of Ethics of this association, as the rule and 
guide of all true jewelers in the conduct of their 
business; that we each pledge ourselves to its 
true promulgation, both in letter and spirit; that 
the secretary of this association bring the Code 
of Ethics to the attention of the President and 
Seretary of each State association, and that he 
supply such officers with copies of the Code, and 
request them to see that it is properly brought 
before their membership both individually and at 
their conventions, and we recommend to each 
State association that they have printed on their 
‘plication blanks as a condition of membership, 
these words: “I have read the Jewelers’ Code of 
Bihics, and hereby subscribe to same.” 


Whereas: We submit that the time for special 
laxation has passed, and believe that fair and 
‘quitable justice for all citizens of this Republic 
Suggests the abolishment of all the special excise 
‘axes, originally established to deter purchasing in 
mes of war as much as to provide revenue through 
the sales made, and whereas the retail jeweler 
villingly and cheerfully paid these special taxes 
Until Congress re-wrote the Excise Tax Bill, and 
dliminated from further special taxation many in- 
wstries and dealers, whose products are surely 
Pani to an extent equal to, or greater than, 
7a of the jeweler, and whereas we submit that 
§ an injustice to tax the jeweler to the ex- 
‘usion of dealers in other lines, and cannot un- 
derstand how the continuance of such special taxes 
be 3 &re unfair, unjust, and discriminatory can 
Wstified, therefore be it 


~ 





REsoLvep: That we approve the efforts to have 
the tax removed, which are being put forth by 
President Hufnagel, and the Special Excise Tax 
Elimination Committee, of which Ralph Roessler is 
Chairman, and pledge to them our financial support 
in the way of special contributions to the funds for 
carrying on this campaign, and also pledge our per- 
sonal support by interviews with, and letters to, our 
Representatives in Congress, our Senators, and 
any other .parties who may be involved in. the 
elimination of this unjust tax. 

Whereas: It is particularly desirable that, the 
best standards for jewelry products shall be; es- 
tablished for the protection of the consumer as 
well as for the jewelry industry, be it 

REsoLvep: That the standards set forth in the 
report of the legislative committee shall be; ac- 
cepted as the best obtainable standards, and shall 
be adopted by this convention as such. 

7 * * 


We have never had a definition of 
is satisfactory to the trade, or 


Whereas: 
platinum which 





FRED N. DAY, MEMBER OF THE RESOLUTIONS 


COM MITTEE 
sufficiently descriptive to. be understood by the 
public; 
Whereas: Believing that our industry should 


insist upon a Stamping Act which will protect 
the purchaser of platinum goods, be it 

Reso_vep: That we urge upon our officers to 
lend every effort toward the adoption of definite 
platinum standards which are workable. 

_ . * 

Resotvep: That we endorse the work of the 
National Jewelers’ Publicity Association in its ef- 
forts to popularize the sale of jewelry through 
National advertising, and urge upon our mem- 
bership to co-operate with this movement by con- 
tributions to the general fund, by local adver- 
tising, and by the use and display of the slogans: 
“Gifts that Last,” and ‘Make the Jeweler Your 
Gift Counsellor,” and be it further resolved that 
the members of this association heartily pledge 
their support of these slogans, and incorporate 
them in all their stationery, letterheads, and ad- 
vertising matter and be it further 

Resotvep: That this association pledge its thanks 
and express its sincere appreciation of the splen- 
did productive efforts of Mr. P. J. Coffey, Chair- 
man of the National Jewelers’ Publicity Associa- 
tion, and to his fellow directors. 

* . * 

Resotvep: That we commend the work of the 
Horological Institute of America, and urge upon 
our membership to co-operate with this work to 
the fullest extent possible, believing as we do, that 
the future of the jewelry industry rests largely 
upon our ability to develop better workmen in 
the horological, as well as the jewelry departments 
of our business. 


REsOLveD: That we express our appreciation to 
the various. manufacturers of sterling .silyerware 
who have co-operated with’ us by billing sterling 
silverware to the retail jewelers at list prices, :less 
a trade discount, thus enabling. us in our ,efforts 
to create and stabilize a more active and produc- 
tive business for all branches of the jewelry; in- 
dustry. 

_ * _ . 

Whereas: The fake auctioneer is still’a. menace 
to the life of the jewelry industry, .and whereas 
it is deemed necessary for the protection of, the 
public that the fake. auctioneer shall be eliminated 
through the proper methods of the law, be it 

Resotvep:- That the executive officers of this, 
the American National Retail Jewelers’ Associa- 
tion be requested to appoint a national committee 
on auction laws and ordinances, to be composed of 
as many members as necessary, and be it further 

RESOLVED: That the presidents of each State 
association be requested to appoint. a State com- 
mittee on Auction Laws and Ordinances,. to con- 
sist of at least three members who shall reside in 
or near the Capital city of each State, and that 
these members, with the assistance of the mem- 
bers of the national committee ‘on auction’ laws 
and ordinances, shall vigorously labor toward’ the 
end that State auction laws, or enabling acts,: shall 
be placed upon the statute books of every State 
in the Union, in which this association is repre- 
sented and be it further 

RESOLVED:. That each State Senator, Representa- 
tive, or other official whose services warrant it, 
shall be requested to lend his efforts to accomplish- 
ing this vitally important legislation. 


* * . 


Resotvep: That all misleading, ambiguous, or 
indefinite names of jewelry products should be 
abolished. in the jewelry industry, and that we urge 
upon manufacturers and wholesalers to so mark 
their. goods that there can be no. possible. oppor- 
tunity for misunderstanding upon the part of the 
consumer. 

REsOLvEp: - That the manufacturers of’ watch 
cases shall be urged to. cease-the use of time 
guaranties on. all watch cases, and be it.,further 

ResoLvep: That this .resolution be forwarded, 
in copy, to the Federal Trades Commission. 


REsoLvep: That we urge our membership to 
discontinue the practice of free engravings, .believ- 
ing that this is a service for which a charge should 
be made. 

* - * 

Reso_vep: That we endorse the work of. the 
Harvard Bureau of Business Research which is 
being conducted for the benefit of the members 
of this Association and be it further 

Reso_vep: That we urge upon our members to 
furnish the Harvard Bureau of Business Research 
with the figures which are vitally necessary for 
the preparation of the reports by maintaining sys- 
tems of accounting which make such figures avail- 
able, and be it further 

Resoivep: That we express our thanks to the 
members of the Harvard Bureau for the excellent 
results which they have accomplished. 

* * * 


Resotvep: That we commend to our member- 
ship the advantages of placing a share of their fire 
insurance with the Jewelers’ Mutual Fire Insur- 
ance Co. and point to the fact that it is one of the 
tangible evidences of the benefits of membership 
in our National and State Retail Jewelers’ Associa- 
tions. 

_ * * 

Reso_vep: That we urge the discontinuance by 
wholesalers and manufacturers of the practice of 
printing net prices in circulars and catalogues and 
suggest that in all cases such prices as quoted 
conform to the requests so often made on this sub- 
ject, %. e, that they be subject to the usual trade 
discount. 

Reso_vep: The Re-sale price (particularly when 
applied to an advertised article) has long ago re- 
ceived the commendation of the retail jeweler. 
We submit, however, that in the establishment of 
such retail prices the manufacturer should take 
into consideration the average established over- 
head charges of the retail jeweler and provide a 
sufficient advance over the retail or wholesale price 
to satisfactorily answer the jeweler’s claim for 
consideration. 


Reseivep: Since experience has proven that 50 
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cent of the first year’s dues of membership 
secured through the efforts of our Field Secretary 
js not sufficient to cover the expenses of this im- 
portant work and to make possible its continuance, 

it 
Miccves: That this revision of dues be hereby 
readjusted on a basis of 100 per cent of the dues 
received for the first year for each new member 
secured by the Field Secretary shall be paid to 
the National Association and the only dues to be 
paid the National Association for new members so 
secured shall be the regular percapita tax on the 
renewal of membership. 

* * a 


Resotvep: That this convention extend its 
thanks to Mr. Edgar M. Docherty, president of the 
New England Manufacturing Jewelers’ Association, 
and Mr. Woodward Booth, secretary of the same 
association and their associates for having made 
this convention the most successful and enjoyable 
ever held, and be it further 

ResoLvep: That we extend our expressions of 
appreciation to Mr. William H. Mason and his 
associates of Providence for having aided our con- 
vention by providing us with daily reports of the 
convention through the daily press. 

* * * 


ResoLvep: That we express our sincere apprecia- 
tion to all those who have in any way assisted in 
making this the greatest jewelry convention ever 
held; for the thoughtfully prepared addresses; to 
the members of the New England Jewelers’ and 
Silversmiths’ Association who have acted as our 
hosts in the various entertainment features; to the 
local and State associations who have given un- 
reservedly of their time and thought; to the local 
papers and to all others who have in any way as- 
sisted, we offer our thanks. 


Appreciating the value of the various addresses 
which have been delivered at, this corivention and 
recognizing the fact that many of these addresses 
were delivered in an informal manner and with the 
idea of placing before the jewelry trade of this 
country the many wonderful suggestions contained 
therein : 

Resotvep: That the executive committee have 
distributed a complete report of the speeches of 
this convention to all the trade papers and by 
printed copy to all members. 

We would be lacking in appreciation if we failed 
to record once again our thanks to the trade press 
which has given so willingly of its space to pro- 
mulgate the cause of the American National Retail 
Jewelers’ Association. We recognize that we are 
particularly fortunate in the papers published in 
the jewelry trade, and extend to the various editors 
and publishers our sincere good wishes for their 
continued prosperity. 


* * * 


To President Edward H. Hufnagel, Secretary 
A. W. Anderson, Treasurer Conrad J. Brotherly 
and their associate officers and committeemen of 
the American National Retail Jewelers’ Association 
we extend our sincere thanks for the whole-hearted 
and unrestrained use of their time and talents in 

advancement of the cause of the association. 
We feel that the association has taken a long step 
forward under President Hufnagel and that we as 
an association count ourselves fortunate in having 
the benefit of his services as our president. 


Cuas. T. Evans, Buffalo, N. Y. 
Frank R. Forp, Norfolk, Va. 
Jean R. Tacx, Newark, N. J. 
GustaF Sytvan, Columbia, S. C. 
Joun P. Hess, Fond du Lac, Wis. 
Frep N. Day, Winston-Salem, N. C. 
E. O. Litrte, Auburn, Ind. 
Atvin Macnon, Tampa, Fla. 


After the first two resolutions had been 
adopted, the members of the convention rose 
to their feet and remained standing for a 
few minutes. It was voted to have the reso- 
lution relative to the death of President 
Hufnagel’s son engrossed and presented to 
im, 

_J. Clare Crawford, chairman of the Pub- 
licity Committee, next submitted his report, 
which was as follows: 





REPORT OF PUBLICITY COM MITTEE 


BY J. CLARE CRAWFORD, CHAIRMAN 


Last year the publicity committee urged the 
great necessity of advertising and what gigantic 
results could be obtained by linking up with the 
National Publicity Association, and it is indeed 
most pleasing and gratifying to ncte the way in 
which the jewelers throughout the country placed 
themselves on record in a real worth-while adver- 
tising way, supporting the different national cam- 
paign drives, dovetailing singly, collectively and 
co-opcratively in this respect. The scope of this 
wonderful werk conducted by the National Jewelers’ 
Publicity Association whose endeavers have reached 
over 400 cities with over 2.006 jewelers assist- 
ing in putting over this great work whereby 
$100,000 has been invested in eight co-operative 
campaigns, totaling almost 900,000 lines of adver- 
tising matter. Great credit is due the members 
of the American National Retail Jewelers’ Asso- 
ciation and they are to he congratulated up n 





CHAIRMAN 
PUBLICITY COMMITTEE 


J. CLARE CRAWFORD, OF THE 


their hearty co-operation towards achieving this 
splendid success. 

Now that advertising has begun in a real, nation- 
wide, spontaneous way, your publicity committee 
urges “you-all” to ‘Keep Everlastingly at It.” 
You must advertise and keep on Advertising with- 
out a let-up to bring results which are bound to 
preduce expansion, whether your business be smail 
or large. ; 

Our craft is without deubt the most fascinat- 
mg in the werld today-—and comes nearest to 
producing that “Real Heaven on Earth” than any 
other industry. A gift from the ieweler marks 
all the important events in the life of the in- 
dividual—carrying with it the full possession of 
perpetual joy, extreme happiness and lasting senti- 
ment. Our craft embraces men of the highest 
ideals—men who reossess those sterling requisites 
and 24-karat qualities that go to build up in your 
zommunity a reputation and a confidence of trust 
held by no other commercial business. 

Just consider how many millions of dollars’ worth 
of jewels pass over the jewelers’ counters through- 
cut the world in a single day without the least 
semblance of a receipt given in return—take these 
same patrons dealing at a bank, making a de- 
posit: The bankbook is scrutinized most critically 
to see that the smallest fraction of a cent is 
recorded. Quite a contrast. This certainly rates 
the jeweler in a Class of Trust, higher than 
any other business man. 

We emphasized last year the importance placed 
upon every retail jeweler not letting a month 
go by without mailing from his establishment a 
letter, a folder, a circular or a hooklet. This 





year we are going to be a little more specific 
relative to the importance of each. 
We hereby inform you 


WHAT THE LETTER SAYS TO MR. RETAIL JEWELER 


I am the fastest traveling, most personal 
messenger you can_ employ. Dress me 
properly, address me corectly and I carry your 
message wherever you direct—into the homes 
of the lowly, or into the residences of the 
wealthy: wherever your product is bought, I 
can take your wares—I always get attention, 


WHAT THE FOLDER SAYS TO MR. RETAIL JEWELER 


I am the most inexpensive reminder you 
can hire. I slip into the envelope with your 
other mail and I am carried all over’ the 
werld without extra postage cost—yet I carry 
your message and tell it effectively. I can 
be made so attractive that I cannot help but 
get the attention cf your prospect—especially 
effective am I in the introduction of a new 
product. 

I can create good-will. I can quote prices 
and, bring inquiries. I can even sell, but it 
is hard work for a little fellow like me, a 
missionary, to get the name on the dotted 
line. I need the help of a Booklet or a 
Salesman, but still you must admit I am 
useful, 


WHAT THE CIRCULAR SAYS TO MR, RETAIL JEWELER 


I am a professional caller. I can make 
more calls per day over a wider area than 
any number of men you.could possibly hire, 
and at a much lower cost. 

Design me tastefully, write me thoughtfully, 
print me attractively in colors, if possible, 
address and stamp me and I will reach your 
prospect. Let me carry a return address post- 
card and I bring you results, 

I am one of the best possible mediums for 
obtaining good homes for your new booklet as 
I eliminate wasteful distribution and pave the 
way for a cordial reception for your book. 


SAYS THE BOOKLET TO MR. RETAIL JEWELER 


No matter how many products you sell, I 
can tell your story. Through type and illus- 
trations I can sell your goods—I reach pros- 
pects far remote from your sales area, add 
new customers to your store that it would 
be impossible to get in any other way. I 
secure conferences where no Salesman could 
ever get, I Sexx Goons, 

Nine-tenths of our retail jewelers’ advertising 
is confined tc letters, folders, circulars and book- 
lets, which come under this head. 

Last year we advocated the advisability of com- 
piling a systematized booklet on advertising adap- 
table for the retail jeweler. Today just such a 
book has been timely written and strongly en- 
dorsed by the leading advertising experts through- 
out the country and has been dedicated to the 
United Typothete of America and has already 
had wide-spread distribution. It’s a classic and 
a book that should be moved as one of the first 
to be used as a ready reference by the jeweler 
or his advertising expert. Negotiations are now 
pending whereby we may be. in a position to 
serve the members of the A. N. R. J. A. with 
a reference work of this kind. 

We already see the advantageous results ob 
tained through the medium of a united co-opera- 
tion in publicity and connective window displays 
which has been very instrumental in producing 
an increased volume of turnover in our business, 
We jewelers can make this work vastly more 
effective bringing before the public at stipulated 
times with co-operative newspaper publicity of 
the jewelers in your community with a follow-up 
of window displays. : 

““TIME-WEEK CAMPAIGN” 


We respectfully urge you to give your individual 
support to certain seascnable campaigns such as 
‘‘A Time-Week Campaign” probably in the month 
of November, whereby watches—timepieces of all 
kinds—shall be displayed in your windows. This 
campaign can be linked up by the manufacturers 
of timepieces with attractive booklets on the sub- 
ject suitable to be mailed out by the retail jeweler 
to his trade. 

“BABY WEEK CAMPAIGN” 


We jewelers have a splendid field to develop . 
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increased business as the general public has really 
no conception of the many varied, attractive, and 
suitable gifts that can be found in the jewelers’ 
shops to be purchased for the baby. This gives 
wonderful oppertunities for booklets and advertis- 
ing possibilities. 


“cmME NEW WEDDING ANNIVERSARY LIST” 


The new wedding anniversary list will soon be 
announced after due, careful and deliberate analyza- 
tion has been given the many lists that have been 
submitted, which will be best suited for our busi- 
ness. We respectfully urge you to give this wed- 
ding anniversary list wide-spread publicity, having 
it included in all your advertising matter mailed 
out to your customers. 

Small suitable counter display forms of the wed- 
ding anniversary and birth-stone list should be 
used, and where possible in your window displays. 
They can be displayed rather conspicuously in 
some corner of your window in your nighbt-trims. 


SUGGESTED SALES HELPS 


Your committee believes more attention should 
be paid by the retailer and his buyers when look- 
ing over new creations and conceptions prepared 
by manufacturers, bearing in mind that there is 
a vast amount of time, thought and costly ‘labor 
involved in bringing out these new products. 
These conceptions are brought out mainly to 
satisfy the desires of the retailer for new goods, 
so we should not be too hasty in making negative 
decisions without first giving our buying public a 
chance at times to pass final judgment on these 
wares. * . 4 

Let’s be fair to the generous manufacturer who 
is desirous of producing finer and better goods 
where quality predominates. : 

New creations should receive the just and proper 
consideration due them by our buyers, giving the 
new product a fifty-fifty chance with the old, 
taking into consideration that the old was once 
new. Let’s co-operate in every way we can, for in 
to doing we are benefiting. 

In many cases too much is taken for granted 
by our manufacturers relative to the production 
of our wares, a knowledge of which imparted to 
our merchants and sales-force would prove more 
eflective in increased turnever. 

We urge the retailer and his buyer to give 
sales talks in the purchase of new conceptions to 
their sales-force and, where possible, take them 
to the hotel display rooms where the traveling 
representative can give valuable sales information. 
In so dcing we are bound to have a better co- 
operative sales-force, and with this thought in 
mind, the speaker a short time ago mentioned to 
the vice-president and sales manager of one of our 
largest silver manufacturers the advisability of 
giving the retail trade some idea of the time 
consumed from the bringing out, to the finish, of 
@ new product: as an illustration, a new silver 
service. In response to this suggestion, I have the 
Pleasure of submitting a classic prepared by 
William Codman, chief designer of the Gorham 
Co., namely, “The Silversmiths’ Art.” 


He then read the essay on “The Silver- 
smith’s Art” prepared by William Codman 
and made it a part of his report. 

At this point in the morning session, the 
result of the contest which had been con- 
ducted by L. Heller & Son at the Deltah 
pearl booth was announnced. The first prize 
was awarded to Miss Cashman, Providence, 
R. 1; second prize, Mrs. Droeger, New 
York city; third prize, Mrs. Wm. G. Frasier, 
Durham, N. C., and fourth prize, Miss G. 
Gartland, Providence, R. I. 


President Hufnagel then made a few re- 
marks in closing the convention, calling at- 
tention to the fact that it had been a great 
success because every member had con- 
tributed his share toward making it the 
biggest and best meeting ever held by the 
national body. 


The Golf Tournament on Friday Afternoon 


Business concluded, the delegates to the 
convention on Friday afternoon journeyed to 
East Providence and enjoyed the afternoon 
on the links of the Metacomet Golf Club as 
the guests of the Manufacturing Jewelers’ 
Golf Club and the New England Manufac- 
turing Jewelers’ and Silversmiths’ Associa- 
tion, 

Fifty-four devotees: of the sport entered 
the lists for the long array of prizes. A 
luncheon was served and then playing was 
commenced, and it was nearly 7 o’clock be- 
fore the last card was turned in, and at 8 
o’clock dinner was announced. 

Seated at the head table with President 
Samuel B. Levy, of the Manufacturing Jew- 











SAMUEL B. LEVY, WHO HAD CHARGE OF THE 
GOLF TOURNAMENT 


elers’ Golf Club, were His Honor Joseph H. 
Gainer, Mayor of Providence; Edward H. 
Hufnagel, president of the American Na- 
tional Retail Jewelers’ Association; Edgar C. 
Docherty, president of the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association; William Cooper, president of 
the National Wholesale Jewelers’’ Associa- 
tion; Arthur G. Mansur, first vice-president 
of the American National Retail Jewelers’ 
Association; Dr. William W. Hunt, presi- 
dent of the Metacomet Golf Club; Dr. Mc- 
Intyre, president of Robbins Co., Attleboro; 
Harold W. Ostby, of the Ostby & Barton 
Co.; Frederick A. Ballou, of the B. A. Bal- 
lou & Co., Inc.; Maurice J. Karpeles, of 
Karpeles Co.; Woodward Booth, manager of 
the New England Manufacturing Jewelers’ 
and Silversmiths’ Association, and J. Arthur 
Clem of Foster’s. 

Other sepcial guests included Harry 
Freund, of the National Jewelers’ Publicity 
Association ; William H. Mason and Howard 
K. Clery, of THe Jewerers’ CrIRcuLar; 
George Engelhardt, of the National Jeweler; 
Robert Carr, of the Manufacturing Jeweler; 
Arthur W. Davis, of the Keystone. There 
were about 75 guests assembled at the small 


tete-a-tete tables, which were graced by 
bouquets of zinnias, which gave the dining 
room a cheerful appearance, 

After a chicken dinner President » Levy 
briefly addressed the gathering, extending a 
cordial welcome to those who had assembled 
to enjoy the festivities, and. concluded by in- 
troducing Woodward Booth as the toastmas- 
ter of the evening. The speakers were 
Mayor Gainer, President Hufnagel, Presi- 
dent Cooper and President Docherty. 

Mr. Hufnagel paid-a high tribute to the 
city of Providence and the officials and mem- 
bers of the local jewelry industry for the 
reception and entertainment of the conven- 
tion. He said that the convention had been 
the best without exception in the history of 
the association, which is now 18 years old, 
with a membership of 5,000 and a financial 
surplus of more than $40,000. 

Mr. Cooper referred to the convention of the 
Wholesale Jewelers’. Association which is to 
be held in Providence in the Spring of 1924; 
and said that the success of the retailers’ 
convention now passing into history was but 
a beginning of Providence as a convention 
center, 

Mayor Gainer and President Docherty 
also made pleasing addresses, 

The prizes were awarded as follows: 


Guests—First, Z. N. Mullen, Fall River. 
Second, F. B. Mauk. 

Third, D. H. Johnson. 

Fourth, J, Arthur Clem. 

Fifth, Everett Ward. 

Sixth, D, Cohn. 

Seventh, A. G, Mauser. 
Eighth, Elmer Leach. 

Ninth, William Cooper. 

Tenth, J. A. Cayce. 

Eleventh, A. M. Burke. 
Twelfth, Edward H. Hufnagel. 


MANUFACTURERS 


First, J. H. Lincoln. 

Second, Adolph Finlay. 

Third, R. S. Hulburgh. 

Fourth, Frank R. Budlong. 

Fifth, Sinclair Weeks. 

Sixth, H. D. Barber. 

Seventh, J. Parker Ford. 

Eighth, Eben F. Wilde, Attleboro. 
Ninth, W. C. Foster. 

Tenth, Chris W. O’Brien. 

Eleven, F, M. Cook. 

Twelfth, Dr. McIntyre. 
Thirteenth, Ted White. 
Fourteenth, Louis Frank Rosenberg. 
Fifteenth, E. A. Reed. 

Sixteenth, E. A. Hatfield. 

Bunker prize, Robert F. Carr. 





Market Prices for Silver Bars 


The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past week: 


Domestic 

Selling Price Silver 

London U.S. Govt. Standard 

Date. Official. Assay Bars. Price. 

eos sees 30% 647 62% 
Ce, ae 30 i 65% 6 

pS ee 30 65% 62% ' 
AUB. - ST tec ccce 30 654 62 
Mey A cAdecese 30 65 62 

Beets & sl cicccce Holiday Holiday 








THE JEWELERS’ CIRCULAR September 5, 1923, 





i THREE UNUSUALLY POPULAR NUMBERS FORFALLTRADE @ 
QVOUUNUOUAAUOAGUOAA gj WUUAAUOAAPOAEEAOOEAOERAGERAEORANEOEAUAPGEOOAGAOUAGEOEEEGAEEAOAAOOAGROAEL EY RUAN 


ANDALIAN 


ESH BAGS 


“A THING OF BEAUTY 
—A JOY FOREVER” 
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PETITE-SILKEN 
MESH BAG 


S the name implies—an ex- 
ceedingly fine baby sol- 


ARMOR-MIRROR 
MESH BAG 


VERY beautiful flat mesh 

—highly polished mirror 
finish, scintillates and sparkles dered mesh, so soft and com- 
rs yas ates. ‘ pact in texture as to appear 
Slightly gathered, permits ee ee silken to sight and touch 
mesh to suspend in graceful Se. Sealer Of ©; 8 ‘ 
folds. Mesh links are so small oe i, Still so sturdy as to assure 
as to be almost invisible and - VGaaw long wear and_ satisfactory 
yet their .combined strength Se 
exceeds that of soldered mesh. 


To the JOBBER: Le COSTUME Ba | | 
Send. denmnodlatdly & Retail JEWELERS: 


ion samples me | —for Madame or le jeune fille Write us NOW, 
ices. h is al- . 5 : iob- 
ona " hie’ Géinbad MA4PE in bright polished Armor Mesh with skirt for — of job 
iin eames em sieneee ‘¥* panels. A clever and pleasing design, empha- ber in your ter- 

designs. sized _with hand-enameled colors; producing a ritory. 
charming harmony with the toilette. 
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Entertainment Features of the Big Convention 








How the Jewelers and Their Wives Were Taken Care of By Their Hosts 

















The Visit to the Factories 
Tuesday afternoon was factory inspection 


day and under the direction of the factory - 


inspection committee, of which Frederick 
A. Ballou, Jr., was chairman, many of the 
manufacturing jewelry plants of this city 
and the Attleboros were visited. After hear- 
ing of the numerous places of interest— 
historical, industrial, educational and other- 
wise, especially their pre-eminence as con- 
cerning the manufacturing jewelry. industry 


r- 
| 


| 
| 


visited and were countersigned by the chair- 
man of the factory inspection committee. 
A large number of the groups paid a visit 
to the Attleboros, taking this opportunity for 
inspecting the factories at a distance, as 
facilities were afforded for calling at the 
factories in “Providence at almost any time 
of day by arrangement through the commit- 
tee. At most of the factories open house 
was maintained during the entire afternoon 
Tuesday, with members of the firm, sales 





cluded President Hufnagel and practically 
all of the officers of the association. The 
manner of constructing the mold was ex- 
plained, and the preparation of the metal, the 
time, and degrees of heat necessary to re- 
duce it to a molten mass, and the actual op- 
erations of pouring, made pictures in the 
minds of the spectators that gave them a 
new conception of the production of the 
bronze statues and memorials that are so 
frequently ordered through the offices of 
many of those who witnessed the interesting 
scene. The visitors were also shown through 
the extensive silver plant in groups, under 
the direction of trained assistants who ex- 
plained all the different phases and processes 
of the work, the mammoth hydraulic stamp- 
ers and the delicate machinery used in some 





GROUPS OF A. N. R. J. A. DELEGATES DURING THE VISIT TO THE GORHAM PLANT 


—the delegates and others attending the con- 
vention were eager for the opportunity of 
viewing and inspecting these places. 

The inspection of factory plants and of 
the Rhode Island School of Design was the 
special feature for Tuesday afternoon. The 
visitors lost but little time after disposing 
of luncheon in assembling at the main en- 
trance to the Biltmore Hotel, where the 
transportation committee, of which Edwin 
H, Cummings was chairman, assisted them 
in securing seats in the long train of auto- 
mobiles that was in waiting to convey the 
visitors to the factories. More than 125 
automobiles were commandeered for the 
service and these made an almost endless 
Procession from in front of the hotel for 
nearly two hours, going in every direction. 

The inspection committee in starting off 
the various groups endeavored to arrange so 
that they could be cared for upon arrival 
at the various plants without confusion or 
crowding in factory. Recognizing the pos- 
sibilities of strangers taking advantage of 
the large number of strangers visiting the 
factories for ulterior motives, the committee 
adopted a system of tickets with which each 
Party was provided telling the mumber of 
Persons in each group. These tickets we 
all issued in the name of the firm to be 


force or other executives in attendance to 
receive and guide the visitors. 

At nearly all of the places visited sou- 
venirs were distributed, generally in the 
shape of some article manufactured by the 
concern or some trinket or novelty. At 
some of the places special gifts were made 
to delegates who were customers of the 
firm. At others light lunches were served, 
consisting generally of cool, refreshing bev- 
erages, or ice cream and cake. 


VISITORS SEE GREAT BRONZE CASTING 


Members of the convention who went to 
the Gorham Mfg. Co.’s plant at Elmwood 
were afforded the opportunity of witnessing 
an event that is vouchsafed to comparatively 
few people, and one that will always be a 
reminiscence of the Providence convention. 
This was the pouring of the metal for the 
big bronze bear that is to grace the middle 
campus at Brown University and for which 
subscrjptions of more than $10,000 have been 
made by the alumni of the institution. 

More than three tons of metal was re- 
quired to fill the mold for the statue, which 
will be about eight feet tall. . It was designed 
by the American-sculptor, Eli Harvey. 

Every operation was watched with great 


of the more intricate work. Upon returning 
to the offices the visitors were met by Act- 
ing President Alfred K. Potter and other 
officials, and each was presented a souvenir 
silver match box, which was highly prized. 

Visitors to the Ostby & Barton Co.’s plant 
as well as at the Gorham Mfg. Co. were 
greatly interested in the community. facili- 
ties for the benefit of the employes which 
these concerns have provided for the con- 
venience and comfort of those in their em- 
ploy. These include recreation rooms, lunch- 
eon rooms and first aid rooms. 

At the Whiting & Davis Co.’s plant at 
Plainville special interest was attached to 
the firm’s new casino, recently opened for 
the entertainment and accommodation of the 
firm’s employes, and here a special luncheon 
was served to a large party of the customers 
of the firm during the early afternoon. Here 
the mesh-bag manufacture was fully de- 
scribed and shown in detail, the visitors be- 
ing able to watch the progress of a coil of 
wire through the intricate mechanisms that 
produce the dainty mesh from which the 
bags are made. 

The concerns whose factories were open 
for inspection during the convention includ- 
ed the following: Provipence—J. L. An- 


interest by the- visiting group,*which in*theny & Co.,L. J.-Anshen Co. B. A. Ballou 
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A sample showing of our Fine Line of 14 K white gold Bar Pin Mountings. These will 
take ten to fifty point diamonds. 


We make Rings, Scarf Pins, Bar Pins, Brooches, Pendants, Link Buttons, Earrings, etc., in 


14 K white gold. 
“Orders prove our goods sell,’ 


E. L. SPENCER CO. 


95 Chestnut St., Providence, R. I. 


New York Office, 15 Maiden Lane San Francisco Office, 704 Market St. 
Chicago Office, Heyworth Bldg. 








The New Carmen Watch Bracelet 





Th del d Pp, to 4. *. Order from your jobber—there’s a 
—— ee a ae a y. BO e ke 2 >. fast growing demand for these fast 
lighter, daintier, far more slender than - , Ie f -. sellers, especially in the slender new 
anything offered before. atm models. They come in a variety of de- 

; , : signs. 

Carmen fits any style of wrist ad 

watch, whether “convertible” or “rib- 


bon” model. Instantly attached. 


Carmen sells on sight. Fit one to a 
wrist watch before showing to your 
customers. ‘ 


Carmen is the only watch bracelet ay _ Greatest expansion of any bracelet 
that can be instantly removed without A RS in the world. Slips easily over any 
unfastening, or slid back on the arm hand. Snug and comfortable on any 
while washing the hands. The New Carmen Bracelet attached wrist. No “assorted sizes” to carry in 

to a watch. Fits any style. 


THIS PHOTO 
SHOWS 
ACTUAL SIZE 


Yellow Gold Filled Jo 2. T. Beads OO, aeons 


Green Gold Filled 29 East Madison Street 


Originators of the Famous Carmen Bracelet 
White Gold Filled NEW YORK OFFICE 
ATTLEBORO, MASS. 180 Broadway 
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friends. Several students of the jewelry de- 
partment were also present to assist Direc- 
tor Rose in escorting the visitors through 
the department where the machinery and ap- 
pointments were inspected. Every piece of 
machinery in this department is electrically 





FIRST LADLE POURED IN MOULDING GREAT BROWN BEAR DURING VISIT OF A. N. R. J. A. 
DELEGATES TO THE GORHAM PLANT 


Hancock Co., Hutchison & Heustis, Inc., 
Irons & Russell Co., Karpeles Co., H. C. 
Lindol & Co., Lyons Mfg. Co., Martin-Cope- 
land Co., Ostby & Barton Co., Parks Bros. 
& Rogers; Potter & Buffinton Co., C. Sydney 
Smith Co., E. L. Spencer Co., Louis Stern 
Co., Uncas Mfg. Co., Wachenheimer Bros., 
Inc., R. J. Ward Co., W. A. H. Wells Co., 
Williams & Anderson Co. and the Wolcott 
Mfg. Co. 

Atttesoro—H. A. Allen & Co., D. F. 
Briggs Co., E. D. Gilmore Co., Walter E. 
Hayward Co., D. E. Makepeace Co., McRae 
& Keeler, Inc., F. H. Sadler Co., R. F. Sim- 
mons Co., Smith & Colby, Sykes & Strand- 
berg Co. 

North ATTLEBORO—Paye & Baker Mfg. 
Co, G. C. Hudson Co., J. H. Peckham & 
Sons, and George L. Paine Co. 

AttLeporo Fatts—Mason Box Co. and 
J. F. Sturdy’s Sons Co. 

PLAINVILLE—Whiting & Davis Co. and 
Whiting Chain Co. 

Aside from the factory visits the one par- 
ticular place of interest for the visitors was 
the Rhode Island School of Design, about 
whose jewelry and silversmithing department 
so much has been said. Although it is the 
vacation period, arrangements were made 
for the institution to be open every after- 
noon from 2 to 6 o'clock during the con- 
vention and many visited the school a sec- 
ond and even a third time. 

The visitors were cordially received by 
Augustus F. Rose, director of the jewelry 
department, who had returned from his va- 
cation “Down in Maine” to be present to 
Personally greet the delegates* and their 


operated and the inspection of this proved 
especially interesting to those who conduct 
repair departments in their own business. 
Added interest was given to the inspection 
of the equipment from the fact that it was 
purchased upon the recommendations of a 
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students of the jewelry department were on 
exhibition and held the attention ‘of the vis- 
itors for a long time in the examination of 
the workmanship and design, the majority of 
the pieces shown being original. The school 
museum, the several galleries, the Pendleton 
collection of Colonial furniture and the me- 
morial collection of jewelry established in 
honor of Englehart C. Ostby, by the Ostby 
& Barton Co., of which he was president at 
the time of his death in the Titanic disaster, 
were objects of study and interest. 

The museum of the Rhode Island School 
of Design consists of eight galleries, three 
of which contain oil and water color paint- 
ings and engravings; two contain a large 
collection of casts of the masterpieces of 
classic and Renaissance sculpture; one con- 
tains fine collections of autotypes illustrating 
the history of painting; one is devoted to 
collections of Oriental pottery, metal work, 
lacquer and textiles; one contains a collec- 
tion of Greek vases and peasantry pottery. 
The Colonial house contains the famous 
Pendleton collection of antique furniture, 
china, textiles and paintings. One of the 
rooms of the house contains a very valuable 
collection of ancient china, silver and glass. 

The Pendleton collections are accounted 
among the most valuable as well as interest- 
ing-in the country. and were inspected by 
the visitors with considerable pleasure. 
Here is to be seen a remarkable group of 
furniture, 1690-1790, of English and Dutch 
origin, much of it of the schools of Chip- 
pendale and Heppelwhite. Then there is 
Whieldon pottery, Kanghsi and Lien-Lung 
ceramics from China. 


The Visit to Rhodes 


Everyone who attended the convention 
and accepted the hospitality of the local en- 





INTERIOR OF NEW CASINO, RHODES-ON-THE -PAWTUXET WHERE THE JEWELERS ENJOYED 
DANCING 


committee of the New England Manufac- 
turing Jewelers’ and SiJversmiths’ Associa- 
tion, whose members subscribed the funds 
with which the equipment was purchased. 
Several showcases of work made by the 





tertainment committee on Tuesday evening 
will cherish pleasant remembrances for a 
long time of Rhodes-on-the-Pawtuxet. No 
more beautiful spot could have been chosen 
for the holding of the first social function 
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The New Marguerite Watch Bracelet 
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No. 3796 


We have added to our large variety of Watch Bracelets a new expansion bracelet 
which will fit any wrist watch in either convertible or non-convertible. 


There are no joints or springs to get out of order, slips easy over the wrist, has a 
velvety touch and can be removed from the wrist without unfastening. 


The New Marguerite Bracelet for non-convertible watches are all made with our 
new patented ends with safety catch. It absolutely protects your watch. 


Ask our salesmen to show you this new feature. 


Made in Sterling Silver Platinum finish, Yellow and Green Gold Filled. 





Order Samples from Your Jobber Now 





PROVIDENCE STOCK COMPANY 


100 Stewart Street Providence, R. I. 




















ANNOUNCEMENT 





Mr. Jeweler 


Are you aware that good business is being missed by your not carrying our 
special line of 


UMBRELLAS and CANES 


made expressly for you, including TUKAWAY, the perfect folding umbrella. 
Can be placed inside a grip and under seat or in side pocket of automobiles. 


"SIEGEL. ROTHSCHILD & CO. 


MANUFACTURERS 
BALTIMORE MD. 


New York: 1170 Broadway, Suite 406 
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and had this been the extent of the attention 
of the reception committee toward the ladies 
it would have been accepted as a gracious 
compliment. 

Delightfully situated on the north bank 
of the picturesque Pawtuxet river, the 
Romanesque type of architecture of the 
Casino and its broad lawns, wide walks and 
shading trees affords a scenic effect not to 
be found in many places in this country. 

The interior of the large dancing pavilion 
was brilliantly lighted and as fast as the 
guests arrived they were shown to the spa- 
cious balconies, opening directly to the lawns 
or river, where tables had been set up for 
the accommodation of more than 1,200 
guests. Here the committee was handi- 
capped in offering to visitors the service it 
would have liked, but Rhodes is a Sum- 
mer dancing pavilion and does no luncheon 
or supper catering. This forced the com- 
mittee to secure the services of an outside 
caterer which necessitated the serving of a 
cold supper. However, cold meats, chicken 
salad, rolls, coffee, ice cream and cakes 
furnished an appetizing repast. 

Suppers were served from 6:30 until 8 
o'clock and then the regular Rhodes’ 
Orchestra of 20 pieces played a most de- 
lightful overture which was followed by 
dancing selections that were almost con- 
tinuous until after 11 o’clock. The resort 
having been chartered by the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association for the occasion, none but mem- 





various popular selections of the day, the 
“gang” with inimitable “Joe” Mazer as leader 
showed itself to be in fine “voice” by simply 
howling the words. But no one objected. 
Everyone entered into the fun and every 
one had a good time. The song fests were 


color crepe paper hats of gorgeous hues and 
diversified shapes by Victor H. King and 
John J. Collins of the Ostby & Barton Co., 
every hat having a paper feature struck in 
the side and caught by a rosette bearing 
the initials “O. & B.” They made a de- 














CASINO AT RHODES-ON-THE-PAWTUXET WHERE THE JEWELERS WERE ENTERTAINED 


interspersed by “long trail marches,” ser- 
pentine mazes and merry-go-rounds during 
which the big dance hall was encircled. 
The marches were initiated under the leader- 
ship of “Hen” Hausmann, from “way down 
New Orleans,” but after a New Yorker had 
essayed one or two of his wonderful gro- 





cided hit, nearly 2,000 being distributed. 
But while the dancers were making 
merry in the pavilion several groups were 
enjoying the beauties of the river and its 
verdure banks. The fleet of canoes and 
light round-bottomed boats belonging to the 


‘resort were speedily engaged and dotted the 








PHOTOGRAPH OF SOME OF THE LADIES WHO WERE ENTERTAINED AT 


bers of the convention and their guests were 
in attendance and all formality was cast 
aside and everyone had a good time. 

After the first half dozen dance numbers 
the “singing contingent” gathered on the 
floor and as the orchestra rendered the 


tesque dances, the leadership was surren- 
dered to him and thé artistic figures that 
were worked out would have done credit 
to the director of any burlesque chorus: 

The picturesqueness of the scene was 
heightened by the distribution of bright 


THE PCMHAM CLUB 


river for more than a mile above the boat- 
house until time for the closing of the 
gates. The weather conditions were all that 
could be desired—not too warm nor yet too 
cool and although a very slight haze 
shrouded the river, rays of the moon just 
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Crystal Beads = 


clear, sparkling, appropriate for every ‘ 
occasion,—one of the most popular items a Worth While 


of costume jewelry this Fall. 


We are well stocked with a wide assort- ; Profit-Makers 


ment of styles and sizes in necklaces, 


bracelets and earrings. —— . , 
LISS Brothers Company items pay 


CRYSTAL CHOKER SETS substantial profits and are salable 


all the year around. All are quick 
sellers. A display will prove them to 
be worth while profit-makers. 


The FLIPPER 


O Vy d Ce Cigarette Holder 
; FLIPPER is a cigarette holder that 


is made for men and —, A 

mere “flip” of the never-failing 
i; O S t um S J eC W S l ry ejector throws out the stub. FLIP- 
. PERS have vari-colored bits of 
Always up to the minute in style, always durable Bakelite. The holders are 
abounding in richness, and good taste. sterling silver and rolled gold plate, 


Ample in variety—of colors and styles. plain, engraved or engine-turned. 


ROMANCE PEARLS The SUREFIT 


are unsurpassed in attractiveness and all Metal Watch Strap 


: ‘ : 
round satisfaction. The SUREFIT Metal Watch Strap 
i : is serviceable and attractive. our 
If it’s in Demand, we make it. customers quickly appreciate its 
comfort. It is flexible to conform 
with every motion of the wrist. 
Holds the watch with complete se- 
curity. Made in various widths, 
lengths and types of end attach- 
ments. Priced to yield a liberal 
dealer profit. 


Earrings, Bracelets, Necklaces. Choker 
Sets both in crystal, and all fashionable 
colors, opaque and transparent. 


Bliss Brothers Company 
Attleboro, Mass. 


PROVIDENCE :R:I-: , y ‘ The cine Wath, 


45 RICHMOND STREET 
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at. its full, gave a silvery lighting that 
added to the general romance of the scene. 

But time waits for no man and even a 
most “perfect day” must come to an end 
and so reluctantly the lovers of the moon- 
light river and those who delighted in the 
merry whirl of the dance floor, turned their 
faces cityward and took the four-mile ride 
back to their hotel—tired, happy and 
breathing soft adulations upon Wallace B. 
Kenyon and his committee that had charge 
of the evening’s festivities. 


The Automobile Ride and Supper at 
Pomham 


Few of the ladies who went on the auto- 
mobile ride Wednesday afternoon were 
aware of the special honor conferred upon 
them in the opening, for the first time in 
its history, of the front door of the Pendle- 
ton House on Benefit St. for the admittance 
of visitors. 

It took every effort of the committee in 
charge of the ladies’ entertainment and even 
one of its members admitted, some “wire 
pulling,” to allow the 120 or more ladies 
of the party to go in there instead of the 
customary entrance through the Rhode 
Island School of Design, to which the 
Pendleton House belongs. But because they 
were ladies, and more especially the ladies 
they were, precedent was broken and -the 
hospitable colonial door swung open. 

That was the spirit of the entire after- 
noon and evening of Wednesday which were 
given over exclusively to the entertain- 
ment of the ladies of the convention while 
the men-folks struggled with the weighty 
problems of a three-meeting business ses- 
sion. The whole city of Providence swung 
open its front door and the ladies’ enter- 
tainment committee, of which William P. 
Chapin, Jr., was chairman, did everything 
in its power to prove the State’s reputation 
for hospitality. 

At 1:30 o'clock in the afternoon, auto- 
mobiles commandeered from the garages of 
association members, carried the ladies out 
to Roger Williams Park. Here it was 
that the occasional “native” in the party 
found herself thinking that it would have 
been easier to pass one of Edison’s exami- 
nations than to correctly answer the ques- 
tions which the guests propounded. Yet 
they were answers that every good Rhode 
Islander should know. If the truth were 
known, Rhode Island history was a bit im- 
Proved upon in more than one instance dur- 
ing Wednesday’s drive for a Rhode Islander 
18 nothing if not resourceful. 

After half an hour in the city’s beautiful 
recreational centre the autos were driven 
entirely across the city for a half-hour’s in- 
spection of Pendleton House and a ride 
through the East Side streets with their 
treasures of colonial architecture and past 
Prospect Terrace with its birdseye view 
of the city, preceding the swing of more 

na dozen miles out through the country 
to Nayatt Point and thence back to the 
Pomham Club for dinner. 

Here again were traditions of hospitality 
besides a wide reputation for culinary ex- 
cellence put to test and proven. The famous 
Pomham Club clam chowder was even 





better for the ladies than is usually pro- 
vided for the men—at least the five men 
present said so—and the rest of the dinner 
a la Pomham was par excellence’ grade. 
It included such delectable viands as little 
neck cocktails, clam broth with whipped 
cream, clam cakes, lobster a la Newport, 
brown bread a la Pomham, chicken halibut 
en casserole with cream and cheese, Rhode 
Island green corn, tomatoes, cucumbers, let- 
tuce, cantaloupe a la Melba, lady fingers, 
maccaroons, cafe noir and ginger ale. 

The windup of the day’s successful en- 
tertainment came with an evening at the 
E. F. Albee Theatre for the enjoyment of 
a performance of the farce “Parlor, Bed- 
room and Bath,” by the Albee stock com- 
pany which was closing its 23rd season, 





the reception committee, of which William 
R. Chapin, Jr., was chairman. 

The Mount Hope, which had been spe- 
cially chartered for the trip, was waiting 
and as the marchers reached the boat they 
were greeted with cheer after cheer from 
a large delegation of workers who had 
found a vantage point on top of the Deyer 
St. jewelry manufacturing building in which 
B. A. Ballou & Co..and other concerns are 
located. A large group of employes on the 
roof of the building were grouped about a 
big American flag, and led by a leather- 
lunged shouter that sent volley after volley 
of cheers to the visiting jewelers as they 
boarded the boat. The cheer leader must 
have been an ex-college man, as the amount 
of volume he succeeded in getting from the 








HEAD OF THE PARADE OF JEWELERS FROM THE HOTEL TO THE STEAMER 


after which the ladies, returning to the 
hotel somewhat wearily were glad to call 
it a day, but a thoroughly delightful one. 


The Boat Trip and Clambake 


As soon as President Hufnagel’s gavel 
fell declaring the Thursday morning session 
of the convention closed, the members of the 
clambake and transportation committees be- 
gan to round up the jewelers and hurry 
them into line behind the American Legion 
Band of Providence. When the line had 
been formed and headed by Stephen H. Gar- 
ner, chairman of the clambake committee, as 
marshal, the band struck up a lively march 
and the jewelers swung down the street 
eight abreast and marched to the steamboat 
dock. Arrangements had been made where- 
by street cars were stopped while the line 
of march was being formed and the way was 
cleared for the jewelers, who attracted much 
attention from hundreds of spectators who 
lined the sidewalks. The band played dur- 
ing the entire trip to the boat. The rear 
guard was a big policeman, who marched 
along and swung his club in time with the 
music. The ladies had previously been 
escorted to the dock under the direction of 


group on top of the building was ample to 
carry the cheers to the boat. “Joe” Mazer, 
who is always equal to the occasion, soon 
mustered a delegation of his cohorts and re- 
plied to the cheers with vim. 

After the big policeman had seen that the 
last straggler was aboard, the gangplank 
was dropped and the steamer nosed her way 
out from the pier and started down the 
Providence River at 1 Pp. m. As the boat 
proceeded on her way, she was greeted by 
salute after salute from other craft along 
the shore. The drawbridge swung open to 
let the good ship pass and the voyage was 
under way. 

The boat carried about 900 people, who 
filled the three decks and gathered in con- 
genial groups to view the scenery and enjoy 
to the fullest extent the day’s pleasures. The 
band took up its station on the main deck 
and kept everybody in the highest of spirits 
by rendering many popular and old-time fa- 
vorite songs and other selections. A fea- 
ture of the trip on the river and Narra- 
gansett Bay was the community singing on 
the main deck, led by a young man with a 
splendid bell-like- tenor .voice who had an 
almost inexhaustible stock of songs at his 
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command. He soon had hundreds of people 
singing with him as the boat proceeded on 
her journey. 

Past the old Chicago, Providence harbor 
quarantine ship, and on down the bay, the 
jewelers enjoying every minute of the trip 
and with something special going on in dif- 
ferent parts of the boat all the time, there 
was not a dull moment. Colonel S. O. Big- 
ney found a partner and was the leading 
spirit in a series of dances on shipboard, 
while “Joe” Mazer could not resist the op- 
portunity to make one of his well-known 
speeches urging the jewelers to join a fra- 
ternity which he said he had started in op- 





other places were popular means of diver- 
sion and occupied attention until 4 o'clock, 
when the jewelers gathered for the group 
photograph. 

After the cameraman had done his duty, 
the delegation returned on board ship and 
the trip was continued. The weather was 
delightful and the sail around Beaver Tail 
Light into Newport Harbor, where the 
jewelers saw a number of torpedo boat de- 
stroyers, the torpedo boat supply station and 
many other points of interest, including the 
naval training school, was of much interest. 

It was said by one of the Providence 
jewelers that the day was especially fine for 








LANDING 


position to the “Antediluvian and Aristo- 
cratic Order of Boneheads.” 

As the boat neared Rocky Point, a hydro- 
plane came skimming along the water and 
rose gracefully in the air, circling about and 
following the boat and then bearing off down 
the bay. 

Once landed at Rocky Point, the jewelers 
marched to a giant pavilion, where every- 
thing was in readiness for the clambake. 

Why try to find words with which to de- 
scribe the dinner? It had to be eaten to be 
appreciated, and the more one ate, the more 
one’s appreciation increased. It goes with- 
out saying that there were many very ap- 
preciative members of the American Na- 
tional Retail Jewelers’ Association who 
Participated in that clambake. It was 
of the “real-old-fashioned-Rhode-Island- 
none-like-it” kind, and an experience which 
was new to many from the middle and far 
West and equally enjoyed by all. As sou- 
venirs of the dinner, small bells, squeakers 
and paper hats were distributed, and 
when the jewelers and _ their wives 
had donned the hats, the big pavilion 
presented a picture which will long 
live in the memory of those who were for- 
tunate enough to participate. After every- 
body had eaten clams and the generous sup- 
bly of other good things that went to make 
up the dinner, the attractions at Rock Island 
were visited. The midway, the whip, the 
roller caaster, the scénic railway and many 


THE JEWELERS AT ROCKY 











POINT 


a trip around Beaver Tail, and when the 
boat got out into the ocean and began to 
take the swell, many of the inland jewelers 


by the New England Manufacturing Jewel- 
ers’ & Silversmiths’. Association, and the 
Mount Hope and its voyagers returned to 
the city about 8:30 Pp. M. 


Survey of the Convention 


Providence has made good its claim as 
a convention city, 

If there is anyone who doubts it, let him 
ask any retailer who visited that city the 
past week. 

In all its history the American National 
Retail Jewelers’ Association has never been 
more cordially received, or royally enter- 
tained than it was the past week at Provi- 
dence, on the occasion of its 18th convention. 

The delegates were literally received with 
open arms and evérything possible was done 
to make the convention a success in every 
sense of the word. That this was accom- 
plished is the consensus of opinion of every- 
one concerned. 

From start to finish there was not a dis- 
cordant note; in fact, the keynote of co- 
operation and co-ordination was so generally 
lived up to that the most beneficial results 
are expected from the past week’s conclave, 

It is doubtful if in the entire history of 
the jewelry industry there was ever held in 
this country so large and so representative 
a gathering of jewelers of the three great 
divisions—manufacturers, wholesalers and 
retailers. And with all there was an ap- 
parent intention and endeavor to meet on a 
common plane and discuss trade problems 
rationally and intelligently. 

One of. the great outstanding features of 
the convention, which concluded its sessions 
Friday, is the initial steps that were taken 
toward the organization of one supreme na- 
tional body, to be composed of representa- 
tives of the manufacturers, wholesalers and 
retailers, to which can be referred all prob- 








A SCENE ON THE 
were particularly glad that, the weather man 
had provided a calm day for the trip. There 
were no cases of mal de mer reported. 
The return trip was equally enjoyable. 
In the evening, a buffet supper was served 








MIDWAY AT ROCKY POINT 


lems that are pertinent to the entire industry 
for sane adjudication. 

The formation of such an organization 
embraces the three fundamental branches 
of the jewelry industry and the proposition 
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“HELLENIK’” 


(Trade Mark) 


HOMAN PLATE ON NICKEL SILVER 





No. 04020 “Hellenik” Roll Basket 
No. 04019 (without handle) “Hellenik” Bread Tray 


(Design Patent and Process Patent Applied For) 


“Hellenik” Silver is a Creation, New and Distinct from anything made in 
Silver Plated Hollowware. 

It is a Textured Finish or Surface on Silver Plate in which the luster of silver 
is softened to the tone of a rich fabric. 

The decorative motive has been adapted from ancient Greek or Hellenic 
models, the source of the greatest artistic inspiration. 

The name “Hellenik” is increased in appropriateness by a suggestion of the 
antique in the textured surface and dark finish. 

The use of a nickel silver base metal ensures resonance and durability. 

Patterns in “Hellenik” Silver include a Bread Tray, Roll Basket, Cake Basket, 
Cheese and Cracker Dish, Fruit Basket, Low Fruit Bowl, Tall Fruit 
Bowl, Center Piece, Candlesticks, and other articles. 


The Homan Manufacturing Co. 


FOUNDED 1847 


Factory, General Offices and Salesrooms: Findlay Street, Western and Hulbert Avenues 


CINCINNATI, O., U.S. A. 


New York Salesroom: Boston Salesroom: Chicago Salesroom: 
15-17 Maiden Lane C. W. Sweetland & Son, Inc. Silversmiths Bldg. 
373 Washington St. 10 S. Wabash Ave. 
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was the outcome of the conference of presi- 
dents and secretaries of all the State asso- 
ciations present, as well as officials and rep- 
resentatives of all the trade bodies of either 
class, that was held upon the call by Presi- 
dent Hufnagel of the association and held 
on Monday afternoon, preliminary to the 
convention itself. 

The Massachusetts and Rhode Island 
Retail Jewelers’ Association, which was ac- 
tually the host of the convention, as well as 
the national association, was very fortunate 
in the support and assistance that was given 
by the New England Manufacturing Jewel- 
ers’ and Silversmiths’ Association which, as 
soon as it was definitely known that Provi- 
dence was to be the 1923 convention city, 
at once entered into conference with those 
associations and a campaign was outlined 
and conducted that carried the program of 
the week to a great and glorious success. 
The program and conduct of the business 





























THEY ALL SAY THAT A RHODE ISLAND CLAM BAKE IS THE BEST EVER 











A GROUP OF NEW YORK STATE DELEGATES WHO ENJOYED THE CLAM BAKE AT. ROCKY POINT 


sessions of the conference was left entirely 
to the officers and committees of the con- 
vention, but in all other particulars the 
N. E. M. J. & S. A. assumed the leadership 
and responsibility and every retailer voices 
the opinion that the responsibility was met 
in full measure. 

President Docherty of the New England 
Association was the most ardent champion 
for the convention coming to Providence 
and saw the possibilities that could accrue 
to the industry could all the elements of the 
jewelry trade be brought together at this 
great center of the manufacturers. He con- 
sidered carefully what was necessary to re- 
ceive and entertain the convention worthy 
of the trade, worthy of the manufacturers 
and worthy of New England, for whatsoever 
benefited New England would be of benefit 
to Providence. 

In all his initiative work President Doch- 
erty had an eminently able lieutenant in the 
Manager of his association—Woodward 
Booth--the one man of all others to whom 
the “putting over” of the project must be 


justly credited. And this, without detract- 
ing one iota from the great credit due every 
member of every committee who labored so 
valiantly, willingly and incessantly to ac- 





complish that which is now a part of the 
history of the jewelry industry and will 
long be remembered by all who were fortu- 
nate enough to attend. 

Much impatience was manifested during 
the early days at the seeming delay and in- 
difference on the part of these two great 
leaders of the movement in the naming of 
committees, but when the men were named 
it was seen that each fitted as perfectly into 
his niche as the diamond in its setting. And 
then began the working out and welding 
together of the details of the plans which 
rapidly became a strong, coherent force. 
And above all and withal, two great inspir- 
ing facts stand out as beacon lights for fu- 
ture conventions and future committees to 
be guided by. There was no solicitation 
for advertisements or subscriptions for 
either the souvenir program or for financing 
of the entertainment. This was a matter of 
favorable comment heard more than once 
at the convention. 

Credit for the former is due entirely to 
the Massachusetts and Rhode Island Retail 
Jewelers’ Association, who financed the issu- 
ing of the neat little pocket-sized booklet 
program. The financing of the expenses in- 
cidental to publicity, reception and enter- 
tainment was taken care of by the N. E, 








A JOLLY CROWD WHO PARTICIPATED IN THE OUTING 
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A Duamond Product Unexcelled 


THE 
“GEBHARDT cearp) SOLITAIRE 
DIAMOND CLUSTER” 


PATENTED APRIL 12, 1910 


The present popularity of the “Gebhardt Patented Solitaire Diamond 
Cluster,” mounted in the latest effects in platinum and white gold, is 
evidenced by the increased demand. 


Easily recognized because of its quality and individuality, it sells at 
all seasons of the year—Mounted in all the latest mountings. 


Sold Complete Only Send for a Selection 


DIAMONDS of BETTER QUALITY 


are by far the most desirable 


You have a complete stock of fine diamonds with us, to draw from. 
Use it. The goods and prices are as you would have them. 


THE GEBHARDT BROS. co. 
CINCINNATI, O. 


Importers of Diamonds Makers of Fine Platinum Jewelry 
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M. J. & S. A., whose members, without so- 
licitation for funds, made voluntary guar- 
antees of support. 

Delegates and others attending the conven- 
tion were generous in their praise for the 
working out of the plans. Publicity, in- 
formation and reception work has been 
painstakingly systematized with the result 
that everybody easily found their way about 
with a minimum amount of questions. The 
personal touch had not been overlooked. 
Visitors, especially the ladies, were made to 
feel like guests, not tourists. 

This personal greeting of the women of 
the convention was arranged through the 








GROUP OF YOUNG LADIES 
women’s committee, of which William P. 
Chapin, Jr., is chairman. The corps of 
young women assisting him include: Miss 
Bertha Zuleger of the General Chain Co., 
Mrs. E. W. Lawton and Mrs, F. D. Sayles 
of B. A. Ballou & Co., Inc., Miss Muriel 
Hazard and Miss Iola F. Watts of E. L. 
Spencer Co., Mrs. M. Downes and Miss 
Marion Macomber of Williams & Anderson, 
Miss Marguerite W. Jordan and Miss B. F. 
Keenan of the Gorham Mfg. Co., Miss A. 
May Mitchell and Miss E. M. Edgett of the 
Ostby & Barton Co., Mrs. R. Hart of R. L. 
Griffith & Sons Co., Miss Florence M. Wain 
of Hamilton & Hamilton, Jr., Miss H. Waite 
of Martin-Copeland Co., and Miss M. D. 
Karpeles, Miss M. E. Brogan, Miss N. Du- 
gan and Miss H. Kwasha of the Karpeles 
Co. 

An example of the thoroughness with 
which details have been carried out is shown 
in the following remark by one of the women 
Visitors : 

“My husband and I arrived about 10:30 
o'clock Monday and while he was attending 
to the registrations I went directly to our 
toom. I had been there but a few minutes 
when a charming young woman came to the 
toom, introduced herself and handed me the 
tickets for the women’s trip, dinner and the- 
atre party for Wednesday. She sat down, 
chatted a few minutes, and inquired if there 
was any way that the committee could be 
of service. 

“IT have been to many conventions, but 
there was something. novel in such a recep- 











tion, entirely different from any I ever ex- 
perienced before. There was a_ personal 
touch about ‘it that made me feel that I 
surely was among friends.” 

And this was but one of the innumerable 
little things that were constantly being done 
by these local committees for the convenience 
and comfort of the visitors. At every turn 
there were unobtrusive evidences of courtesy 
and hospitality calculated to: make everyone 
perfectly at home. 


Members of Convention Committees Who 
Helped Make Gathering a Big Success 


The following committees had a busy week 








WHO ASSISTED CHAIKMAN CHAPIN AND HIS COMMITTEE TO 
ENTERTAIN THE WIVES OF THE JEWELERS 


and contributed in large part to the success 
of the convention: 

Distribution Committee—Frederick A. 
Ballou, chairman; Howard C. Baker, Har- 
old E. Sweet, Charles A. Whiting, Henry 
Wolcott. 

Factory Inspection Committee—Frederick 
A. Ballou, Jr., chairman; Arthur L, Bottom- 
ley, Alfred D. Crosby, Walter McAlpin, 
Charles H. Perry, E. T. Sommer, John A. 
Sweitzer. 

Golf Tournament Committee—Samuel B. 
Levy, chairman; Amos Blackinton, Ernest 
J. Qvarnstrom, A. S. Vennerbeck, J. L. 
Wiggmore. 

Ladies’ Entertainment Committee—Wil- 
liam P, Chapin, Jr., chairman; Harlan A. 
Allen, Harold R. Barker, Harvey E. Clap, 
Walter E. Ensign, H. A. Gardner, Archi- 
bald Silverman, Dean Thresher. 

Reception Committee—George F. Sawyer, 
chairman; Louis J. Anshen, S. O. Bigney, 
George S. Champlin, William P. Chapin, 
Joseph Finberg, Charles H. Fuller, Charles 
E. Hancock, Arthur Henius, George H. 
Holmes, Fred A. Howard, Louis Lyons, 
Lawrence C. Martin,: Harry M. Mays, 
George L. Paine, E. B. Shepard, Everett L. 
Spencer, George Sykes. 

Registration Committee—Ralph K. Stone, 


chairman; J. Stafford Allen, Earl H. 
Ashely, Matthew T. Dunn, Alfred W. 
Fletcher, Harold R. Johnson, Alfred B. 


Lemon, Morgan W. Rogers, Frederick B. 
White. 


Rhodes - on - the - Pawtuxet Committee--: 
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Wallace D. Kenyon, chairman; Donald Le 
Stage, William G. Lind, Le Roy Metcalf, 
James Otis, Clarence J. Roehr, Frank J. 
Ryder. 

School of Design Committee—Theodore 
B. Pierce, chairman; William T. Chase, 
Robert I. Jamieson, George C. Rueckert. 

Transportation Committee—Edwin H. 
Cummings, chairman; Eugene T, Abbott, T. 
Dawson Brown, Frank P. Daughaday, 
Harry Fisher, Ralph S. Hamilton, Herbert 
D. Hough, Lawrence P. Keeler, Stanley 
Lyons, Thomas McGrath, Rathbun Willard. 


The Effect of the Convention 


An adequate idea of the atmosphere of the 
convention cannot be had without mention 
of the whole-hearted hospitality afforded by 
the New England jewelers. The manufac- 
turing jewelers of Providence sacrificed busi- 
ness and everything else to make the con- 
vention a success and fortunately in this 
they were paid by a response from the trade 
that has never been given at any previous 
convention. The factories of the city and 
surrounding towns were thrown open to the 
inspection of the visitors with the result 
that there was little less than a complete 
paralysis of business, but the information 
gained by these visitors was so great and so 
valuable that it is bound to be of benefit to 
the entire trade, because, as many jewelers 
expressed it, they learned more about the 
manufacturing of jewelry, silverware, mesh 
bags, etc., in this one trip than they could 
ever obtain through studying descriptions of 
the processes for years. 

So interested were many of the visitors 
that it was very hard to have them break 
away from one process to go to the next and 
let the next group come along. At every 
turn the visitor found courtesy awaiting him 
and provision made for his or her con- 
venience. The shopping tours for the ladies, 
the trip around Providence, the wonderful 
dinner given them at the Pomhan Club, the 
theatre party, etc., occupied their entire time 
Wednesday while their husbands and sweet- 
hearts were in all day and also night ses- 
sions at the hotel. The clam bake and boat 
ride on the Narragansett Bay on Thursday, 
described elsewhere, proved an event that 
will never be forgotten by the majority of 
the visitors, while the golf game after the 
proceedings were over will be a red-letter 
event in the annals of most of the golf en- 
thusiasts, 

But, great as the sacrifice made by the 
manufacturers was, great as was the loss of 
time and the expenditure of money, it will be 
returned manifold in dividends to the jew- 
elry trade and to Providence and _ will 
continue for years. In the first place the 
convention advertises Providence to the 
jeweler as it had never been advertised be- 
fore. To hundreds and thousands of the 
members of our industry to whom Providence 
before had been but a name it took its place 
as the great center of jewelry making. For 
the first time in their lives they were able to 
visualize what that meant and to get an 
adequate idea of the wonderful products 
made at the Rhode Island capital and her 

(Continued on page.175f) 
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RETAIL JEWELERS 


GET YOUR CATALOGUE 


Qur Catalogue is Your Catalogue 


Yours to use, to profit by, to increase 
your business, to hold your trade 


We do not exaggerate. All of these things are possible by simply making use of 
our catalogue. Keep it in a handy place on your counter and you will make 
sales that you never expected to make. 


You need not carry a big stock (we do that for you). Just use it in cases of 
emergency when you do not have just the article your customer wants. Show 
him our catalogue, send us the order and you will have made a'sale and a profit- 
able one. 


Learn to use our catalogue freely. Its completeness assures you of a wide range 
of selection both as to price and design. The long list price insures your profits. 
And the fact that we always carry complete stocks insures prompt delivery, so 
that you get 


24 Hour Service 


On All Orders 


For these reasons, let us have your name so that we can place 
your name on our mailing list, and we will send you 


OUR NEW 1924 CATALOGUE 





THE RICHTER & PHILLIPS CO. 


“THE LEADERS” 
Wholesale and Manufacturing Jewelers 


114-116 West Sixth St. Cincinnati, Ohio 
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Notes of the Exhibits Made During the Great 
A. N. R. Jj. A. Convention 
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The extensive exhibit of jewelry, silver- 
mare and accessories staged on the three 
per floors of the Providence-Biltmore 
Hotel, and which formed one of the great 
atures of the convention, was not only an 
teresting and instructive one from which 
ie frequently predominating taint of com- 
nercialism was eliminated, but it was a 
gelation to every one who took the time 
p inspect it. 

As a whole, the exhibition was devoid of 
the cheap, catch-penny knick knacks, trin- 
kets and novelties so often hawked at popu- 
lr prices and ruining the value and pur- 
poses of a trade exhibit. And while there 
were comparatively few displays of the 
aistocratic jewel-mounted platinum jewelry 
to be seen, there was an excellent showing 
of solid gold, sterling silver and the most 
autiful examples of transparent enamel- 


ing, he 

More than half a hundred firms joined in 
the exhibition with the result that one of 
the most valuable and comprehensive. dis- 
pays of the products of the jewelry fac- 
toris—not only of Providence and the At- 
tleboros, but of New York and Newark— 
were attractively arranged with displays 
made by wholesale houses and agencies. 
The entire foyer and the corridor going 
into the ballroom had been arranged in an 
attractive and effective manner and it is es- 
timated that in this part of the hotel as well 
# in the numerous rooms of the 14th, 15th 
ad 16th floors there had been assembled 
goods whose aggregate value ran well up 
to the hundreds of thousands. 

Special arrangements had been made for 
ie safeguarding of this valuable merchan- 
die and a force of uniformed police and 
jhinclothes men were on duty day and 
tight to see that nothing was disturbed and 
0 see that no suspicious persons gained en- 
tance to the exhibition hall. The regular 
police force was supplemented by members 
i the Jewelers’ Protective Association of 
vhich Bernard M. Goldowsky is the head. 
Capt, Robert M. Collors of the police head- 
qwarters and Mr. Goldowsky were in per- 
nal attendance much of the time. 

As one entered the foyer from the ele- 
“ators, at the left hand was the large square 

any case of the Gorham Mfg. Co., 
‘ntaining the firm’s exhibit. No attempt 
" made to make a display of the firm’s 
me excepting to show examples of the va- 
‘ous work done. There was an interesting 
"aiety of sterling silver in flat and hollow 
"ae showing many of the company’s lead- 
eyratterns. A beautifully designed and 
‘illfully wrought silver service occupied 
~ entre of the collection which was artis- 
Ually set off by the relief of a dark plush 
round. Edmund A. Truelove was in 

bai” and explained and described the ex- 


*x* * * 
lh the southeast corner-iof the foyer was 


the booth of the Towle Mfg. Co., of New- 
buryport, Mass., tastefully arranged as one 
side of a small room with examples of their 
newest patterns in silverware, the D’Orleans 
and Lady Constance, the artistic effect being 
heightened by a handsome mahogany service 
table containing numerous specimens of 
regular patterns and a number of partially 
finished spoons, forks, etc., showing the va- 
rious steps in the production of the finished 
article. The booth was toned by rich hang- 
ings and on the sides of the booth were the 
two original paintings by Emil Polak Otten- 





of this concern being marvels of design and 
workmanship. One combination Masonic 
charm which could not be made for retail- 
ing at less than $600, is an artistic creation 
designed by Albert I. Russell, secretary of 
the concern, and hand wrought. It includes 
symbolisms representative of every one of 
the 32 degrees, Knights Templar and Shrine 
which Mr. Russell has attained. Behind 
the company’s show cases were several large 
placques or panels on which were immense 
models of standard insignia, like the three 
links of the Independent Order of Odd Fel- 





SOME OF THE NEW MESH BAGS SHOWN IN THE EXHIBIT OF THE WHITING & 


dorf, N. A., the famous artist, copies from 
which are being used by the firm in its fall 
advertising campaign. - Vice President and 
General Manager W. A. Kinsmann was in 
charge and was assisted by General Super- 
intendent Hatold Nock. The company also 
had a consultation room on the fourteenth 
floor. 


x * * 


The Irons & Russell Co., Providence, had 
an elaborate display of emblems, lapel but- 
tons, pins, charms, etc., for every fraternal 
society in this country and some abroad, 
some of the special examples of the products 


DAVIS CO. 


lows; the square and compass enclosing the 
ray-emblazoned “G” of Masonry; the scimi- 
tar, sphinx’s head and crescent of the Mys- 
tic Shrine, and the helmet and crossed 
swords of the Knights of Pythias. Charles 
A. Russell and Albert I. Russell were in 
charge and during much of the time the ex- 
hibition was open Charles F. Irons, the 
senior member of the firm, although 84 years 
of age, was present and as enthusiastic and 
active as any one. The firm gave out a 
badge in the shape of an oxidized clam shell 
bearing the Rhode Island State House in 
gold. ‘ 
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THE QUEEN 
CITY LINE 


Dutch Silver Re- 
productions. 


Silver plated Hol- 
lowware on 
Nickel Silver. 


Silver plated Hol- 
lowware on 
Britannia. 


Mahogany Novel- 
ties with Silver 
plated Fittings, 
including smok- 
ers’ articles, nut 
bowls, candle 
sticks, etc. 





No. 6-68 Tray 
Diameter—15 inches. 


Office and Factory: Carr & Fillmore Sts., 


New York Salesroom—Silversmiths Bldg., 15-19 Maiden Lane Chicago Salesroom—1104 Heyworth Bldg 
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A New Design 


in 


Dutch Silver 


The all-service tray above illustrated is but one of 
many new and striking patterns in Dutch Silver Repro- 
ductions made by The Queen City Silver Co. 


Customers have found our Dutch Silver quite 
different from the average—so markedly superior in 
pattern and sturdy construction as to win for it a sur- 
prisingly generous volume of sales. 
















All Dutch Silver from the Queen City plant is made 
by the Electrolytic Process. This process insures you 








1. The finest detail reproduced in sharp relief. 
2. A heavy coating of.silver on a copper base. 
3. Unusually attractive prices, quality and ap- 






pearance considered. 







We welcome comparison of Queen City Old Dutch 
Silver with other Reproductions. Your business will 
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profit by a thorough knowledge of the values to be 

found in our assortment. ) 

A Post Card will bring you the new catalog J-1, of our complete line. c 
. ° le 

The Queen City Silver Co. , 
h 





CINCINNATI, OHIO 
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Exhibits at the A. N. R. J. A. Convention 


The Oneida Community Ltd., of Oneida, 
y. Y. had an exhibit of its Community 
jlverware attractively displayed and also 
tad a more general display of its goods in 








King Solomon’s Charm, one of the hand- 
somest combination Masonic productions 
manufactured by the Potter & Buffinton 
Co., Providence, was featured prominently 





EXHIBIT OF L, HELLER & SON, NEW YORK 


Room 415. A special feature here was the 
dissemination of neatly printed instructions 
in the art and methods of merchandising. 
Those in charge included M. C. Robertson, 
J. N. Milnes, E. W. Hatfield, S. E. Grif- 
fithand C. W. Burnham.  — 


* * * 


E. L. Logee Co., Providence, showed its 
ff! line of emblems, lapel buttons, etc., 
with special featuring of its Templar charm 
for Masons that is very neat, compact and 
containing the various degrees. New selling 
features in display cards and emblem stock 
boxes were also shown. Alfred B. Lemon 
and H. R. Finley were in charge. At the 
back of the booth was a perfect model of 
the Temple Charm weighing 25 pounds, all 
hand wrought, the knight’s helmet being 
hammered out of solid stock. There are 39 
separate pieces in the charm and the colors 
are all in hard enamel. 

* x x 

Walter R. Boss, treasurer of the A. T. 
Cross Pencil Co., Providence, was in charge 
ot the booth occupied by his firm which 
had a fine exhibit of pens, pencils and simi- 
lar goods in gold, gold-filled, sterling silver 
and enamels, 

x * * 

Louis F. Rosenberg, also of Providence, 
had an exhibit of “Rosilk” and “Kantbreak” 
cords for stringing pearls, beads, etc., and 
Mr. Rosenberg was in personal attendance 
and was very liberal in the distribution of 
samples of his goods. 


in its exhibit and W. C. Bromley and its 
originator and designer, E. L. Weed, were 
on hand to explain its claims for popularity. 


of age, was a visitor several times during 
the time the exhibition was open. 
2-9 

One of the most valuable individual ex- 
hibits was that made by J. Bulova Co., Inc., 
New York, consisting of ladies’ and gentle- 
men’s watches of the very latest style and 
designs, in gold, sterling and platinum, many 
of them diamond encrusted and ranging in 
prices from $25 to as high as $1,200. Gem 
encrusted bracelets and wrist watches were 
also handsomely displayed. The visitors to 
this booth were met by either J. Ballard, 
A. O. Bald, William Scheibel 6r F, W. Van- 
derzee. 

x * * 

Lehman Bros., New York, had a large 
showing of popular-priced, silver-plated hol- 
low ware with Harry Lehman in charge; 
and Swartchild & Co., Chicago, had a full 
line of watchmakers’ and jewelers’ supplies 
and findings. 

* x * 

Richelieu pearls, Rainbow gems and beads 
were features of the exhibit of Joseph H. 
Meyer Bros., New York, and were shown 
in full variety. 

*x* * * 

Another line that attracted much attention 
was being shown by C. T. Barbour, M. C. 
Myer and Joseph H. Pratt was the firm’s 
latest novelties in transparent enameled sil- 
ver, also a complete line of toilet articles 
in the same goods. 

* * * 

In front of a large gilded five-pointed star 
with a “B” in the centre, the trademark of 
the firm, the exhibit of the B. A. Ballou & 
Co., Inc., Providence, attracted much atten- 
tion. While there was a showing of the 
firm’s general line, particular attention was 
called to the entirely new lingerie supporter. 





A FEW OF THE LINES SHOWN IN THE INTERNATIONAL SILVER CO.S EXHIBIT 


The exhibit also included lapel buttons, 
link buttons, rings, scarf pins, bar pins and 
other articles found in the firm’s general 
line. John M. Buffinton, although 84 years 





Pins of every description, chains, bead neck- 
laces, links, buttons, clasps, hearts, crosses 
and other articles were displayed in gold, 
gold-filled, gold plate and sterling silver, 
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BLUE WHITE 
Diamond Rings 


TO RETAIL AT 


56 ():02 


Our own creation of these six superb diamond rings to retail 
at this astonishing price. 
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The illustration herewith conveys only a faint idea of their rare 
beauty; the delicacy and perfection of detail, together with the 
magnificent hand-wrought carved mountings, make them very desirable. 


The lacy filigree design of each is an identical reproduction of costly platinum 
mountings: The fine piercing and millgraining is the reason. The diamonds 
are exceedingly brilliant, blue white and perfect. 


The assortment displayed in our beautiful, original and novel (silent salesman) 
window cards, which accompany each assortment of six rings without cost to 


you, will prove very attractive business builders. 


Your order today is an assurance for business tomorrow. 


WEXLER BROTHERS 


The Importers of Diamonds The 


in ; ;, ' Line 
vai Makers of Gold and Platinum Diamond Jewelry 


that that 


Five North Wabash Avenue 
CHICAGO 
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Exhibits at 


Adjoining the Ballou booth was that of 
the Wightman & Hough Co., Providence, 
where numerous examples of cigar, cigarette 
and vanity cases, including the firm’s latest 
patented cigarette case in gold, gold plate, 
sterling silver and enamels, were shown. 
There was also a large number of samples 
of the. firm’s line of lockets, sautoirs, puff 
boxes, etc. Two young women, Miss S. F. 
Lindsay and Miss R. G. Roy were in at- 
tendance to explain the articles and the ex- 
hibit was in charge of Edward B. Hough 
and H. D. Hough. 


x * * 


The Hadley Co., Providence, had a booth 
filled with the firm’s products, including the 
new “Premier” clasp for belts originated by 
Mr. Art Hadley, who has applied for a 
patent on it. Everything in the way of 
watch attachments were also shown. The 
souvenir presented at this booth was a neat 
soft grained leather card case and memo- 
randum book that was in great demand. 
E. D. Stowe presided at this booth. 


x * * 


The Pennsylvania Novelty Mfg. Co., 
Philadelphia, showed table sweepers under 
the designation of “Crumber.” H. H. 
Welch, New York, had a novelty that at- 
tracted considerable attention and Caused 
much comment as to how it was done. It 
was a gold mounted transparent hollow 
sealed sphere containing numerous small 
pieces of opal which floated in liquid, which 
resulted in an ever changing of colors that 
was particularly fascinating and mystifying. 

* * * 


Charles E. Hancock Co., Providence, had 
in Room 1408 a beautiful display of fine 
solid gold goods of every design and de- 
scription, mounted with every variety of 
gem known. All of the patterns are dainty, 
intricate and savor more of the handicraft 
of the goldsmith than of the modern factory 
production. Mr. Hancock was in constant 
attendance, assisted by Mr. Weller. The 
firm's contribution to the entertainment of 
the visitors was the daily distribution by 
a charming young miss as the “American 
Maid,” significant of one of the trade-marks 
of the firm, of boutonnaires, more than 3,500 
being given away during the convention. 
These fragrant daily reminders of the 
thoughtfulness of the Hancock Co. were 
greatly appreciated. 

x «x 


The booth of L. Heller & Son, Inc., 
New York, in charge of Philip Cheskir, was 
one of the pretty corners of the foyer. The 
firm is celebrating its thirtieth anniversary 
and had an unusually large display of its 
Deltah” pearls. Every visitor to the booth 
was given a neat memorandum tablet as a 
souvenir and attention was further called 
‘0 the firm’s exhibit by an arrangement with 
‘everal of the down town drug stores which 
atnounced for the convention week “Deltah 
“a balls.” Everybody purchasing one of 
tse “high balls” received a coupon and at 
se contest on Friday four prizes were 
warded, three necklaces and one large, 
Ndsome unmounted sapphire. 





THE 
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Sykes & Strandberg, Attleboro, had a 
very prettily arranged case showing their 
line of cuff links, buttons, chains, pins and 
other articles in heavy rolled gold plate and 
solid gold fronts. Across the back of the 
booth, contrasting beautifully with the dark 
background, the ‘firm had a bank of light 
colored gladioli extending the whole width 
of the booth. Both members of the firm 
were in attendance at this booth, which was 
located next to the door from the ballroom 
into the passageway to the foyer. 

x k * 

J. F. Sturdy’s Sons Co. of Attleboro Falls 

were also in this passageway, having a full 


ORIENTAL EFFECT IN THE EXHIBIT OF 


line of general goods, including cuff and 
collar buttons, links, chains, ribbon bracelets 
and other articles. The firm made 


a more complete display in Room 1526. 
*K * * 


also 


Between the booths of Sykes & Strand- 


berg and J. F. Sturdy’s Sons Co. is that of 
Theodore W. Foster & Bro. Co., Provi- 
dence, making the only other firm located 
in the passageway. Occupying but a single 
upright counter case the display of this 
firm is an especially handsome one and worth 
several thousand dollars because of the high 
value attached to a number of the single 
pieces. These include examples of some of 
the most artistic and expensive specimens 
of the transparent enameled sterling silver 
toilet articles and novelties manufactured by 
the firm, several of which are valued at 
more than $100 each. Examples of the 
famous St. Christopher medallion in 
enamels and in plain metal are interesting 
and attractive. A special reproduction of 
this medallion in heavy silver plate for plac- 
ing in automobiles was the firm’s gift to 
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Convention 


each of the accredited delegates to the con- 
vention. The custom of carrying a St. 
Christopher medallion, he by the way being 
the patron saint of travelers, is much in 
vogue in European countries but has not 
become common in the United States as yet, 
so that the novelty of the gift and its sig- 
nificance appealed directly to the members of 
the convention and made the souvenirs much 
sought for. F. S. Mills was in charge of 
the Foster exhibit. 
o,a:e 

Room 1530 was occupied by the Ostby & 
Barton Co., Providence, with a complete 
showing of the firm’s production of finger 


LA TAUSCA PEARLS BY THE KARPELES CO. 


rings and jewelry. The house bears the 
reputation of being one of the! largest finger 
ring manufacturers in the world ‘and many 
of those who visited the firm’s room were 
surprised to find the extensive display of 
general jewelry, having supposed that rings 
constituted its entire product. Every lady 
visitor to the room was fitted to a néat plain 
sterling silver ring set with an oblong stone, 
as far as possible the lady’s birth ‘stone being 
selected unless she desired some other stone. 
The room was prettily draped and decorated 
and color was given by the presence of 
Miss Margaret Kelly, a charming young 
woman, who, in a salmon shade dress bear- 
ing the initials “O. B.” on the waist, greeted 
all ladies as they entered. One of the firm’s 
celluloid ring gauges was presented to each 
man. Major John J. Collins and Harold I. 
Reilly were in charge. Enterprising and 
original in its advertising methods, one of 
its convention stunts was to attach a neatly 
printed circular, differing in its message 
each day, on the corner of the current issue 
of the Providence Journal and distributing 
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Wilmor 


ce PN. SG. 


HOLLOWWARE 





No. 3261, Florentine Pattern Sandwich 
Plate, 10 inches round, platinum finish, 
silver plate on heavy nickel silver, priced 
to retail at $4.60. 


No. 3266, Florentine Pattern Sandwich 
Tray, Silver plated in the popular plati- 
num finish on nickel silver, size 10 inches 
round. This pattern is a beautiful com- 
bination of piercing and chasing. Handle 
is of the swinging type, retails at $5.50. 


No. 3711, Florentine Pattern, Fruit Bowl, 
silver plated in platinum finish on heavy 
nickel silver, diameter 10 inches, height 
8 inches, retail price $8.75. 


Order your Holiday Supply of Wilmort 
Hollow-ware now. Write to your 
jobber or to us. 


ily 
Wilmort Manufacturing Company 
No. 113-M. Silver Plated, Engine turned, 430 South Green St., Chicago, Illinois 


° METI 
retails at $7.50. New York Display Rooms: 


Other Numbers from $2.75 up. A. C. HIRSCH, 358 Fifth Ave. New York City, N. Y. 
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Exhibits at 


one to each room before 7 o'clock in the 

morning, not only of the Biltmore Hotel, 

but to the Narragansett, Crown and Drey- 

fus Hotels, 800 Journals being used daily. 
* * * 


The Manchester Silver Co., Providence, 
in Room 1512, had a full line of sterling 
silver ware, more than 850 samples of flat 
and hollow ware being exhibited. No ef- 
fort was made to gain an exhibition effect 
but rather to afford the opportunity of 
showing to the trade what the firm is pro- 
ducing. The. merits of the exhibit were 
graphically set forth by Frank Trumbull, 
assisted by the firm’s Eastern representative, 
M. Myers from Boston. In the same room 
William S. Orkin, of W. S. Orkin & Co., 
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the A. N. R. J. A. Convention 





housed the exhibit of The Karpeles Co., 
showing its La Tausca Pearl productions in 
vast numbers. Under subdued electric 
lights through soft colored bulbs, the rich, 
heavy tapestries and the picturesque set- 
tings of the East, the full effectiveness of 
the pearl was disclosed. 


Facing one as he entered the room was a 
table dressed as would be a window ar- 
ranged for a display of La Tauscas, the 
scene depicted taking one directly into India, 
with a procession bursting into the fore- 
ground headed by a magnificent elephant 


bearing an Indian princess in the houdah, 
with her court attendants, visiting the mer- 
chants and purchasing her pearls of untold 
Karpeles, 


value. While Mr. himself, was 








EXHIBIT OF THE HADLEY CO, 


Boston, was showing the beautiful line of 
artificial pearls which are handled by his 
concern, 

x ma x 


Across the hall was the Rex Mfg. Co., 
Providence, with J. P. Benjamin and John 
Burt in charge. The exhibit consisted of 
a large showing of bar and beauty pins of 
sterling silver, pen holders, pencils, mesh 
bags and bracelets and trimmings for rib- 
bon attachments, cuff links and buttons, 
and, as a souvenir of their visit to this room, 
4 neat silver pencil was presented each 
comer, 

* * * 

Stepping into Room 1406, the visitor was 
‘ransported into an atmosphere of Oriental 
splendor that was soothing and delightful. 
And rightly this should have been so, for 
nothing typifies the Orient so beautifully and 
80 thoroughly as does the dainty, lustrous 
pearl, mention of which is more frequently 
made in romance and history than of any 
other of the precious gems. This room 





constantly at hand, the room was in charge 
of Miss Anna Wynn assisted by H. A. 
Long, the firm’s Chicago representative, and 
Joseph Egan. Here pearl necklaces were 
presented to the ladies of the convention 
delegates and fascinating booklets entitled 
“Glimpses of Old France” were distributed 
to everybody. The decorations of this room 
and all the tapestries, furniture and appoint- 
ments were furnished by the Tilden-Thur- 
ber Corp., of Providence, and the room was 
transformed into more than a mere com- 
mercial exhibit; it was an instructive art 
museum. 
"eae 

The Williams & Anderson Co., Provi- 
dence, had a large and diversified assort- 
ment of emblems, lapel buttons and similar 
goods, making a feature of special work in 
metal combinations and enameling. In their 
line is represented every secret society, 
fraternity and clan. The interests of this 
exhibit were looked after by J. C. Seymour, 
Walter E. Ensign and J. M. McKenney. 


One of the largest and most diversified 
exhibits of 10-K and rolled gold plate goods 
was made by the Wolcott Mfg. Co., Provi- 
dence, which was in charge of Miss Emma 
E. Spencer with Albert E. Wilson and S. 
H. Lincoln. Here were combined articles of 
jewelry that plainly emphasized the passing 
of this industry from the luxury list into 
that of the necessities, for in addition to the 
articles of general utility, embracing but- 
tons, pins, buckles, chains and similar lines 
there were full showing of ladies’ goods and 
men’s goods and then there were the most 
complete assortment of religious goods— 
rosaries, crosses, crucifixes, etc. 


* * * 


The Baer & Wilde Co., Attleboro, in 
Room 1432, showed a complete line of the 
firm's “Kum-A-Part” products that was a 
revelation to most of the visitors. Because 
the name of “Kum-A-Part” has become so 
associated in the minds of hundreds of per- 
sons with separable buttons they have come 
to think that it represents merely collar or 
cuff attachments, of the popular priced 
grades. But when they were confronted 
with whole cases of gold, sterling and even 
platinum goods with buttons of the latter 
running as high as $25, this exhibit took 
on a new interest. Here souvenirs of the 
firm’s product were distributed by Charles 
Baer and J. L. Grant. 

x * * 


While the directory of exhibitors gave 
H. D. Merritt & Co., North Attleboro, as 
exhibiting gold filled chains, the showing 
made by the firm in Room 1514 was one of 
great variety and beauty and one section of 
the room that commanded as much atten- 


tion from the majority of the callers as any: 


was that where the articles designed in ac- 
cordance with the latest fad—the Egyptian 
—were displayed. 
posed an important part of the exhibit and 
were shown ‘in vest chains, eyeglass, key 
and waldemars for men and everything con- 
ceivable for women, and then there were 
links, buttons, pins, bracelets, bangles, ear- 
rings, combs, sets and other things galore 
running the whole gamut of personal adorn- 
ments and use. 
x * * 

Max Deutz, Providence, had a fine show- 
ing of the general line of jewelry with the 
addition of many novelties. 
ranged in Room 1422 where the display of 
earrings in the dominant fashion were 
shown in bewildering assortment. Another 
line here featured was necklaces in all 
lengths as well as those clasping tightly 
around the throat. Arthur Deutz greeted 
the visitors here, assisted by Miss Elenor 
O’Brien and Miss Elizabeth Duffy. 

‘ug 

The only exhibit devoted exclusively to 
glassware was that of Harper J. Ransburg 
Co., Indianapolis, Ind., of which Mr. Rans- 
burg had personal supervision. Here were 
shown not only conventional pieces but 
novelties in cut, plain or colored glass or 
combinations. One feature that was very 
attractive was that represented by the col- 
ored bridge sets, while powder packs, toilet 


Chains, to be sure, com-. 


These were ar-: 
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The Great American 


Jewelers’ Catalog 


ISSUE 1924 
READY IN OCTOBER 








T will be “the right hand man” in hundreds 
| of stores where business is steadily growing. 
The big book tells what to buy and how 
best to buy it. And the sales system back of 
the big book—a system specially worked out to 
keep stock moving and increase profits—is the 
retailer's ‘‘first-aid”’ to selling. 


Now—while there is time to think and plan, 
let us help you get ready for your full share of 
the good business that’s coming. 


Drop us a line today, and have us send the book. 


Yours for the Asking 


The OSKAMP-NOLTING CO. 


26-30 Seventh Street, West, Cincinnati, Ohio 
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Exhibits at 


jticles and pin and ash trays were con- 
spicuous in this exhibit that was staged as 


“glass of class.” 
x *# * 


In Room 1420, reserved by R. Wallace & 
ss Mfg. Co., Wallingford, Conn., with 88 
wars of experience as silversmiths behind 
im, was an interesting display of the con- 
wm’s new designs in flatware, hollow ware 
od dresser silver, both sterling and plate, 
wme of the finest examples being the “Prin- 
ws Mary,” “Orange Blossom,” “Hostess” 
id “Louvre.” Besides exhibiting these 
yequtiful goods the attendants had a mes- 
age to deliver to the visitors of the in- 
ceasing demand for silver—especially ster- 





THE JEWELERS’ 
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and smoker sets in infinite variety in plated 
metals and glass, in Room 1426. 
* * x 





The display of sterling silver jewelry and 
novelties by the James E. Blake Co., Attle- 
boro, in Room 1428, was a very interesting 
one, containing as it did about everything a 
person could ask for in the lines represented. 

x * * 


Novelties and fancy jewelry were attrac- 
tively arranged by the L’Aida Co., New 
York, in Room 1434, and received favorable 
commendation. 

x *k Ok 

The International Silver Co., Meriden, 

Conn., had two rooms, 1616-1618, in which 


Oo ORs | 


PRES Rae ae: 
i 


eee nrnaertener 





THE EXHIBIT OF THE TOWLE MFG, CO, 


ling—that is sweeping over the country with 
the returning wave of popularity. 


* * * 


The Poole Silver Co., Taunton, Mass., had 
its exhibit set up in Room 1404, the feature 
of which was the specimens of silver-plated 
hollowware with the new platinum finish. 
A beautiful 57 piece service of this finish 
lumnished the central figure of the exhibit, 
attracting much attention with the Chippen- 
tale border and chime attachments. 
* *k Ok 


The Roy Mfg. Co., Chicago, showed at- 
active Standard metal jewelry trays for 
‘splay cases and windows and counter pads. 
‘n excellent display of silver-plated silver- 
Ware in Room 1424 marked the contribution 
tthe Weidlich Bros. Mfg. Co., Bridgeport, 
on. to the exhibition. 

x * * 
The Universal Safety Ash Trav Co. 


Providence had a fine display of ash trays 


to display its large and complete line of ster- 
ling silver and plated flatware, hollowware 
and novelties, in which prize cups, vases, urns 
and other trophies for every occasion or 
event were featured. Artistically arranged 
this exhibit included products of this cor- 
poration’s seventeen subsidiary concerns. 
x *k * 


William L. Gilbert Clock Co., Winsted, 
Conn., in Room 1440, had the only distinctive 
clock exhibit, showing numerous kinds, 
shapes, sizes and types. 

x * * 

E. & J. Bass, Inc., New York, showed a 
fine line of silverplated ware and gift novel- 
ties in Room 1608. 

x * * 


In two rooms on the sixteenth floor the 
Whiting & Davis Co. and the Whiting Chain 
Co., Plainville, Mass., had one of the most 
interesting and attractive exhibits in the 
whole exposition, consisting of a beautiful 


CIRCULAR 


167 


Convention 


line of mesh bags, purses, chains, vanity 
cases and similar goods. The companies 
operated a number of automobiles, carrying 
visitors to and from the factory in Plain- 
ville, making a most delightful ride of more 
than 30 miles for the round trip. But those 
going to the factory were well repaid, for in 
addition to the instruction and information 
gained concerning the methods of manufac- 
turing these dainty yet intricate mesh novel- 
ties, each lady was presented a beautiful 





HENRY H, STECHER, DIRECTOR OF EXHIBITS 


specimen of the firm’s latest sterling mesh 
bag. They were also decorated with neat 
badges of mesh. Ice cream, cake and fruit 
punch were served. 

* * * 

The Alvin Silver Co., silversmiths, New 
York, had Room 1610, wherein was shown 
sterling silver in flat ware, hollowware, toilet 
ware and novelties in great variety of form 
and style. 

x * * 

Gold, platinum and diamond jewelry, both 
conventional and special in design and work- 
manship, emphasized the exhibit by Gold- 
smith, Stern & Co., New York, in Rooms 
1612 and 1614, as one of the most valuable 
in the hotel. Extra precautions were taken 
in the protection of these rooms because of 
the great value of the jewels, mounted and 
unmounted, that the firm had for exhibition. 
Included among the articles shown were 
beautiful examples of the “La Supreme” 
pearl necklaces and diamond mounted pins, 
rings and other pieces; chains, bracelets, but- 
tons, etc. 

x * * 

G. H. French & Co., North Attleboro, had 
in Room 1628 a large exhibition of its prod- 
ucts as silversmiths in all manner of sterling 
silver toilet ware, hollowware and novelties, 
while a large display of cut glass ware with 
gold, silver and enamel deposit, inlaid and 
repousse work. 

x * * 


The Smith, Patterson Co., Boston, had a 
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Another £. S. & (0. Achievement 


18k. W hite Gold, Dinner Ring Mountings 
at $14-$15-$16 


FINER assortment of Diamond Dinner Ring Mountings never 

was offered at this low price. There are 18 distinct styles, 

some set with Sapphires, in this lot. All are drilled for center 

stone only and partially engraved so that any number and any size 

of smaller diamonds may be inserted. They will sell readily at 
a good profit. 


ORDER BY NUMBER 


Nos. 1075, 1072, 1073 . . . . . . @ $14.00 
Nos. 1056, 1059, 1057, 1060, 1074, 1000 . @ $15.00 
Nos. 1061, 1063, 1062, 1069, 1071, 1070, 

1064, 1077,1076 . . . . . . @ $16.00 


cum, LEUBUSHER, SCHUMANN & CO... 


Sent KESNER BUILDING for anything in 
on Approval CHICAGO Jewelry 
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Exhibits at 


fine exhibition of a general line of jewelry 
in all qualities, including numerous exam- 
ples of imported jewelry. 

* ok x 


Cc. O. Smith & Son Co., Attleboro, in 
Room 1438, displayed a complete line of its 


PART OF THE 


goods, including a very interesting collection 
of bracelets in one, two, three, four and five 
strands in sterling silver and gold. The dis- 
play of ear-rings was especially large and 
interesting, containing as it did hundreds of 
styles conforming to the latest fad or style 
and in every range of price desirable. There 
was also a showing of new watch bracelets. 
x * * 

Other exhibitors included Electric City 
Box Co., Buffalo, N. Y., displayologists ; 
Hawkes Crystal Co., New York, line of cut 
glass ware; Wile Importing Co., New York, 
imported novelties, beads and genuine stone 
necklaces; Young Bros., Providence, display- 
ologists, jewelry boxes, cases, cabinets, etc. ; 
Tuskeloid Co., New York, line of Ivo-Inlay 
toiletware articles; Boston Jewelry Co., Bos- 
ton, special hand-wrought diamond and plat- 
inum jewelry. 

x * & 

The Napier Co., Meriden, Conn., in Room 
1636, displayed a complete line of sterling 
silver goods, including cigarette cases, 
buckles, belt clasps, flasks, necklaces and 
mesh bags in green gold. 

k ok 

The Pickard Studios, Chicago, had an ex- 
hibition of Pickard china ware; United 
Jewelers, Inc, New York, “Hallmark” 
Jewelry and silverware; the Bailey Publish- 
ing Co., Minneapolis, Minn., represented by 
Harry Kronengold. 


EXHIBIT OF 


THE 


JEWELERS’ 


CIRCULAR 





169 


the A. N. R. J. A. Convention 

















Echoes of the Great Convention 














If ever men in the industry worked harder for 
an affair than did Woodward Booth, Edgar Doch- 
Chapin and 


erty, 


THE 





Ralph K. Stcne, 


Will 





REX MFG. CO, 





their 


confreres on the various committees, history of 
jewelry events has failed to record it. 
* * * 

Few of the visitors will ever forget Charles 
Whiting, head cf the Whiting & Davis Co., and his 
daughter, Mrs. Rice, fer the courtesy and cordial 
treatment afforded them on their visit to Plainville. 
Personal friends could not have been made to feel 
more at ease or welcome. 

* * * 

W. H. Tarlten of the Wightman & Hough Co. 
was prominent among the New Yorkers who wel- 
comed many of the visitors in the exhibition hall. 

* * * 


The Frovidence-Biltmore Hotel made possible the 
conventicn in Prcvidence, and it-is an institution 
of which the city should feel. proud. Its one de- 
fect, tor convention purposes, is the small number 
of elevators to afford easy access between the con- 
vention headquarters cn the 15th floor and the 
exhibit rooms on the 14th, 15th and 16th stories, 
with the ground floor of the building. The four 
elevaters of the building were taxed to capacity, but 
the crowds were so great that unusual and uncom- 
fartable aelays ensued in getting back and forth. 

x * * 


The c rdiality manifested to all was well expressed 
on the first page cf the song bock by the words 
of New England’s welcome song. It runs: 

New England’s hills ring welcome, 
Tu the A. N. R. }. Ass 

A millicn voices call you, 

To spend a h.liday; 

To spend 2 holiday, 

To spend a holiday, 

Ten hundred thousand welcomes 
To spend a holiday. 

Her beauty’s charm enthralling, 
Ry river, lake and hay 

Each one to you is calling, 
And this is what they say. 

And this is what they say, 

And this is what they sey, 

Ten hundred theusand welecmes 
Ty ALN. R. 7. AD. J. Walsh. 
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CAPTAINS IN DEMAND! 


There is a need for Captains of Finance, Captains of Steel, Captains of Oil—Captains of all kinds of 
industry. By the test of years we can justly lay claim to the title, “Captains of the Jewelry Auctioneering 
Field.” Not by accident or mere boasting do we lay claim to this title, but have won it by an unparalleled 
record of sales, whether rated by the aggregate of receipts, territory covered, importance of cities or the 
prominence of firms sold for. 

So great has been the demand for our services that we were forced for a number of months to discon- 
tinue advertising on account of the impossibility of filling engagements offered. We sincerely regret that we 
had to disappoint so many firms desiring our services. It could not be helped, however, as in eleven months 
we have only spent three weeks in our Chicago office. 

Owing to the present demand for our services it will be advisable to write or wire us at once. 

During the past year we have made marvellously successful sales in the following cities: 

Houston, Texas—Newton, Allen, Casperson Co. Over $100,000 in Fort Smith, Ark. Clean sweep of T. H. Hatfield stock. 
eight weeks. , Monroe, La. Foster Jewelry Co. Below we give in part, a letter 
St. Louis, Mo. S. Ruby Jewelry Co., $85,000. Mr. Joseph Rei- received a few weeks after conclusion of sale: 
censtine, Mgr., made a special trip to New York to thor- “We are delighted with results and hold an exceedingly 
oughly investigate auctioneer’s credentials before selecting fone recollection of your firm and our pleasant experiences. 
a firm to make this important sale. Among many others we If we should ever hold another sale we assure you no one 
were recommended by Arnstine Bros. and the Eisenstadts else but you will be considered.” 
of his home city. (Signed) JOHN B. FOSTER. 


Springfield, Mo. Entire stock of Hawkins & Miller. Over $40,000. We withhold the names of firms and cities where four splendid 
ieee. Mont. Complete stock of John Rowland Store, estab- and successful sales were made during 1922-23 and will give them 


lished 30 years. if requested. 
Individually and as a firm we have sold more jewelry, diamonds and kindred goods at auction to the 
public than any other auctioneers in America and there is no difficulty in proving it. 


os il 
We guarantee re- NF; wv a Never separate the 
sults. Sell your \ . Any Na 


opportunity from 
the — salesman’s 
ability; both are 
cash. Come and essential. There 
see you without | | 4 is no loss of pres- 
expense or obliga- | 3 d 4 tige under our dig- 
tion. We conduct . ee nified business 


all sales _ per- WING eg methods. We sell 
sonally. AIS yo your goods. 


ot 


AM, ST} CTIONEERS 
ERICAS BEST-KNOWN AUCTIONEER lh 


til, rill 


stock at auction or 
buy it for spot 











The wise, thrifty Jeweler will now ant‘cipate his future financial needs. We furnish a sure and positive way of raising a large 
amount of ready money without sacrifice of merchandise or reputation. We have placed auctioneering on the plane of dignity and 
efficiency, where it rightfully belongs. We do not follow the roughshod methods of many auctioneers. Our plans are clean and original; 
that’s why they are effective. Thorough familiarity with every phase of the jewelry business, intimate knowledge of and ability to 
describe and sell precious stones, watches, art and kindred goods, capacity to entertain, adroit manner of submitting merchandise, un- 
erring judgment in selecting customers have given us the position of leadership. Our reputation is not based on self opinion. We 
have to our credit more than 500 successful sales for American and Canadian Jewelers, for the U. S. Government, Banks, Trustees, 


—— SUPREMACY 


We have been called to repeat successful sales in the same cities, again and again for the same firms. We have the evidence 
of nationally known jewelers in their letters to prove that we have made splendid sales where so-called leaders failed. The surest 
indication of an auctioneer’s soundness and popularity is the character of his sales and ability to repeat, as mutual satisfaction is 
the basis of all business enterprise. We give below a few of hundreds of successful sales. Note the character of the firms and the 
cities of importance: Sigler Bros., Cleveland (4 sales); L. Leschenger, Houston, Tex.; The Pairpoint Corporation; Wm. B. Joseph, 
Schenectady, N. Y. (2 sales); C. A. Clement & Co., Inc., Springfield, Mo.; J. McS. Buchanan, Petersburg, Va.; The Jaccard Co., &t 
Louis, Mo.; Stock & Bickle Co., Toronto, Ont., Wm. Reiman, Fifth Ave., New York (2 sales); W. F. Kirkpatrick, St. Joseph, Mo.; 
Hess & Slager, Jacksonville, Fla. (2 sales); The Geneva Co., Los Angeles, Cal. (Z sales); Eugene V. Haynes, Atlanta, Ga. (2 sales); 
The Bauman Estate. Chicago; Mitchell, Greer & Co., Fort Worth, Tex.; Purt Ramsay, Cleveland, Ohio; Chas. S. Stifft, Little Rock, 
Ark.; M. Waldhorn & Co., New Orleans; Schaul & May, Atlanta, Ga.; Thcs. A. Brown, Quincy, Ill, (3 sales). 


Write or Wire—Don’t Delay 


BRIGGS & REID 


ingot Wee CORRESPONDENCE CONFIDENTIAL ee ee. 


406 Stock Exchange Bldg. CHICAGO, ILL. 
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(Echoes continued from page 169) 

Our esteemed contemporary, The Manufacturing 
Jeweler of Providence, showed its enterprise by 
getting out special editions at the convention, on 
Tuesday and Wednesday, reporting the convention 
proceedings of the previous days, while its regular 
number, Thursday, was replete with accounts of 
ll that had taken place up until the time it went 
to press. These bulletin editions were thoroughly 
appreciated by the visiting jewelers. 

* * * 

Parker Ford came all the way back from a 

western trip to be at the golf game. Some sport, 


Parker. 
* * * 


The setting up of the booths, all the decorations 
and wiring, was done by the National Decorating 
Co, of this city. 

* * * 

Everywhere “Jack” Hollister of Chapin & Hollis- 
ter stopped a crowd congregated. Sure! Jack al- 
ways had a new one to tell. 

* * * 


Button, button, who’s got the buttcn? was the 
game instigated by Hamilton & Hamilton, Jr., and 
the lucky finders received a Hamilton watch chain 
by calling at the factory. 

* * 

Never in the histery of the trade was there such 
a gathering of jewelers and never did those who 
composed this gathering have such a good time, 
receive so much consideration or be benefitted in 
s many ways. 

7 * — 

The perfection with which the arrangements were 
made to take care of the visitors was a matter of 
universal comment and this was especially true of 
the ladies. Every lady, who attended found an 
engraved invitation stating that the New England 
Manufacturing Jewelers’ and Silversmiths’ Associa- 
tim had extended to her personally a most hearty 
weleome to Providence and that it desired that the 
visit should prove an enjoyable and memorable oc- 
casion. It told of the special program of enter- 
tainment and menticned the fact that a number 
of young ladies were on call in Room B of the 
Biltmore Hotel to serve the visitor in any way 
desired. The invitation, which was signed by 
William P. Chapin, Jr., chairman of the commit- 
tee, and his associates, Harold A. Allen, Harold 
R. Barker, Harvey E. Clap, Walter E. Ensign, 
H. A. Gardner, Archibald Silverman and Dean 
Thresher, also enclosed tickets for the dinner at 
the Pomham Club at 5 o’clock, Wednesday, and 
tickets for the theater party Wednesday afternoon. 

* * * 


The dinner given to the ladies at the Pomham 
Club, Wednesday afternoon, was a most delightful 
affair in every way, perfectly served and extraordi- 
nary in the perfection of the menu. At each table 
amember of the reception committee sat and saw 
that the guests were ably provided for. The en- 
thusiasm of the Jadies was manifest in many ways, 
‘specially in their cheering of the steward of the 
club and of the chairman of the committee in 
charge, 

* * * 

Wonderful is the only way to describe the many 
‘lvenirs given on this occasion. Various manu- 
facturers seemed to vie with each other as to who 
cold please the visitors the most. Even the hosts 
~the New England Manufacturing Jewelers’ and 
Silversmiths’ Associaticn—presented a bronze medal, 
Which was given at registraticn, while among the 
‘nvenirs that caused the greatest amount of com- 
ment were the magnificeut sterling mesh bags pre- 
rue the Whiting & Davis Co., to as many of 
a, lies in the party who visited the factories of 
rw cencern and of the Whiting Chain Co., at 
ay and had the mesh bag process explained 
i em thoroughly in their trip throughout the 
ine These bags, which are of the latest crea- 
a the company, caused a veritable sensation 
on the recipients, The beautiful necklaces giv- 
ns a of the visitors at the La Tausca exhibit, 
a ‘rling match boxes given by the Gorham Co., 

€ among others that will make the visit to 


qridence a red letter day in the life of those 
Who attended. 


* * * 
mratper J. Ransburg, of Indianapolis, Ind., who 
Me $ “Glass of Class” te the jewelers, may nct 
retail jeweler, but no one would have guessed 





that from his actions at the ccnvention. Although 
Mr. Ransburg had a mcst attractive exhibit in 
Room 1406, he spent most of his time aiding the 
cconmittee in the work of making the convention a 
success; sometimes it was getting the boys into the 
convention hall or getting the people out for the 
phctograph, or giving informaticn to strangers who 
wanted to know where to go and what to do. Mr. 
Ransburg’s first attention was to help the jewelers, 
and his second was te attend to his own exhibit. 
_ * * 

An interpellation in the program on Wednesday 
night by the introduction of Miss Eggic, field sec- 
retary of the Sterling Silverware Manufacturers’ 
Association, was appreciated, and Miss Eggie re- 

















HARRY N. CLARK, MEMBER OF THE WATCH 


INSPECTION COMMITTEE 


ccived a warm reception from the jewelers at the 
conclusicn of a few remarks. 
. * 

The designs of the proposed buildings for the 
New England Jewelers’ Institute, which were 
shown by Dean Lilley of that institution during 
the convention proceedings, attracted unusual at- 
tention and helped to increase the interest of jewel- 
ers generally in the great work that is zoing cn 
at Milfcrd, Mass. 

* * * 

Many of the old-timers who arrived on Mcnday, 
the day before the convention proper, rubbed their 
eyes wondering whether they had not made a mis- 
take in the dates of the sessions, for so many had 
registered among the retailers, wholesalers and 
manufacturers that the hotel gave the appearance 
of a convention already in sessicn. In fact, the 
cenference held by President Hufnagel on Monday 
afternocn was a convention in itself. The room, 
which held about 60 people, was filled to capacity 
with an overflow out into the hall during the gen- 
eral discussions that took place on the question of 
distribution of merchandise and the necessity of 
havir.g some loose organization by which the dif- 
ferent elements in the trade could get together for 
concerted action. 

* * * ‘ 

For the first time in years, Mrs. “Andy” had-a 
chance to enjvy the ccnvention without having her 
tinie occupied entirely at the registration booth. 

* * * 


The jewelers of the covntry got a new idea; they 
got a new idea of Providence and they got a new 
idea of the manufacturing jewelry industry. The 
warmth of the welcome was so great, the desire 
of their hosts to see that they enjcyed themselves 
was so keen and manifest in sc many ways, that 
the retailers and their wives felt almost over- 
whelme! by the cerdiality manifested on all sides. 

. * * 
is now 


Everybody in Providence and vicinity 


wearing pearl necklaces. At least they should be 
from the number distributed. 
* * «# 


William L. Stone of the Reed & Barton Co. 
locked very natty in his Palm Beach suit and was 
the envy of everyone on Wednesday when it was 
so sultry. 

. * + 


Jack Balfcur had lots to teli about his old Attle- 
boro days aud he took delight in the telling when- 
ever he could get anyone to listen. 

* *# « 


Harris Fellman of Woonsocket was on hand, ac- 
companied by his wife, daughter and a_ niece. 
When introduced as the “Mayor of Woonsocket,” 
Mr. Fellman blushed, and said, “quit kidding.” 


* * * 


Nine enthusiastic retailers from the Peninsula 
State accompanied the State President, T. S. 
McLauchlin, of Winter Haven. They were Earle 
L. Middletcn,, of Miami; Nathan Weil and Henry 
Fuller, of Jackscnville; H. C. Sarsau, of West 
Palm Beach; J. B. Dehuy, of Deland; Eugene P. 
Elebash and Le Grand Elebash, of Pensacola; Alvin 
Magnon, of Tampa, and Peter Linderstrutt, of 
Pensacola. 

* * * 

The “Veranda Spcrt Club” cut quite a dash at 
the Rhodes dance in dark ccats and white ducks, 
led by Charles E. Hancock, Sidney O. Bigney and 
William G. Thurber. 

* * * 

of New Orleans brought his 
armed with a megaphone led 
at Tuesday evening’s dance 


Henry Haussmann 
jollity with him and 
the chorus marches 
party. : 

* — 

Out of respect to Ellis Gifford of Fall River. 
president of the Massachusetts and Rhcde Island 
Retail Jewelers’ Association, every retailer in that 
city closed up Wednesday afternoon and all day 
Thursday to attend the convention. 

* * * 


When Ed Hufnagel announced his acceptance of 
a third term the “front row” sang vcciferously, 
“He’s a Jolly Good Fellow!” and “We've Got Our 
Old President Again!” 

* * . 


Charlies E. Hancock and his “American Maid” 
made a great hit, the latter distributing bouton- 
nieres cach day. ‘Tuesday over 2,000 bachelor but- 
tons were given away and 600 rosebuds on each 
of the other mornings. 

- 7 a 


Members of the North Shore Retail Jewelers’ As- 
sociation were present in a body. On Wednesday 
all the retailers of Beverly, Lynn and Salem locked 
their doors and put cards on them saying “Gone to 
Providence Convention. Call Friday.” 

a. * — 


The outer wall of the foyer, opposite the ball- 
room was designated as “Emblem Alley” because 
of the number of emblem firms aligned there. 

* * * 


Major Collins of the Ostby & Barton Co. had 
just returned from a two weeks’ tour cf duty with 
the Coast Artillery Corps, and said he was pretty 
sleepy. “Oh, boy!” 

* * * 

Universal expressions of commendation were 
heard Wednesday from manufacturers and retail 
jewelers alike, when copies of the last issue of 
THE JEWELERS’ CIRCULAR were circulated early 
Wednesday morning at the breakfast conference 
and the morning session of the convention. Inas- 
much as this issue contained a full report of the 
proceedings of the Monday and Tuesday sessions, 
right up until Tuesday evening, the rapidity with 
which the same had been printed, shipped to Provi- 
dence, and circulated within a few hours after the 
proceedings were over caused considerable surprise 
and pleasure. As a result the various members of 
THe Jewevers’ Crrcuar staff at the convention 
were highly complimented on all sides on the 
achievement. 

+ . * 

“What would my father have said to have seen 
this?’ said Jerome M. Fitzgerald, son of the late 
Michael Fitzgerald, as he looked about the exhibi- 
tion hall. The father was a manufacturing jeweler 





THE JEWELERS’ CIRCULAR September 5, 1923, 





Hand Wrought Mountings— Plain and Sapphire Set 


For years we have specialized fine Gold 
Mountings in Belais, green gold, plain 
and sapphire set. We have sold 
thousands of them direct to the retail 
jeweler to his profit and the satisfaction 
of his customers. Hundreds of designs 
to choose from. 


18K BELAIS AND SAPPHIRES 
HAND CARVED AND ENGRAVED 
No. 4835—$9.00 No. 635 Special—$9.50 


Liberal Selection Sent 
on Approval 


State Stone Sizes Desired. 


Order direct from us— 


14K White or Green $3.50 14K White or Green $8,00 
18K White Belais.. $5.00 18k White Belais.. $4.25 


a eras ~LESCH & LEWIS CO. :5-¥es4« 


18K BELAIS AND SAPPHIRES CH ICAGO 
HAND CARVED AND ENGRAVED Manufacturers and Wholesale Jewelers 
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YOUR discriminating trade will quickly appreciate Con- 

sole Sets here presented. They possess a strength that 
has great appeal to lovers of sheer beauty. The wearing 
qualities and serviceability of Friedman Hollow Silver Ware 
and its moderate price makes it a very popular line with all 
your customers. 


Our salesmen are now in all territories. 


JOSEPH FRIEDMAN 


an METAL WARE, INC. Factory 
133 FIFTH AVE. 1226-38 Flushing Ave. 
NEW YORK CITY | BROOKLYN, N. Y. 
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and owner of the Fitzgerald Building on Eddy St. 
The scn is chairman of the Convention Committee 
of the Providence Chamber of Commerce. 

* * * 

One thing is certain, Providence residents have 
awakened to the fact that the jewelry industry is 
some hustler. 

* * —_ 

When asked how long the golf tournament would 
last, Sam Levy replied: “Oh, from the close of 
the convention till September morn.” 

* * * 

John M. Buffinton of Potter & Buffinton Co. was 
among the interested visitors. He is one of the 
few who were members of the Providence Jewelers’ 
Association formed in 1879 and of which the New 
Eagland Manufacturing Jewelers’ and Silversmiths’ 
Association is the successor. 

* * * 


According to the final registration figures there 
were 1,403 persons enrolled. Of these nearly 
1,000 were retailers. and their ladies; 258 manu- 
facturing jewelers and 290 miscellaneous. 

* * * 

Our good friend, L. M. Campbell, Canandaigua 
N. Y., furnished us with some of the snapshots 
shown with this report. We take this occasion to 
thank him. 

o * oo 

S. O. Bigney is just as young as he used to be 
and twice as spry. He can still trip the “‘light 
fantastic’ with ease and grace and never lost an 
opportunity to demcnstrate it. 

* * * 

The public and the altruism of the members of 
the New England Manufacturing Jewelers’ and Sil- 
versmiths’ Association will never be forgotten. 
Many of those manufacturers practically gave up 
their business for the time being and worked as 
they never worked before in their own interests to 
see that the affair was a success beyond expectation. 
Money could not purchase services such as that 
rendered by these men for the love of and the 
benefit of their trade. While the list of these 
workers is too Icng to mention, suffice it to say 
that President Dccherty and Manager Woodward 
Booth of the association, who shouldered the main 
1esponsibility, had in the chairmen and members 
of the various committees, men whose first and 
only thought was to make the Providence convention 
“the greatest thing that has ever happened” in the 
jewelry trade, irrespective of the hours of continu- 
ous work required to accomplish this. 

* * * 


A special word of praise also should be given to 
the officers and committees of the Massachusetts 
and Rhode Island Retail Jewelers’ Association for 
their splendid co-operation, one of their many con- 
tributions to the work being the presentation of 
the beautiful souvenir program of the convention 
which was distributed to every member. This con- 
tained not only the complete schedule of events, but 
views of the city of Providence with descriptions 
and a word on the public and historical buildings, 
the parks, libraries, museums and art galleries, edu- 
cational institutions, churches and memorials, but 
4 working map of that section of Providence around 
the hetel with all the principal buildings and places 
indicated. It also contained an article or a word 
sketch of the development of Providence and a 
review of the beginning of the jewelry industry. A 
Temarkable feature of this program and one that 
made it a real souvenir to be kept and treasured, 
lay in the fact that it contained no advertising 
whatsoever, the entire cost of the program being 
donated by the retail jewelers’ association. This 
fact was the subject strongly commented upon by 
Visitors in all branches of the trade, who expressed 
the hope that it would be taken 2s a precedent for 
future Programs of the national convention. Great 
credit for the success of the program should be 
owe to Frank D. Champlin of the Tilden-Thurber 
“")., and Paul A. Donelan, advertising manager 
of A. Stowell & Co., Boston. 


* * * 


Mayor Gainer of Providence, who delivered the 
address of welcome at the opening session is widely 
of P, to the trade, not only among the jewelers 
, ovidence but outside, as he has always taken 
4 deep interest in the industry. While some of the 
lewelers referred to him as the “Perpetual Mayor” 


of Providence, it was intimated by others that this 





was not exactly so, as there was more than a possi- 
bility that the jewelers who heard his address list- 
ened not only to the executive of the city, but a 
future Senator from Rhode Island. 


* - . 


Calvin Graves, Memphis, Tenn., was one of the 
Southerners warmly greeted. 

. = * 

Donald Mazer, son of Joe Mazer, accompanied 
his father to this convention and had hard work 
keeping up with “Dad,” though he played a good 
second. Donald is finishing a law course at Co- 





LOUIS S. SMITH, MEMBER OF THE TRANS- 
PORTATION COMMITTEE 


lumbia University, New York, from which he re- 
cently got his degree of B. A. 
* * * 

Louis S. Smith, Beverley, Mass., did his part 

as one of the hosts of the jewelers. 
* * * 

Fred. N. Day of North Carolina aided in the 

deliberations of the Resolutions Committee. 
— * * 

Henry Hausman of New Orleans added to his 

reputation as a “live wire.” 
* * * 

Former vice-president Jean R. Tack worked hard 

on the Resolutions Committee. 
* * * 

Perry W. Stifft of Little Rock, Ark., was kept 
busy greeting friends of his own and of his father, 
Charles S. Stifft, who were anxious to see him. 

* * * 

Fred Taggart, secretary of the Sterling Silver- 
smiths’ Association, was a prominent figure at the 
conference and the various sessions of the conven- 


tion. 
* * * 


E. R. Abramson was one of the early arrivals 

who enjoyed the convention to its utmost. 
* + * 

Sam Swartchild of Swartchild & Co., Chicago, 
has always been an enthusiastic “booster” of the 
Horological Institute of America. Mr. Swartchild 
had printed, at his own expense, cards reading, 
“Meet us at the third annual convention and 
dinner of the Horological Institute of America, in 
Chicago, January, 1923,” and these cards he had 
distributed throughout the convention hall to every 
retail jeweler, wholesaler and manufacturer who 
attended. Mr. Swartchild was forced to leave the 
convention Wednesday, owing to the fact that his 
daughter in New York was on the verge of death. 
He departed immediately for the Metropolis but 
his friends will be glad to learn that her condition 
improved slightly after his arrival and there were 


hopes for her recovery, according to the last re- 
ports, 
* _ * 
“Yes, we have no bum watches today 
We have no bum watches to sell, 
We have an old tin clock, 
Some bracelets and some dead stock 
And handy pins I say. 
Some metalized rose hat pins, 
Some belt buckles and rings, 
Yes, we have some lavallieres, 
But we have no bum watches to sell.” 
* * * 


The registration at the A. N. R. J. A. Convention 
by States was as follows: Alabama, 3; Arkansas, 
2; California, 0; Canada, 4; Colorado, 1; Con- 
necticut, 55; Delaware, 2; District of Columbia, 1; 
Florida, 11; Georgia, 7; Idaho, 0; Illinois, 23; 
Indiana, 14; Iowa, 2; Kansas, 5; Kentucky, 0; 
Louisana, 5; Maine, 13; Maryland, 10; Massa- 
chusetts, 397; Michigan, 11; Minnesota, 6; Missis- 
sippi, 0; Missouri, 3; Montana, 0; Nebraska, 3; 
Nevada, 0; New Hampshire, 16; New Jersey, 45; 
New York, 205; North Carolina, 22; North 
Dakota, 0; Ohio, 29; Oklahoma, 4; Oregon, 0; 
Pennsylvania, 48; Rhode Island, 360; South Caro- 
lina, 2; South Dakota, 4; Tennessee, 14; Texas, 2; 
Utah, 0; Vermont, 22; Virginia, 24; West Virginia, 
12; Wisconsin, 12; Wyoming, 0; States not given, 3. 

* * * 


Three delegates to the convention attended the 
corn roast of the Kiwanis Club of Providence at 
the country estate in Harmeny, of Frederick Ham- 
ilton, optometrist of this city, Wednesday evening. 
One was from Nebraska, one from Louisiana and 


one from Alabama. 
* * * 


The Gorham Mfg. Co. is having photographs made 
of the pouring of the statue at its bronze foundry 
on Tuesday afternoon, and is sending one to each 
lady who witnessed the event. 


* * * 


Ilorace Remington, another member of the local 
trade who has passed the 80th mile-stone in life, 
“lcoked over” the exhibits. 


* * * 


Delegates attending the final meeting of the 
convention Friday morning ate luscious peaches 
with the compliments of W. L. Jones from West 
Virginia, which arrived from that State a few 


hours before. 
* * * 


G. A. Schlechter, “the Shrine Jeweler,” of 
Reading, Pa., blew in and showed his Masonic 
watch, all the bridges of which are an emblem of 
Masonry. 

— * * 


Forty Rotarians among the convention delegates 
attended the weekly luncheon meeting in the hotel 
Tuesday noon. Ed. Hufnagel was the speaker. 


is 7 * 


Miss I.a Florence, who is to attend the Atlantic 
City fashion show as Miss Providence, will be sup 
plied with jewelry for all occasions by members 
of the New England Manufacturing Jewelers’ and 
Silversmiths’ Association. 

* * * 


Jules Goldstein started the singing at the golf 
dinner with No. 13 in anncuncing which he said 
he was not superstitious. 

* * * 


Some of the jewelers tied up their visit to the 
convention with their sales propaganda to custom- 
ers. One of them, H. C. Stern, of Chicago, sent 
out a letter on the stationery of the Providence- 
Biltmore Hotel telling his customers that he was 
at the convention making purchases for Christmas 
and announcing the 20th anniversary sale to begin 
Sept. 15. 

* . * 

Harry Freund, of the National Jewelers’ Pub- 
licity Association, had charge of the publicity of 
the convention and produced results that were thor- 
oughly appreciated. In this, he had the co-opera- 
tion of everybody, including the Providence news- 
paper boys, who ably responded to every suggestion 


(Continued on page 175f) 
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476 Mounting Styles 


Shown in Our New 
“Ring Mounting Salesman” 


The most complete assortment of ring mounting styles in 
PLATINUM—FINE 20K WHITE GOLD—18K WHITE GOLD, 
issued in one book. SHOW IT TO YOUR CUSTOMER. 


We carry the stock and fill your orders promptly 


Your copy will be sent by return mail upon receipt of your request 
on your letter head. 


GRAFFE & STANEK _ piteccont rectory 


Makers of Platinum and Gold Jewelry. CHICAGO ‘ ILLINOIS 


Special Order Work and Jewelry Repair. 











ORDER SAMPLE TODAY 
Your Choice 
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\ ml DIAMOND ONYX RINGS \ 
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14Kt. Green Gold or White Gold or Green Gold with 
White Gold Trimming 


pee Onyx with Substantial Fine Cut White Diamond . 
$76 At $7.65 these rings represent remarkable value. All rings are equally attractive. 
Order one today. We are sure that when you get it you'll stock a quantity for Christ- 
Each mas selling. Every ring is 14 kt. gold—white, green or green with white trimming. Each 


Every ring is beautifully hand carved and pierced and each ring is set with a substantial 
fine cut, sparkling white diamond. Your choice of any number illustrated. 


H. HORWITZ CO., Chicago 


Wholesale and Manufacturing Jewelers 


159 NORTH STATE STREET 
ORDER SAMPLE TODAY 
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The Convention Roster of Retailers 














A 


Allyn, Oliver, E., Holyoke, Mass. 
Amols, Louis, Brooklyn, N. Y. 
Alpers, Ferdinand, New York, N. Y. 
Apryle, Thos, J., Johnstown, Pa. 
Anderson, A. W., Neenah, Wis. 
Appell, W. W., Lancaster, ra: 
Ackerman, Peter H., Taunton, Mass. 
Allen, E. O., Beverly, Mass. 

Allen, J. Merton, Beverly, Mass. 
Akers. S. L., Knoxville, Tenn. , 
Akers, B. W., Knoxville, Tenn. 
Abisch, Leo J., Providence, R. I. 
Ansman, F. D., St. Mary’s, Ohio 
Anderson, H. S., Providence, R. I. 
Alderman, Fred N., Fall River, Mass. 


Archambault, Arthur, New Bedford, Mass. 


Abisch, J., Providence, R. I. 
Abraahamsen, E. R., Cleveland, Ohio 
Ash, Aaron, Birmingham, Ala. 
Amos, E. C., West Port, W. Va. 
Armstrong, M. D., St. Albans, Vt. 
Addington, A. W., Coburn, Va. 
Allspach, C. F., Providence, R. I. 
Asher, S., Indianapolis, Ind. 

Asher, E. A., Lima, Ohio 

Arnold, E. T., Providence, R. I. 
Almy, Albert B., Fall River, Mass. 


. B 


Bradley, C. C., Satine 1, re 
Bradley, Jr., Cc. a. Batavia, N. Y. 
Burnite, Wm. N Riverhead, My Xs 
Bluming, A. J., ‘New York, N. Y. 
Baird, Wm., Jersey City, N. J. 

Bell, B. A., Beaufort, N. C. 

Bowman, R. L., Wadesboro, N. C. 
otherly, Conrad J., Newark, N. J. 
ightman, John A., Fall River, Mass. 
rkenbusch, Henry, Pekin, IIl. 
ware, C. H., Ludlow, Mass. 
akeman, H., Middletown, Ohio 
nd, Wm. E., Newport, Vt. 
ck, Delos M., Newport, Vt. 

prman, C. W., Somerville, N. T. 
runner, Robt. A., Rutherford, N. J. 

um, M., Lynchburg, Va. 

rtikowsky, Bernard, Wilkes-Barre, Pa. 

tden, W. C., Wilson, N. C€. 

ker, V. E., Quincy, Mass. 

rtl, Norbert, Newark, N. J. 

iley, J. O., Marlboro, Mass. 

tthelmess, Henry O., Marlboro, Mass. 

ttl, Emil, Newark, NJ. 

ach, Geo. F., Valparaiso, Ind. 

nta, H. S., Newnan, Ga. 

audet, Ovide, Woonsocket, R. I. 

urque, A. N., Nashua, N. H. 

entley, Walter C., Providence, R. I. 

tard, C. R., Wadsworth, Ohio 

asinger, C., Lima, Ohio 

tters, Tohn F., Pittsfield, Mass. 

audet, Arthur, Woonsocket, R. I. 

ssett, E. F., Jamestown, N. Y. 

atnstone, Sam, Lewiston, Me. 

um, S., Holyoke, Mass. 

own, Charles E., Fall River, Mass. 

tnes, Albert. Fall River, Mass. 

yd, Israel T., Fall River, Mass. 

agshaw, H. P., Fall River, Mass. 

liss, A. D., Albion, N. Y. 

urkard, Wm. A., Rochester, N. Y. 

yrne, Jas., Lynn, Mass. 

eaudet, P. A.. Woonsocket, R. TI. 

oit, S. T., New Bedford, Mass. 

ty, Jas. Northamption, Mass. 

outiette, N. P., Pascoag, R. I. 

lackshaw, J. D., Winchester, Mass. 
sett. M. W., Hartford, Conn. 

ish, J., Athens, Ga. 

ll, A., East Chicago, IIl. 

righam, R. E., Oneonto, N. Y. 
mstore, Robert C., Lewiston, Me. 















C 


Cayce, J. A., Nashville, Tenn. 

Cayce, S. H., Chattanooga, Tenn. 
Champlin, Frank D., Providence, R. I. 
Cohen, Simon, Buffalo, N. Y. 
Campers, J. G., Edenton, N. C. 
Clem, J. Arthur, Providence, R. I. 
Cohen, Isadore, Bluefield, W. Va. 
Cotter, C. Edw., Lowell, Mass. 
Cotler, Raymond, Lynn, Mass. 
Cram, F, T., Boston, Mass. 

Cole, M. P., Lynn, Mass. 

Costello, C. O., New London, Conn. 
Cloutier, H. H., Waynesboro, Va. 
Cornwell, Chas. A., Athens, Ohio 
Clark, Harry N., Syracuse, N. Y. 
Cohn, David, Evansville, Ind. 
Carscn, Edw. W., Riverhead, L. I. 
Campbell, L. M., Canandaigua, N. Y. 


Campbell, Malcolm P., Canandaigua, N. Y. 


Clark, W. L., Philadelphia, Pa. 
Conant, Phillip, Brockton, Mass. 
Clark, O. D., Sanford, Me, 
Copeland, Walter, Brockton, Mass. 
Cadden, J. W., Norwich, Conn. 


D 


Dahlstedt, J. G.. New York, N. Y. 
Dyson, Geo., H., New Britain, Conn. 
Davis, Orel E.,, Rockland, Me. 
Devylder, Justin, Springfield, Mass. 
Diebold, J. J., Buffalo, N. Y. 
Duncan, C. J., Massillon, Ohio 
Dolin, S., West Allis, Wis. 

Doyle, Edw. L., Lynn, Mass. 

Davis, Edw., Wilmington, Del. 
Durgin, Everett W., Worcester, Mass. 


Darling, Addison P. Jr., Providence, R. I. 


Dube, Robt. F., Fall River, Mass. 
Dailey, Eugene F., Norwood, Mass. 
Deakin, W. A., Danbury, Conn. 
Dickson, A. E., Clinton, ~ ASS. 
Damuth, C,. H., Redfield, dD. 

Day, Fred N., Winston- Teatg Nie. 
Day, David E., Winston-Salem, N. C. 
DeHay, J. B., Deland, Fila. 

Doland, Edw., Reckaway, N. Y. 
Davis, W. C., Lewistown, Pa. 
Darrow, Jared A., Penn Yan, N. Y. 
Diener, P. G., Harrisburg, Pa. 
Driesell, F. E., Norfolk, Va. 

Dyke, F. S., Northfield, Vt. 
DeMontigny, Arthur, Nashua, N. H. 
Deisher, C. E., Reading, Pa. 
DeSaulniers, E. T., New Bedford, Mass. 
Dube, Wm. J., Fall River, Mass. 
Donelan, Paul F., Boston, Mass. 
Davis, F. C., Haverhill, Mass. 


E 


Enright, John D.. Philadelphia, Pa. 
Elebash, Eugene P., Pensacola, Fla. 
Enhaus, W. A., New York, N. Y. 
Evans, Chas. T., Buffalo, N. Y. 
Erskine, A. R., Memphis, Tenn. 
Ernst, J. Chas., Charleston, W. Va. 
Ellis, Miron D., Kalamazco, Mich. 
Elebash, LeGrand, Pensacola, Fla. 
Ellis, Alfred, Lynn, Mass. 


F 


Falkenstein, H., New York, N. 
Falkenstein, W., New York, N. 
Feid, Edw., Salem, Mass. 
Filion, Geo., R., Salem, Mass. 
Frieman, H., Boston, Mass. 
Foster, J. LeRoy, Providence, R. I. 
Fellman, N. A., Woonsocket, R. [. 
Fellman, Herbert M., Woonsocket, R. I. 
Fickett, W. L., Concord, N. H. 
Freeman, Frank, Haverhill, Mass. 
Fellman, H., Woonsocket, R. I. 

Fellman, Herbert M., Woonsocket, R. I. 


a 
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Farrington, E. S., Kingston, Mass. 
Fuswell, P. A., Norwich, Conn. 
Fuswell, Albert J., Norwich, Conn. 
Fernald, E. S., Haverhill, Mass. 
Ferguson, D. S., Fall River, Mass. 
Frederick, A. L., Providence, R.. I. 
Freedman, M. A., Shreveport, Ia. 
Feldman, Samuel, Brooklyn, N. Y. 
Fisher, G. M., Salisbury, Md. 
Fox, James M., Rocky Mount, N. C. 
Fletcher, R. L., Durham, N. C. 
Frasier, Wm. G., Durham, N. C. 
Freeman, Samuel, Waterville, Me. 
Ford, Frank N., Norfolk, Va. 
Frisch, Gustav, A., Buffalo, N. Y. 


G 


Goldstein, N. B., Milwaukee, Wis. 
Gassett, Fred N., Bridgewater, Mass. 
Gealey, C. J., New Bedford, Mass. 
Gassett, George W., Bridgewater, Mass. 
Gilmore, A. G., Boston, Mass. 
Gerlach, William, Passaic, N. J. 
Greer, J. H., Ft. Worth, Tex. 
Greenspon, Abraham, Bluefield, W. V2. 
Gervais, W. A., Montreal, Canada 
Goodgeon, W. H., Westerly, R. I. 
Gray, B. B., Providence, R. J. 

Gray, Thos. B., Prcevidence, R. I. 
Grimes, G. Lawrence, Springfield, Mass. 
Grimes, G. C., Springfield, Mass. 
Garibaldi, Joe, Charlotte, N. C. 
Garibaldi, Joe, Jr., Charlotte, N. C., 
Gregory, L. L., Derby, Conn. 
Gurnee, Everett N., Fall River, Mass. 
Geoffrion, J. T., Manchester, N. H. 
Gordon, A. E., Shreveport, La. 
Grasmere, Henry, Newark, N. J. 
Graves, Calvin, Memphis, Tenn. 
Garnsey, A. E., Sanford, Me. 
Gifford, Ellis, Fall River, Mass. 

Given, Jas. B., Rochester, N. Y. 


H 


Hartman, B. C., Stanton, Va. 

Hill, Jonn F., Beverly, Mass. 

Homer, Geo. E., Boston, Mass. 
Howard, F. B., Rutland, Vt. 

Howley, Wm. C., Bridgeport, Conn. 
Hinckley, Myron L., Middleboro, Mass. 
Hayter, Chas. W., Lynn, Mass, 
Hampson, C. R., Northampton, Mass. 
Hollinger, A., New York, N.Y. 
Handy, Ellery A., Rochester, N. Y. 
Hahn, Samuel B., New York, N. Y. 
Hirschorn, I., New York, N. Y. 

Hess, Geo. J., St. Louis, Mo. 
Hufnagel, Edw. H., Mt. Vernon, N. Y. 
Hess, John P., Fond Du Lac, Wis. 
Hogan, J. J., Providence, R. I. 
Hirsch, M., Holyoke, Mass. 
Hungerford, Howard, Batavia, N. Y. 
Henderson, Chas. E., Asheville, N. C 
Harrington, Luther E., Boston, Mass. 
Hatcher, T. D., Fayetteville, N. C. 
Holmes, A. J., Lumberton, N. C. 

Holt, Mark E., Petersburg, Va. 
Hartdegen, C., Newark, N. J. 
Hausmann, Henry, New Orleans, La. 
Hambly, C. H., Philadelphia, Pa. 
Honebry, Leon F., Roanoke, Va. 
Hallenbeck, Prentiss W., Catskill, N. Y. 
Hallenbeck, Gerald R., Catskill, N. Y. 
Harbach, Paul D., Reading, Pa. 
Horne, W. G., Coeburn, Va. 

Hull, A. W., Wallingford, Cenn. 
Horton, Wm. H., Flint, Mich. 

Heintz, Geo. H., Cincinnati, Ohio 
Hewett, Herman S., Brockton, Mass. 
Hussey, J. F., Providence, R. I. 
Howes, L. P., Lee, Mass. 

Hine, Edw. L., Pittsfield, Mass. 
Higley, L. E., North Adams, Mass. 
Haskins, Gerald A., North Adams, Mass. 


I 


Irwin, R. J., Brooklyn, N. Y. 
Irwin, J. W., Brooklyn, N. Y. 
Inskeep, Jr.. Wm. A., Columbus, O. 


J 


josephso, C. L., Moline, Ill. 
Jahn, Chas. H., Enid, Okla. 
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“TWINWEDGE”’ 


Registered 











WALDEMAR SETS 


Our Latest Creation 


“GIFTS THAT LAST” 


ADE in 14K, 10K Gold, Sterling Silver 
|Mi and Sterling Silver, Gold inlaid. 
Re 


UNDREDS of designs, plain, engraved, 
engine turned, hand hammered, mono- 


gramed and mounted with fraternal | 


emblems. 
Ask for our DE MOLAY Buckles and sets. 


Insist that “TWINWEDGE” is stamped on every buckle | 


ORDER THRU YOUR WHOLESALER 


The L. F. Otten Mfg. Co. 


Creators of ““TWINWEDGE” Products. 
220 E. 4th St. 
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Game of the Year 
SPECIAL PRICES TO THE TRADE 


$16.50 to $50.00 


Which Is Our Special Imperial 


MANDARIN SET 
All Sets Reduced 


Score cards, Tile racks 


Standard Green Book of Instruction 


Instruction Given 


20% DISCOUNT ENTIRE STOCK 


Including 


KIMONOS, TEAKWOODS, FURNITURE, EM- 
BROIDERIES, CHINESE AND JAPANESE 
PORCELAINS 


Japanese Imported Silk Pongee, $1.50 value, 
special, 85c a yard. 


R. BENSABOTT 


116 South Wabash Avenue 
Between Monroe and Adams 


Chicago, IIl. 


September 5, 1923, 
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Jackson, Wm. H., Rochester, N. Y. 
Juergens, Weeks Rome, m, x 

Jenison, E. J., Framingham, Mass. 
Johnston. John B., Providence, R. I. 
Jacckle, A. J., Jersey City, N. J. 

Johnston, Louis, Providence, R. I. 
jueckle, Charles E., Passaic, oP 
Jenkins, Melvin P., Boston, Mass. 

Jackson, E. E., Tilton, N. H. 

Josselyn, William W., Attleboro, Mass. 


K 


Kantor, E., Montgomery, Ala. 
Kreger, J. S., Chestertown, Md. 
Kohler, C. Fred, Richmond, Va. 
Kelly, John A., Norristown, Pa. 
Kerr, Geo. L., Franklin, Mass. 
Keon, J. F., Willimantic, Conn. 
Kruckemeyer, B. L., Evansville, Ind. 
King, Arthur R., Reading, Pa. 
Kohler, Milton, Hagerstown, Md. 
Knight, Harry, Brockton, Mass, 
Kaplan, Samuel, Providence, R. I. 
Kahl, J. F., Pittsfield, Mass. 

Keer, Frederick, Newark, N. J. 
Kerns, G. Bruce, Lock Haven, Pa. 
Kiefer, Chas. M., New York, N. Y. 
Kahn, Alfred, Omaha, Neb. 

Kerr, Albert R., Boston, Mass. 
Krasnow, Joseph, Providence, R. I. 
Kahlbach, A. A., Buffalo, N. Y. 
Knecht, Edward, New Bedford, Mass. 
Kantor, Joseph, Cambridge, Mass. 
Kranich, Scl, York, Pa. 

Kranick, Abe, Lancaster, Pa. 

Kranich, Oscar, York, Pa. 

Keniston, F. C., Natick, Mass, 
Kingham, Jas., Boston, Mass. 

Klee, Eugene W., Rochester, N. Y. 
Klee, Louis G., Rochester, N. Y. 
Klee, Geo. P., Rochester, N. Y. 
Kuhn, B., Boston, Mass. 

Karski, Earl, Milwaukee, Wis. 
Kinzer, Chas. J., Mullens, W. Va. 


L 


LeRoy, J.. New York, N. Y. 
Lesperance, A. H., Boston, Mass. 
LeBlanc, H., New Bedford, Mass. 
lally, W. F., Meriden, Conn. 

Lohner, R. A., Worcester, Mass. 
lucier, Frank X., Putnam, Conn. 
Lake, G, Foxhall, Fall River, Mass. 
labby, Archille, Providence, R. I. 
Lamieux, Omer A., Providence, R. I. 
levee, Willard, Little Falls, N. Y. 
lucas, J. W., Viroqua, Wis. 

Leach, Elmer, Beaumont, Tex. 

little, E. O., Auburn, Ind. 

langford, Nathaniel, New York, N. Y. 
Lustig, J., Bridgeport, Conn. 

Lilet, Edwin F., Milford, Mass. 

Lee, A. E., Holyoke, Mass. 

Langner, Adolphe, Meriden, Conn. 
Lundstrom, H. W., Boston, Mass. 
Lindenstrutt, Peter, Pensacola, Fla. 
Leb, Ernest, New York, N. Y. 


M 


Marcus, Sam, Nashville, Tenn. 
Morin, Adelard, Norwich, Conn. 
McLeod, J. M., Haverhill, Mass. 
Mansfield, R, M., Springfield, Mass. 
Morin, Frank, Providence, = & 
Munroe, Raymond, Fall River, Mass, 
Munroe, ty. ae, Fall River, Mass. 
McDuff. Penj. 'F., Providence, R. I. 
Mullen, Jos. F., Fall River, Mass. 
Milluean, C., Providence, R. I. 
Millsean, M., Providence, R. I. 
danson, C. G., Wakefield, Mass. 
Mohr, Harry F., Salem, Mass, 
acomber, H, P., Boston, Mass. 
‘cul, A., Salem, Mass. 
4gnon, Alvin, Tampa, Fla. 
Madoir, Edmund, Lynn, Mass. 
tllor, Walter H., Michigan _ Ind. 
\ ¢t, Arthur J., Warren, R. 
_ N. A., New York, a y. 
er, U, S., Shreveport, La. 
=f Arthur G., Burlington, Vt. 
» Donald, Omaha, Neb. 








Mazer, Joseph., Omaha, Neb. 

Magee, B. W., Wallingford, Conn. 
Max, Murray, New York, N. Y. 
Mitchell, C. B., Salisbury, Md. 
Mount, W. E., Pueblo, Col. 

Mussina, Chas. C., Williamsport, Pa. 
Myer, Milsted, Deep River, Conn. 
Middleton, Earle L., Miami, Fla. 
Muench, Henry, Atlanta, Ga. 
McLaughlin, F. S., Winter Haven, Fla. 
Mullen, Jas. H., Fall River, Mass. 
McKenney, C. A., Greenfield, Mass. 
McKenney, W. A., Athol, Mass. 
Matham, S. M., Fitchburg, Mass. 
McCormack, H. C., Buffalo, N. Y. 
McCormack, Wells, Buffalo, N. Y. 
McLaren, Gordon, Hamilton, Ontario, Canada. 
Macklin, Alfred W., Providence, R. I. 
Mills, Harold, Brockton, Mass. 

Myer, Russell G., Saginaw, Mich. 
Mason, Edw. F., Fall River, Mass. 


N 


Nichols, Oscar E., Beverly, Mass. 
Nelson, D. C., Marion, Ohio. 
Newhall, Fred C., Lynn, Mass. 


O 


Olevson, S. A., Arctic, R. I. 

Odell, A. F., Quincy, Il. 

Ouellette, Leon T., Providence, R. I. 
O’Rourke, W. T., Providence, R. I. 


P 


Plaut, R. C., Norwich, Conn. 
Perreault, Henry J., Worcester, Mass. 
Perreault, N. H., Worcester, Mass. 
Plante, Arthur A., Fall River, Mass. 
Preston, W. B., Wallingford, Conn. 
Philbrick, Richard, Boston, Mass. 
Price, Harold H., Providence, R. I. 
Preston, Gerald F., Burlington, Vt. 
Phillips, L. E., Grand Rapids, Mich. 
Pratt, W. A., Wallingford, Conn. 
Pitcher, H. E., Bellows Falls, Vt. 
Paul, Frank B., Norfolk, Va. 
Parkhurst, Fred L., Fitchburg, Mass. 
Parish, Russell W., Burlington, Vt. 


Q 


Quimby, R. ‘A., Claremont, N. H. 


R 


Roberts, R. S. W., Whitinsville, Mass. 
Rihn, Maurice W., Pittsburgh, Pa. 
Roebuck, H., New Bedford, Mass. 
Roebuck, Ernest H., New Bedford, Mass. 
Richman, Leonard J., Se. Manchester, Conn . 
Russert, Frank X., Cleveland, O. 
Rafferty, John B., Boston, Mass. 
Raye, Fred E., Lynn, Mass. 

Robidoux, Wm. G., Providence, R. I. 
Roberts, Lee, Bristol, Conn. 

Rouback, Edward, New York, N. Y 
Rouback, John C., New York, N. Y. 
Rindt, Wm., Richmond, Va. 

Roessler, Ralph, Marion, Ind. 

Rich, John, Painesville, O. 

Rosenfeld, Arnold, Baltimore, Md. 

Reed, Ray, Chariton, Ia. 

Roberts, L. A., Martinsburg, W. Va. 
Roth. Paul S., Reading, Pa. 

Ralston, Jas., Weston, W. Va. 

de la Ruessille, P. J., Red Bank, N. J. 
Rodgin, Henry, Bluefield, W. Va. 
Robertson, David, Framingham, Mass. 
Rand, Wallace, Boston, Mass. 

Roark, B. F., Charlotte, N. C. 

Ricard, Frank, Lowell, Mass. 

Rousseau, O. J., Fall River, Mass. 
Reed, Wayne M., Montpelier, Vt. 
Randall, H. R., Brattleboro, Vt. 
Rooney, Thos., Fall River, Mass. 


s 


Sarolainer, Alex, Virginia, Minn. 
Sarolainer, Peter, Virginia, Minn. 
Strand, H. R., Ayer, Mass. 

Slater, David L., Cambridge, Mass. 


Stafford, H. Ernest, Providence, R. I. 
Sheehan, Henry M., North Adams, Mass. 
Stearns, Frank F., Keene, N. H. 
Savitt, Robert B., Hartford, Conn. 
Savitt, Wm. M., Hartford, Conn. 
Sorenson, H. S., Wakefield, Mass. 
Scott, O. C., Waterbury, Vt. 

Stone, Arthur, Lynn, Mass. 

Stuart, G. W., Concord, N. H. 

Smith, Arthur W., Woburn, Mass. 
Shawdee, W. M., Providence, R. I. 
Stern, Walter, Muskogee, Okla. 
Sharfman, Nathan, Worcester, Mass. 
Streeter, Wilson A., Mount Vernon, N. Y. 
Stecher, Henry T., Milwaukee, Wis. 
Sarsen, H. C., West Palm Beach, Fla. 
Seller, W. F., Altoona, Pa. 

Showers, B. R., Williamsport, Pa. 
Smith, Robert C., Manhattan, Kans. 
Smith, Theodore K., Manhattan, Kans. 
Schneiderman, W., New York, N. Y. 
Stouthamer, John H., Milwaukee, Wis. 
Spector, Benj., New Haven, Conn. 
Smith, Weld. I., Waltham, Mass. 
Sluther, Geo. H., Newark, N. J. 
Shipley, Robt. M., Wichita, Kans. 
Sunderlin, Chas. E., Rochester, N. Y. 
Suter, L. W., Seattle, Wash. 
Schreiber, H. C., Waynesburg, Md. 
Smith, Louis S., Beverly, Mass. 
Stiles, J. E., Wells, Minn. 

Stern, Herman C., Chicago, IIl. 
Sharick, P. F., Ashland, O. 

Stifft, Perry W., Little Rock, Ark. 
Sullivan, Hewlett, Greenville, S. C. 
Sylvan, Gustaf, Columbia, S. C. 
Schomburg, Fred H., Columbus, Ga. 
Schlecter, G. A., Reading, Pa. 

St. Jean, Irenee, Montreal, Quebec, Can. 
Schwemmer, Arthur, Reading, Pa. 
Stern, H. L., Muskogee, Okla. 
Stever, J. Chas., Boston, Mass. 
Searles, O. S., Vermont. 

Saffcrd, Percival H., Rochester, N. H. 
Sinclair, C. H., Concord, N. H. 


T 


Turgeon, George V., Lewiston, Me. 
Terheyden, Charles J., Pittsburgh, Pa. 
Terheyden, H., Pittsburgh, Pa. 
Taylor, Trueman B., Boston, Mass. 
Tack, Jean R., Newark, N. J. 
Titmus, E. H., Petersburg, Va. 
Thurber, W. G., Providence, R. I. 
Thurber, Wm. H., Providence, R. I. 
Thuotte, A. D., Arctic, R. I. 
Thomas, E. O., Leominster, Mass. 
Thompson, A. S., Brattleboro, Mass. 
True, Geo. W., Middleboro, Conn. 
Tourner, Henry P., Bloomington, Ind. 
Todd, Frank M., Bridgeport, Conn. 


Vv 


Vaughn, Alden, Pawtucket, R. I. 


W 


Whittums, H. A., Boston, Mass. 
Wagner, George W., Fall River, Mass. 
Wippich, John F., Ipswich, Mass. 
Wilson, C. E., Norwich, Conn. 
Worthkey, E. G., Amesbury, Mass. 
Weber, Fred, Meriden, Conn. 
Williams, John, Fall River, Mass. 
Wilson, Carl H., Providence, R. I. 
Wonson, Alonzo T., Fall River, Mass. 
Waring, Henry B., Fall River, Mass. 
Wood, James, Bennington, Vt. 
Whitney, Geo. W., Lynn, Mass. 
Wuillenmier, Ernest, Providence, R. I. 
Westcott, A. G., Lynn, Mass. 

Wise, O. A., Huntington, W. Va. 
Wolf, Abraham, New York, N. Y. 
Weil, Nathan, Jacksonville, Fla. . 
Wielsen, Walter S., Lorain, O. 

Wood, Jas. H., Fall River, Mass. 


Y 


Young, J. L., Winston-Salem, N. C. ‘ 
Yudelson, Leo., Athens, Ga. j 


Z 


Zookurts, Lancaster, Pa. 3 


= 
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Bringing Us Near to Our 
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Customers 


awit“ UR New 1924 Catalog will enable 


= you to select your merchandise in 


your spare moments. 


Fully illustrates most of the well-known 
makes of popular-priced merchandise. 


Write us today for your copy. 


It will be 


sent free on request. 


AISENSTEIN & GORDON 


712-14 Sansom St. 


Wholesale Jewelers 


Philadelphia, Pa. 

















The A. M. Sensitive 
Drilling Machine 


Willi solve your drilling problems—save you 
time, labor, money. 

Drilling with the A.M. Sensitive Drill Press will be 
a revelation to you. Accuracy is assured under all con- 
ditions even when driving drills as small as .010 inch. 


Try an A.M. 10 
Days and Be 
Convinced 


A booklet full of 
drilling informa- 
tion—of interest 
and value to you— 
is yours for the 
asking— 


Write for it 
today. 


ADOLPH MUEHLMATT 
5th & Elm Sts. Cincinnati, Ohio 





NOW THAT YOU HAVE BEEN | 
TO PROVIDENCE 


We were glad to meet you. You will be happy 
that you became acquainted with our products 
which comprise— 


Mechanical Pencils 

Collar Pins 

Veil Pins 

Separable Cuff Buttons. 
And unfinished lines in 

Emblem Findings 

Specials of any description 

Screw Machine Products 

Eyelets, etc. 


If you have a Radio Department be sure to see 
our winners: 


Vernier Variable Condensers 
Telephone Jacks 

Contact Points 

Switcher, etc. 


Sold Through Jobbers Only. 


James C. Doran & Sons 


Doran Bldg., 150 Chestnut, Providence, R. I. 


—— 
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They Are Just Off the Press! 


And they are — ; | | Send for your 
FREE ARISTIAAS FREE 
to Retail Jewelers Ve SS BNGBR samples today 






















TRIM THE TREE WITH GIFTS THAT LAST™ 


{SF Ebeling S06 


Telephone?. Rell 42-W Kiatook 622-L 
411 West Thind Se. ALTON, ILLINOIS 





Three Real Business Builders 
That Excel in Sales-Creating Qualities! 


Seasonable Gifts Christmas Messenger Christmas Catalog 
During the Summer and Fall, The merchant who considers For mailing about Decem- 
when business is normally it necessary to limit his ap- ber 1, we recommend this 
quiet, many sales can be propriation will find this piece beautiful catalog because of 
created by mailing out a of advertising most appealing. its unusual “Sales-Creating” 
quantity of this attractive It’s economical and _ very qualities. It gets the busi- 
four page folder. effective. ness. 


FREE TO RETAIL JEWELERS J-23 


THE ARNSTINE BROS. CO. 
4614 Prospect Ave., Cleveland, O. 


Without expense or obligation, please send us the following sam- 
ples: (Put an X in the square to indicate samples wanted.) 


This is distinctly your oppor- 
tunity to increase your Fall and 


Holiday Sales. 


C) Catalog CL] Christmas Messenger [] Seasonable Gifts 
° ° ° ° Christmas Letter Time Payment Advertisin 
If one of your aims in life is W ' osteitis . 
¥ ‘. NS Eh SOM ded ee Le. DERBETERAOAMMDEE BARE SRE me eNeiowehadeenEme 
to increase business—fill out it 
and mail the coupon today. EE ee ee Ae ee ee Ce Rk ens Sere 


FREE—! you send this Coupon properly signed, we will mail you FREE OF 
CHARGE a set of price cards for your window display. 


SE Se ee eeeeeenuaeeaseeaaeees | 
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The Balance Sheet 


of the average Jeweler shows a nice profit at the 
end of the year. Nevertheless, you have no real 
cash to show for it. 


Where is the Money? 


The profit your figures show is in dead stock, slow sellers 
and shop-worn goods. It is a paper profit, but not a real 
tangible asset. Ask the CONN-SWANN combination to 


demonstrate to you how we can convert the 


DEAD Stock Into LIVE Dollars 


Our methods are totally different from the usual pro- 
cedure. We sell all your undesirable merchandise the 
opening days of the sale. This makes the last days of sale 
even stronger than the first and what was formerly figured 
as paper profits becomes in a few days 


JOHN A. CONN Real Cash in the Bank ROBERT E. SWANN 


Get busy right now and let us map out your sales campaign. The Fall season will soon be here and now is the time 
to book us for choice dates. Delay means lost opportunity. Two high-class sales experts at your service every minute 
of the selling. A new deal in the auctioneering deck. Bear in mind that we send no substitutes. We conduct all sales 


personally. 

We have just completed the selling of the grand old firm of E. L. Entrikin, Findlay, Ohio,—45 years in the same loca- 
tion. We closed out the stock and fixtures completely to the last dollar. Write them as to our methods and salesman- 
ship which handled one of the most phenomenal sales ever held in Northern Ohio. The results we attained prove 


once more as in the past that our methods are right. 


Wire, Phone or Write. CON n && SWw AN a - We Are Always Busy. 


Western Office Successors to J. A. CONN Los Angeles Office 


Woolworth Bldg. 719 Hippodrome Bldg. CLEVELAND, O. 624 Metropolitan Bldg. 
OMAHA, NEB. Long Distance Phone Cherry 374 Night Phone Lakewood 241-J LOS ANGELES, CAL. 


A. E. GREGORY, Auctioneer 


10 So. Wabash Ave. CHICAGO 


Phones—Central 2548, Maywood 852R 





























When contemplating an auction sale for the purpose of raising money, reduc- 
ing stock or closing out, it will be to your interest to write or wire me for 
terms and date. I guarantee to do either of the above without loss to you of 
money or prestige. I personally conduct all sales assisted by a high class 
auctioneer when two are required, giving the services of two salesmen at 
one price. Kindly state size of store, location, and about the size of stock 
in first letter. It saves delay. 

Golden Rule ‘ 

Correspondence always confidential 



































Gold, Silver Refraction and Motility 
a of the Eye 


a 
Platinum With special chapters on Color Blindness, Field of 
Vision, The Relation of Functional Eye Diseases to 
General Medicine. By Ellice M. Alger, Adjunct Pro- 


Refiners and Assayers fessor of Diseases of the Eye in the New York Post- 


Graduate Medical School and Hospital, etc. 122 Illus 
trations. Extra Cloth. 376 pages. Price, $2.50 net. 


Tt. B. HAGSTOZ @ SON THE OPTICAL PUBLISHING CO. 
[_ 709 Sansom St., Philadelphia 11 John St. New York 


a> wens 
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Full Report of the A. N. R. J. A. Convention 


Echoes of the Convention 
(Continued from page 173) 


made and saw that the people of that city were 
jept informed of the important events transpiring 
from day to day. 
o * - 

As usual, Joe Mazer was funmaker in chief. 
Whether at the outings or at the hotel, he was 
dways the leader of a crowd that would start the 
singing or the games, and many new songs were 
introduced to the jewelry trade through the efforts 
of Joe and “Billy” Rindt, the trade’s poet laureate, 
ad others. One of the most popular songs was: 

I am a little bracelet watch, 

The man who made me was a botch, 

If you want to have some fun, 

See if you can make me run. 


which was followed by a pirouette of the singer 
holding his finger on his head. “Yes, we have 
sme bum watches” was another favorite, and of 
course, “L’il ’Liza Jane.” 

_ * * 
The Providence convention was a nice place to 
spend a honeymoon and though we won’t mention 
the names of those who were on it, it was known 
to some of the jewelers and the bride and groom 
were made to realize it. 

* * * 


All the southern States showed up well in big 
delegations and especially North Carolina, whose 
members held a luncheon Wednesday at which there 
were 23 members, more than at some of the orig- 
inl conventions of the State associations. Pro- 
wortionately, Florida also is to be congratulated on 
her big delegation, having men represent every 
sction of that commonwealth. 

- * * 


As usual, Max Hirsch-was there, this time ac- 
companied by his wife and his father, who is a 
jeweler of Holyoke, Mass. Mr. Hirsch, who for- 
merly represented the Omega Watch Co., is now 
in business for himself in Chicago and received 
many congratulations and well wishes for his suc- 
cess in his present venture. 

* * * 


Secretary Anderson was as usual on the job 
and the effect of his work was seen, though it was 
done without “brass band” or ‘“‘lime light.’’? Andy’s 
work is done quietly but effectively, and he also 
had time to meet the hundreds of his friends who 
wanted to greet him. 

* * * 


Conrad J. Brotherly, national treasurer, doesn’t 
ak unless he has something to say and he did 
have something to say at the conference Monday, 
vhich was listened to attentively by manufacturer, 
wholesaler and retailer alike. 

* * * 


Past President Charlie Evans, who was chair- 
man of the Resolutions Committee, worked like a 
Trojan and he and his associates spent many hours 
Wednesday evening in getting the resolutions inte 
ashape that they would express the uniform senti- 
ment of the organization. 

* _ 


William A. Enhaus, New York, was one of the 
imterested visitors among the New York delegation. 
* * * 
The Bronx Retail Jewelers’ Association as usual 
lad a fine delegation, headed by Past President 
Falkenstein and Secretary Murray Max. They 
‘rived early Monday morning and were on deck 
“roughout the entire sessions. 
* * * 


_pilis Gifford, of Fall River, was again one of 
the war horses,” but this time acted also in the 
‘apacity of host. 


* * * 

George J, Hess, of St. Louis, was warmly 
seeted and was in consultation with many of the 
ers of the organization during the proceedings. 

* * * 
aatiter Mellor was everywhere. When he was 

“* atranging to collect the certificates or giving 
we tickets he was running the breakfast con- 
‘ences, 


* * * 


As usual, “Billy” Rindt and Ralph Roessler 
Sayed together and traveled together. 





Henry Stecher as the director of exhibits had 
some, job but he is such an old hand at the work 
that it came easy. 

* * 

From the far northwest, from Seattle, came L. W. 
Suter. 

_ — * 

Charlie Sunderlin and E. J. Scheer were among 
the prominent men of the Rochester delegation who 
did their part. 

_ * * 
Norbert Bertl, of Newark, took in everything. 
* * * 

Fred Day, of Winston-Salem, and Bill Frazier, 
of Durham, upheld the honor of North Carolina 
and made the visitors realize that that State pro- 
duced some big men, 

~ * * 

Charlie Hambly was prominent in the Pennsyl- 

vania delegation. 
* * 
Of course, J. F. Kahl, of Pittsfield, Mass., was 


there. 
* . * 


E. O. Little, of Auburn, Ind., did his part and 
read the report for the Business Practice Com- 
mittee. President Hufnagel’s tribute to him as 
one of those whose work made possible the adop- 
tion of the Code of Ethics was appreciated by 
Little’s friends. E 

* * * 

Harry McCormack, of Buffalo, was one of those 
who enjoyed the dances out at Rhodes’, as did 
Mrs. McCormack, who accompanied him. 











The Effect of the Convention 
(Continued from page 157) 


sister jewelry centers in nearby Massachu- 
setts. It advertised Providence to the whole- 
saler, to the outside manufacturer, to the 
refiner as it had never been advertised be- 
fore. It brought people in these lines to 
the city who had not been to it in years 
and many who had never been to it at all, 
with the result that the New England jewel- 
ers’ interests will feel the effect of this for 
years and years to come. Third and lastly, 
it advertises the-jewelry trade of Providence 
to the people of Providence in a way that 
made them realize what an important in- 
dustry they possess. The thousands of vis- 
itors with the badges of their association 
crowded Providence streets, parks and build- 
ings in every section. The signs in the store 
windows, the decorations on the City Hall 
and the different buildings made the ordinary 
citizen realize that they were welcoming 
people from all over the United States 
who were a part of the great industry of 
which Providence is the leading center. 
How big this industry, how important it 
was, they never appreciated until they saw 
the mass and character of the delegates who 
flocked to the sessions at the Providence- 
Biltmore Hotel. The advertisement given to 
Providence itself as a city also is a valuable 
result of the convention because many of 
these visitors had come for the first time 
and learned what a beautiful, interesting and 
important city it had grown to be. Their 
visits will long be remembered and create 
a continuous desire to come back. 


aon 
an 


Thieves recently broke into the jewelry 
store of E. P. Peterson at Bemidji, Minn. 
They stole pearl necklaces, wrist watches, 
men’s watches, pins, and a quantity of small 
jewelry. Entrance was gained to the store 
by breaking down the door in the rear of 
the establishment. 








Atlanta, Ga. 


Joseph Siegel, prominent jeweler of Cov- 
ington, Ga., was a visitor to Atlanta during 
the week. 

H. A. Nooner, Lagrange, Ga., was in At- 
lanta during the week on a buying expedi- 
tion for his store. 

T. E. Latham, of Latham & Atkinson, is 
expected home next week from a vacation 
and pleasure trip to the Michigan woods. 

T. H. Wynne, Griffin, Ga., was a visitor 
to Atlanta during the week, as was also C. 
N. Whitmire, Griffin, and P. A, Hughes, 
Commerce, Ga. 

Myron E. Freeman and his brother, Ben- 
jamin Freeman, have just returned from a 
yacation which they spent on an automobile 
trip touring New York State. 

H. M. Atkinson, of the firm of Latham & 
Atkinson, prominent Atlanta jewelers, is 
planning on taking his vacation next week. 
Mr. Atkinson expects to go to Tennessee for 
a couple of weeks. 

The Beasley & Taylor Co., Atlanta’s new- 
est jewelry store, had everything in readi- 
ness to open up for business Sept. 1. The 
store, 74 Whitehall St., is in the heart of 
the city’s business district. 

Mr. Wynne, of the Wynne Jewelry Co., 
wholesale jewelers, has just returned from 
a trip through Alabama in the interest of 
his business. Mr. Wynne reports conditions 
as excellent throughout that territory. 

J. D. Madigan, manager for the Atlanta 
district office of the Gorham Co., left Aug. 
30 for an extended trip, covering the south- 
east and southwest. Mr, Madigan expects 
t® be gone at least a month and perhaps 
longer. F. C. Hecker, representative of the 
Gorham Co., was a visitor in Atlanta dur- 
ing the week, making this city his headquar- 
ters in visiting towns in the vicinity. 

B. F. Beasley, Sr., a prominent jeweler 
of Fayetteville, N. C., and the father of B. 
F. Beasley, Jr., well-known Atlanta jeweler, 
formerly with the J. J. Bookout Co. and 
now a member of the new firm of Beasley 
& Taylor, was the victim of a serious acci- 
dent during the week. Mr. Beasley had sold 
out his business in Fayetteville, and was 
preparing to pay a visit to his son in At- 
lanta before opening up a new shop at Brev- 
ards, N. C., when the car he was driving 
went over an embankment on the road and 
overturned, the accident taking place about 
two miles outside of Griffin, Ga. Mr. 
Beasley was pdinfully bruised, as was Mrs. 
Beasley. The most seriously injured mem- 
ber of the party was Beasley’s grandson, 
“Billy” Hood. He sustained a fractured 
skull and other serious injuries as the car 
turned over on top of him. At present 
“Billy” Hood is in the hospital at Griffin, 
Ga., where it is not yet known whether or 
not he will recover. Mr. and Mrs. Beasley, 
although bruised, are able to be out. 











Dr. C. H. Kittrell, Dublin, Ga., has an- 
nounced that he has retired from the jewelry 
business and that he will devote his entire 
time to the profession of optometry. E, I. 
Knight, Way Cross, has taken over the 
jewelry business. 
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Joseph DeBaggis, with George L. Kerr, at 
Franklin is enjoying a two weeks’ vacation. 

The Enterprise Ring Co., 106 Gesler St., 
is conducted by Joseph A. Petrozella and 
Joseph A. Albert. 

J. Parker Ford has been on an extended 
western trip for his concern, returning home 
Thursday morning. 

John O'Neil, formerly of O’Neil & Black, 
who has been on the sick list for several 
months, is convalescing. ; 

The Weybosset Diamond Co. is to remove 
shortly from 199 Weybosset St. to the corner 
of Weybosset and Dorrance Sts. 

Edward F. Speidel, of the Automatic Gold 
Chain Co., is taking a 10 days’ recreation 
trip by automobile in the Adirondack Moun- 
tains. 

George W. Dover has started in business 
at 116 Chestnut St., manufacturing a pat- 
ented line of bracelets, La vallieres, ear- 
rings, etc. 

Harry T. Daniels, Jr., has severed his con- 
nection with the Hope Optical Co. to accept 
a. position with Frederick Hamilton, Mat- 
thewson St. 

Louis S. Gottleib has filed information 
that he is the proprietor of the business con- 
ducted at Eddy and Waybosset Sts. as 
Godlove—The Jeweler. 

Lippitt Bros.’ retail jewelry store, I. M. 
Lippitt, proprietor, 175 Thames St., New- 
port, is selling out at auction and announces 
retirement from busjness. 

A. Anderson has installed a chronometer 
in his store window, 74 Main St., East 
Greenwich, which is connected with the 
Ladd Observatory, this city. 

Lewis S. Darling, of Pollard & Darling, 
and wife entertained at a family reunion 
last Sunday at their Summer home at Coles, 
where an _ old-fashioned clambake was 
served. 

Providence as a city has been in the hands 
of the jewelers owing to the big convention 
of the A. N. R. J. A. at the Providence- 
Biltmore which began Aug. 27 and lasted 
until Friday, 

The firm of Ward & Ochs, 514 Westmin- 
ster St., have dissolved partnership, Mr. 
Ochs retiring to accept a position with the 
Hope Optical Co. and Dudley Ward con- 
tinuing the business. 

Percy W. Hatch, who has been in the 
manufacturing business here for a number 
of years, has discontinued and is removing 
to Albany, N. Y., where he has accepted a 
position at Quayle’s. 

Employes of the Daniel & Abel Jewelry 
Mfg. Co. were guests of the firm at an out- 
ing and field day down Narragansett Bay 
last week, an excellent clambake being one 
of the principal features of the day. 

The Universal Chain Co., one of the 
Forstner group, has removed from North 
Main St., this city, to Hilton, N. J., a 
suburb of Newark, where they have taken 
a shop in the Ernest G. Bek building. 

Miss Annie L. Wild, who for several 
years was associated with her father, the 
late S. S. Wild & Sons, enamelers, is now 
doing special enamel painting in both hard 
and soft enamels, at 252 Friendship St. 
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After putting in a strenuous week at the 
retail jewelers’ convention in this city the 
past week, Major John J. Collins, with the 
Ostby & Barton Co., returned to Fort 
Wright, on Fisher’s Island, N. Y., for the 
remainder of his period of duty. 

R. Livingston Beeckman, of Newport, a 
stockholder and director of the International 
Silver Co. and a former Governor of Rhode 
Island, was married at Bar Harbor, Me., on 
Saturday to Edna Marston Burke, daughter 
of the late Edwin Marston, of Florham 
Park, N. J. 

The case of Scofield, Melcher & Sco- 
field, Inc., of Plainville, against the Ex- 
celsior Mfg. Co. on book account was called 
in the civil session of the Sixth District 
Court before Judge Wright on Thursday 
and decision given for the plaintiff for 
$415.86 and costs. 

An overheated oven ignited its contents at 
the plant of the American Enamel Co. on 
Neville St. the other day, filling that part 
of the plant with smoke and giving the im- 
pression that a serious blaze was under way. 
An alarm was sounded but the fire was ex- 
tinguished with slight damage, being con- 
fined to the contents of the oven. 

William Loeb entertained the Rhole Is- 
land Philatelic Society last Wednesday eve- 
ning at his Summer home at Riverview. 
This is an annual event and is looked for- 
ward to by the members with much pleasure. 
An exhibition of foreign stamps was a fea- 
ture of the evening, after which a Dutch 
supper was served by Mrs. Loeb. 

J. H. O’Neil & Co. had the contract for 
the badges for the National Letter Carriers’ 
Association 24th annual convention in this 
city this week. They were from special de- 
sign, in which the State coat of arms, the 
seal of the organization and other symbols 
were cleverly interwoven. Some were in 
bronze, others in gold plate and more than 
5,000 badges were used. 

The Irons & Russell Co. Relief Association 
held its annual outing last week at the Chop- 
mist Hill Farm in Scituate, where an en- 
joyable time was had. Among those who at- 
tended were Charles F. Irons, & years of 
age, who had as his special guest Davis 
Hubbard, for many years an employe of 
the concern, who is now 94 years old. Games 
were played, for which numerous prizes were 
awarded, and late in the afternoon a clam 
bake was opened. There were more than 
100 in the party. 

Among the jewelry buyers who were re- 
ported in this city and vicinity were the fol- 
lowing: Mr. Poage, of Clifford B. Poage & 
Co., Columbus, O.; Mr. Barish, of Max 
Barish & Bro., New York city; Mr. Bates, 
of Miller & Rhoades, Inc., Richmond, Va.; 
P. Shapiro, of S. Shapiro & Co., Montreal; 
Mr. Clark, of S. H. Kress & Co., New York 
city: Mr. Sabbath and Mr. Shapiro, of J 
L. Sabbath & Co., Montreal; Mr. Goldstein 
and Mr. Kurski, of The Boston Store 
(Herzfield-Phillipsan Co.), Milwaukee, Wis. 

Wednesday being the last half holiday of 
the Summer the Buyers Club of the Pfeifer’s 
store held the final outing. The entire club 
consisting of buyers, assistant buyers and 
floor superintendents met at the store at 
2:30 o’clock and went to The Hummocks 
at Hamilton, in automobiles. Arriving 
there they enjoyed various games, after 
which they repaired to the dining room 
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where a sumptuous dinner was served, Af. 
ter a brief business meeting everyone joined 
in the dancing and a thoroughly enjoyable 
time was had by all. 

Frank G. Pickard, 32, of 41 Liberty St, 
Arlington Village, Cranston, waived ex. 
amination to the charge of larceny of more 
than $500 in gold flat stock from the plant 
of the Rex Mfg. Co., 14 Blount St., when 
arraigned in the Sixth District Court be. 
fore Judge Wright last Friday morning. He 
was adjudged probably guilty and held ip 
$1,500 bail for appearance upon the findings 
of the grand jury and was released upon 
the necessary bail being furnished. He was 
arrested by Headquarters Inspector John J, 
McGuire as he was leaving the plant. For 
some time the firm had been noticing short. 
ages in their stock and notified the Jewelers’ 
Protective Association, who placed the mat- 
ter in the hands of its investigation depart- 
ment under B. M. Goldowsky. With the 
assistance of the latter’s agents, together 
with the police department, suspicion finally 
pointed to Pickard, who has been employed 
by the firm for the past four years as head 
power pressman in the press and stamping 
department. The young man was kept m- 
der strict surveillance and last week it was 
decided that an opportune time had arrived 
to take him into custody. He was taken to 
police headquarters and questioned by Chief 
Inspector James Ahern and Captain John 
T. Haran and after some time admitted, ac- 
cording to the police, taking gold stock to 
the value of more than $500 and told of 
sending part of the stolen property to a 
New York firm, refiners of gold and silver 
scrap. 
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Fred Brigham spent the week-end at 
Swampscott with friends. 

Albert Totten left last week for Nova 
Scotia, where he will spend a three weeks’ 
vacation. 

The local jewelers contributed their motor 
cars last week for the transporting of the 
delegates to the jewelers’ convention. 

The Mason Box Co.’s baseball team won 
the Twilight league pennant last week by 
defeating the Websters by a score of I 
to 0. 

The price of electricity will be reduced 
to 6 cents per kw. hour next year by th 
municipal light plant. This will give the 
town as low a rate as any town or city # 
the State. 

Gerald Riley, who graduated last Junt 
from Dartmouth College, is now connecté 
with the Geo. L. Paine Co., of which his 
father is one of the owners. The youlg 
man will learn the jewelry business. 

Frank Kennedy left Thursday for Revert 
to attend the funeral of John Mack, ti 
Yale trainer. The trainer was well know! 
in North Attleboro. He trained the lal 
George A. Chisholm while he was in 

Orin Clifford, chairman of the com 
mittee in charge of the banquet to be! 
Nov. 10 by the North Attleboro Republica 
committee, has received word that Governor 
Channing Cox will be present on that & 
casion. 
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Louis DeRoy, of Louis DeRoy & Bros., 


ad the members of his family have returned 


fom a visit to Atlantic City. 

A. J. DeRoy, of Jos. DeRoy & Sons, re- 
wmed recently from abroad on the Levia- 
jn, It was his first buying trip to Europe. 
Albert DeRoy, the well known Smithfield 
g, jeweler, and the members of his family 
ve been at Atlantic City for a protracted 
day. They are expected to return this 
week. 

Walter Bonn, of the M. Bonn Co., who 
yas married recently, is returning next week 
fom the Canadian Rockies, where the couple 
gent their honeymoon. Mr. Bonn and his 
ride will receive a most cordial reception on 
teir return to Pittsburgh. 

C. A. Schulldice, assistant treasurer of 
the Heeren Bros. Co., has just returned from 
a extended Canadian trip, bringing his fam- 
jy home with him. Secretary George W. 
Rest of the same house also is back with 
Mrs. Best from an eastern trip. 

Herman Cerf, one of the members of the 
frm of the M. Bonn Co., is exceedingly op- 
imistic as far as the outlook for Fall is 
oncerned. Mr. Cerf says that his house 
isvery busy at the present time in filling or- 
des sent in by traveling men and that nov- 
dty goods continues very good. 

lsaac DeRoy, jeweler, and Edgar J. Kauf- 
mn, of Kaufmann’s department stores, are 
t Detroit, where Mr. Kaufmann has en- 
teed his yacht in the yacht races of the 
wming week at that place. Mr. Kaufmann 
las been spending the last month or two 
wring the lakes with his boat. 

Considerable damage was done to the shop 
d the B. M. O’Hanlon, Jenkins Arcade 
ilding, a few days ago when there was an 
aplosion in the place, followed by a fire. 
The machinery was damaged to considerable 
atent, and members of the jewelry trade 

lave expressed their sorrow because of this 

treak of hard luck. 

Emil Freyer, of the Samuel Weinhaus Co., 

turned last week from a buying trip to 

New York and other eastern points. Mr. 

Hyer says that he found most concerns 

ity busy and that the only trouble experi- 

ted is obtaining goods, there being some 
tifculty in getting prompt deliveries in some 
ins, He is optimistic as far as Fall busi- 
ws is concerned. 

W. H. Hofmann, of Heeren Bros. Co., 

%s his concern expects to receive some 

tty large orders for badges in the near 

ture. The factory was closed Saturday 
wet Labor Day to give the employes a de- 
ited and needed rest. Mr. Hofmann says 
that road salesmen are sending in good or- 
és and that if business continues to show 

Present rate of progress the jewelers 
tserally will have a prosperous year, as his 

'™ as well as others of this section are 

bing a splendid trade. 


On next Monday night the members of 
il Credit Men’s Association will 

" their first Fall meeting and the first 
it session in several months. At that 
#tommittee will be chosen to nominate 
‘for the ensuing year. President L. 

‘ne ww Of the association, has returned 
his vacation at Bedford Springs. 
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John R. Jackson, of the John M, Roberts 
& Son Co., who is chairman of the State 
membership committee of the organization, 
is completing the personnel of his committee. 
An unknown thief early last Friday morn- 
ing broke the show window of the Bellman 
jewelry store at Homewood Ave. and Ben- 
nett St. with a padded brick and made away 
with around $700 worth of jewelry, so the 
police report of the affair stated. The store 
is situated in the East End section of the 
city, and the robbery is supposed to have 
taken place before daylight. The theft was 
discovered by a man passing the place while 
on his way to work. The stolen goods con- 
sisted largely of rings, pins and other pieces 
of jewelry. This is the first window smash- 
ing in Pittsburgh in several weeks. There 
is no clue to the perpetrators of the theft. 











The balance of the stock of the late 
George Rieger is being sold at auction, it 
being the decision of the heirs that the stock 
should be disposed of. 

A. J. Weisbard, special representative of 
the Arlington Comb Works, New York, dis- 
played his line of hair ornaments and jewelry 
novelties to Louisville jewelry concerns re- 
cently. 

The jewelry establishment of Roth Bros., 
618 Fourth Ave., was robbed a few days 
ago by thugs who are still at large. Rings 
and watches with an aggregate value of 
$300 were stolen. 

George H. Thomas, Chicago, representing 
the Deman Chain Mfg. Co., the Edward 
Todd & Co., Sharling & Co., and C. A. 
Vanderbilt, was in Louisville recently call- 
ing on local jewelers. 

Charles L. S. Read, who has been spend- 
ing his vacation in the east, accompanied 
by Mrs. Read, is back at the “old grind” 
again. Since returning to Louisville, Mr. 
Read has sold his home on Eastern Park- 
way and has moved into an apartment on 
Gray St. 

Brainard Lemon, president of the Lemon 
& Son jewelry store, returned recently from 
a trip of several months in England and 
on the continent. Mrs. Ament, wife of 
Nolte Ament, of Lemon & Son, left Louis- 
ville a few days ago to join friends at At- 
lantic City. 

The jewelry store of William G. Young, 
351 Spring St., Jeffersonville, Ind., sustained 
a $60 loss recently, when a thief, after 
breaking a show window with a pavement 
block, grabbed two wrist watches and got 
away before any alarm could be given by 
people who heard the crash. 

Two members of the William Kendrick & 
Sons business force are still away on vaca- 
tions. One of these is William P. Kendrick,. 
a member of the firm, who is on a motor 
trip in Canada at the present time. Before 
returning to Louisville, Mr. Kendrick will 
motor to New York and Washington. Miss 
Dena Riehle is still absent from the Ken- 
drick establishment on a vacation visit in 
Cincinnati. ’ 

A great deal of enthusiasm is being mani- 
fested among local merchants over the pro- 
posed construction of a new highway bridge 
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over the Ohio River. This bridge, which 
will cost between $3,000,000 and $4,000,000, 
will have a 60-foot roadway. Other move- 
ments, which are securing the hearty sup- 
port and co-operation of every forward- 
looking merchant in Louisville, are those 
tending to provide better parking laws, 
cleaner streets and less smoke. Local jewel- 
ers have suffered with dealers in other lines 
from the lax laws which have heretofore 
regulated these nuisances, consequently they 
are among the leaders in the Greater Louis- 
ville Movement. 

The following commercial travelers have 
been in Louisville within the past week or 
10 days, calling on the local trade: Ernest 
A. Rose, Weigle & Rose Co., Newark, N. J.; 
W. E. Hatch, Charles E. Hancock Co., 
Providence, R. I.; Donald Harris, Allsopp 
& Allsopp, Newark, N. J.; N. S. Valk, 
N. H. White & Co., New York; N. T. Sher- 
wood, Frank Krementz Co., Newark, N. J.; 
J. N. Whorf, the Watson Co., Attleboro, 
Mass.; A. N. Dorchester, Chapin & Hol- 
lister Co., Providence, R. I.; Jules A. Spier, 
Ben Spier Co., New York; G. D. Ferguson, 
Henry Blank & Co., Newark, N. J.; Leon 
Sichel, Morris Kaplan & Son, Chicago; 
A. G. Lavelle, the Thomae Co., Attleboro, 
Mass. . 

The Kentucky State Fair, which begins 
Sept. 10, is foremost in the minds of local 
jewelry merchants, who are busy filling or- 
ders for the numerous trophies which will 
be awarded at the fair. William Kendrick 
& Sons have been getting a lot of this work, 
which, added to their regular work and their 
preparations for their booth at the fair, has 
kept them extraordinarily busy. Fortu- 
nately, however, a number of their vacation- 
ists have returned to the fold and they are 
able to take care of the increased demands 
made upon them. Percy B. Stith, who has 
been on a motor trip through the Bluegrass 
region of Kentucky with Mrs. Smith, re- 
turned home a few days ago. Miss Cora 
Jane Ellis returned last week from an ex- 
tended vacation trip on the Pacific Coast 
and through the Canadian Rockies. While 
in Canada, Miss Ellis spent some time at 
Lake Louis and Banff. 


Plainville, Mass. 


Plainville visitors to the A. N. R. J. A. 
convention report a very successful gather- 
ing. 

At Plainville, the Whiting & Davis Co. 
and the Whiting Chain Co. gave the dele- 
gates to the American National Jewelers’ 
Retail Association convention a royal wel- 
come last week. All during the week the 
company entertained large groups of jewel- 
ers and their wives. The visitors were 
shown through the factory and each lady 
visitor was presented with a sterling silver 
mesh bag valued at $27. Luncheon was 
served continuously in the beautiful Walter 
L. Rice memorial building. The firm also 
had quarters in the Providence-Biltmore, 
where the delegates were entertained. 


a 

















The jewelry store of J. F. Carnahan, 
Manilla, Ia., was robbed some time during 
the night of Aug. 27 by thieves who stole 
the entire contents of several show cases. 
The thieves gained entrance by forcing open 
a transom. 
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Good form compels the use of Sterling Silver in the Heme ; 
because it is sincere and not an imitation. It is appropriate and 
is always valuable. It is most economical and most satisfactory 
in the end. 
Sterling Silver for Everybody 
Highest in Quality, not Highest in price. For sale 
at responsible Jewelers everywhere. 





September 5, 1923, 














—— ee ee 








September 5, 1923. 












PUBLISHED EVERY WEEK BY 





The Jewelers’ Circular Publishing Co. 


L J. Mulford, Pres. & Treas. V. 8. Mulford, Vice- 
pres. Charles A. Brodek, Sec’y, 


11 JOHN ST., COR. BROADWAY, NEW YORK 











TELEPHONE: CABLE ADDRESS: 
1148 CORTLANDT JEWLAR, NEW YORK 
Vol, LXXXVII Sept. 5, 1923 No. 6 





§ebscription in United States and Mexico - $4.00 


Dominion of Canadas - - - 5.00 
Other Countries of Posta Union - - 7.00 
Single Copies - - - ” - .20 





index to News and Special Articles 





Page 
Famous Ramsey Thurible and Incense Boat 
Now in the Victoria and Albert Museum, 


EE PO Tr ern eee err er 85 
Peasant Jewelry, Good and Indifferent....... 87 
Pemeete Ait in Metal .....ccicccccccresoscs 87 


Reports From the European Diamond Markets 29 
Federal Trade Commission Issues Another 
Order Against Improper Marks on Pens... 89 
Oe ee ern yor rrr er rer 91 
Discovery of Gem Bearing Oysters Reported 
From Ceylon 
William Aisenstein, New York Silver Dealer 
Convicted of Violating Stamping Law... .93-95 


Medal Owned by an Old Cincinnati Cutter.... 95 
Daring Robbers Loot Safes of Los Angeles 
SER: 27) i cd's 4a Se dees ean eae wee cas 95 
A Brief Explanation of the Uniform Sales Act 97 
Pe memener’s Note Book .....0..5 00000600080 97 
Great Convention of A. N. R. J. A. Held at 
| ES Seer errr ror 101-175b 
Wednesday’s Sessions .........+-ee0. 101a-125 


Report of Special Excise Tax Elimination 


5 soa uae ease oad we 101c-105 
Report of Secretary Anderson........... 109-11? 
Report of Treasurer Brotherly............. 113 
Field Secretary Mellor’s Report........ 113-115 
Report of the Trade’s Interest Committee. .115-119 
Legislative Committee’s Report.......... 119-121 
Report of the Silverware Committee....... 121 
Other Committee Reports ...........++- 123-125 
EE ES errr rere 1 


Report of Credentials Committee........... 127 
Discussion on Platinum Situation... .127-129-131 
EE OIE sc oc ciavbae sisia veya. tg 133 


State Secretaries’ Reports..........++-- 133-137 
Report of Resolutions Committee........ 139-141 
Report of Publicity Committee............ 141 
UINONE << 1045s emserslns eas 143 
Entertainment Features of the Conven- 
EA een ere eee 145-157 
The Visit to the Factories...........+++ 145-147 


The Trip to Rhodes-on-the-Pawtuxet....147-149 
Automobile Ride and Supper at Pomham. 149-151 


¢ Boat Trip and Clambake.........- 151-153 
Strvey of the Convention...........-seeee 153 
Exhibits Made at the National Conven- 
Sa rrr rire 159-169 
Notes of the Great Conclave..........- 169-175f 

p+ List of Those Who Attended.........175-175b 
“st of Doing Business in Retail Jewelry 
ae edakiantnnadedcae oxae saa 195-199 
odern Ce err er 201-203 
mstessive Advertising as a Necessity..... 205-207 
Th Returning of Goods by Customers...... 207 
¢ Horological Questionnaire.........-+++6 209 
me eouterved by FH, 1. A, 6.606505 0 000 211 
te Horological Institute of America... ...213-215 
ratchmakers Certified by H. I. A. ...+--+++ 215 
otkshop Notes and ROGUE hondvs ewan tvsea 217 
Ment Department ..........0.0-0000+0+-219-221 


THE 


JEWELERS’ 


A Convention That NEW bap ssengen cn 
Marks an Epoch . opened her arms 
: to the jewelers last 
in Our History 


week and the mem- 
bers of our industry in every division and 
from every section of the country learned 
what a wonderful host she could be. Never 
in the history of the trade has such a wel- 
come been given to its members as that 
extended to those who attended the 18th 
annual convention of the American National 
Retail Jewelers’ Association at Providence, 
and the affair will long live in the minds of 
the participants as not only one of the 
greatest events in the history of the jewelry 
industry but the one in which they learned 
to know New England and the New Eng- 
land jeweler as the most perfect of hosts. 

To say the convention was a success is to 
state flatly a condition which should be 
summed up in only superlative adjectives. 
It was a wonderful, tremendous success 
from all standpoints, for it was an event 
that will mark an epoch in the development 
of the jewelry business of America. It was 
an event that did more to bring the manu- 
facturer, retailer and wholesaler together 
and in accord than anything that has ever 
happened in the industry. 

To the retailers, the convention marks a 
big step in their education as merchants, for 
the program was one designed for the pro- 
gressive distributor who wants to learn the 
economics of his business as well as the 
best practices in salesmanship and merchan- 
dising that have proved most effective in his 
industry. No man, no matter how advanced 
he may be as a merchant, could have sat 
through the sessions without learning much 
that he could have obtained in no other way. 
But added to this came the education and 
enlightenment that followed the discussions 
(formal and informal) of the topics treated 
and the interchange of ideas among the best 
minds of the jewelry business throughout 
the country. 

To the wholesaler and manufacturer, the 
convention was of equal importance; first, 
because it brought more manufacturers to- 
gether than have ever gathered for business 
discussion, and, second, because it brought 
to Providence more representative whole- 
salers than have attended any of the great 
conventions of the National Wholesale 
Jewelers’ Association. In addition, it 
brought representatives from the leading re- 
fining interests of the country, from the im- 
porters, from novelty houses, and, in fact, 
from every element that enters into the 
jewelry industry; and these men had not 
only an opportunity of getting the views of 
their brothers in the same line of trade as 
themselves but particularly the reaction of 
manufacturers on one side and of retailers 
on the other, to all the important problems 
that are before the industry today. 

The conference called by President Huf- 
nagel of the American National Retail 
Jewelers’ Association on the Monday pre- 
ceding the convention, has probably laid a 
foundation for similar conferences on sub- 
jects of general trade interest in the future, 
either formal or through some regular or- 
ganization of the industries and their rep- 
resentatives, and this conference and the 


sessions that followed it, tended to establish 
a mutual understanding between manufac- 
turer, wholesaler and retailer on the prob- 
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lems which affect them all, such as the trade 
has never enjoyed before. It also developed 
a spirit of tolerance and consideration of 
one another’s troubles that has heretofore 
been lacking. This understanding and 
tolerance should and probably will be de- 
veloped as time goes on and form the basis 
for concerted action by which the economic 
difficulties that beset our trade from.time to 
time can be solved and solved right. 





DECISION of un- 
usual importance 
was rendered Friday 
in the Court of Spe- 
cial Sessions, New York, which resulted in 
the wholesaler and his salesman being con- 
victed of violating the New York Silver 
Marking Act, in the sale of a silver candle- 
stick filled with pitch or cement, the court 
taking the ground that in such a sale there 
was a fraud upon the purchaser of a char- 
acter sought to be covered by the penal law 
against the false marking of quality. 

The case has been watched with interest 
by silversmiths and dealers throughout the 
country, as well as by attorneys, some of 
whom have felt that the offense charged 
did not come within the purview of the 
marking laws. The decision of the court 
finding that the law was violated, will sur- 
prise many of these people and please a host 
of others. As it can be considered as broad- 
ly extending the scope of the Stamping Act 
it will no doubt have a distinct effect upon 
the marking and sale of articles of this kind 
throughout the industry. 

The ,prosecution was in the nature of a 
test case, the essential facts being admitted 
on both sides. These were, in effect, that 
an inspector of the Bureau of Weights and 
Measures had purchased from the de- 
fendants a vase stamped with the word 
“sterling”; that the assay of the vase indi- 
cated that the total weight was 11.81 oz., 
while the weight of the pure silver in the 
vase was 1.80 oz. It was conceded that the 
vase was made of silver 924/1000 parts pure 
and that it contained a filling or stiffening of 
non-metallic material composed of cement 
or pitch. It was contended by the de- 
fendants that as long as the silver in the 
article assayed up to the standard of the 
mark upon it, there was no violation of the 
law, while the prosecution contended that 
it was the purpose of the court to protect 
the public, and that under the laws of New 
York the stamp applied not only to the 
metal part which is visible to the consumer, 
but also to the portions of the article which 
he does not and cannot see. Also that the 
purpose of the construction of such a vase 
was to make buyers believe they were get- 
ting a large amount of silver of sterling 
quality, while in fact they were getting very 
little. 

The proceeding, which was instituted by 
the Good and Welfare Committee of the 
National Jewelers Board of Trade, resulted 
first in the defendants being held for trial, 
after a strong fight before the magistrate. 
The case finally came up before the Court 
of Special Sessions, where further evidence 
was taken and briefs were submitted by 
counsel for the Board and for the de- 
fendants, on the question of the application 
of the law. Though briefs were submitted 
July 25, the decision of the court was not 
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handed down until Aug. 30. This is to the 
effect that both defendants were guilty of 
violating Section 422 of the Penal Law of 
New York which regulates the use of the 
mark “sterling.” The decision of the three 
judges of the court was unanimous and no 
opinion was filed. The defendants were held 
for examination and sentence will be im. 
posed Sept. 14. 

Whether or not an appeal will be taken ip 
this decision is not known at the preset 
time. If the decision is allowed to stand 
or upheld on appeal, the stamping laws take 
on a new aspect and are much broader ig 
scope and even more drastic in effect than 
was formerly believed to be the case; for 
this decision makes them cover to an extent 
quantity as well as quality, and prevents 
fraud upon the public in cases where the 
seller was getting the quality of the metal 
represented though the quantity apparently 
there was absent. There is little doubt that 
this is one of the most important decisions 
that has ever been handed down by a court 
in this country in connection with the proper 
marking of jewelry or precious metals and 
will be hailed as a step forward by all who 
are fighting to uphold the highest ethical 
standards in the jewelry trade. 





F the dispatches re- 

ceived from Salt 
Lake City last week 
correctly outline the 
bill which Senator Smoot is to introduce 
into Congress, when it convenes, the jewel- 
ers will have a new fight on their hands ‘or 
which they should get ready at once. Ac 
cording to these reports the Utah Senator 
will present to the next Senate a bill pro- 
viding a levy on luxuries and extravagant 
purchases that will apply to every line of 
business but will exempt farmers’ sales » 
to $6,000. In a published interview with 
Senator Smoot he is reported as saying that 
commodities such as a $3.50 pair of shoes of 
an inexpensive automobile will not be taxed, 
but that a $7.50 pair of shoes or a $2,500 
automobile would be taxable at the rate of 
1% per cent. The tax is to be drawn up 
a graduated scale and expensive purchasts 
will draw a heavier rate. The tax o4 
$500 purchase will amount to $2.50 unde 
the provisions of the bill, he said. ; 

Exactly how Senator Smoot’s measufe 5 
going to strike at the jewelry industry ca 
not be determined until the text of the bil 
as finally decided on, becomes known; bit 
irrespective of the details, the whole pi 
ciple of the bill seems pernicious and seétt 
to strike directly at the life of industrié 
such as jewelry, which supply the public 
with the finer and more beautiful examplé 
of articles that are generally necessary ® 
civilization today. Where Senator Smot 
will make a division between the taxable 
untaxable watches, the taxable and unlat 
able plated ware, the taxable and untaxabl 
wedding ring, we do not know, but! 
whole idea of drawing a line of taxall# 
upon the question of price appears ineqe 
table, unfair and disturbing. In fact, wert 
such proposition credited to most members 
of Congress little attention would be 
to it, because of the revolutionary ane * 
most ridiculous character of the suggest 


Proposed 
Discriminatory Tax 
on Luxuries 





(Continued on page 183) 
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J. A. Calhoun, Fort Wayne, Ind., was an 
out-of-town visitor in this city last week. 
Sydney Russell, of A. Wallach & Co., 
manufacturers of chains, 37 Maiden Lane, 
has left to visit his trade in the middle west. 
Mr. Rosenberg, of Tulsa, Okla., is here 
on a combined business and pleasure trip. 
He will remain at Seacliff, L. I., for a few 
weeks. 

Beatrice Adler, daughter of Simon Adler, 
importer of diamonds, 65 Nassau St., an- 
nounced her engagement last week to 
Everett Proops, of Brooklyn. 

Barnett Robinson, importer of precious 
stones, 542 Fifth Ave., returned from Eu- 
rope last week, having visited the precious 
stone markets there on a purchasing trip. 

Mr. and Mrs. E. I. Josephson, the former 
of E. I. Josephson & Son, Moline, IIL, 
stopped off at this city en route to their 
home from the A. N. R. J. A. convention at 
Providence. . . 

Brainard Lemon, of Lemon & Son, Louis- 
ville, Ky., recently returned from Europe 
and is a visitor in this city with his buyer, 
N.C. Ament. They are stopping at the 
Hotel McAlpin. 

Charles L. Kann, jeweler, 87 Nassau 
St, had his left leg fractured on Aug. 27 
while driving his automobile at Long Branch, 
N. J. Mr. Kann is at present confined to 
the Monmouth Memorial Hospital, Long 
Branch, 

The business of the Kay-Em Novelty 
Works, this city, was incorporated at Albany, 
N. Y,, last week, with a capital of $10,000. 
The new corporation will make rhinestone 
novelties. The incorporators are R. 
Kmenetzky, P. Miller and L. Sahr. 

A meeting of the creditors of Harry 
Kapeker, jeweler, 49 Maiden Lane, now in 
bankruptcy, will be held at 3 p. M. today 
(Wednesday), at the rooms of the National 
Jewelers Board of Trade, 15 Maiden Lane. 
At the meeting the creditors’ committee 
will make its report. 

An auction sale of the assets of Clarence 
G. Sills and Arthur D. Hirsch, copartners 
trading as Sills & Hirsch, now in bank- 
Tuptcy, will be held tomorrow (Thursday), 
Sept. 6, at 104 W. 44th St. The sale will 
start at 10.30 a. m., at which time, jewelry, 
watches, diamond settings, office furniture, 
fixtures, etc., will be placed on sale. The 
merchandise is open for inspection today 
(Wednesday) . 

Ben Yeblon, formerly of B. Yeblon & 
Co, George B. Mahler, formerly with Le 
Count & Sims, and Howard J. Schuster, 
formerly connected with M. J. Schuster, 
have formed a partnership under the style 
of Yeblon, Mahler & Schuster. The new 
concern will deal in hollowware, sterling 
‘ilver, flatware and silver plate, as well as 
Wory and pyralin toilet ware, at their 
Warters, 15 Maiden Lane. 
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The Good and Welfare Committee of the 
National Jewelers Board of Trade will hold 
a meeting today (Wednesday) at the rooms 
of the Board, 15 Maiden Lane. Chairman 
Coffey is particularly desirous of having a 
full attendance at this meeting, especially 
in view of the fact that this will be the first 
gathering to be held in two weeks. Weekly 
meetings of this committee will be resumed 
and they will be held on Wednesday. 

The assets of the Barnett Goldstein 
Jewelry Co., in bankruptcy, will be sold at 
public auction today (Wednesday) by order 
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Silver Go., $298, and Mandalson Mfg. Co., 
$252. . 

Schedules in bankruptcy were filed in the 
United States District Court, this city, last 
Friday by Ludwig Hahn, dealer in buttons, 
knives, clocks, etc., 15 W. 17th St. The 
liabilities are listed at $9,939 and include: 
Wages, $18; unsecured claims, $5,551; notes 
and bills which ought to be paid by other 
parties thereto, $3,340, and accommodation 
paper, $1,029. The schedules value the as- 
sets at $7,782, which amount constitutes: 
Cash on hand, $17; stock in trade, $7,000; 














All August Records Beaten 


The Jewelers’ Circular published 541 pages of adver- 
tising last month which beats all previous records 
for the month of August by 16 pages and is nearly 100 
pages more than was published by the five jewelry 
monthlies combined during the same month. 


This is the Time to Advertise 


and “The Jewelers’ Circular’, the one great medium 
between the buyers and sellers, is the place to advertise. 

















of the United States District Court. The 
sale will be held at 2 o’clock this afternoon 
at 2587 Broadway at which time the follow- 
ing merchandise will be offered; silverware, 
jewelry, plated ware, safe, furniture, fixtures, 
etc. The receiver’s right, title and interest 
in and to the unexpired term of the lease 
of the concern’s premises will also be 
offered for sale. 

A voluntary petition in bankruptcy was 
filed recently by David Arenwald, individu- 
ally and as co-partner of the firm of S. A. 
Dawson & Co., dealers in general merchan- 
dise, 230 Fifth Ave. The firm’s liabilities 
total $12,504, which amount represents taxes 
due, $59; secured claims, $500; and unse- 
cured claims, $11,945. The assets amount to 
$4,587 and consist of stock in trade, $4,356; 
stocks, negotiable bonds, etc., $207; deposits 
of money in the banks and elsewhere, $24. 
Some of the largest unsecured creditors in- 
clude: American Clock & Novelty Co., $85; 
Ansonia Clock Co., $822; Art Novelty Co., 
$135; India Ivory Co., $218; Levine Silver- 
smith Co., $125; B. Raff & Son, $135; N. S. 
Rodenberg, $909; S. L. & George H. Rogers, 
$1,507; Wm. A. Rogers, Ltd., $374; Rose 


machinery, tools, etc., $250; debts due on 
open accounts, $615; deposits of money in 
banks and elsewhere, $59, and property 
claimed to be exempt, $250. Among the 
largest unsecured creditors are: Interstate 
Button Co., $318; Singer Bros., $1,008; 
Thompson Novelty & Button Co., $269; B. 
Schwand & Sons, $469; Providence Mfg. 
Co., $102; Alex, Strauss & Co., $471; Trans- 
Atlantic Clock & Watch Co., $598; Japanese 
Fan Co., $192; Basket Importing Co., $340; 
Chas. Zinn & Co., $115; United Cutlery 
Co., $169; J. Bush, $439; Rogers, Peet Co., 
$125; A. Porter, $183; Levine & Silver- 
smith, $273. 

A visitor in this city during the past week 
was L. D. Stoneman, of Clarksdale, Miss. 
Mr. Stoneman was stopping at the Hotel 
McAlpin but has gone to Meriden and Wal- 
lingford, Conn. He has recently installed 
an up-to-date gift department in his jewelry ° 
store which is attracting a great deal of at- 
tention. Mr. Stoneman also. conducted a 
novel and original contest among some of 
the local high school students. He allowed 








(Continued on page 181) 
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Discriminating jewelers have featured Solidarity 
Gold Cases for OVER THIRTY YEARS— 


Could any higher tribute be paid our product? 


Representative Watch Jobbers 
Pendant and Bow Patented are Solidarity Jobbers 


von Fw? SOLIDARITY WATCH CASE CO. 22. 


OSCAR GAMMON . ESTABLISHED OVER GEORGE SALZGEBER 
Vice President 15 Maiden Lane, New York (OSTHIRTY YEARS) Asst. Secretary-Treasurer 
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Modern Unexcelled Banking Facilities 
OF THE cA Safe Deposit Vaults 


CITY OF NEW YORK Capital and Surplus, $3,500,000 
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The Bank friend of the 
Jewelry trade for 


more than a century. : Trust Company 


Fidelity - International 








KA 110 William St., corner John St. 
Main Office: 149 Broadway = Chambers St. and W. Broadway 
Branches Battery to Bronx Whitehall Bldg., 17 Battery Place 





























IRVING BANK-COLUMBIA TRUST GOMPANY 


MARKET AND FULTON OFFICE 
81-83 Fulton Street, New York 


OFFICERS ADVISORY BOARD 


LEWIS E. PIERSON. i AARON J. BACH AUSTIN B. FLETCHER THOMAS B. KENT 
ALEXANDER GILBERT F. A. M. BURRELL, HENRY FLETCHER CHARLES F. NOYES 
HARRY E. WARD : i JOHN J. CARLE WILLIAM B. FRANKLIN ROBERT M. PARKER 
WILLIAM M. ROSENDALE..Vice-President W.IRVING CLARK ALEXANDER GILBERT LEOPOLD STERN 
ALBERT D. BERRY. ........ Asst. Secretary WILLIAM C. DEMOREST ROLLIN P.GRANT , ALEX. H. WRAY 
WILLIAM H. MILLIKEN... Asst. Secretary 


Every Modern Banking Service—Business and Personal Safe Deposit Vaults 
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the students to dress his window for several 
weeks and the best window dresser was 
awarded a handsome prize. 

Preston Pfeifer, of Pfeifer Bros., Little 
Rock, Ark., was in the city last week on 
a purchasing trip. 

Louis Pusrin, manufacturing jeweler, 9 
Eldridge St., will leave for the Catskill 
Mountains next Saturday, where he will 
sjourn for three weeks. 

H. J. Homrich, jeweler of. Huntington, 
W. Va., is in this city on a buying trip, and 
while here will make his headquarters at the 
Hotel McAlpin. Mr. Homrich will be in 
this city for about 10 days during which 
time he will purchase merchandise for the 
holiday season. 

Samuel Swartchild, of Swartchild & Co., 
Chicago, was hurriedly summoned from the 
A. N. R. J. A. convention at Providence 
last Tuesday by the serious illness of his 
daughter, who resides in this city. The 
many friends of Mr. Swartchild missed him 
during the remaining days of the convention, 
but will be glad to learn that his daughter 
appears to be improving. 

A note published in the San Francisco 
column of the JEWELERS’ CrircULAR in the 
issue of Aug. 22, stated that ,Lawrence 
Mayers, a member of the firm of L. & C. 
Mayers Co., New York, had been visiting 
the trade in San Francisco, and had left 
for Los Angeles. This was in error, as 
lawrence Mayer has never made a trip to 
the Pacific Coast and no member of his 
concern has been there this year. 


There is no change in the price of plati- 
num and the soft metal on Tuesday, as THE 
JewELers’ CIRCULAR was going to press, 
was still being quoted at $116 an ounce. 
Platinum containing five per cent iridium 
is selling at $125 an ounce, while that hard- 
ened by 10 per cent iridium is demanding 
$134 an ounce. The price of palladium still 
ranges from $80 to $81 an ounce, while 
iridium is demanding anywhere from $275 
to $300 an ounce. 


Meyer D. Rothschild, president of the 
American Jewelers’ Protective Association 
and chairman of the Jewelers’ War Revenue 
Tax Committee, is enjoying the beauties of 
the Great Northwest, after enjoying a trip 
0 Alaska. Mr. Rothschild, who is accom- 
panied by his wife, also visited the Yellow- 
stone and when last heard from was at Mt. 
Ranier National Park, Washington, They 
expect to visit the Yosemite and the big 
trees of California before turning their faces 
eastward, 

Tuesday of last week the newspapers in 
this city published stories about the sudden 
and mysterious disappearance of George 
Harris, jeweler, with headquarters at the 
twelers’ Exchange, 72 Bowery. Some 
tewspapers also carried his photograph and 
was feared that he was the victim of foul 
Play. It was stated that Mr. Harris had re- 
tuned from an automobile trip with his 
amily and told his wife to wait for him 
itil he had left the car at a garage on 

ington Ave., Brooklyn. When the 
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jeweler failed to return, the police were 
notified. A JEWELERS’ CIRCULAR reporter 
was told at the Jewelers’ Exchange that Mr. 
Harris had returned to his home on Gates 
Ave., Brooklyn, on Tuesday night, claiming 
that he suddenly decided to visit some 
friends, with whom he started to play cards. 

The National Jewelers Board of Trade 
has just issued its semi-annual edition of 
the rating book which is now being dis- 
tributed to its members. The book con- 
tains 998 pages of recognized concerns in the 
jewelry and allied trades throughout the 
United States. This is exclusive of New 
York city and Brooklyn. There are more 
than three pages with names of 5- and 10- 
cent stores and two pages of premium 
houses. In the back of the book is some 
interesting and useful information on com- 
mercial laws of the United States. 











Nathaniel I. Goodman is now located at 
813-814 Washington building. He special- 
izes in pearls and mountings. 

Hadley B. Dodge, formerly of Lynn, but 
now resident in California, motored to Bos- 
ton with his wife and visited the trade last 
week. Later he set out for the Canadian 
Rockies. After that he and Mrs, Dodge 
are going down south. 

A difference in opinion between F. E. 
Chick and a policeman as to the rate of 
speed Mr. Chick was traveling in his auto- 
mobile on Ocean Ave., Lynn., cost $10. Mr. 
Chick paid, but still maintains that he was 
not exceeding the speed limit. The small- 
ness of the fine indicates that his offense 
was only a very mild one. 

Philip and Edward Leiberman, doing busi- 
ness as Leiberman Bros., have brought a bill 
in equity in the Superior Court against Ben- 
jamin G. Leavitt and Miss Esther Potter, 
both of this city, to get possession of a dia- 
mond ring worth $340, sold on March 14 to 
Leavitt on the instalment plan. The plain- 
tiffs say that Leavitt has paid only $50 on 
the ring which he gave to Miss Potter. 
They say that on June 26 they demanded the 
ring from Miss Potter, who said that she 
had returned it to Leavitt. On the day fol- 
lowing they made a similar demand on 
Leavitt, who asserted that Miss Potter still 
had the ring. An injunction is asked to 
restrain the respondents. from encumbering 
or disposing of the ring. 

When employes opened the Portland 
Jewelry Co.’s store at 199 Portland St., Aug. 
27, they found that robbers, some time since 
Saturday night, had climbed through a 
transom, looted a safe of $500 worth of 
jewelry and made an attempt on a larger one 
containing $5,000 worth more. It is be- 
lieved that two men did the job, one of them 
climbing to the transom on the shoulders 
of the other. In the morning a window was 
found open. The large safe, which stands 
near it, was badly damaged, the dial broken 
and the door showing attempts to pry it off. 
What the thieves got were low-priced 
watches, a dozen or more silver and gold 
watches and seven stickpins. As the back 


door showed evidences of a severe, but un- 
“jimmying,” the police believe 


successful 
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that the thieves made their getaway through 
the transom. 

The police have begun a crusade to round 
up all suspicious characters in the early 
hours of the morning. Wednesday night, 
Aug. 29, a total of 16 men were taken to 
police stations on suspicion, and had to give 
satisfactory answers before being allowed te 
depart. Three of those arrested were na- 
tives of New York. They had diamonds in 
their possession and have been detained 
pending further investigation. The cam- 
paign is directed against a band of burglars 
who have been systematically breaking into 
jewelry and other stores. The police also 
intend to discourage a recently observed 
tendency of burglars to drift into this city. 
Most of the visiting criminals favor the 
roof-climbing and skylight-breaking method 
of entrance. Officers on night shifts have 
been instructed to keep an eye on safes in 
stores on their beats. Instructions have also 
been given that policemen are not to hesi- 
tate to call reserves if they find any evi- 
dence of a break, in order to cut off escape 
of the burglars. Pawnshops are to be 
watched more closely for attempts to dis- 
pose of stolen property. 








New England Jewelers to Hold Seventh 
Annual Outing at Bretton Woods, 
N. H., Sept. 15, 16 and 17 


NasHua, N. H., Sept. 1—The seventh 
annual outing of the New England jewel- 
ers will be held Sept. 15, 16 and 17, in the 
White Mountains, at Bretton Woods, N. H., 
under the auspices of the New Hampshire 
Retail Jewelers’ Association, of which Ar- 
thur De Montigny is president. 

The committee in charge of arrangements, 
consisting of H. E. Pitcher, E. N. Whit- 
comb and A. U. Burque, has selected Bret- 
ton Woods as the place for the outing, be- 
cause there is no other place in the whole 
White Mountain range more beautiful, and 
no hotel so near Mr. Washington as the 
Mt. Pleasant House. Visitors can take a 
trip to Crawford Notch and to the top of 
Mt. Washington. One of the finest golf 
courses in the country will be found there. 

The program of arrangements includes a 
two days’ golf tournament, which will be 
in charge of William A. Robinson, Spring- 
field, Mass.; Albert M. Kohn, Hartford, 
Conn., and E. E. Franks, Worcester, Mass., 
of the N. E. J. G. A. This tournament will 
be open to all guests, subject to handicap as 
arranged, and the play will be held on Sept. 
16 and 17 in the Mt, Washington 18-hole 
course. Prizes will be supplied by the N. E. 
J.G. A. 

Other attractions will include clock golf, 
obstacle golf, putting contest, bowling, cro- 
quet, bridge and auction whist. Prizes will 
be offered for all events. On the evening 
of the 17th, a banquet will be served in 
place of the regular evening meal, after 
which the prizes will be awarded, and 
dancing in the ballroom will follow. 

For those who do not care to take part 
in these sports, there are ideal auto trips, 
beautiful walks and the rail trip to Mt. 
Washington. 





Formal opening of the new Fatzinger 
jewelry store at 12 E. Milwaukee St., Janes- 
ville, Wis., was held recently. 











THE JEWELERS’ CIRCULAR 























THE STATE BANK 


376 GRAND ST. NEW YORK 
H. C. RICHARD, President 





Specializes in Accounts of 


Jewelers and Diamond Merchants 





Resources $100,000,000 


September 5, 1923, 


es 





























Woven Wire Flexible Bracelet 
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We use Lelong’s White Gold 
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The Arlington Pearl Co., of 269 Broome 
St, has filed a voluntary petition, giving its 
jiabilities as $20,554 and its assets as $5,404. 
The petition was referred to George W. W. 
Porter, referee in bankruptcy. 

J. Austin Granbery, of the J. Austin Gran- 
bery Co., manufacturing jewelers at 9 Kirk 
alley, is visiting the trade in the interest of 
his concern in the New England States this 
week. Next week he will go to the middle 
west. 

All manufacturing jewelry plants and 
jewelry stores in Newark were closed on 
Monday—Labor Day. Many took the occa- 
sion of the double holiday to go to the moun- 
tains or seashore, leaving Newark Saturday 
afternoon and returning early Tuesday morn- 


ing. 

William D. Sinnock has left for a trip 
which will take him to the Pacific Coast in 
the interest of his concern, Ehrlich & Sin- 
nock, manufacturing jewelers at 126 South 
St. S. W. Sackett will leave within a week 
fora trip in the interest of the same concern. 
which will include visits to the trade in 
Pennsylvania and Ohio. 

The Howard Clock Co., of New York 
city, has completed the installation of new 
works in the clock in the spire of the old 
Trinity church at the head of Military. Park. 
For more than a year the clock has been 
keeping poor time. It was thought at first 
that what was needed was new hands. But 
this did not remedy the evil, and it was de- 
cided that the old works, which have been in 
use for 70 years, were worn out. The clock 
has kept excellent time since the new works 
have been put in. New clock faces have been 
placed on the spire. 

The members of the New Jersey delegation 
to the annual convention of the American 
National Retail Jewelers’ Association at 
Providence have returned to their respective 
homes. The delegation was headed by Jean 
R. Tack, president of the New Jersey asso- 
ciation. Other voting delegates from New 
Jersey were Charles Hartdeégen, of this city ; 
C.W. Bowman. Somerville; James Wheeler, 
Salem; Robert Brunner, Rutherford, and A. 


J. Jaeckle, of Jersey City. Conrad J. Broth- ” 


erly, of this city, treasurer of the national 
association, was alsc with the New Jersey 
delegation. Mr. Tack was accompanied by 
his wife. They did not return to Newark 
until after Labor Day. 
Nicholas La Vecchia has been named as 
receiver of the assets of Jacob Hookaylo, 
trading as Hookaylo & Co., manufacturing 
Jewelers at 68 Orchard St. An involuntary 
tition with consent was filed in the United 
States District Court against this company. 
The petition gave the company’s liabilities as 
9,581 and its assets as unknown. The peti- 
tion was referred to Charles M. Mason, 
referee in bankruptcy. Among the claims 
against the company, as mentioned in the 
Petition, was one of $6,000 made by the Mer- 
thants’ and Manufacturers’ National bank, 
and one of L. LeLong & Bros., refiners, at 
alsey and Marshall Sts., on a note due 
Which amounted to $3,581.13. Bilder & Bil- 
are attorneys for the receiver. 
€ funeral of Jacob S. Hyman, president 
ot the Guarantee Findings Co., East Kinney 
Md Orchard Sts., this city, was held a week 
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ago Sunday from Rothschild’s Funeral Par- 
lors, 91st St. and Amsterdam Ave., New 
York city. Mr. Hyman resided at 103 Sec- 
ond Ave., Newark. For more than a year 
he had been troubled with double valvular 
leakage of the heart. Several weeks ago he 
became so bad that he went to Atlantic City 
for a complete rest, thinking that this might 
help him, but the rest did not help him and he 
died at the shore. He is survived by his 
wife, Mrs. Ann Freedman Hyman, and two 
sons, Bernard and Arthur, the latter a 
student at Yale. The business will be con- 
tinued as before. Jack Martin, vice presi- 
dent of the company, will be general manager 
hereafter. The Guarantee Findings Co. was 
originally organized as the Fisher Co. It 
was then located at 320 Market St. When 
J. J. Fisher withdrew from the concern the 
name was changed to the Guarantee Findings 
Co., and on Feb, 10 last the concern 
moved its plant to its present quarters. 











Frank Landsee, who has been with A. B. 
Griswold & Co. for many years, has been ill. 

H. J. Castaing, formerly with the Stand- 
ard Jewelry Co., this city, has started in 
business for himself. 

Henry Wagner has taken the position of 
watchmaker at the Jacob Young jewelry 
establishment, 2134 Magazine St. 

Henry Hausman, of Hausman, Inc., was 
a delegate of this State attending the A. N. 
R. J. A. convention at Providence, R. I. 

Louisiana jewelers are endeavoring to 
have an act passed at the next meeting of 
the Legislature which will affect auctions. 

The property of the Bradshaw Jewelry 
Co., De Quincy, La., was entirely destroyed 
by fire. The loss, however, is covered by 
insurance. 

T. McAuley, Henry Birmingham, and a 
party of friends are spending their vacation 
at Mr. McAuley’s hunting and fishing camp, 
on Delacroix Island. 

E. A. Mugnier, manager of the jewelry 
firm of W. E. Taylor Co., Inc., will sojourn 
at his Summer home in Pass Christian, 
Miss. He expects to be gone for a few 
weeks. 

W. E. Taylor, proprietor of the W. E. 
Taylor Co., Inc., has been away for the 
past three weeks on his vacation. He has 
been visiting Hendersonville and Fletcher’s 
Heights, N. C. 

M. J. Rosenthal & Co., Baronne St. jewel- 
ers, are holding an auction in which they 
are closing out their stock. They have sold 
their lease and fixtures to Antin & Richard, 
jewelers, 127 Carondelet St., who intend to 
take possession about Oct. 1. 

Daniel S. Ramelli, for many years with 
A. B. Griswold & Co., New Orleans, in the 
capacity of manager of the manufacturing 
department, is starting in business for him- 
self. Mr. Ramelli will engage in the manu- 
facture of high-grade platinum work. 








The Mendelsohn Jewelry Co., wholesale 
jeweler, formerly located at 407 Merchants 
Trust building, Portland, Ore., has moved to 
larger and more attractive quarters in the 
Oregonian building, that city. 
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EDITORIALS 





(Continued from page 178) 





But Senator Smoot, however, is acknowl- 
edged as one of the experts in taxation in 
the Senate and a man of tremendous in- 
fluence in Congress, so any measure credited 
as coming from him must be considered as 
something to be studied carefully and acted 
on promptly. 

The chances of the repeal of the special 
excise tax of five per cent on the sale of 
jewelry appears bright and it looks now as 
if the jewelry trade might be able to get 
this off before the new Congress adjourns. 
But of what avail will be the repeal of a 
five per cent jewelry tax if the jewelers are 
to be subjected to another tax such as pro- 
posed by Senator Smoot, which will lay a 
heavier burden on the sale of all the higher 
priced articles that he may carry. Such a 
levy, we firmly believe, if based in any way 
on the lines outlined in the dispatches from 
Salt Lake City, will in the end prove far 
more disastrous to the members of the 
jewelry trade than the taxation from which 
they now suffer, for in addition to the bur- 
den of taxation such legislation would put 
a premium on buying cheaper quality and 
its effect on the public at large would be 
most unfortunate. 

While we must in no way relax in our 
fight to pledge Congressmen and Senators 
to repeal the present jewelry tax, at the 
same time not a minute should be lost in or- 
ganizing the trade and aligning such repre- 
sentatives against a clear-cut discriminatory 
tax such as the papers report Senator Smoot 
is about to introduce. No time is to be lost 
in showing the national legislators the in- 
justice of such a proposition and calling 
attention to the fact that the business in- 
terests of the country will fight this to the 
last ditch. It is a proposition that, if pos- 


sible, should be killed at its birth and not 
allowed to get on the program of possible 
legislation before the opposition to it ap- 
pears. 











Doyle have been added to the traveling 
force of the L. G. Balfour Co. 

Stephen Clulee, of the Bay State Optical 
Co., was knocked down by an automobile 
on Thursday and badly shaken up. 

The athletic events scheduled by the em- 
ployes of the R. F. Simmons Co. at their 
annual outing which were postponed were 
run off last Tuesday evening. 

Earle Middleton, who formerly conducted 
a jewelry store in North Attleboro, was a 
local visitor last week. He now is in the 
jewelry business and was attending the 
A. N. R. J. A. convention. 

That Attleboro, a city of 20,000 popula- 
tion, and North Attleboro, a town of 10,000, 
only had three jewelry stores between them 
surprised many’ of the visiting jewelers last 
week. The fact that nearly every family 
in both places is represented by a jewelry 
worker is the cause of the small number 
of such establishments. 





THE JEWELERS’ CIRCULAR September 5, 1923, 





—— 








The greater part of the time your watch is running in 
approximately this position; it is therefore of vital impor- 
tance that your watch be so adjusted. 


he Bunn pecial 


THE PERFECTED RAILROAD WATCH 


ADJUSTED to 6 POSITIONS 


Insist on getting a fully adjusted watch; one that 
has passed the test of accuracy in a// positions. 


Write for Circular 


ILLINOIS WATCH COMPANY, SPRINGFIELD, ILLINOIS 


Dial down 
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Chicago Notes 





M. Shiman, New York, is in Chicago this 
week calling on the trade and visiting with 
friends. 

Fred Gilbert spent the past week in Chi- 
ago visiting the trade, en route to the 
northwest. 

J. Vincent Huber, of the Geo. H. Fuller 
& Son Co., is making a business trip through 
the northwest. 

J. MacDonald, of the Wolcott Mfg. Co., 
is making a trip through the northwest, call- 
ing on the trade. 

Clarence Thompson, of Joseph Fahys & 
Co, called on the trade in Detroit and 
Toledo last week. 

I. S. Richter, manufacturers’ agent, Hey- 
worth building, left this week on a trip 
through the middle west. 

Mrs. J. Burnstein, of 2644 W. North Ave., 
is spending a couple of weeks with her 
sister at Lake Side, Mich., resting. 

Henry Cohen, Chicago representative for 
Strauss & Strauss, left last week on a six 
weeks’ business trip to the Pacific Coast. 

Albert K. Dayton, of the Newall Mfg. 
Co, returned this week with his family from 
a two weeks’ motor trip to Wisconsin. 

M. H. Friedman, of the Service Jewelry 
Co, left last week for a six weeks’ business 
trip through Michigan and the northeast. 

F. H. Dillingham, of the Farrington Case 
Co, returned recently from a 10-day trip 
through the northwest and reports a good 
trip. 

“Bill” Larue, silverware buyer for C. D. 
Peacock, Inc., is spending a couple of weeks 
at Elyria, O., visiting at his old home and 
resting, 

J. H. Nickell, Jr., 3317 N. Clark St., re- 
turned last week from Lake Delavan, where 
he spent a few days resting and visiting with 
Iriends, 

Wm. Gow, representing the Potter & Buf- 
inton Co., left last week on a business trip 
through the middle west to be gone for 
sevetal weeks, 

George Weidig, Chicago manager of 
Joseph Fahys & Co., is spending a couple of 
weeks at the factory and the New York 
office Visiting. 

Irving Kaufman, of the Kaufman Mfg. 
Mg New York, was in Chicago last week 
ra a few days calling on his friends on 

's Way to Omaha. 

“iss Mae Lawler, jewelry and silverware 
~ a for Rothschild & Co., returned from 
; nae last week, where she spent a couple 

teks visiting the market. 
-C. Lusk, silverware buyer for Spauld- 
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ing & Co., left recently for northern Wis- 
consin to fish with friends. Mr. Lusk will 
return to his desk about Sept. 15. 

L. Shapiro will open his new retail jewelry 
store this week at 369 E. 47th St. Mr. 
Shapiro, formerly was employed as a watch- 
maker for the Hipp-Didisheim Co. 

Jacob Jaron, of the Duluth Jewelry & 
Supply Co., Duluth, Minn., stopped off in 
Chicago for a few days last week to look 
over the markets on his way to the eastern 
factories. 

E. S. Heller, Heyworth building, returned 
last week from a business trip through the 
middle west, and after spending a few days 
in Chicago left on a two weeks’ trip through 
the northwest. 

Roy King, manager of the Chicago office 
of the Ostby & Barton Co., returned last 
Friday from an extended business trip 
through the south, and reports business fair 
in that territory. 

Ferdinand Sitt, retail jeweler of 3950 
Sheridan Road, returned last week from a 
seven weeks’ pleasure trip to Pennsylvania, 
Ohio and Indiana, where he visited with 
relatives and friends. 

Arthur Williams, of A. L. Williams & 
Co., returned last week with his family from 
a motor trip to Omaha, Nebr., where he 
spent three weeks visiting with relatives and 
calling on the trade. 

Hiram Long, vice-president of the Kar- 
peles Co., spent the past week in Providence, 
Visiting at the factory and attending the 
convention of the American National Retail 
Jewelers’ Association. 

George W. Cureton, Chicago manager for 
the Newall Mfg. Co., returned this week 
with his family from a motor trip to Three 
Lakes, Wis., where he spent a couple of 
weeks resting and fishing. 

J. Genis, who for the past few months 
conducted a retail jewelry store under the 
name of the Archer Jewelers, at 4217 Archer 
Ave., has closed out his business and has 
gone back to work at the bench. 


Wm. Steinherz, 2612 N. Clark St., in- 
stalled new oak fixtures in his store last 
week. Workmen also just completed in- 
stalling a new window front, which shows 
off his window display to a greater ad- 
vantage. 

J. P. Carr, representing Slade, Tenney & 
Weadley, returned last week from a short 
business trip through Wisconsin and after 
spending a few days in Chicago getting his 
stock replenished left on a trip through the 
northwest. 

Lester Levine, well known to the jewelry 
trade in Chicago, recently reorganized the 





a, 


phonograph needle business that his father 
discontinued a short time before his death. 
Mr. Levine has his place of business in 
Highland Park. 

Miss Mary F. Green, of Harry J. Baby 
Co., is spending several weeks at Glacier 
National Park with friends, after spending 
several weeks at Custer, S. Dak., disposing 
of her ranch. While west Miss Green also 
purchased an 800-acre ranch at Story, Wyo. 

Mr. and Mrs. John H. Carlson, of Chi- 
cago, announce that their daughter, Jennie, 
was married on Aug. 22 to George C. Lesch. 
Mr. Lesch has been identified with the 
jewelry trade of this city for many years, 
up until a few months ago, when he went 
to California to enter into the real estate 
business. The couple will make their home 
at Santa Monica, Cal. His many friends 
in Chicago extend their best wishes to the 
happy couple. 

Among the jewelers in Chicago last week 
visiting the markets were: Guy Lawrence, 
of Lawrence Bros., Galesburg, III.; Chas. E. 
Whitver, Whit Craft Shop, Galesburg, IIl.; 
Robert Kauer, Belvidere, Ill.; J. B. Johnson, 
Villa Grove, Ill.; Mack Hurlbut, Ft. Dodge, 
Iowa; Sam Arenberg, Whiting, Ind.; Dave 
Spritz, Cincinnati, O.; Bud Greenfield, Cin- 
cinnati, O.; J. C. Wagner, of Wagner & 
Son, Vincennes, Ind.; H. Lohmiller, Es- 
canaba, Mich.; Jacob Joseph, S. Joseph & 
Son, Des Moines, Ia. 

Allen B. Pinero has been busy shaking 
hands and receiving congratulations from 
his many friends in trade on his marriage 
to Miss Estelle Crete, daughter of Mr. and 
Mrs. P. L. Crete, Gastra, Mich., which took 
place on Monday afternoon, Aug. 27. They 
were married very quietly at the parsonage. 
The couple left on a trip through the middle 
west and will combine business with pleas- 
ure. Mr. Pinero has charge of the Chicago 
office of the LeStage Mfg. Co., and E. I. 
Franklin & Co., and has a host of friends 
in the trade, all of whom extend their best 
wishes. 








The attention of members of the Pacific 
Coast trade is called to the fact that a note 
published in the San Francisco column stat- 
ing that Lawrence Mayers, a member of the 
firm of L. C. Mayers Co., New York, had 
been visiting the Coast trade was in error. 
Mr. Mayers has never visited the San Fran- 
cisco or Los Angeles jewelry trade and if 
anyone is visiting jewelers in this territory 
claiming to be Lawrence Mayers and to 
represent the L. & C. Mayers Co., of New 
York, jewelers, are warned to beware of 
such a person, as he is an imposter, 
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PERFECTED ELECTRIC SOLDERING MACHINES 


The Only Genuine Patented Machines 


THE MARCO 


Will do all soldering work that is done by the average 
jeweler, while not constructed to produce as much heat 
as the MAR-VEL—we fully guarantee it to be better 
constructed, give better service, and better results than 
any other machine at any price. 


No. 42566 $50.00 (less 6%) 


(Time payment plan—$5.00 down and $5.00 a month for 9 months) 
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THE MAR-VEL 


Without qualification the Superior 
of all other Electric Soldering Ma- 
chines. It is the original and perfected 
machine, and has all the latest im- 

' provements. In fact it is the only 
machine to buy if you want the best 
to be had in an Electric Soldering 
Machine. 

No. 42562. . .$75.00 (less 6%) 


(Time payment plan—$7.50 with order, $7.50 
each month for 9 months) 








THE BENCH MODEL 


The Mar-vel Soldering Jewelry Bench is 
an electric cabinet in which an alternating 
current of electricity is so transformed as to 
almost instantly fuse metals. 

With this cabinet it is possible to do all 
soldering so quickly the heat is not spread 

BENCH MODEL beyond the point of contact. No piece of 

jewelry need ever be taken to pieces to be 

Length 45 inches repaired, no stones from rings or shell rims 

Width 24 inches from spectacle frames need be removed. 

Height 38 inches No hot gas flame to work over, a clean 
electric current turns the trick. 


No. 42564—Mahogany finish. . .$110.00 (less 6%) 
No. 42565—Oak $110.00 (less 6%) 


(Partial payment plan: $11.00 down and $11.00 a 
month for 9 months) 
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Roland Noterman, of Joseph Noterman>& 
Co., has reached the most southern point of 
his trip through the south, according to 
word received at the local office. He is now 
in Florida. 

Miss Katherine Danbury, office manager 
of the Schumer Bros. Co., became a patient 
at Christ Hospital last Saturday. She went 
into the institution for observation awaiting 
final decision whether physicians were to op- 
erate upon her. This will be decided upon 
within a few days. 

W. B. Murphy, representative of the Wal- 
tham Watch & Clock Co., has been in Cin- 
cinnati for several days calling on the trade. 
He remained in the city long enough to be 
the guest of Arno Dorst at the outing held 
at the Ohio Boat Club Thursday evening. 
Mr. Dorst was vice-chairman of the enter- 
tainment committee which arranged the 
affair. 

A. S. Workum is establishing a large dia- 
mond cutting plant in the building at 413 
Race St. because of expanding conditions 
of business. He is installing two additional 
wheels, which will make it possible to put 
on two more men and take care of the de- 
mand that is being made on his diamond- 
cutting activities. There are but two firms 
of this character in Cincinnati. 


William Kraus, jeweler, Kenton, O., made 
his first visit to Louisville, Ky., last week, 
where he learned the jewelry trade. Mr. 
Kraus attained his jewelry training in the 
establishment of Richard Tafel at Louis- 
ville and last week visited that firm for the 
first time in 17 years. The Tafel firm is 
still doing business in the Falls City. Mr. 
Kraus, who was accompanied by his family, 
passed through Cincinnati on both parts of 
the journey. 


For the second time in two weeks win- 
dows of jewelry stores in Covington, Ky., 
were smashed by bricks thrown into them 
during the night. The last store to suffer 
from the hands of vandals was that of EI- 
mer Herzog, 814 Madison Ave., at which 
place a brick was hurled through the win- 
dow at 3.30 a. m. Sunday. Patrolman 
George Moss and Orville Walker were sev- 
eral squares away but the noise of the break- 
mg glass brought them hurriedly to the 
scene. They found that a small amount of 
Jewelry had been taken and that the brick 

made a complete wreck of the window 
also did a lot of damage to a fancy clock 
that stood in the case. Two weeks ago a 
window of the Duhme Bros. jewelry store, 
3% Madison Ave., was broken in the same 
way and jewelry stolen. 

A feature story was written in one of the 

l papers during the week about Charles 
art, who operates the crusher at the Cin- 
cinnati Gold & Silver Refining Co., 206 Post 

ware. Carr, according to the story, would 
be a good find for Diogenes, as he has given 
‘number of examples of honesty that leaves 
no doubt about his being square with his 

Ow man. Mr. Cart, who works around 

degrees of heat when tools he han- 

are employed to refine the precious 
metals, does not permit the heat to: affect 
ability to rescue a stray diamond that 
may have been sent in with a lot of scrap- 
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ings. Sweepings from jewelry and dental 
firms throughout the country are sent to 
the firm to be refined and in several in- 
stances Carr has found diamonds in the 
sweepings. It was an easy matter to return 
the stones, as each lot of sweepings are 
ticketed and records kept of every article. 
This little matter of returning valuable gems 
resulted in lifting suspicion of an employe 
or two with firms sending in sweepings to 
be turned into the original precious metal. 
Water in which employes of the firm wash 
their hands is refined in order to recover 
as much precious metal as is physically 
possible. 

Miss Mary Ann Lee, secretary of C. E. 
Richter, of the firm of Richter & Phillips 
Co., was given a royal reception upon her 
return from a trip to Atlantic City, Satur- 
day, by members of the Miami Country 
Club, of which Morris Richter is a member. 
Mr. Richter, who is spending his vacation 
at the club, learned of the train upon which 
Miss Lee was returning and had all mem- 
bers of the club array themselves in military 
garb; that is, as much military as could be 
assumed by some of the more heavily in- 
clined. The din they raised, however, more 
than made up for any deficiency that might 
have appeared in their costumes and other 
passengers on the train wondered what it 
was all about. Miss Lee, all of the con- 
ductors and the brakemen, took in the re- 
ception on the back platform. The celebra- 
tion lasted but a few minutes, as the train 
stopped at Loveland, which is the nearest 
railroad stop to the country club. 


Regular Fall meetings of the Wholesale 
Jewelers’ and Manufacturers’ Association 
were resumed Thursday evening when two 
score members and guests assembled at the 
Ohio Boat Club on the Ohio River near 
Carrel St. to give proper embellishment to 
the occasion. The meeting consisted of an 
outing which was arranged by Clarence 
Loeb, chairman, and members of the enter- 
tainment committee and although President 
Joseph Homan called the session to order 
shortly after they had assembled at the boat 
club some one speedily presented a motion 
that business be dispensed with in order 
that the evening could be more properly ob- 
served. This motion was as speedily sec- 
onded and unanimously carried. Some of 
the members sat in on the session by watch- 
ing the big chef on the boat house grill the 
steaks that formed the piece de resistance 
of the meal and it proved a magnet of 
enough strength to cause others to forget 
about a boat ride that preceded the ‘meal. 
Chairman Loeb arranged for a huge scow 
to be brought from Racine, O., and to this 
was attached a heavy motor. Mr. Loeb 
thought it might aid in whetting some of 
the more jaded appetites to have a boat ride 
before the eating began. Meanwhile, some 
of those present were passing around the 
ginger ale that was left over from the Sum- 
mer outing held at White Villa, Ky., on June 
5, and from the manner in which it dis- 
appeared it was very likely that the ale was 
good. The session was largely attended be- 
cause of the attractiveness of the invitations 
that Mr. Loeb had sent out and also the 
“follow-up” which came after the first let- 
ter. The association will resume its monthly 
sessions and continue through the Winter 
months; ’ 
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Notes from Ohio 


H. E. Burdick, of the H. W. Burdick Co., 
Cleveland, has left for North Springfield, 
Pra. 

Recent visitors in Cleveland were C. W. 
Wheeler of Lorain and George F. High of 
Medina. 

William Maas, in charge of the jewelry 
repair department of the Cowell & Hubbard 
Co., Cleveland, has left for a 10-day pleasure 
trip to Chicago.. Arthur D. Dawson, man- 
ager of the Cowell & Hubbard concern’s 
watch repair department is building a new 
home on Taylor Rd. W. G. VanHorne, of 
the same concern, has gone on a 10-day 
fishing trip to western Pennsylvania. Mr. 
Van Horne left Friday night, Aug. 31, with 
nine other noted fishermen, who will all try 
their luck. 

John J. Dauber, of Jackson, O., and three 
other men have recently purchased the 
Columbus, O., branch of the C. & E. 
Marshall Co., a large wholesale jewelers’ 
concern. Mr. Dauber has been connected 
with the Marshall Co. for 10 years, the last 
three and one-half years as manager of the 





‘Columbus branch. The J. J. Dauber Co. is 


the name of the new concern. They are 
jobbers and importers of all kinds of sup- 
plies for jewelers, watchmakers and en- 
gravers. 

The Marion Jewelry Manufacturing Co., 
Marion, O., is being moved to Versailles, 
O., by Ira L. Spenny. The company has 
equipment to manufacture a complete line 
of cuff links, bar pins, emblems, and other 
small articles made from solid gold or sil- 
ver and plated goods. Mr. Spenny closed 
the deal recently for the business and the 
location of the plant at Versailles. The 
machinery will be set up in the basement of 
Mr. Spenny’s store for the present, and light 
manufacturing started as soon as possible. 
E. W. Owen, of Marion, is associated with 
Mr. Spenny in the enterprise and handles 
the selling end of the business. Only solid 
gold jewelry will be manufactured at the 
start, as Mr. Spenny believes there is the 
greatest demand for quality merchandise in 
this line. When the plant is operating at 
capacity it will employ 20 or more work- 
men. 

The peak times of three years ago which 
sent real estate values and rents in Akron 
soaring upward are credited as the cause 
for the relocation of the W. J. Frank Co., 
which now occupies store rooms in the old 
I. O. O. F. temple on €. Main St. The 
Odd Fellows sold the building to the A. 
Polsky Co., who in turn leased it on long 
terms to a Detroit concern. The lease on 
the stores which have been running for 
several years will be concluded Oct. 1 and 
a new department store will be established 
there after extensive alterations are com- 
pleted. The Frank jewelry store was 
established 27 years ago by George Foltz 
and the late W. J. Frank and about five 
years later it was known as the Frank- 
Laubach-Nutt Co., William Laubach and 
Joseph Nutt, now president of the Union 
Trust Co., Cleveland, being members of the 
firm. A few years later another change 
took place with Walter Clemmer succeeding 
Mr. Nutt, and seven years ago the W, J. 
Frank Co. was organized as a corporation. 
The death of Mr. Frank occurred a few 
months ago. 








Sydney Weinshenk, of Mayer & Wein- 
shenk, has started on his northern trip. 

A. H. Rude, of S. J. Hammond & Co., 
is expected back from the Pacific northwest. 

Fred Roth, president of M. Schussler & 
Co., Inc., is sojourning at Santa Barbara, 
Cal. 

William Davidson recovered from his re- 
cent illness, is preparing to leave for the 
south, with Dave Balken, one of his staff. 

Willis Robertson, formerly of the San 
Francisco office of A. I. Hall & Son, has 
gone to the Los Angeles office of that firm. 

Mr. and Mrs. J. A. Munson are here, from 
Utah. Mr. Munson has charge of the watch 
department for the J. S. Lewis Co., Ogden. 

Herman Levit, of 2473 Mission St., has 
re-sold the jewelry business at that address 
to John Johanson, former owner, who will 
continue. 

L. H. Burnett, who has been in San Fran- 
cisco on business, for the past month, re- 
turned to his store in Tacoma, Wash., a few 
days ago. 

A. B. Tuckey, of Henry W. Tuckey & 
Co., is in the Eureka territory, with a line 
of gold and platinum ring mountings and 
the Victor Pen Co.’s products. 

Park V. Bovyer, of the Burr W. Freer 
Co.. has left for a trip through the San 
Joaquin Valley and Ed. C. Prentiss, repre- 
senting the same firm, is now in the north. 

Russell D. Cowles, president of the An- 
sonia Clock Co., has left for the east, after 
spending two weeks in California, accom- 
panied by Mrs. Cowles and their two sons. 

Gordon Otto, manufacturers’ representa- 
tive, just back from southern California, is 
now making calls on the trade, in the Bay 
cities, before leaving for the Pacific north- 
west. 

L. S. Myers, of the R. & L. Myers Co., 
has just returned from the Coast trip to 
Eureka and surrounding territory. Harry 
A. Harris,.of the same concern, is in the 
Sacramenio Valley. He recently returned 
from Oregon. 

Jack Roth, representing various eastern 
factories, is in the city with his wife and 
daughter. They motored up from the south 
and will continue on as far as Portland, Ore. 
Mr. Roth is making a pleasure, as well as 
a business trip. 

Walter B. Marble, who represents several 
eastern companies, including Bugbee & 
Niles Co., North Attleboro, Mass., is in the 
city again, calling on the trade. Mr. 
Marble has been away for nearly a month, 
on a hiking trip, with the Sierra Club. 

Oakland and trans-Bay cities are getting 
ready for the “Dons of Peralta” celebra- 


tion, and each member is wearing a black - 


hat, with red trimmings. According to Ye 
Hallson Herald, Otto Frank, retail jeweler, 
of South Berkeley, has made several calls 
at the offices of A. I. Hall & Son, wearing 
the hat of a Spanish “Don.” 
Representatives of eastern manufacturers 
here, include: Max Mandelbaum, England, 
Klein & Levy, New York; Jacob L. Miller, 
who represents several factories; W. S. 
Metcalf, the Plainville Stock Co.; Roger 
W. Annon, representing Ira W. Smith, 
manufacturers’ representative residing in 


~ valued at 
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Los Angeles; Dan Child, Payton & Kelley 
Co. and J. Solonek, the Karpeles Co., 
Providence, R. I. 

Retail jewelers visiting the trade during 
the past week include: Carl Noack, of the 
Charles J. Noack Co., Sacramento; J. H. 
Martensen, Ukiah; Wm. Dupen, Sacra- 
mento; Louis C. Koberg, Healdsburg; Lorin 
A. Peck, Merced; Howard W. Stackpole, 
San Jose, and Harry H. Harris, accom- 
panied by Mrs. Harris, Santa Barbara. 








Notes from West Virginia 


A. W. Steller, of the Martin Jewelry Co., 
Rocky Mount, Va., will open a jewelry 
store on Elkhorn St., Welch, W. Va., after 
Sept. 15. 

A. Hirsch, who recently sold his jewelry 
store at 308 Madison St., Fairmont, W. Va., 
will open for business again Oct. 1 in a new 
location on the same street. 

George G. Helms, watchmaker at the Isa- 
dore Cohen Co., Bluefield, W. Va., has 
resigned to become associated with the 
Joyce Jewelry Co. in that city, as assistant 
to E. F. McKinney. 

H. Galperin, who has been engaged in the 
jewelry business in Charleston, W. Va., for 
the past 13 years, has moved from his old 
location at 21 Capitol St. to new and larger 
quarters, just a few doors below his old 
location, formerly occupied by the Galperin 
music shop. 

While Alvey McCormick, jeweler, Beth- 
esda, O., was outside of his store for a few 
moments his place of business was robbed 
of several hundred dollars’ worth of jewel- 
ry, including watches, rings and pearl neck- 
laces. Five local boys were arrested 
charged with the crime. : 

William D. Wade, prominent jeweler ot 
Washington, Pa., died recently as a result 
of injuries sustained in an accident. The 
automobile Mr. Wade was driving collided 
with a street car at McClane’s crossing, 
three miles north of Washington. The ac- 
cident occurred within five miles of the 
place where Mr. Wade had been injured 
two years before. Death came shortly after 
Mr. Wade was taken to the hospital. He 
was 55 years of age and is survived by his 
wife and two daughters, Miss Martha and 
Miss Margaret, at home, and one son, Phil, 
of Michigan. 

A week’s search has failed to reveal a 
clue to the whereabouts of the jewelry 
salesman who fled Huntington, W. Va., in 
an automobile with a sample case of jewels 
$1,000 belonging to the Kay 
Jewelry Co. of Huntington where he had 
been employed. Every effort has been made 
by the local police to apprehend the missing 
salesman, including a wide distribution of 
printed matter giving a description of the 
wanted man, without any information that 
might lead to his capture forthcoming to 
date. The search is being continued, how- 
ever, and the police are inclined to feel that 
the man will eventually be nabbed and 
brought to justice. The automobile in which 
he left the city was the property of the 
Fisher Motor Car Co. He secured the car 
several days prior to his disappearance and 
was to have paid for it on the installment 
plan. According to the police he had not 
even made an initial payment on the ma- 
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chine. The salesman had been in Hunting. 
ton since last February, police learned, ang 
up until five weeks before his disappearance 
he worked as a silk hosiery salesman, giy. 
ing up this work when he secured a position 
as salesman with the Kay concern. In the 
latter job he solicited business throughoyt 
the city and always carried a sample cage 
of jewelry on his trips from the store. He 
was not bonded although the store had cop. 
templated taking such precautionary action 
the day of his disappearance. The missing 
salesman, police claim, was arrested some 
time ago in Cincinnati on an embezzlement 
charge. 








Birmingham, Ala. 


William D. Parrish has opened a new 
jewelry store at 414 N. 19th St. He has a 
small but complete line of jewelry and is 
also conducting a watch repairing business, 

D. I. McCombs, Townley, Ala., ‘has 
bought the Reliance Jewelry Co.’s store, 
trom Morgan Kirkley, at Parrish, Ala., and 
is now managing the business. Mr. Mc- 
Combs has changed the name of the store to 
The Starr Jewelry Co. © 

Aaron Ash, of the well known Birming- 
ham firm of jewelers, A. & A. Ash, at- 
tended the national convention of the retail 
jewelers at Providence, R. I., as Alabama 
representative. Mr. Ash is one of the best 
known jewelers in Alabama, being a past 
president of the Alabama Retail Jewelers 
Association. 

J. W. Leggett Jewelry Co. of Bessemer, 
Ala., in co-operation with the Pegram-Pat- 
ton Drug Co. of that city, will award three 
scholarships of $300 each at the close of 
the school session of 1923-24. These scholar- 
ships will be given for Auburn College, the 
University of Alabama and Birmingham- 
Southern College. The scholarships will be 
awarded to three high school graduates in 
the Bessemer district. 

P. H. Tyler, president of the Tyler 
Jewelry Co., of Ensley, Ala., has developed 
into a first class orator and politician as 
well as being a first class jeweler. During a 
campaign in Greater Birmingham (of which 
Ensley is a part, on the jitney question, Mr. 
Tyler made a number of speeches against 
the jitney. The election was held Aug. 2 
and the jitneys were defeated by a vote of 
the people almost four to one, 

James A. Nelson, Decatur, Ala., one of 
the oldest and best known jewelers in Ala- 
bama, who has served as mayor of his home 
city for the past 10 years, has just had 
additional honors thrust upon him by being 
named president of the city commission of 
Greater Decatur. Adjoining Decatur was 
the city of Albany, organized by a land com- 
pany during the year 1886. Albany all these 
years has been a separate municipality from 
Decatur. The town was first called New 
Decatur and a few years ago changed the 
name to Albany. By an act of the Ala 
bama State Legislature Albany became 4 
part of Decatur on Aug. 28 with Mayor 
James A. Nelson as head of the city com 
mission of the consolidated city. It was 
largely through the influence of Mayor Nel- 
son that the consolidation of the two cities 
was perfected. Mayor Nelson has been & 
gaged in, the jewelry business at Decatur 
for more than 30 years. 





. we OG 


—_ enn ah op 


—_ og 


rRnaeEegs=s= 


YS Bie SS rH 


eS ee ee Se ee ee 


September 5, 1923. 





William Deitch, 501 Jewelers’ building, 
has returned from an extended visit in New 
York and the east. 

Herbert S. Brandt, of the E. Bastheim 
(o, has just started on a trip north to be 
gone six or seven weeks, 

“BW. Reynolds, president and manager 
of the E. W. Reynolds Co., has gone to 
San Francisco for a few days on business. 

Adolph Goldsmith, of Goldsmith, Stern & 
Co, New York, is in southern California 
for a short time on a business and pleasure 


trip. 

Robert H. Gilmore and Harry Phillips, 
traveling representatives of C. F. Sischo & 
Sons, are out covering southern California 
territory. 

Joseph Lawton, salesman for Charles A. 
Vanderburg, 322 W. 6th St., has returned 
fem a sojourn at Redondo, Laguna and 
Del Mar. 

Philip Sternberger and Peter Flynn, 
traveling salesmen for the Paul D. Walsh 
Co, are preparing to start out soon to cover 
their respective territories. 

Jack Tait, salesman for his brother, 
James P. Tait, 329 W. 7th St., has returned 
fom a trip to San Francisco. He went 
by boat and returned by auto with friends, 
extending his trip to San Diego. 

L. Dascomb, traveling salesman, has just 
started north with a line of diamond 
mountings and small fancy mounted goods. 
He is representing Jacob Rosenkranz, and 
expects to go as far as Portland, Ore. 

William Bastian, formerly with Haman 
& Co. St. Paul, Minn., has taken a position 
with Louis Levin, certified watchmaker, 509 
Jewelers’ building, G. W. Erickson, former- 
ly with Mr. Levin, is now with Brock & 
Co, 

G. L. Kronmiller, of the diamond depart- 
ment of Brock & Co., has gone to San 
lrancisco for a few days on business. J. 
G. Ure, of the watch department of the 
same firm, has gone to Big Bear for a short 
fishing trip. 


John O. Slemmons, widely known as an 


dd-time traveling salesman, who recently 
lost his wife after 38 years of happy mar- 
ried life, has returned from San Francisco, 
Oakland and Berkeley, where he went to 
Visit relatives, 

Wm. Wurm, Gallup, N. M., stopped here 

afew days on his way home from a visit 
to New York and the east. Traveling in 
bis motor car, he returned by way of the 
northwest, coming down the coast through 
San Francisco, 
* P. Dayton recently spent two days in 
San Diego on business and reports that 
husiness there shows a decided improvement. 
This is attributable largely to the increased 
military and naval forces that are being 
assembled there. 

Work is progressing satisfactorily in the 
"ew store to be occupied by Montgomery 
Bros, on W. 7th St. Many of the fixtures 
ot the old store have been removed and the 
tm hopes to be able to occupy the new 
location about Sept. 15. 

With Aug. 25 the Ronavan & Seamans 
®, Inc, discontinued closing Saturdays 
‘Md resumed regular hours after two 
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months of all-day closing on Saturdays. 
Other stores that have remained open till 
noon and then closed Saturdays will cone 
tinue to do so during September. 

Joseph R. Brilliant, of the James R. 
Brillian Jewelry Co., wholesaler, 502 
Jewelers’ building, has started up the coast 
working among the towns between here and 
San Francisco. He expects to be gone 
several weeks. Miss Tannenbaum, his office 
manager, has charge of his business here 
while he is absent. 

The following out-of-town jewelers have 
been in Los Angeles recently: Charles C. 
Robinson, Jerome, Ariz.; Mr. McGuire, 
Douglas, Ariz.; Harry Mindlin, Globe, 
Ariz.; Oliver G. Tullis, Santa Monica; 
Wm. Wurm, Gallup, N. Mex.; T. R. 
Canady, Huntington Beach; Henry E. Well- 
man, Alhambra, and Herman R. Berger, El 
Centro. 

Elmer A. George, wholesaler, 707 Title 
Guarantee building, has just added two new 
men to his force. He reports his business 
very satisfactory, especially in the sale of 
novelty white stone goods, particularly 
bracelets. One of the new men on his force, 
Samucl Stengel, well known here as a sales- 
man, is starting for a trip through northern 
territory. 

The I. Behrstock Co. has finished mov- 
ing from the fourth: floor of the Title 
Guarantee building to new and larger 
quarters, rocms 701, 702 and 703 in the 
same building. The Phillips-Pudlin Co. has 
moved to room 704 and the A. P. Wood 
Co. to room 705. J. J. Nooyen, watch- 
maker. and Sam Brown, diamond setter, 
are with the Phillips-Pudlin Co., in room 
704. 

Willis H. Sweet, an engraver, recently 
with Brock & Co., has taken a position with 
Fred Antheny, 609 Jewelers’ Exchange 
building. A. E. Nott, formerly with the 
30oyd-Park, Inc., Salt Lake, Utah, has also 
become associated with Mr, Anthony. Mr. 
Anthony reports that his business has been 
exceptionally good since he has been in the 
Jewelers’ building, and is far ahead of last 
year at this time. 

J. Measer, of the Berson-Measer Co., 
Inc., 503 Jewelers’ building, has started on 
a business trip covering a large section of 
southern territory, including Georgia, Ala- 
hama, Tennessee and Kentucky. He will 
be gone about eight weeks and will visit 
New York and the factories before he re- 
turns. Mr. Berson has just returned from 
a trip through southern California, includ- 
ing San Diego and San Bernardino, and re- 
ports that business conditions are yood 
throughout the sections covered. 

C. FE. Pennington, an experienced watch- 
maker from Redlands, has come to Los 
Angeles to take a course in the Southwest 
School of Industrial Arts. He intends 
later to take an examination under the 
Horological Institute of America, applica- 
tion for which he has already sent in. 
George Haddock, a resident of a nearby 
town, has also joined the school and is tak- 
ing work in engraving and horology. The 
school quarters are being redecorated and 
otherwise made ready for the opening in 
September. A class especially for women 
is being organized, the purpose being to 
qualify them, through a knowledge of the 
practical side of watchmaking, to take 
charge of watchmaking departments in 
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stores. A Saturday class will be opened 
for the benctit of manufacturing jewelers 
residing in Los Angeles who wish to devote 
some study to design and to work that they 
are not quite familiar with in manufac- 
turing, 

On Saturday, Aug. 24, after an existence 
cf more than half a century, the jewelry 
house of S. Nordlinger & Sons, Inc., per- 
manently closed its doors. A considerable 
portion of the fixtures had already been 
transferred to the store of Brock & Co., and 
the transfer of the stock of goods took place 
early the following week. What in later 
years came to be one of the largest and 
strongest jewelry stores on the Pacific 
Coast originated in a small shop with the 
late S. Nordlinger as. its only occupant. 
That was in 1869, but the humble watch- 
maker.and jeweler at once began to acquire 
a teputation for ability and uniform in- 
tegrity. This reputation was maintained 
through his career and, after he. passed 
away, by his sons. A few months ago the 
sons decided to retire from the exacting 
duties of the management of the big con- 
cern, and Brock & Co., seeing an oppor- 
tunity to greatly enlarge their own big 
business, bought the stock, fixtures and good 
will and are now in full possession of them. 

In a large advertisement in the local press 
on Sunday, Aug. 26, Feagans & ‘Co, an- 
nounced the addition to their force of six 
men all well known and of high reputation 
in the jewelry business of Los Angeles, 
and all from the firm of S. Nordlinger & 
Sons, Inc. They are Charles E, Marcellus, 
who has been in charge of the Nordlinger 
diamond department for a number of years 
and previously in the same department of 
Feagans & Co.; C. S. Douglas, who has 
been identified with the silver department 
at Nordlinger’s for a number of years and 
previously for many years with other large 
houses here and in Pittsburgh, Pa.; Harry 
L. Hettich, in Nordlinger’s silver depart- 
ment for many years; Harry A. Smith, for 
a number of years head designer for the 
diamond department at Nordlinger’s, and 
William A. Hentschel, with the manufac- 
turing and special order department at 
Nordlinger’s. 








Pacific Coast Notes 





Bert Hedger is now settled in his new 
store on the Boulevard at Baldwin Park,. 
Cal, 

L. W. Suter, Seattle, Wash., is in the 
east and last week attended the convention 
of the A. N. R. J. A. at Providence, R. I. 

Boxes which contained over $2,000 worth 
of jewelry stolen in May from the jewelry 
establishment of J. W. Johnson, Medford, 
Ore., were found in the lumber yard of the 
Big Pines Lumber Co., a few days ago. The 
boxes were covered with a pile of lath. 
Cobwebs showed that they had lain there 
for some months. The Hartford Accident 
and Indemnity Co. which had insured the 
store against burglary, is understood to have 
refused payment, because of lack of evidence 
of loss, the burglar having left no trace of 
his presence, or of how he entered the store. 
The discovery of the empty boxes, which 
contained diamonds at the time of their loss, 
is said to establish the missing evidence. 
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Business ts Good— Why? 
icCourt Studtos 


116-118 So. 11th St., Minneapolis, Minn. 


We furnish complete Gift Departments of jewelers’ articles to retail 
from one dollar to five. We have seven hundred and fifty different 
articles, all handwork done by professional artists. 


Bread Boards and Knives; Cheese Boards and Knives; Lustre Deco- 
rated China; Salad Sets Spoon and Fork, imported French olive 
wood; Hand Decorated Nut Bowls, six picks and crackers; Slipper 
or Shoe Trees, beautiful ribbon and boxed; Decorated Glass, very 
artistic; Cologne Bottles, twelve different decorations; Decorated 
Dinner Bells; Bridge Bells; Door Knockers and Door Stoppers. 


Send for One Hundred Dollar Selection for complete Gift Department 
and turn the stock in this department twelve times a year. 

We have over three thousand satisfied customers representing every 
State in the Union. 
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S.S.SILVER & CoO., inc. 


Before Moving 


DESIGNERS AND MANUFACTURERS OF HIGH GRADE 


CABINET WORK 


For Stores, Offices and Banks 


352-362 Butler Street Brooklyn, N. Y. 








Crouch & Fitzgerald 


Makers of the Most Durable Trunks and Cases 
Since 1839 


Regulation Sizes in Stock at Greatly Reduced Prices 


Descriptive Circular on Request 


Sales Rooms Factories Uptown Store 
177 Broadway 417-421 W. 28th St. 586 5th Ave. 


at Maiden Lane New York, N. Y. above 47th St. 
_ 











Catters ai Importers Superior Lapidary Co. ORENTS 


of Recutting Calibre Emeralds A Specialty 


Precious Stones 62 West 45th Street, New York AUSTRALIAN SAPPHIRES 


— 























September 5, 1923. 





Al Schulenberg, of Schulenberg & 
Schmidt, is back on the job at the W. Water 
St. establishment after spending a week at 
Pewaukee Lake. 

J. Hanson, who has been engaged in the 
jewelry business at Cashton, Wis., has 
moved to Tomahawk, Wis., where he will 
continue in the retail business, according to 
word received by Milwaukee wholesalers 
this week. 

The Women of the War Veterans, 32nd 
Division, have been named defendants in 
an action started in civil court at Milwaukee 
by the Bunde & Upmeyer Co., local jewelers, 
for $465.20, alleged due the jewelry firm 
on a purchase of jewelry, together with $25 
interest. The case has been set for hear- 
ing before Judge Cummings. 

Announcement has been made of the mar- 
riage of Miss Ruth Reisenwehr, Appleton, 
and John H. Bandt, of Dewey & Bandt, 
jewelers of Janesville. Mr. and Mrs. Bandt 
have just returned from an extensive trip 
through the east, on which they visited De- 
troit, Buffalo, Niagara Falls, Canada and 
returned by way of Cleveland, O. 

Louis Burmeister, well-known “greeter” 
at the E. H. Warnke Co., has returned from 
a two weeks’ trip in the east. He left here 
to attend the annual convention. of the 
American Philatelic Society in Washington, 
D.C., during the week of Aug..13. During 
the following week Mr. Burmeister made a 
trip to New York, Atlantic City, Newark, 
Mount Vernon and other points of interest. 

On Thursday afternoon, Aug. 30, Milwau- 
kee manufacturing and jobbing jewelry 
houses generally closed to permit employers 
and employes to attend the Wisconsin State 
Fair. This day was Milwaukee Day at the 
fair and business houses followed the usual 
custom of closing. Retail jewelers also ob- 
served the day by operating with a minimum 
force or closing entirely to permit attendance 
at the fair. 

William H. Schwanke,. Wisconsin St. 
jeweler, and Fred Owells, watchmaker for 
the trade, are spending their vacation near 
Hayward, Wis., in the wilds of the northern 
Wisconsin lakes and woods region. Having 
made this annual pilgrimage for several 
years the two Milwaukee jewelers are again 
teturning to <heir old haunts this Summer 
to renew acquaintances with the fish and 
animals of the wilds. 

Clam fishers along the Flambeau river 
near Phillips are increasing in number and 
several good pearl finds are reported from 
that section. The clam shell industry is 
new along that river near Phillips and fish- 
trs have been finding it quite a profitable 
venture. Carloads of shells have been sent 
to button factories in Iowa. Fresh water 
pearl buyers have invaded that territory to 
Purchase pearls found in the clams. 

Joseph Saltzstein, who recently incor- 
porated as Joseph Saltzstein, Inc., to engage 
m the retail jewelry business in Milwaukee, 

the formal opening of his new store 
at 707 Grand Ave. The store carries a com- 
¢ line of jewelry store stock, and will 
fature credit business. Mr. Saltzstein has 
engaged in the jewelry business here 

the last 12 years. 
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Formal opening was held on Sept. 1 of 
the new jewelry store of Fred W. Kaeding, 
222 W. Water St., in the quarters formerly 
occupied by William H. Schwanke. Mr. 
Kaeding has fitted up the store with modern 
fixtures and installed a complete stock of 
jewelry, clocks, watches, etc., and will make 
a specialty of watch repairing. For sev- 
eral years he. was watchmaker for the trade, 
with quarters at Schulenberg & Schmidt, 
and previously was connected with several 
retail jewelers. At present there is a va- 
cancy in the watch repair department at the 
Schulenberg & Schmidt establishment. 

Jewelers along North Ave. here are par- 
ticipating in the celebration of the opening 
of the new North Ave. Community build- 
ing during the present week. Ceremonies 
and entertainment under the auspices of re- 
tailers and other business men of that dis- 
trict are making the opening. The com- 
munity building has been provided as a 
meeting and recreation place for the resi- 
dents of that district. B. W. Thien, jeweler, 
is a member of the dedication committee. 
Other jewelers in that district and interested 
in the project are A. C. Fuchs, E. J. Metzke, 
Stark & Knobla, Otto A. Twelmeyer, Gust. 
W. Fuchs and George E. Wolfgram. 

Fred J. Theleman has returned to Mil- 
waukee from an extended visit in the west. 
He left here on Aug. 4 with the Milwaukee 
Aerie of Eagles, marching club, for the 
national convention at Denver. Going from 
there to Colorado Springs, Mr. Theleman 
visited his brother William for two weeks. 
Having the use of the latter’s automobile, 
Mr. Theleman made 2,800 miles, visiting 
various points in Colorado and Wyoming. 
During his stay the annual Rodeo show was 
staged by the cowgirls and cowpunchers and 
Mr. Theleman and a Mr. Hamilton, a 
jeweler from Michigan, were named as of- 
ficial timekeepers at the horse racing events 
of the show. 


During the past week a number of Wis- 
consin jewelers visited Milwaukee on com- 
bined business and pleasure trips, to do buy- 
ing, spend vacations and attend the Wiscon- 
sin State Fair. W. J. Kellenbenz and wife, 
of St. Nazianz, and W. S. Sargent and wife, 
of New Lisbon, were among those who mo- 
tored to Milwaukee. thers who called on 
the trade here included: J. J. Smith, Janes- 
ville; R. C. Millington, Plainfield; C. E. 
Slocum, Mosinee; Robert Nichols, Kenosha ; 
Mrs. Reinhold Hille, Menomonee Falls; 
Henry Bayer, White Water; L. J. Craw- 
ford, Burlington; Edward Bieck, Sullivan; 
E. Starkey, Waterford, and Mr. Pitz, of 
Pitz & Treiber, Appleton. 

Officers of the Milwaukee Jewelers’ Club 
are preparing plans for the resumption of 
monthly meetings which were suspended 
during July and August, owing to vacations, 
etc. The first meeting of the Fall and 
Winter season is scheduled to be held on 
Wednesday evening, Sept. 12, to which all 
jewelers and their employes, whether mem- 
bers or not, will be invited. Jewelers will 
meet at the Republican House, where a 
dinner will be served at 7.30 o’clock and im- 
mediately after the meeting will be put un- 
der way. Benjamin F. Springer, of Stoes- 
sel’s Jewelry Store, vice-president of the 
club, is chairman of the program commit- 
tee. In line with ideas expressed by the 
new administration, the monthly meetings 
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of the Milwaukee Jewelers’ Club will in the 
future be business “pep”. meetings, with 
programs by speakers of reputation and 
recognized authority on business problems 
of interest to jewelers. For the September 
meeting the club has arranged to show the 
Illinois watch film, “The Story of the 
Watch,” presentation to be made by E. L. 
Feiling. Following this Henry Rank, of 
Rank & Motteram Co., will hold a general 
discussion on the subject “Ringing the Bell 
in Your Repair Department.” Officers of 
the club for the ensuing year are: A. C. 
Hentschel, president, Benjamin Springer, 
vice-president ; Oscar Knobla, secretary, and 
Arthur Bachman, treasurer. 











The Barnett Jewelry Co. has moved into 
its new offices at 1002 Pine St. 

J. B. Bolland, vice-president of the J. 
Bolland Jewelry Co., is in Chicago with his 
wife. 

W. E. Newland, of Fulton, and wife spent 
a few days in St. Louis on the way back 
from Michigan. 

C. P. Rogers, bookkeeper for the Hoyt 
Jewelry Co., returned from a trip to Chicago 
on Monday, Aug. 27. 

W. G. Drosten, president of the F. W. 
Drosten Jewelry Co., is back in St. Louis 
after a three weeks’ rest. 

Ralph Loewenstein, president of the R. 
Loewenstein Jewelry Co., returned from a 
six weeks’ trip to Michigan. 

C. H. Geery, Columbia, Mo., was a visitor 
at the Eisenstadt Mfg. Co. and the St. Louis 
Jewelry, Clock & Silver Co. during the past 
week. 

Jack Hagan, jewelry buyer for the J. 
Bolland Jewelry Co., is on a two weeks’ 
sojourn. Clarence D. Henry, salesman for 
the same concern, is also resting. 

H. E. Watkins, traveler for the St. Louis 
Jewelry, Clock & Silver Co., just left for 
a short trip to southeast Missouri. Roland 
Ungermann, a traveler for the same concern, 
is calling on the trade in this city and will 
also cover nearby towns in Illinois. 

Geo. J. Hess, president of the Hess & 
Culbertson Jewelry Co., attended the- con- 
vention of the A. N. R. J. A. at Providence, 
R. I. Leo Vogt, vice-president of the same 
concern, has returned from a several weeks’ 
outing at his old home in Montgonier 
County, Mo. 








Miss Florence Nurock, daughter of H. 
Nurock, a well-known jeweler of 1124 
Broadway, Camden, N. J., has been crowned 
“Miss Greater Camden ’23,” being the win- 
ner of the beauty prize contest held by the 
Camden Daily Courier. She was chosen by 
the ballots of the movie audience at Cam- 
den and will represent that city in the 
National Beauty Tournament to be held in 
conjunction with. the Atlantic City Fall 
Pageant,” Sept? 5-7. In this contest, 60 
pretty girls from as many cities will com- 
pete for the title of “Miss America ’23.” 
Miss Nurock is 20 years old and very popu- 
lar. Her picture and a sketch of her career 
appeared in the Camden Daily Courier, 
Aug. 27. 
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RUECKERT MANUFACTURING CO. 


DISPLAY SERVICE 
Telescopes and Cases, Plain and Fitted Trays 


for 


Jewelry Salesmen 


Agents for 162 CLIFFORD ST. PROVIDENCE, R. I. 
“FABER UTICA” TRUNKS 
Endurance—Security 9.13 MAIDEN LANE, NEW YORK 220 POST ST. SAN FRANCISCO 


“size VA N-POINT ccrick 

SIZE = ACTION 
Neatest Waldemar or Sautoir Pencil on the market. Finished 
engine turned, chased or plain in Sterling Silver. 12K 1/2vtkh, 


14K Gold filled and 1/10th Silver plate. 
We also make the largest 
line of lingerie clasps in the 
world—all sizes, shapes and 
designs. Made in 10K, 14K, 
10K 1/20th Plate and Sterling, 
brocaded, engine turned, en- 
graved, pierce lined and 
striped inlaid. Note lingeries 
Nos. 10 and 11. This is the 
newest pat. hinged Lingerie 
Clasp with a double hump. 
No rivets. Will firmly hold 
the thinnest piece of silk as 
well as the thickest lingerie. 


| O. R. Johnson Co. 
— Auburn, Providence, R. I. : 
OUR WORKMANSHIP AND QUALITY ARE UNSURPASSED. ASK YOUR JOBBER FOR SAMPLES. 



































Cut No. 8. F. ge °” of the Business Men that fail come —~ the ranks of the Non-Advertiser. Play safe and 
Advertise. Write for our Free Cut Service. 


SOLID GOLD EMBLEM ELGIN| 2 GENUINE DIAMONDS 4/100 Each 


SAFETY 


1R ST oth 25 Year i ies Gold Filled Movement |\Solid Gold 
Diamonds | . 12 %fze| 14kt.White 


a and Wears Like a "= Thin Model| Gold Top 
Genuine 


20KT. White Gold SBE Be a leneiale 
Hond Carved bye 4 : WR, To Retail 
Retail “//y } : \ Sy $25.00 


Send us the 
name of the 
ao ie will 
ae di ds B y and the ring wi 

bac ath, Boom othe od same WHA HRA Shs bth _ |be sent for in- All orders are being turned over 

price. AY 7 a Vi ¥ spection. to the retail jewelers ait 

ns c yy Cuts in all Emblems and Ini 
Buffalo Jewelry Mfg. Co. \ RA ° ty FREE with One or More Rings of 
“The Mail Order House” * ‘ y Z a Watches 


Brisbane Building, Buffalo, N. Y. agi ai "__|WRITE for WHOLESALE PRICE 
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SAPPHIRES EMERALDS | | Apex Jewelry Mfg. Co., Inc. 


. . . FACTORY 
Oriental Australian Synthetic % 42 Walnut St., Newark, N. J. 


All shapes and sizes in stock, ready to ~SPo-as \/ ee MAKERS OF 
be furnished and set in your mountings. . \\, 7 L d ° 7 F 1 8K 
—\ fa aqies ancy 


Quality—Service—Craftsmanship _ #W | White and 14K Green 
~-\ jf) ~| Gold Stone Rings and 


LOUIS BEITCHMAN Ss ; : : i “| Diamond Mountings. 


Jobbers Only. 




















Importers—Cutters and Setters 
Eastern Rep. Western Rep. 


108 Fulton Street New York City Mr. L. WEINSTEIN. ~ Mr. K. L. TAYLOR 
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Portland, Ore. 


E. C. Norris, Redmond, Wash., spent 
“Buyers’ Week” in Portland, adding to his 
stock and visiting his friends. 

Ed Pratt, a jeweler of Corvallis, the home 
of the Oregon Agricultural College, visited 
in Portland during Buyers’ Week. 

Business throughout the Willamette Val- 
ley is especially good, according to H, C. 
Ball, salesman for the A. I. Hall & Son’s 
Portland branch. 

F. M. French, secretary of the Oregon Re- 
tail Jewelers’ Association and a well known 
jeweler of Albany, was visiting in Portland 
a short time ago. 

Charles Hall, Stayton, where he has a 
good jewelry business, visited in Portland re- 
cently, spending several days calling on his 
friends in the trade. 

Charles Meyers, optician in that depart- 
ment at Butterfield Bros., spent his vacation 
in San Francisco. Mr. Meyers went down 
by steamer and returned via the rail route. 

Sergeant John J. Murray, of Butterfield 
Bros., Portland, spent a two weeks’ vacation 
at the Camp Lewis headquarters of the 2nd 
battalion, 162nd infantry of the Oregon Na- 
tional Guard. 

-George Fety, manufacturing jeweler of 
Portland, who conducted business in the 
Raleigh building for a number of years, has 
sold out to Dr. Hurley. Mr. Fety expects 
to open a retail store. 

Fred R. Templeton, of the H. Morton Co., 
retail jewelers of Oakland, Cal., stayed in 
Portland for a few days while on a vacation 
trip through the northwest. He was ac- 
companied by his family. 

Otto J. Boss, of the San Francisco main 
office of A. I. Hall & Son, wholesale jewel- 
ers, spent his vacation in Portland this Sum- 
mer, visiting while here with his father and 
mother, who reside in the city. 

George Butterfield, Jr., spent his vacation 
with his family at Seaside, Ore. Dr. Raw- 
linson, who recently took charge of the op- 
tical department of Butterfield Bros., has 
been meeting with much success in the fur- 
ther development of the department. 

W. G. Hamlin, who at one time operated 
a jewelry store in Tacoma, has returned to 
that city to reopen a jewelry and optical es- 
tablishment. When he closed his store about 
a year ago he came to Portland, where he 
has been employed by Butterfield Bros., 
wholesale jewelers. 

The F, Friedlander Co. has adopted the 
slogan “Where convenience, quality and 
service mect.” This was chosen in a con- 
test conducted by the old Portland jewelry 
firm, in which six expensive awards in the 
form of large diamonds in beautiful settings, 
watches and diamond pins were offered. The 
contest stirred up much interest and there 
were many contestants for honors. 

Business in Portland is good in both 
wholesale and retail lines, according to a 
general survey in both fields. The recent 
“Buyers’ Week” brought more than a thou- 
sand visitors to the city. A number of 
Jewelers from out of the city came with the 
other merchants to replenish their stocks for 
Fall selling. All merchants who bought 
$500 or more in merchandise had their rail- 
toad fares refunded. Beginning Aug. 12, 
Portland was host for a week to 25,000 Dok- 
kies from all parts of the country. Fraternal 
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THE JEWELERS’ CIRCULAR 


jewelry and souvenirs were in big demand 
and Portland jewelers were busy all during 
the Dokkies’ stay. Many women who ac- 
companied their husbands took this oppor- 
tunity to shop for gifts. 

A trip up the McKenzie River and a circle 
of the Coast resorts from Newport north 
was taken by Lance H. Smith, of the Port- 
land branch of A. I. Hall & Son. Accom- 
panied by his family, he traveled via auto- 
mobile, camping out. The Willamette Val- 
ley, Mr. Smith believes, has a great future, 
and seems to be prosperous now. Coast 
cities also seem to have plenty of business. 
In Portland the numerous conventions and 
meetings, which drew visitors from all parts 
of the country, helped business immensely. 

The G. Heitkemper Co., whose lease on 
the 5th St. store in Portland expired, forcing 
them to vacate, will remain in business and 
a fine new store is being built and fitted out 
for them on Alder St., near Broadway. This 
is the site of the old Baker theatre building, 
which was wrecked recently, for the erection 
of a handsome modern building. The G. 
Heitkemper Co. will conduct a2 removal sale 
from a temporary location in the store for- 
merly occupied by the Columbia Optical Co. 
on 6th and Morrison Sts. The Woolworth 
company has taken a lease on the old loca- 
tion. The Heitkemper store has been con- 
ducting business in Portland for 35 years 
and an enviable reputation has been built up 
by the firm. Frank Heitkemper, one of the 
owners, was president of the Oregon Retail 
Jewelers’ Association last year. 








Omaha 


J. B. Currie, Mount Ayr, Ia., has returned 
from a pleasure trip in Minnesota. 

Oscar Homan, of the C. B. Brown Co., 
Omaha, has returned from Estes Park, 
Colorado, where he spent three weeks rest- 
ing, 

Carl Froemel, a Columbus, Nebr., jeweler, 
has purchased a new building, has moved his 
jewelry stock into it and fitted it out witl 
new fixtures. ' 

William E. Pennell, Trenton, Mo., re- 
turned from a seven weeks’ trip to Califor- 





nia and return by automobile. His family 
accompanied him. 
The jewelry store of J. F. Carnahan, 


Manilla, Ia., was the victim of burglars last 
week. Watch cases, chains, necklaces and 
other items were taken. 

Harry Martin, Kahoka, Mo., has returned 
with his family from a seven weeks’ motor 
tour, during which they drove to California, 
where they visited a son and daughter. 

The members of the Nebraska Retail 
Jewelers’ Association extended words of 
sympathy to the window of the late Presi- 
dent Harding in the following message: 
“The members of the Nebraska Retail 
Jewelers’ Association extend to you their 
sincere sympathy in this, your hour of sor- 


row. It is with deep regret that we mourn 
the loss of so fine a citizen as our beloved 
President.” Signed Robert A. Goodall, 








Leslie Gray, Woodburn, Ore., is reported 
to be in bankruptcy. The assets are stated 
to be $3,426, and the liabilities, $2,952. 
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Salt Lake City 


R, F. Mann, Wagoner, Okla., was a local 
visitor last week. He was accompanied by 
his family and made the trip by automobile. 

S. E, Needham, Logan City jeweler, has 
put in new showcases. He has gone to 
Twin Falls, Idaho, to be present at the 
Kiawanis Club conference in that city. 

State Senator John W. Peters, Brigham 
City jeweler and optometrist, has been ap- 
pointed by Governor Charles R. Mabey a 
member of the committee for relieving vic- 
tims of the recent floods in Davis and Box- 
elder counties. 

John S. Lewis, well-known Ogden jeweler 
who has been ill for several months and 
whose life at one time was dispared of, is 
back at his desk, fuly recovered. Walter 
Brown, of this firm, and family, and W. D. 
Zeller, head of the optical department, have 
just returned from auto trips to Yellow- 
stone National Park and Jacksone Hole, 
Wyo.; L. C. West, head of the jewelry de- 
partment, is spending a pleasant vacation, 
fishing, in the Granddady lakes country; J. 
Munson and wife are making a tour of the 
Pacific Coast. 

The fourth annual Summer outing of the 
Salt Lake City optometrists was held at 
Saltair, the resort on Utah’s famous inland 
sea, Great Salt Lake, during the week. 
President O. L. Dutcher, of the State asso- 
ciation, was in charge. The attendance was 
good. Formality was dispensed with and 
everybody had a fine time dancing, bathing 
in the lake (where the percentage of salt is 
so great the human body can’t sink) and 
telling stories. A picnic luncheon was en- 
joyed in the bowery, where reservations had 
been made for the gathering. J. E. Broad- 
dus was in charge of the entertainment com- 
mittee work. 











Canada Notes 





The Premier Jewelry Co., 84 Victoria 
Ave., is registered at Toronto. 

Capitol Jewelers, Ltd., Montreal, has ob- 
tained a charter of incorporation. 


Anna Abrahams is registered as sole 
owner of Arnold’s Jewelry Shop, Regina, 
Sask. 

The Bind Optical Co., Toronto, has given 
a chattel mortgage for $950 to Percy 
Hernant. 

The Adelaide Gift Shop, Toronto, has 
given a chattel mortgage to Stanley Dowdell 
for $1,000. 

Edmund Scheuer, formerly of Edmund 
Scheuer, Ltd., Toronto, has gone on a trip 
to England and the European continent. 

James Ryrie, of Ryrie Bros., Ltd., Toronto, 
has returned from an automobile trip in 
New York State, including a visit to Wat- 
kins Glen. An expert diamond cutter at 
his work in the window of Ryrie Bros. store 
attracts large numbers of spectators. 

The Saskatchewan Optometric Associa- 
tion, on Aug. 23, elected the following 
officers: G. A. McCuaig, Weyburn, presi- 
dent; T. D. Culp, Prince Albert, first vice- 
president; J. E. Hough, Moose Jaw, second 
vice-president; T. B. Probert, Moose Jaw, 
secretary-treasurer; G. A. McCuaig, T. D. 
Culp, A. J. Logan and W. A. Purvis, 
directors, 
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Good Housekeeping, October, 1923 





Good Housekeeping, November, 1923 


HESE advertisements will send customers to your store 
seeking Hawkes Crystalware. 


Here are shown the first two advertisements of the Hawkes national campaign in 
Good Housekeeping. They will interest thousands of home-makers in every part 
of the United States. 


Remember—the profit on Hawkes Crystal is better than that you make on most 
silver and the turnover is very rapid. 
T. G. HAWKES & COMPANY, 


- Corning, N.Y. 
Pacific Coast Office: 140 Geary Street, San Francisco, Calif. 
Canadian Representative: R. G. How, 118 Coristine Bldg., Montreal, €anada. 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
JeEweELers’ CircuLar regarding any advantageous 
device or plan which they are utilizing in con- 
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Cost of Doing Business in Retail 
Jewelry Stores 


Summary of Address by Professor Melvin T. Copeland, Directcr, Bureau ot Business Research, Harvard University, at the Conventicn of the American 
National Retail Jewelers’ Association, Held at Providence, Aug. 29, 1923. 

















HEN the study of the cost of doing 
business in the retail jewelry trade 
was first undertaken by the Harvard Bureau 
of Business Research, we were totally un- 
familiar with conditions in the trade, and 
we anticipated at least as great ease in the 
collection of figures as in the various other 
trades with which we had had experience. 
We soon discovered, however, that while the 
retail jewelry trade had many troublesome 
problems in common with other kinds of 
retail business, it also was subject to spe- 
cial difficulties of its own. 

After some months’ experience we came 
to the conclusion that numerous retail 
jewelers have the point of view of crafts- 
men rather than of merchants. They have 
been taking a more intimate interest in re- 
pairing and engraving than in the sale of 
merchandise. This spirit. of craftsmanship 
is One of the assets of the industry because 
of the reputation for dependability which it 
enhances. Nevertheless, it has been a 
handicap in determining the cost of doing 
business in jewelry stores. Although the 
repair department is one of the mainstays of 
the ordinary jewelry store, the merchandise 
department when properly managed also 
seems to be potentially profitable to the re- 
tail jeweler and serviceable to the public. 
The most successful businesses, apparently, 
are those in which neither of these depart- 
ments is neglected through an obsession for 
the other. Competition or other types of 
stores is felt keenly by numerous retail 
Jewelry stores, and apparently one of the 
chief reason for this is that these other stores 
hot uncommonly are using better merchan- 
dising methods than the average retail 
Jeweler, 

Another difficulty, which is not unknown 
to other trades but which is intensified in 
the retail jewelry business, is the seasonal 
fluctuations in sales. In preparing our re- 
Port on the cost of doing business in retail 
lewelry stores in 1920, we obtained data re- 
garding the monthly fluctuations of sales. 
Data from 159 stores were used in that tab- 


ulation. These showed that, for the first 
eleven months of the year, the sales had 
averaged a little over 6 per cent, of the 
total for the year. May and June were 
somewhat higher than the other months, ex- 
cept December, but the difference was not 
great. In that year the sales in December 
constituted 27 per cent. of the total sales 
of merchandise. At the request of officers 
of this association we have collected similar 
figures on the monthly fluctuations of sales 
in 1922. For that year data of this sort 
were received from 155 firms. These figures 
include merchandise sales only, not repair- 
ing receipts. 

MONTHLY SALES OF MERCHANDISE IN 
RETAIL JEWELRY STORES IN 1922— 
155 FIRMS 
(Repairing Receipts Not Included) 

Percentage 


of Total 
Month Sales for Year 
Ce CCE ee Oe 5.1% 
NE a Navas Keagaheseeamevewr 4.5 
BE 65s Siecle angehts ses goes 52 
PE 6:65.00 Ctb as ase SEEDER EEO 5.6 
OT eT eee CT Tee eee 6.9 
[SS ern ON rear et cer tr 7.9 
Dante Kwhdes bated eenenss 5.9 
FS OI EE ee eT 6.3 
NINE a aAic acc xeueude meas y 
Ee ee ne ere Te 6.9 
MEE i ciwcapeseeeinane sees 7.4 
PI i565 oss SoG pe eas bebe cones 31.2 


The lowest sales for any month were in 
February, 4.5 per cent. of the total for the 
year. The figure for June was 7.9 per cent., 
for September 7.1 per cent., and for De- 
cember 31.2 per cent. Thus the seasonal 
peak was greater in 1922 than in 1920. How 
far this difference is to be attributed to 
changes in business conditions we cannot 
judge. It is generally recognized, however, 
that there was an improvement in general 
business conditions in 1922, with the result 
that the sales in jewelry stores in December 
probably reflected in part the general im- 
provement in business conditions rather than 
a heightening of the seasonal peak for a nor- 
mal year. The data for the two years 1920 


and 1922, however, do indicate that the re- 
tail jewelry trade is beset with an especially 
troublesome problem in this seasonal peak. 
The great variation in the monthly sales is 
probably one of the reasons for the high 
cost of doing business in this trade. Al- 
though numerous inquiries have been made 
by the Bureau on this point, no satisfactory 
means of offsetting this peak at the holiday 
season has been uncovered, at least none that 
can be recommended as of general applica- 
bility. We shall not venture to express any 
opinion, of course, regarding possible means 
of solving this problem, except upon the 
basis of tried experience in representative 
retail jewelry stores. 

A third difficulty which has been en- 
countered in this study has been the lack 
of data possessed by the retail jewelers on 
their cost of doing business. This seems to , 
have been caused in part at least by the lack 
of general interest in merchandising methods 
in so many retail jewelry stores. In speak- 
ing of these difficulties, by the way, it is not 
my intention to adopt a critical attitude in 
any measure whatsoever. I believe strongly, 
however, that all of us learn most from con- 
sideration of our difficulties and our mis- 
takes rather than from being patted on the 
back for the things that we are doing well. 
I shall not take your time to pay the com- 
pliments that could be paid to the retail 
jewelry trade. I take it that you have in- 
vited me here not to spread enconiums, but 
rather to talk over with you frankly the op- 
portunities for improvement of conditions in 
the retail jewelry business as indicated by 
the reports that have been received in our 
study of the cost of doing business during 
the last four years. 

The initial difficulty in the study of the 
cost of doing business is the separation of 
the figures for the repair department from 
the merchandise business. As the result of 
the preliminary survey that we made in 1919, 
it was determined that it was essential to 
separate repairing receipts from merchandise 
sales and to separate at least the direct ex- 





THE JEWELERS’ 








CIRCULAR 


September 5, 1923, 












































~€ Herschede Clocks 
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Herschede Chime Hall Clocks are 
an attractive asset in the salesroom 
and a continuous reminder in the 
home, of beauty and service linked 
with the name of the jeweler on the 
dial. 


Melodious chimes in solid mahog- 
any cases of very excellent quality 
list as low as $175.00 with an inter- 
esting margin of profit. 


Catalog and price list on request 


Our new designs of mantel chime 
clocks are ready for shipment and 
should be had by every jeweler who 
caters to the best trade. 


Illustrations and price list ranging from 
$65.00 to $110.00 sent on request 


THE HERSCHEDE 
HALL CLOCK COMPANY 


Cincinnati, Ohio, U. S. A. 


New York Salesroom A. I. Hall & Son, Inc. 


No. 586 Fifth Ave. Pacific Coast Representative 
Robt. E. Wilkes San Francisco, Calif. 
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penses of the repair department from the ex- 
penses of the merchandise department. 
Otherwise, any figures that were collected 
would not be worth the paper on which they 
were printed. The reason for this conclu- 
sion is indicated briefly by the fact that in 
the merchandise department the cost of the 
merchandise sold—that is, the price paid 
manufacturers and wholesalers for the goods 
that are sold—constitutes approximately 60 
per cent. of the amount received from retail 
sales. The remainder goes for operating ex- 
penses and profits. The total wages and 
salaries in the merchandise business amount 
to something like 17 per cent. of the mer- 
chandise sales. In the repair department, 
on the other hand, salaries constitute over 
539 per cent. of the repairing receipts and 
other expenses amount to 27 per cent. Be- 
cause of the difference in the proportion of 
salaries and wages to total receipts in the 
two departments, any combination of the fig- 
ures not only is worthless but it is likely 
to be misleading. 

During the first three years that this study 
was carried on, it was deemed advisable to 
attempt only the separation of repairing re- 
ceipts from merchandise sales and the direct 
expenses for salaries and wages and sup- 
plies for the repair department. The im- 
provement in the quality of the reports re- 
ceived and the interest shown by numerous 
members of this association in securing a 
more nearly accurate figure of the cost of 
doing business in the merchandise depart- 
ment induced us to attempt an additional 
step this year. The result is that we have 
hased our report on the cost of doing busi- 
ness primarily on figures from 171 retail 
jewelry firms that have given us approxi- 
mately accurate figures for the merchandise 
department entirely separated from the re- 
pair department. This called for separation 
not only of the repairing receipts from the 
sales, and direct repairing expenses from the 
expenses of the merchandise department, but 
also for a prerating of rent, taxes, insurance, 
interest, and other fixed charges over the 
two departments. An effort was made to 
secure such data from every firm that sub- 
mitted a report. Although numerous jewel- 
ers could not carry out the separation of 
their figures in such detail, we did secure 
171 reports that seemed to be usable, and on 
them we have based our conclusions. 

Although the figures probably are subject 
to minor qualifications, they seem to us to 
be fairly dependable and substantially better 
than those that we have been able to secure 
in preceding years. Even though the num- 
ber of reports received is still by no means 
as large as we should like to have, there has 
been a tremendous improvement in the qual- 
ity of the reports that are coming in now 
as compared to those received four years ago. 

The common figures for operating ex- 
Penses and profits in these 171 stores in 1922 
were as follows: 


OPERATING EXPENSES, GROSS MARGIN, 
NET PROFIT OR LOSS, AND STOCK-TURN 
FOR 171 RETAIL JEWELRY STORES IN 1922 
(Repairing Receipts and Expenses Separated) 
Net Sales = 100% 


: Common 

: erchandise Department: Figure 
Wages of sales I 54s arane bra ew 11.3% 
SN baie o icke ce adiingicnsaactd 3.1 
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Boxes, wrappings, and other selling.... 1.2 





Total. sR ..s0ieudevcuns dn'en dees 15.6 
DOUGESY, oc cccccurdtec cts eussensaeste 0.3 
Buying, management, and office salaries. ~ 6.0 
Office supplies, postage, and other man- 

RECHTONE ccc cccsecvccccvcscsccccess 0.8 

Total buying and:management........ 6.8 
BE, vk.d00.cewanevedeteesetesdesswasevs 4.8 
Heat, light, and power..........ceceee- 0.9 
Taxes (except on buildings and income) 1.3 
Insurance (except on builidngs)........ 0.8 
Repairs of store equipment...........+. 0.4 
Depreciation of store equipment........ 0.8 

Total interest ......cccocccvcvcsvevcces 5.9 

Total fixed charge and upkeep........ 14.9 
MEiSCeUAMGOUS. 2c cic cccccccecrccsoccces 1.9 
Losses. from bad debts......ccccosccces 0.5 
TOE IE. 66.6. 60sec ccestwncedtcanies 40.0 
CS” | eer eee ee re 38.6 
Be Re PE eT 1.4 
Stock-turn (times a year)......cccceres 0.8 

Repairing Receipts = 100% 
Repairing Department: 
NN iad sG dence OMEN ear Raed ReeNee 59.4% 
Supplies and other expense.........+... 27.2 
TOU COREE e icciedadnadaw cleanse 86.6 
ee) Pr ren ry ee rr ec 13.4 
Average proportion of repairing receipts to 
total net merchandise sales plus repairing 
COE obi Ga wwe cena renneweT au eee 16.8% 


It is to be noted that the largest single 
item of expense was wages of sales force, 
which amounted to 11.3 per cent. of net sales. 
In all the retail and wholesale trades in 
which similar studies have been made dur- 
ing the last 12 years, the Bureau invariably 
has found wages of sales force to be the 
largest single item of expense for the aver- 
age firm. The next largest item was buy- 
ing, management and office salaries, 6 per 
cent. of net sales. Rent was 4.8 per cent., 
and total interest, including interest on the 
proprietor’s net investment, as well as on 
borrowed capital, 5.9 per cent. of net sales. 
Altogether these four items constituted two- 
thirds of the average cost of doing business. 

The average cost of doing business of these 
firms in 1922 for their merchandise depart- 
ments alone was 40 per cent. of net sales. 
The average gross margin was 38.6 per 
cent.; hence, these firms showed an average 
net loss of 1.4 per cent. of net sales for the 
year. The improvement in business condi- 
tions did not start soon enough or increase 
rapidly enough to enable the average retail 
jeweler to show a profit in 1922, when he 
had taken all his proper expenses into ac- 
count. 

For the repair department, on the other 
hand, an average net profit was shown, and 
this slightly more than offset the net loss 
in the merchandise department. Since re- 
pairing and engraving receipts constituted 
only 16.8 per cent. of the total receipts from 
sales and repairing, the higher percentage 
of net profit on the repairing department 
barely offset the net loss on the merchandise 
department. 

In the retail jewelry trade, as well as in 
other trades, the analysis of the reports on 
the cost of doing business has shown that 
operating expenses tend to vary with the 
volume of sales. Consequently, a. tabulation 
was made of the reports classified into three 
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groups according to the volume of merchan- 
dise business. The results of this classifica- 
tion were as follows: 


OPERATING EXPENSES, GROSS MARGIN, 

NET PROFITS OR LOSS, AND STOCK-TURN 

FOR 171 RETAIL JEWELRY FIRMS IN 1922 

ACCORDING TO VOLUME OF MERCHAN- 
DISE SALES 


(Repairing receipts and expenses separated) 
Net Sales = 100% 


S 
oO } 
m7) J 6 
i: ae 
es = | 
<€8S me? ®* 
= } ° 
a#*# aS af 
3 ¢ § 5 sc = s 
& Aa Sw 
Number of firms.......... i “a °% 
Merchandise Departments: 
Wages of sales force.... 11.9% 10.7% 11.1% 
| 2.6 2.9 4.3 
Boxes, wrappings and 

other selling.......... 1.0 1.3 1.3 
TOM setling: .....ccece 15.5 14, 16,7 
POET 6 NG chacdecces 0.1 0.3 0.5 
Buying, management and 

office salaries......... 5.6 5.8 7.0 
Office supplies. postage 

and other management 0.9 0.8 0.7 
Total buying and manage- 

TN 6 khmer voanesée 6.5 6.6 7.7 
DOOD se niceciiswes veoiten 5.2 4.3 4.8 
Heat, light and power... 1.4 0.7 0.5. 
Taxes (except on build- 

ings and income)..... 1.6 1.2 1.3 
Insurance(except on build- 

ings) Fiche. d was teme se 0.9 0.7 0.8 
Repairs of store equip- 

ee ee eee 0.5 0.3 0.3 
Depreciation of store equip- 

ET a: Bissaniieldce.0 4 dud ten 0.9 0.9 0.6 
TOE i90OPO0 6 cic cccsee 6.3 6.2 4.7 
Total fixed charges and 

WEI a oss Sntcuawaeee 16.8 14.3 12.8 
Miscellaneous 











TOL CXPENEE i oc sk ccess 41.4 38.5 40.0 
GPOSE “MEFEINi vik c ci veces 37.1 38.9 40.7 
Net profit or loss....... 4.3" 0.4T 0.77 
Stock-turn (times a year) 0.8 0.8 0.9 
*Loss. ft Profit. 
Repairing Receipts = 100% 
Repairing Department: 
Salaries and wages...... 61.7% 59.8% 55.3% 
Supplies and other ex- 
I iin. bucanaten een 25.9 26.9 29.6 
Total GXpONSe .3.6ciccce 87.6 86.7 84.9 
Pee GIO ciericasaceus 12.4 13.3 15.1 
Average proportion of re 

pairing receipts to total 

net merchandise sales plus 

repairing receipts....... 20.5% 16.2% 11.3% 


This indicates that the cost of doing busi- 
ness was greatest and the gross margin 
smallest on the average for the firms with 
merchandise sales of less than $20,000 in 
1922. The result was an average net loss 
of 4.3 per cent. of net sales for this group 
of stores. For the 61 firms with sales be- 
tween $20,000 and $49,000, the average cost 
of doing business was 38.5 per cent., the 
gross margin 38.9 per cent., and the average 
net profit 0.4 per cent. For the group of 
stores with sales over $50,000, the average 
expense was 40.0 per cent., the gross margin 
40.7 per cent., and the average net profit 0.7 
per cent. The chief differences were in 
wages of sale force, which were highest in 
percentage of net sales for the firms with the 
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NEW HAVEN CLOCK CO’S 


“True ‘Jime Tellers 


Wake Up With a Smile! 


A new line of improved thin model 
alarms, with convex glass and new 
dependable movements of simple con- 
struction; each a tested TRUE TIME 
TELLER before it leaves our factory. 


Ti-Tan - - $6.00 
Tom-Tom . $3.50 
Tiny-Tim . $3.50 
Tat-Too . $3.00 
Tat-Too Jr. . $3.00 
Tip-Top . . $2.00 
Tell-Tale . $1.75 


Also furnished with Radium Dial 
$1.00 Extra. 


he Artistic figures shown on this 

page are reproduced in colors on 
the clock boxe: and can be used for 
making attractive window displays. 


THE EW AVEN LOCK CO, 
EST. EW VEN ONN. 16:17 
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smallest volume; buying, management and 
offices salaries, which were highest for the 
firms with the largest volume; rent, which 
was higher for the firms with the smallest 
yolume of sales than for the other firms; 
and especially total interest, which amount- 
ed to 6.3 per cent. for firms with sales less 
than $20,000, 6.2 per cent. for firms with 
gales from $20,000 to $49,000, and 4.7 per 
cent, for firms with sales over $50,000. This 
yariation in the total interest charge, as I 
will indicate shortly, was occasioned sub- 
stantially by the differences in the rate of 
stock-turn in these three groups of stores. 
In most of our studies the classification of 
the reports received by geographical location 
has not seemed to be as significant as the 
classification by volume of sales. For 1922, 
however, in the retail jewelry trade the geo- 
graphical classification apparently has 
brought out some interesting facts, Owing 
to the limited number of reports with which 
we could work, it was possible for practical 
purposes to classify the reports into only 
three main geographical groups. In this 
analysis there were not enough reports from 
the Southern States to warrant attempting 
to prepare a separate summary for them. 
The other reports were divided into three 
groups: the first included the stores report- 
ing in the Boston, New York, and Philadel- 
phia Federal Reserve districts; the second 
included the firms in the Cleveland, Chicago, 
and St. Louis districts; and the third group 
included firms in the Minneapolis, Kansas 
City, and San Francisco districts. We 
should have been glad to have made a 
greater subdivision, but not enough reports 
were available to justify it from a statistical 
standpoint. The results of the classification 
that was made were as follows: 
OPERATING EXPENSES, GROSS MARGIN, 
NET PROFIT OR LOSS, AND STOCK-TURN 
FOR 152 RETAIL JEWELRY. FIRMS IN 1922 
ACCORDING TO GEOGRAPHICAL LOCATION 


(Repairing Receipts and Expenses Separated) 


Net Sales = 100% 
Group Group Group 
I II IIT 
Federal reserve districts*. 1 23 4 7 8 91012 
Number of firms........ 27 314 19 3410 101215 


Merchandise Departments: 


Wages of sales force... 10.9% 11.4% 11.7% 
Advertising ........... 2.8 3.5 3.0 
Boxes, wrappings and 

Other selling ........ 1.4 1.2 0.9 
Total selling .......... 15:1 16.1 15.6 
MeVery ..... 2.20000. 0.4 0.3 0.1 


Buying, management and 
office salaries.......... 5.6 5.7 7.0 
Office supplies, postage 


and other management 0.9 0.7 0.7 
Total buying and manage- 

ER so ai.» 60.01aloveo oe 6.5 6.4 fa 
eer 4.3 4.8 of 
Heat, light and power. 0.7 1.0 1.1 
Taxes (except on build- 

ings and income).... 1.0 1.3 1.6 
Msurance (except on 

buildings) .......... 0.9 0.7 0.8 

epairs of store equip- 

er 0.2 0.4 0.6 
Depreciation of store 

equipment .......... 0.8 0.8 0.9 
Total interest.......... 4.7 6.1 7.4 
Total fixed charges and 

| = re 12.6 15.1 17.9 
Miscellaneous 1.8 1.8 2.4 


from bad debts.. 0.4 0.5 0.5 


ee eee wsee 
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Gross MALKIN. oo o0'0 008 39.1 38.5 37.9 
Net profit or loss...... 2.3* 1.77 6.24 
Stock-turn (times a year) 0.9 0.8 0.7 
* Profit. f Loss. 
Repairing Receipts = 100% 

Repairing Department: 
Salaries and wages..... 58.2% 59.3% 61.2% 
Supplies and other ex- 

SN 4 oc ernndwatee 24.8 27.3 30.3 
TOS! -CXDENSE. «2:05:06 0:0 83.0 86.6 91.5 
WOO PHONE i560: ca9 se 0ae 17.0 13.4 8.5 

Average proportion of re- 
pairing receipts to total 
net merchandise sales 
plus repairing receipts. 16.7% 17.1% 16.6% 








*No. 1. Boston district. 
No. 2. New York district. 
No. 3. Fhiladelphia district. 
No. 4. Cleveland district. 
No. 5. Richmond district . 
No. 6. Atlanta district. 
No. 7. Chicago district. 
No. 8. St. Louis district. 
No. 9. Minneapolis district. 
No. 10. Kansas City district. 
No. 11. Dallas district. 
No. 12. San Francisco district. 


This analysis indicates that the average 
cost of doing business was less in percentage 
of net sales for the firms in the first group— 
the northeastern district—in 1922, and high- 
est in the three western Federal Reserve 
districts. The gross margin was highest in 
the northeastern region and lowest in the 
western. The result was an average net 
profit for the first group of 2.3 per cent. of 
net sales, an average net loss of 1.7 per cent. 
for the second group, and an average net loss 
of 6.3 per cent. for the third group. Even 
though these figures may not measure pre- 
cisely the relative differences in conditions 
in these districts in 1922, the variations are 
great enough to be considered significant. It 
is not to be assumed, however, that these 
variations are permanent. They probably 
reflect rather the differences in changes in 
general business conditions in these several 
regions. The earlier improvement of gen- 
eral business conditions in the east is proba- 
bly the chief explanation for the lower cost 
of doing business and the greater profit 
shown by the average eastern firm. If this 
is true, it suggests the possibility of a fruit- 
ful study in the years to come of the geo- 
graphical changes within the country of 
general business conditions. If the im- 
provement after a depression ordinarily 
starts in the east and works gradually west- 
ward, the rate of progress probably can be 
determined, and a worth-while guide pro- 
vided for merchants in planning their pur- 
chases and sales in anticipation of changes 
in business conditions. 

The final point in this year’s analysis to 
which I shall call your attention on this 
occasion is the relation between the cost of 
doing business and the rate of stock-turn. 
The reports from the various firms were 
classified according to the rapidity with 
which the stock was turned during the year. 
For the 45 firms that turned their stock less 
than 0.7 times in 1922, the average cost of 
doing business was 44.5 per cent. of net 
sales. Inasmuch as the average gross mar- 
gin for these firms was only 39.9 per cent., 
they showed an average net loss of 4.6 per 
cent. of the sales of merchandise. Sixty-one 
firms turned their stock from 0.7 to 0.9 


CIRCULAR 








199 





times, still less than once a year, and their 
average cost of doing business was 40.7 per 
cent. of net sales, their average gross mar- 
gin 38.8 per cent., and their average net loss 


1.9 per cent. Sixty-four firms, however, 
turned their stock ‘at least once in 1922, and 
some of them secured a substantially higher 
rate of stock-turn. These firms had an 
average cost of doing business of 36.2 per 
cent. of net sales, and average gross margin 
of 37.6 per cent., and an average net profit 
of 1.4 per cent. The lower cost of doing 
business in the firms that turned their stock 
more than once a year is not to be ascribed 
entirely to the more rapid rate of stock-turn. 
It is probably significant rather of the special 
attention that was given to merchandise and 
store management problems which secured 
economies in various directions. It is par- 
ticularly to be noted that the total interest 
charge, indicating the economy with which 
the capital of the firm was used, was only 
3.9 per cent. of net sales on the average for 
the firms that turned their stock at least 
once, whereas it was 8.4 per cent. for the 
firms turning their stock less than 0.7 times. 
These figures indicate that it is profitable 
for a retail jeweler to secure even a rela- 
tively small increase in the rate of stock- 
turn provided at the same time careful at- 
tention is given to merchandising methods. 
In view of the probability that periods of 
falling prices will recur from time to time 
in the future, an increase in the rate of 
stock-turn will be especially advantageous 
in lessening the losses that otherwise accrue 
from depreciation of inventories. 

The results of the studies of the last four 
years emphasize more than anything else the 
desirability of a faster rate of stock-turn in 
retail jewelry stores and greater attention to 
merchandising methods through the elimina- 
tion of exceptionally slow-moving goods, and 
the use of more agressive sales tactics. The 
experience of several firms indicates that this 
can be done without sacrificing the repairing 
and engraving department in any way what- 
soever. In fact, that department can serve 
as a valuable feeder to the merchandise de- 
partment by bringing customers into the 
store whose desire to purchase merchandise 
can be stimulated by attractive displays and 
sales methods. 

In conclusion, I wish to say that there is 
obviously a large field for educational service 
to the retail jewelry trade by this associa- 
tion, particularly through the exchange of 
information on merchandising methods. I 
wish to add further that we sincerely ap- 
preciate the opportunity that has been af- 
forded us to work with this association, 
since it has enabled us to acquire a first- 
hand intimate knowledge of the problems of 
this industry that is of value to us in our 
task of instruction. 








Burglars, some time between Saturday 
night and Monday morning, Aug. 27, blew 
up the safe in the Victor J. Etjen jewelry 
store, 520 Fifth Ave., Sioux City, Ia., and 
escaped with $400 in cash and jewelry. The 
robbery was discovered when Mr. Etjen ar- 
rived and opened the store. A broken win- 
dow in the rear of the building indicated the 
method employed by the thieves#to gain en- 
trance to the store. Articles taken include 
four gold watches, two diamond rings and 
$20 in cash, 
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Ask your jobber for this 
implement case. It costs 
you nothing. The logical 
way to display imple- 
ments attractively. 








with La Cross 


HRISTMAS brings a big demand for mani- 

cure sets. But Christmas buyers are mighty 
particular. They want good looks and fine 
quality—in other words, value. La Cross sets 
give the greatest value, and the dealer that fea- 
tures La Cross gets the trade. 

You won’t carry over any La Cross sets at 
the end of the season. They are attractively 
priced and sell readily. And they bring a sure 
and satisfactory profit, too. 

Sets illustrated are part of assortment No. 6. 
Every one of the twenty sets in this assortment 
is a proved seller. If in your opinion it does 
not more than represent all that we claim, send 
it back to us. 


ae tients 2 $65.00 
Retails at ee | 
Profit .... eT $47.50 


73% on Cost. 
42% on Selling Price. 
Smaller assortments at $13.30, $27.65 and 
$43.65. If your jobber cannot supply you, write 
us direct. | 


SCHNEFEL BROTHERS 
Newark, N. J. 
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“Modern Merchandising” 





Address Delivered Aug. 29 by Miles E. Robertson, Assistant Director of Sales, Oneida Com- 
munity, Ltd., Before the Annual Convention of the A. N. R. J. A. 

















Group Action vs. Individual Action 


your national and State associations 

are constantly perfecting and solidify- 
ing their efforts on such group questions as 
distribution methods, the war tax, uplifting 
the moral tone of the industry, arranging 
quality standards and other definite trade 
necessities. Every aid should be given such 
collective objects, and your association 
should be considered a partnership; each 
partner to profit in accordance with ‘the 
amount of effort and time he applies, but 
keep in mind that even though all these 
group objects are successfully accomplished, 
your individual problem is still unsolved. 

For example, remove the war tax, perfect 
the quality standards, prevent unfair quality 
competition—and you still have left a com- 
petition that can do as well or better under 
such changed conditions. In other words, 
you, as an individual, must answer the prob- 
lem—who is the best merchant? 


Necessity for Immediate Individual Action 


I am not a firm believer in figures, yet 
when statistics prove beyond peradventure 
that danger is near an industry, then indeed 
we should examine the facts, and lay plans 
accordingly. Figures show that two very 
serious things are happening in the jewelry 
trade: 

(1) 52 per cent of the jewelry business is 
done outside of the jewelry trade. 48 per 
cent is done inside. It is my understanding 
that this ratio is constantly increasing to 
the detriment of the jewelry trade. 

(2) The Harvard Research Bureau fig- 
ures on the jeweler’s cost of doing business 
shows that this cost is constantly mounting 
out of all proportions to other retailers’ 
costs. The 1922 report is available and 
shows a necessity for immediate action. 


Who Is Your Competitor? 


Who is your competitor? In an effort 
to broaden the field of endeavor—to increase 
the size of your possibilities—really to play 
inthe mammoth business pool which lies be- 
lore the industry, let me say now that it is 
hot your neighbor who sells jewelry, 
whether such neighbor be hardware, haber- 
dasher, gift shop, department store or 
leweler. To illustrate—and again use fig- 
ures—let us say that 50 per cent of the 
lamily purse goes directly into necessities— 
the butcher, the baker, coal dealer, etc. The 
other 50 per cent of the dollar goes to who- 
‘ver can get it. Here enters the merchan- 
dising side of all businesses. That 50 per 
‘ent will inevitably go to the best merchant 
on the street—perhaps the automobile man, 
lurniture store, ready-to-wear,  victrola, 
piano, rugs, hats, and who knows what not? 
Someone creates a demand in the woman’s 
mind for a particular article and the 50 
“ats immediately changes ownership. 
ou must consider every retailer in town 





a competitor for your receipts, not neces- 
sarily for your jewelry business. There is 
an example so pertinent for the occasion that 
I want to give it here. When silverware 
manufacturers put blue gift boxes on the 
market, it was with the distinct purpose of 
going into the gift field, which is infinitely 
larger than the standard knife, fork and 
spoon business. Gift business runs into 
hundreds of millions, whereas, silverware 
business as such is only about 50,000,000. 
These manufacturers have been repaid for 
their broader vision, and you, Mr. Jeweler, 
must lie awake nights, if necessary, thinking 
up plans which will prevent the other non- 
jewelry-dealing stores from getting the sur- 
plus 50 cents that is in the women’s purses. 

It is difficult in a discussion of this char- 
acter to outline plans which apply to every 
dealer. Only one general principle has been 
followed. Most of the sales plans outlined 
are for the benefit of the smaller jewelers. 
By this I do not mean that the larger stores 
may not find these suggestions of value but 
we all know that the larger volume of busi- 
ness a store does, the more skillful and ex- 
perienced merchandising it can pay for. 
Also, such stores can spend more money in 
direct newspaper advertising, which, after 
all, is possibly the largest single force in 
modern merchandising. Such theories as 
are advanced herein will be tied to definite 
sales plans. Further, I will not attempt to 
discuss newspaper or magazine advertising, 
except by reference, since time will not per- 
mit. Also advertising, as such, deserves a 
complete chapter in itself. 


Wise Buying 


Modern merchandising starts with buying. 
There are several definite planks which must 
be in your buying platform. 

(1) Buy for resale-—Your association has 
stressed this point, and advisedly so. It 
eliminates the gamble from purchasing. It 
necessitates a knowledge of sales on major 
lines, and such knowledge once obtained 
shows where your efforts will be most 
profitable. 

(2) Buy popularly priced items.—Don’t 
buy the three or four most expensive items 
in a salesman’s line and let your nearest 
competitor (perhaps the department store) 
buy the popularly priced items. Your cus- 
tomers want popular prices. You must 
cater to that want. This year has witnessed 
the introduction of many new, interesting, 
and popularly priced items. Most of them 
have been widely merchandised by the de- 
partment store. Many dealers have ideals 
confused with merchandising and are daily 
passing up opportunities of buying popularly 
priced items. 

(3) Be careful of unknown items.—Don’t 
buy on first sight unknown lines or little 
known lines, irrespective of the profit vision 
the salesman may hold out. There are 
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doubtless some stores that can make any 
item salable, but the great rank and file of 
retail business is run on known goods. 

(4) Be suspicious of long profit items.— 
Long profits usually spell slow turnover. 
Also, they emphasize in consumers’ minds 
the fact that you have high prices. Resale 
is vastly more important than long profits. 
You should know what your cost of doing 
business is. Add a fair profit to that fig- 
ure and when you get above the resultant 
figure, be careful. 

(5) Give heed to packaging when buying. 
—Yours is a gift business, and goods must 
be attractively packaged. Many manufac- 
turers pay special attention to this phase of 
their service, and you should question those 
others who do not properly package their 
goods for suitable presentation to custom- 
ers. Packaging represents a definite cost; 
either you, or the manufacturer, must stand 
this cost, and wherever possible, put it up 
to the manufacturer. Certain of the larger 
stores package all goods, but each repackag- 
ing is expensive, and retailers now pursuing 
this policy should examine narrowly as to 
the. value received. 

(6) What service does the manufacturer 
sell you with his goods ?—Modern salesman- 
ship requires that a salesman be prepared to 
tell you how to re-sell his goods. His fac- 
tory spends time and money preparing win- 
dow displays, advertising copy, sales plans, 
etc. I suggest that you take advantage of 
this service by the following plan: make a 
Merchandising Card Index. When you buy 
a line, make out a card with all the sales- 
man’s suggestions and list the side which 
his factory will furnish. File this card in 
your Merchandising Index, then when the 
goods arrive you will have many sugges- 
tions on its resale. Jobbers’ salesmen will 
aid materially by telling you of sales plans 
which other dealers have used. 

You daily compete against stores that can 
afford specialized buying talent. The Card 
Index System gives you high priced mer- 
chandising experience without cost. Ob- 
serve the other rules listed and many of 
your troubles will have ended before they 
start. 

Starting Sales 

You must start the sales of new items. 
Many dealers put new goods on the shelf 
and wait for consumer calls. Such a policy 
is fatal. Look about you. What do other 
live merchants do to start sales on new 
goods? The clothier, department store, 
ready-to-wear store, hardware and gift 
shops all spend time and money in letting 
people know that a new item has _ been 
added. Some suggestions: perhaps, in the 
case of a fine article, you might arrange for 
a private showing at your store. Send out 
printed or engraved invitations to your bet- 
ter customers inviting them to this private 
showing. Suggest in your letter that you 
would like to have them see the article be- 
fore it is placed on general sale. We put 
on such a plan this Spring and it proved 
very successful. Details can be furnished 
those interested. 

Other methods: telephone your customers, 
advertise in local newspapers, make win- 
dow displays, both day and night, dis- 
tribute circulars at the store or pack them 
in delivered articles. The real plea I made 
is—do something. Make a real effort for 
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SOLID COPPER 


_Kawnee 








Resilient grip on glass 
gives permanent service 


Kawneer Solid Copper Store Front 
Construction holds plate glass between 
two spring shaped members. This 
Kawneer resiliency allows all vibration 
waves, such as are caused by the jolt- 
ing of street cars or trucks, or from 
sudden wind pressure to pass out thru 
the edges of the plate without fracture. 


This sturdy but resilient grip on plate 
glass has proven reliable and efficient 
in more than 260,000 Kawneer Store 
Front installations. 


If you plan to build or remodel, let 
us send you a copy of our Book of 
Designs showing successful Kawneer 
Store Fronts. Mailed promptly upon 
request. 


Kawneer 


2608 Front Street Niles, Michigan 




















tr 

















September 5, 1923. 





Storekeeping Department 


— 
that other 50 cents. Give the new article a 
chance. 








Repeat Sales 


The jewelry business needs repeat-sale 
fines. By repeat-sale lines, I mean those 
that necessitate fill-ins by purchasers. Also, 
articles that permit of second, third and 
fourth sales on the same item. You have 
many such in your store now, and keep your 
buying eyes open for others to add to the 
ist Department store buyers are con- 
stantly on the watch for such lines, Such 
goods represent the bread-and-butter busi- 
ness of a retail dealer. Certain items which 
permit of such resale are: 

Glassware, Silverware, Hair Ornaments, 
Cuff Links, Toilet Articles, Talking Ma- 
chines, Vacuum Bottles, Cameras, Electrical 
Appliances, etc. 

And, at the risk of getting the attention 
of larger stores only, I want to suggest a 
second Card Index System, namely—“Cus- 
tomers’ Index File.” When we realize that 
there are such occasions as Easter, June 
Weddings, Thanksgiving, Christmas, Anni- 
versaries, Birthdays, Year-around Gifts, 
etc, the value of keeping a record on cus- 
tomers as having purchased some item in 
a repeat-sale line is apparent. Follow-up 
letters at the appropriate time will be very 
efective. We need the return of our old 
customers as well as attracting the eyes of 
new ones. 


Day Window Displays 


The making of window displays ought to 

be as automatic and regular as paying the 
rent. You should change your window at 
least twenty-four times yearly and it would 
be much better to make the change 48 times. 
Window displays cost you practically noth- 
ing. You have the time, the windows and 
the goods. It is simply a question of com- 
bining the three. Keep in mind that win- 
dow displays have their distinct advantages 
over all other forms of advertising. First, 
the physical article is shown. Second, goods 
can be shown at the psychological moment. 
Third, purchasing is made easy since your 
open store door is located directly beside 
the window. Windows may be built around 
such central ideas as the woman, the man, 
youth, children, seasonable items, new 
goods, standard displays to conform with 
tational advertising by manufacturers, and 
lst, but not least, spectacular windows. 
Every window should have a selling plan 
tied to it. Don’t be afraid of pricing your 
goods. Price to piece is the modern way 
to merchandise. 

On Dollar Day, let’s have one of the win- 
dows with dollar items and the other win- 
tow with “dollar-less” items. Perhaps a 
window with every item at $2.50, or one 
with all items at $5. Here some of you 
May say that your items won’t fit this price 
mark. In such a case I must emphasize 
that this is one place where “Wise Buying” 
will help, Furthermore, what about using 
“me of the items which you have carried 
"inventory for two or three years? How 
“out a window filled with items, and a 
Mice tag on each with a mis-spelled word 
one of the price tickets and a prize to 
first successful finder of the mis-spelled 
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word. This would get attention, and every 
tag would be thoroughly read. 
Night Window Displays 

Your night windows are most important. 
Keep in mind that the movies are constantly 
attracting more people, and especially if you 
are located in the theatre district, your night 
window is apt to get more attention from 
real buyers than your day windows.  De- 
partment stores realize that the housewife 
brings the husband along at night to concur 
in the purchase of an article seen earlier. 
What colors do you use in your night win- 
dows? Other dealers are using colored 
globes to bring out the beauty of certain 
items, or to force attention. This can be 
arranged at very little cost. For globe 
color perhaps a pale blue, yellow, green, 
orange and white. Try this out on some of 
your items, especially a window on toilet 
articles under a soft orange light. Have 
you ever tried putting a searchlight in your 
window which would throw a straight bar 
of light on the sidewalk? You can be cer- 
tain that everyone who passes will look at 
your display. Also, what can your electric 
light dealer tell you about automatic ar- 
rangements by which the lights go on and 
off. Certain dealers having wide glass 
doors have often made displays at night 
back of these doors. They used large arti- 
cles and by a little change in the lighting 
system made a most effective display. 

I have attempted to give several sugges- 
tions in regard to windows—not all of them 
perhaps so appropriate for every dealer, but 
some of them may be interesting or new. 
The one point I want to leave with you 
is—your store window is your business face 
and there are few of us who go without 
shaving for a week. 


Are You the Authority? 


The jeweler can be the authority as to 
what is correct. Your stock essentially 
comprises only gift and personal items. 
Consumers need intelligent assistance in 
buying such articles. For example: 
watches and chains for business and dress, 
gifts for wedding and engagements, orna- 
ments for prevailing style, rings and pre- 
cious stones for anniversary or months in 
the year, and Silverware for the Correct 
Service of the Table. We believe that the 
jeweler’s service in this regard has not been 
sufficiently emphasized to customers, and 
during the Fall we plan to put in your 
hands for distribution a quantity of books 
on Correct Service of the Table. A mer- 
chandising plan on these books is included. 
A proper distribution of this book will em- 
phasize in your customers’ minds the fact 
that the jeweler is the authority. 

Why not find out what manufacturers 
can furnish you to further this propaganda? 
It will pay more dividends to be known as 
the authority on correct appointments than 
to be known as the watch repairer. May 
I offer a new title—‘“Counsellors in Good 
Taste.” 

Gifts 

The modern jeweler carries but a small 
percentage of items that can justly be called 
“Necessities.” Therefore, his is a constant 
effort for the remaining 50c of the dollar. 
Gifts and gift suggestions are his major line 
of attack. The National Association is 
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wisely suggesting the slogans, “Gift Coun- 
sellors” and “Gifts That Last.” Build on 
these suggestions. Dress your windows, 
write your advertising copy, arrange your 
counter and aisle tables with the Gift idea 
as a background. 

There are dozens of items in your stock 
that could be segregated into sections, and 
labelled, “$1 to $5,” “$5 to $10,” and “$10 
to $20.” Let your customers have a choice 
in the price-range of their own choosing. 
Incidentally, in arranging these sections you 
will be surprised as to the items which 
finally make up the assortment. This plan 
will bring out goods which have been lost 
sight of for months and it will emphasize 
even more the necessity of wise buying. 


Why Nationally Advertised Lines Are 
Necessary to the Jeweler 


(1) You may recall my statement that 
50c of the dollar goes directly into neces- 
sities and the remaining 50c to whoever can 
get it. Let me phrase it a bit differently. 
The consumer spends the first 50c on abso- 
lute needs. There is practically no choice. 
The remaining 50c will be spent on satisfy- 
ing desires with a free choice. National 
advertising creates desire.. By handling 
these advertised articles you cash in on the 
desire brought to fruition. 

(2) There is a high-price prejudice now 
existing against the jeweler. In other 
words, many people of your city feel that 
while you sell good goods and are respon- 
sible for their wear and value, yet you are 
the highest priced man in town. That im- 
pression must be removed. The most effec- 
tive possible method of changing this im- 
pression is to carry and merchandise na- 
tionally advertised “Mines at known prices. 
A liberal use of the manufacturer’s price 
tickets in your window-displays will aid ma- 
terially. 

(3) Manufacturers of nationally adver- 
tised lines usually sell a service with their 
goods. I will guarantee that the most com- 
pletely filled out cards in your Merchandis- 
ing Card Index will be those covering 
stocks of national advertised products. 

I will not attempt to cover the obvious 
arguments on turn-over, profit, etc., that ap- 
ply to such lines, but will leave that to the 
many salesmen who are constantly telling 
you of these sales advantages. The points 
I raise are all jewelers’ points—not manu- 
facturers’. One further point should be 
emphasized. Don’t let the department stores 
steal this quick-sale business from you. 
They are anxious for it and will do any- 
thing possible to make their purchase at- 
tractive to the manufacturer. 


Youth—Your Best Customer 


Youth, your best customer! What heed 
do you give it? What heed do the other 
merchants in town give it? Every other 
store has a message. What is yours? Are 
your goods purchased, your’ windows 
dressed, your advertisements keyed, and 
your literature written with youth as the 
objective? What are you doing to keep in 
touch with the local grammar school and 
high school? Are you a friend of all the 
boys and girls? Do you attend the athletic 
games, and make yourself a familiar figure 
at all these young people’s activities ? 


(To be continued.) 
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ge A Quality and USEFUL Article for Weddings, Prizes and General Presentation Purposes 

















SHIP’S BELL CLOCKS Clocks of Excellence —— 
and All Others Are Comparative BOUDOIR 
AUTO CLOCKS Ask Any User CLOCKS 





For Your RESIDENCE, CLUB, AUTOMOBILE, YACHT, MOTOR BOAT, 
HOUSE BOAT, and for GENERAL PRESENTATION PURPOSES 


‘Chelsea’ Clocks | 


ge FOR YEARS THE RECOGNIZED STANDARD OF QUALITY 
- ON SALE BY LEADING HIGH CLASS JEWELERS 
= Buy From Your Jeweler or Nautical Instrument Dealer 


&@ In Residences, Clubs, etc., very many users prefer the “CHELSEA” 8-day Ship’s Bell Striking Clock to 
any other form of striking clocks. YOU HEAR and, at once, KNOW the Time. 


CHELSEA CLOCK CO. Makers of High-Grade Clocks 


10 State Street, Boston 9, Mass. Established 1897 


@ae” For carrying in Stock or selling from Catalog, correspondence solicited from the Leading Jeweler in each City 
not now handling these fine goods. You can make many sales at good profit. 











ge SPECIAL to JEWELERS and High Class Supply Houses EVERYWHERE 


Are you aware that many automobiles, motor trucks and boats are now being put out by the makers not clock equipped, 
causing a good demand for clocks from users? We suggest that you promptly get in touch with local agencies, dealers, 
garages and car owners. YOU can recommend the CHELSEA auto clock to most careful buyers. 


YOU want the BEST CLOCK? Buy the “CHELSEA” 
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Genuine Hand Modeled 
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Progressive Advertising as 
a Necessity 2 





Address Delivered by P. J. Coffey, Newark, N. J., Chairman, National Jewelers’ Publicity 
Association, Before the Recent Annual Convention of the A. N. R. J. A. Held in 
Providence, R. I. 
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wedding anniversaries, etc., and by 
‘ing “your own merchandise’ you" ndt only 
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[% coming before this convention to talk 
to you about publicity I cannot help but 
contrast our present position with that con- 
fronting my predecessor (who so recently 
passed to his Eternal reward), at the incep- 
tion of this publicity movement. While I 
was not at that time directly connected with 
the Publicity Campaign, I remember the 
original prospectus that was presented to 
our industry for the raising of funds. I 
can visualize the courage, grit, determina- 
tion and faith in mankind possessed by our 
former head and leader of the National 
Jewelers’ Publicity Association. 

For five years he personally directed and 
carried out our plans. He encountered the 
difficulties that beset the leaders of all great 
movements, but he steadfastly held to his 
course. He believed in the movement. His 
clear vision enabled him to see the possibili- 
ties for the expansion of the industry he 
loved so well, and of which he was a very 
important part, and through his work, I 
can today cast aside a prospectus and tell 
you of the wonderful progress that has 
been achieved. 

The entire jewelry industry owe a debt 
of gratitude and deep appreciation to our 
past leader and beloved associate Mr. 
Morris Eisenstadt. 

It might be well for me to cite for you 
the definite objects your Publicity Associa- 
tion is working for. , 


First—Capitalizing the intrinsic, senti- 
mental and lasting value of jewelry. 
Second—Emphasize that the jewelry 


showing at any retail jewelry store in- 
cludes a large assortment of moderately 
priced articles. 
Third—Establish the jeweler as an 
authority on correct jewelry styles. 
Fourth—Encourage frequent visits to 
your local jewelry shop. 
The benefits of achieving the objects of 
this platform will apply equally to every 
frm and individual in the jewelry industry. 
In the carrying out of our definite pro- 
gram and throught the co-operation of many 
tailers throughout the country, we have 
wpward of 2,000 retailers in 400 of the prin- 
tial cities featuring our slogan “Gifts 
t Last” in their establishments in 
il their advertising and continually preach- 
mg the gospel of publicity in their organi- 
ations. We have inaugurated and have 
eminently successful with a local co- 
erative advertising campaign. Every 
ility at our command we have given to 
the assistance of these campaigns. We 
“ply the cuts, the mats and the write-up 
When desired, and much to our satisfaction 
We find these local co-operative advertising 
@mpaigns growing rapidly. More and more 
Cities are raising funds to carry on a cam- 
faign of thi¢ kind through the assistance 


¥ 


and co-operation of your publicity associa- 
tion, 

This local co-operative advertising fea- 
tured all branches of our industry, as well 
as our slogan “Giits That Last” it has 
created page and half-page space for jewelry 
store ads in place of the small insignificant 
space so often occupied by a jewelry ad. 
It is the cause oi having the jewelry ads 
of these cities present the importance and 
dignity your merchandise commands. Our 
reports show the individuals participating 
in these campaigns are enthusiastic over the 
results achieved. I cannot too strongly 
recommend this kind of advertising to the 
retail jeweler, neither can I lay too much 
stress on the importance of the co-opera- 
tion and assistance you will receive from 
the advertising department of your pub- 
licity association. 

Our work along this line during the past 
year produced almost 1,000,000 lines of ad- 
vertising for the entire jewelry industry at 
a cost of approximately $100,000. The 
spirit of co-operation is strongly exemplified 
in this kind of advertising among the retail 
jewelers of the country. It carries on the 
good work in the proper way. It should 
convince us of a real truth, individual pros- 
perity is not lasting. Prosperity to be per- 
manent must embrace the entire industry. 
The whole world today must think more 
of their inter-dependence and less of their 
independence. All our advertising will be 
more constructive and more beneficial if we 
continue to suggest to the buying public all 
of the products that go to make up the 
jewelry and constantly suggest the retail 
jewelry store as the place for the buying 
public to _ satisfactorily purchase these 
articles. 

You have before you today the suggested 
change in the wedding anniversary list. 
The change of this list was suggested by 
the Publicity Association. The adoption 
and endorsement of a new list will mean 
thousands and thousands of dollars for our 
industry. A definite list, as has not been 
endorsed. Our work so far has been to 
arouse sentiment for the necessity of a 
change and to get expressions from various 
jewelers and organizations. In this we 
have been successful. We have a mass of 
correspondence commending our work. We 
have a large volume of suggestions. Our 
desire is, that the list be changed so that 
the jeweler will receive a larger benefit. If 
I might be permitted to voice my personal 
opinion, I would strongly advocate the list, 
a copy of which you will find at our Head- 
quarters in the hotel. I realize this will 
make it a jewelry list, but can see no 
logical reason why we _ should consider 
other lines. The public recognize the 
jeweler as an authority on birth stones, 
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stiggest- 


assist your own business Hut you ‘are Selling 
the public the best merchandise made for 
gifts. 

Our plaris “for the future constitute an 
energetic campaign for more local co-opera- 
tive advertising. For our national cam- 
paign we present to you this large may 
here. This map is made up of three cam- 
paigns at different costs. ‘The difféerent 
colors designate the extent of each cam- 
paign. We want the $200,000 plan. Our 
industry needs it. It can be linked up with 
your local advertising. By - making this 
campaign possible our jewelry industry will 
be taking out a policy of prosperity insur- 
ance that they can secure in no other way. 

Publicity is a necessity for our industry 
because some industries carry on publicity 
campaigns. Our great-grandfathers may 
have been succéssful in business without a 
telephone, but their competitors. had none. 
Competition today does not only mean the 
merchandising of goods. Suggestion and 
education through the medium. of -publicity 
campaigns is a very important feature. It 
has been clearly demonstrated - that the 
power of suggestion contained in construc- 
tive advertising is one of the most important 
and strongest factors in our everyday busi- 
ness life. 

Our slogan “Gifts That Last” is a strong 
factor today in our jewelry industry. It 
clearly suggests all the articles in a well 
stocked retail jewelry store and embraces 
all branches of the industry. I am a strong 
believer that our merchandise occupies an 


.enviable position in the minds of the pub- 


lic, the desire for our merchandise exists. 
Everybody loves jewelry, the diamond, the 
pearl, the silverware, the clock and watch. 
Their possession denotes refinement. As a 
gift it carries with it love, friendship and 
esteem. We have, however, failed so far to 
capitalize to the extent we should, this de- 
sire on the part of the buying public, by 
constantly and consistently suggesting to 
them our product and this can be done suc- 
cessfully only trhough a_ constructive 
publicity campaign. 

The Harvard Bureau of Research in its 
report to you said that your turnover was 
too small and on account of this your mar- 
gin of profit was seriously impaired. Pub- 
licity is the only sure means of taking care 
of this all important item. The plan pro- 
posed on this map here carried to a success- 
ful conclusion will positively increase the 
turnover for the entire jewelry industry. 
You can economize in your business just so 
far. Any further economy impairs the 
effectiveness of your organization. The 
possibilities that lay before you for the in- 
creasing and expansion of your business ‘is 
unlimited We can afford to expend some 
of our energy in this channel. While I 
am a strong advocate of economy in busi- 
ness, do not think it good business policy 
to invest several hundred thousand dollars 
in merchandise and equipment and then 
economize to too great an extent upon the 
money you should spend in suggesting your 
merchandise to the public. 

The support that this campaign has re- 
ceived from the entire industry places a 
moral obligation on the shoulders of the re- 
tail jewelers in the country to do all in 
their power to assist the National Pub- 
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At Your Immediate Service 


A new and 
complete 
line of 


Seth 
Thomas / oe , 
Clocks. fo (gee 3h Imported 
: Chimes 
Travelling 
Clocks 


Ingersoll 
Watches 


Cloister 


Westclox 


Also 


Ansonia 


New 
Haven 


Gilbert 


Session 


PLYMOUTH—Size 12”x24” 
made continuously for over 100 years 


HALDIMAN & COMPANY, Inc. 


Eleven John Street, at Broadway New York 
WHOLESALE ONLY 


Distributors for SETH THOMAS CLOCK CO. 
—Trade Greetings— 


The Key to a successful Clock business is found 
where “HELPFUL CO-OPERATION” is a fact and 
not a catchword. The reason why Haldiman & 
Co., Inc., holds its trade year after year is due to 
that fact being an essential part of their business. MADE BY ALL RING MAKERS 
Patented by 


Established 1880 FOURTEEN KARAT FINDING CO., Inc. 
Ring Findings Makers 64 Fulton St., New York 


e 9 COOL WEATHER makes rings get loose— 
1S ear a Your customers will need our “Justrite” Ring 
Springs to make their loose rings fit right! Order 
Something New ; now by the name “Justrite”—stamped on each one. 
oe - ( yp bands of gold, springy, smooth, durable. 
A744 bb ? different widths—sold loose, so you can get any 
MEMORINGS lataese widths as you need them! Size card showing 

. 9 widths upon request. 
0. E. LEHMANN & CO., Mig. Jewelers, 29 John St., N.Y- 
































Pat. App. for 


SENTIMENTAL ORNAMENTAL 


They Sell on Sight—One Sale Brings Others . ; 
Made in The Jewelers’ Circular Buyers’ Directory 


Sterling Silver—White & Yellow Gold—Platinum of the Manufacturers, Importers and Jobbers in the 


JOBBER IN 
i Jewel d Kindre d 
Diamond Mounted Watches welry and Kindred Trades 
Price $1.00 


Gold and Platinum Jewelry 
Importer of Swiss Watches 
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M. J. BEGU 9 AND MAKER The Jewelers’ Circular Publishing Company ’ 


Phone Cortland 3722 71 Nassau St., New York 
Mail and Phone Orders Promptly Filled 11 John Street New Yok 1@ 
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y Campaign. You stand between the 
snyfacturer, Wholesaler and the public. 
have your section of the line to take 


be of and the rest of the industry have 


right to expect it to be taken care of in 
, eficient manner. The responsibility 
.s with you to carry our slogan to the 
lic, because you are closer to them. You 
wid increase the use of our slogan “Gifts 
ut Last,” throughout your entire organi- 
on, You should place it before your 
omers. You should let it be known 
wng those who have you for a customer 
ut you are aiding the publicity campaign 
{ that you are fully aware of its im- 
mance for your future prosperity. You 
uid contribute to this work to the best 
your ability and for your own benefit as 
i) as that of the entire industry you 
wid advocate the local co-operative ad- 
niising campaigns, 
In the past we have been unjust to our 
: product. How many individuals among 
ie wying public are familiar with the 
# essential requirements insisted upon 
y oor manufacturers for their product? 
wy are as follows: 


fist—The artistic feature, great atten- 
m being paid to design. 
Seond—Utility, our product has a prac- 
al use, or is necessary for adornment on 
irtain occasions. 
Third—Durability. 
These three requirements characterize the 
wut in our entire industry, and we 
wuld tell the buying public, and not hide 
t qualifications for properly serving them 
wet a basket. 
Our only way to do it is to advertise. 
dvetise collectively, both locally and 
finally, Individually our voice cannot 
hard far, Collectively we can state the 
is of our product, its usefulness, in 
try day life, so that we can be’ heard in 
tmotest part of our vast country. 
lvonder if we ever stop to think of the 
ttle field we have to advertise in, and 
wever compare the progress of our in- 
wy, with that of our country, to see if 
at maintaining our place in the ranks 
progress ? 
Satstics show that industries have been 
ming themselves on an average of 
Hy ten years, 
le we held our own in this march of 
ss? I don’t believe we have and I 
we the fault is not with our product, 
her to our loyalty to an old fashioned 
@ that the public will seek our mer- 
anise, 
The Possibilities are enormous in this 
‘of ours, and our growth for the 
"t's bound to be more rapid than it 
M the past. 
“going to cite for you a few figures 
“ing our growth and expansion during 
Mt twenty years. 
“mings have increased from 34 to 
dollars, 
“vings banks deposits have increased 
Ze 14 billion dollars. 
ts in National Banks from 6 to 17 
M dollars, 
Aticutura| products from 4% to 5% 





on dollars, 
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Mining production has increased 128 per 
cent. 

Factory production has increased 95 per 
cent. 

Per capita earnings have increased 175 
per cent. 

Can there be a greater incentive offered 
us to establish a big, broad, constructive 
publicity campaign for our product? Can 
there be any greater evidence submitted to 
you of the necessity of exercising that clear 
vision that will enable us to see the pos- 
sibilities in this wonderful prosperity that 
surrounds us? 

Your publicity association has established 
our slogan “Gifts That Last” in our in- 
dustry, it has made it a national by-word. 
It has constantly promoted and suggested 
the kind of advertising that will bring the 
people into the retail jewelry store. We 
have always realized that it is not sufficient 
to simply invite the public to your store 
so we have suggested and promoted the 
kind of advertising that makes them think 
of a jewelry store and some definite reason 
why they should visit your establishment. 

I have placed the record of accomplish- 
ments of your publicity association before 
you. 

I have told you bf the possibilities for 
future expansion and continued prosperity. 

1 am going to say a few words about the 
support for a publicity campaign. No one 
should take any of my remarks along this 
line as personal, The publicity association 
is working for and represents an industry, 
consequently it stands on a much higher 
pedestal than an individual. 

We are not a superhuman organization, 
our efforts are necessarily limited io the 
will of the industry. The work we do or 
undertake to do must be guided by our 
receipts. Our work embraces and includes 
all branches, and the benefits extend io all 
branches. Some branches of our industiy 
advertise nationally, but they need the re- 
tail jeweler, and the retail jeweler needs 
all branches to be successful. No matter 
how we view it, our best interests interlock. 
A national publicity campaign, such as we 
outline on our map here with the cost pro- 
portionately distributed, would be a buiden 
to no one and a blessing to everyone. 

I sincerely trust that the entire industry 
will grasp this opportunity of placing them- 
selves in the front ranks of progress and 
prosperity, that our nation is sure to be 
blessed with. 

I would be ungrateful if I left this plat- 
form without extending to your organiza- 
tion the thanks and deep appreciation of the 
support you have rendered the publicity 
association and particularly to your presi- 
dent for his splendid co-operation. 

I also owe you a debt of gratitude for 
bringing me to this section of the country 
known as the New England States. It 
gives me an opportunity to express 10 the 
jewelry industry of this section our appre- 
ciation for their unselfish support of this 
cause. In no other section has our suppcrt 
been more near 100 per cent. They deserve 
the gratitude of the industry. 

In closing I want to extend an invitaticn 
to all to visit our headquarters here in the 


hotel. We can there show you evidence of 
how well our publicity campaign for 
“Gifts That Last” has succeeded. Our 


headquarters is in charge of our national 


. of the problem. 
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organizer, Harry Edward Freund, whose 
untiring and unselfish efforts on _ behalf 
of this campaign, are largely respon- 
sible for the results so far achieved. 





The Returning of Goods by 


Customers 





THE question as to how long a customer 

shall keep goods before they will cease 
to be accepted for credit on their return to 
the store, and the’ question of what goods 
will not be credited at all, are being widely 
discussed by the leading stores throughout 
the United States. There is some variance 
of opinion as to whether a system of arbi- 
trary rules subscribed to by the leading 
stores in a given community, or a co-opera- 
tive educational campaign to show the of- 
fending shopper the error of her ways, will 
bring the required result. 

In the west, where vigorous methods are 
employed and accepted by the populace, 
there is a strong leaning to the arbitrary 
rules and regulations, ranging from some 
Minneapolis merchants who accept no 
credits at all, except when the goods are 
really at fault, to the 48-hour rule in Los 
Angeles. 

In the East, on the other. hand, the edu- 
cational idea seems to have many cham- 
pions. Mr. Elbridge L. Howe, formerly 
Executive Secretary of the Retail Dry 
Goods Association, who has been in the re- 
tail dry goods business all his life, says: 
“My personal opinion is that the setting of 
arbitrary rules on the return of merchandise 
for wkatever reason is not the best solution 
In the first place, it was 
not really fair to the customer, who has 
doubtless been encouraged by the stores 
themselves, as the result of liberal policies 
established some years ago when customers 
were invited to exchange goods if not satis- 
factory, whether the goods were at fault or 
not, and quite naturally used by customers 
to its fullest extent. Any rule that is apt 
to cause bickering between the stores and 
customers is not a particularly good rule. 
This bickering in the end will weaken the 
bond of good fellowship between the store 
and the customer. 

There is one way in which employes can 
help to reduce this return goods evil: that 
is, to discourage instead of to encourage: the 
sending of goods home for selection, ap- 
proval, or comparison, with the ultimate in- 
tention of the return of all or part of them 
for credit. Certainly the suggesting by 
salespeople that the goods be sent home 
when the customer had not asked or in- 
tended to ask that it be done, is a step in 
the wrong direction —Ralph L. Wood, Prin- 
cipal, School of Salesmanship, International 
Correspondence Schools, Scranton, Pa. 





In describing the scene at the bedside of 
Johann Peter Frank, as the famous founder 
of social hygiene was drawing his last 
breath, his biographer, Doll, relates that 
Irank looked up into the faces of the eight 
physicians who were standing about and 
said with some sarcasm: “Now I can 
understand the feelings of the grenadier, 
at the battle of Waterloo, who, when 
pierced by eight bullets, cried, ‘Sapristi! 
Now I know how many bullets it takes to 
kill a grenadier.’” 
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In presenting to the attention of the Jeweler, Fancy Shaped V. T. F. 
Lentilles for most of the standard cases now on the market, so that they may 
be fitted almost as readily as a round watch glass, a long felt want has been 
satished. By means of these glasses, a customer will not have to wait while 
the case is being sent away to have a new glass fitted to it, and will therefore not, 
as they do at present, go from one Jeweler to another in an endeavor to find a 
glass in stock to fit the watch and eventually not succeeding, will leave the watch 
at the last Jeweler they visit, to have the work done. 


To have the Jeweler become acquainted with these Fancy Shaped V. T. F. 
Lentilles, a combination of 85 different shapes and sizes has been introduced, 
some of which are herewith illustrated. All of the various sizes and styles 
of glasses in this combination can be re-ordered by number from your Jobber’s 
stock as they may be required. 

The glasses are numbered and, according to the chart, fit certain watch 
cases, but as all cases may vary more or less (which doubtless you have found 
to be a fact), it may be necessary, in some cases, to either use a little cement if 
the case is larger than the standard or, if it is smaller, a slight rubbing of the 
edges of the glass with Emery Paper will bring it to the required size and fit. 


Combination of 85 Glasses in Cabinet, complete, $30.00 


ya 
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Separate V. T. F. Fancy Lentilles - - $4.20 per dozen 
or - -«- .40 each 


Order from Your Jobber. 


HAMMEL, RIGLANDER & CO. 


Exclusive Wholesale Distributors 


NEW YORK, U. S. A. 
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The Horological Questionnaire 
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Written Expressly for The Jewelers’ Circular by Lester B. Pratt 

















Avrnor’s Note—Realizing that there is a scar- 
ity of competent watchmakers employed or en- 
ed in the jewelry business, this article is writ- 
mat the request of the technical editor for the 
of interesting the younger generation in 
selection of watchmaking’ as an occupation, 

ng the mechanical occupations, watchmaking 
unds preeminent gs a clean, profitable business, 
iminating the monotonous routine of many other 

s, The watchmaker has invariably been hon- 

das the highest exponent of human mec‘anical 

ill, and delicate precision instruments ci every 

tription come within the scope of the watch- 

itr’s ability. It would be impossible to operate 
vast industrial system without the aid of 
ecura time pieces. Strictly speaking, the name 
tchmaker” is a trade misnomer, as_ watch- 
uking generally comprises the manufacture of 
th movements. However, the name, ‘“‘watch- 
tt,” in the jewelry business, is invariably 
lied to one who repairs watches, and a com- 
tent watchmaker or watch repairer should be 
ut to make practically any part of the different 
inds and models of watches now in use. 

If the remarks contained in this article are “old 
7 nt” to the competent workman, we trust that 
) wil be considered in the same spirit in which 

§ tendered, viz.: that of interesting and im- 

iting information to the beginner.—L. B. P. 





(Continued from Technical Issue of Aug. 1.) 
Qustion—How shall we proceed to turn 
g chronometer balance staff to the proper 
mensions 7 
Axswer—In the last installment, we pre- 
aed a blank of tempered steel, which 
® ground to uniform diameter and with 
mt, sharp points which are concentric with 
Mt body of the blank. We may select a 
chuck that will take this blank properly. 
Mt this case a good fit is desirable with the 
atk and the chuck. If the blank is placed 
00 small a chuck, it will be a very 
Melt matter to spin the blank true, as 
the chuck is drawn into the lathe 
(it will grip the blank at the rear end 
the chuck, there will be considerable side 
’ at the front end, which will cause the 
’ 0 wobble and while the blank may 
‘Yin true, it will be a very difficult mat- 
sain hold it rigidly while turning. 
. ‘ly, with a large chuck, the same 
«sts, although the conditions are 
- The proper size of chuck will 
the blank freely, with only slight side 


















shake. With such a chuck, it is a very 
sunple matter to spin the blank true. 

In turning a staff of this type, it will be 
the ‘best practice to turn the lower end of 
the staff-first. This will take in the balance 
seat and the roller seats and also the lower 





pivot. With the above parts of the staff 
c B A 
@ 
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finished to accurate dimensions, approxi- 
mately two-thirds of the staff is completed, 
then when we reverse the staff to complete 
the opposite end, there will be very little, 
if any chance for error, in fact, there should 
be no error if proper precautions are ob- 
served, 

Assuming that the blank has been centered 
in the chuck, with sufficient stock exposed 
to complete the above parts of the staff, then 
we place the pivot polisher in position, with 
the hand rest at the proper point for turn- 








IIc. 80 


ing. All turning should be done at the end 
of the staff first, then work toward the 
center. By working in this manner, we 
always have the full diameter of the stock 
to support the turning at the end of the 
staff, which is most affected by the vibra- 
tion due to turning. 

The lower pivot and oil chamfer should 
be turned, allowing from .02 to .03 mm. for 
lapping to accurate dimensions. The 
smoother the turning is made the better 
and quicker will be the polish. The 
diameter of the pivot may be gaged with 
the micrometer to obtain the required over- 
size, then the pivot may be finished with 
the lap to fit the pivot. The lap should be 
of bell-metal with the corner rounded to 
produce the desired cone on the pivot. The 


lapping may be done with soft rouge mixed 
with oil to a stiff paste. Some workmen 
use oil-stone powder to prepare the surface 
and then finish with the rouge. This is 
essentially a grinding operation, as applied 
to staff work; if the work is properly 
finished with the graver and turned very 
smooth, the oil-stone powder may be elimi- 
nated and considerable time saved in the 
end. Furthermore, the finish as produced 
with the soft rouge is practically perfect. 
If a finer finish is desired, it may be pro- 
duced by using a well séasoned celluloid 
lap with a small amount of: diamantine and 
oil. 

Question.—How shail we proceed to 
obtain the exact linear measurements? 

ANSWER.—A_ special micrometer caliper 
could be used for this purpose, but it is not 
essential in this case. A simple comparative 
gage will answer the purpose fully as well 
and it is very easily made. Also, it will be 
useful for taking and transferring any linear 
measurements in turning staff or similar 
work. Fig. 79 illustrates the gage. A is a 
piece of steel wire about two inches in 
length by 20 gage, which should be threaded 
and inserted into a small handle. B is a 
short collar of steel .125 in diameter by .200 
in length which should be threaded to fit 
the brass wire. A close fit is desirable, so 
that the gage may be set at any required 
point and not be easily moved. The steel 
collar should be drilled and tapped while 
the piece is held in a chuck, so that the hole 
will be true and centrally located. C is a 
short steel collar about .060 in diameter, 
which should be threaded to fit the wire and 
should be held securely in place. A 
V-shaped notch should be cut in C, as shown 
in the end view. B and C should be stoned 
flat and smooth on the ends. This may be 
easily done with an oil-stone slip while the 
parts are held in a chuck. Of course if 
they are ground with the traverse grinder, 
we may produce a better surface. 

Fig. 80 illustrates the method of using 
the gage. It is assumed that the oil 
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chamfer and pivot have been turned and the 
pivot lapped to fit the jewel and stoned off 
properly on the end. Our next step will 
be to turn the safety roller shoulder and 
also locate the seat for the safety roller. 
With the old staff at hand, we simply set 
the gage, so that C will rest against the 
safety roller seat, while B rests against the 
end of the pivot. This measurement may 
be very accurately gaged if we use the glass. 
Then we may turn the safety roller shoulder 
down sufficiently to obtain a seat. Frequent 
measurements may be taken with the gage 
until the correct distance from the end of 
the pivot is obtained as shown on the gage. 
The safety roller shoulder may then be 
turned to the required diameter, allowing 
from .02 to .03 mm. for lapping to accurate 
diameter. Our next step will be to turn 
the impulse roller shoulder and also locate 
the impulse roller seat from the end of the 
pivot as above described. Then the balance 
seat may be turned and this must be done 
very accurately if we wish the balance to 
seat properly. 

Our next step will be to lap the shoulders 
to the actual diameters as taken from the 
old staff. It will be assumed that the 
diameters taken at each end of a given 
shoulder will approximate a 1° taper, so 
we may set the pivot polisher table at that 
angle and proceed to lap the shoulders to 
the required diameter. Frequent measure- 
ments with the micrometer will prove if this 
assumption is correct, but special care must 
be observed in lapping the balance seat as 
this must be identical with the taper of the 
old staff in order to seat the balance 
properly. In lapping such work, we run 
the lathe at a low speed and the lap at a 
high speed in order to obtain the best 
results, 

Assuming that the lower end of the staff 
has been completed and all shoulders gage 
to the proper diameters, we may remove 
the staff from the chuck. To turn the 
upper end of the staff, we shall require a 
chuck that will take the impulse roller 
shoulder snugly at the smallest diameter as 
given in Fig. 78. When the staff is placed 
in this chuck with the impulse roller seat 
against the face of the chuck, the chuck 
will spread slightly to accommodate the 
taper of the shoulder. Then, previous to 
drawing the chuck in, we spin the staff 
true by means of the fine point on the end 
of the staff. 

The total length of the staff as given in 
Fig. 78 is .798. The end of the staff should 
be stoned off until the exact length is ob- 
tained, then we are in a position to use our 
comparative gage in order to obtain correct 
shoulder lengths on the upper end of the 
staff. If the blank was made practically 
correct as to length, very slight alteration 
will be required to obtain the exact length 
of the new staff. Then we may proceed to 
turn the upper pivot and oil chamfer and 
lap the pivot to fit the jewel properly. 

Our next step will be to turn the collet 
shoulder and also obtain the correct length 
of the collet seat from the end of the upper 
Pivot. The collet seat is also the top of 
the balance shoulder or what would cor- 
respond to the staking shoulder in a watch 
balance staff, so we must observe due care 
that these dimensions are accurately gaged. 
hen the proper length of the seat is ob- 
fined then we may proceed to turn the 
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collet shoulder to the required diameter, 
and which will be approximately a 1° taper. 
The shoulder may then be lapped to exact 
diameter, which will complete the work on 
the staff. 

To insert the staff in the balance, we shall 
select a hole in the staking tool die that is 
slightly larger in diameter than the balance 
staff shoulder, also select a hole punch that 
fits loosely around the lower end of the 
collet shoulder, so it will fit squarely 
against the collet seat without binding in 
any manner. With the staking tool die hole 
properly centered, we may place the staff 
in the balance and drive it securely in place. 
The proper fitting of the balance staff in 
the balance is a matter of experience, but 
we find that if the taper hole in the balance 
and taper of balance staff shoulder are 
identical, we may lap the shoulder to such 
diameter that the shoulder may be forced 
into the staff with the fingers only, for half 
its Jength. Then, when we make a drive 
fit and force the staff to a full seat, we may 
be sure that it will fit securely and not 
work loose at any time. 

The impulse roller and the safety roller 
may be driven in place in a similar manner 
by selecting punches and holes that fit 
properly. With the rollers, however, it is 
advisable to select stumps that are slotted 
to relieve the jewels, so that the force of 
the blow in driving them on the staff will 
not break or loosen the jewels. It is a very 
good idea to make special stumps for this 
purpose, in case they are not contained in 
the regular outfit. The collet is driven in 
place last which completes assembling the 
balance, 

It will be observed that the gage shown 
in Fig. 79 has been used simply as a com- 
parative gage. However, we may use this 
gage for transferring exact dimensions to 
any staff work or similar work. We will 
assume that we wish to turn a shoulder on 
a certain piece of work and it is required 
that the seat of such a shoulder must be 
exactly .028 from the end of the blank rod. 
As the block B on our gage measures .200 
in length, we simply set the gage so that a 
micrometer caliper measurement may be 
taken from the outer end of block B to the 
outer end of block C. As this measurement 


will read .228, then we deduct the length of ° 


block B, which is .200 and place the inner 
end of block B against the seat for com- 
parison. With due care, such measurements 
may be applied to many kinds of work 
where accurate dimensions are desired. 

(To be continued.) 


That Doleful Dollar Watch 


WILLIE has a dollar watch, it goes both 
night and day, 

And every time he winds it up I turn the 
other way; 

I like the Subway roar and the rumble of 
the L, 

But the spring in Willie’s watch makes me 
give a rebel yell; 

When I hear that ratchet function with a 
racket and a din, 

[t soothes my savage breast when the ferry- 
boat comes in; 

The grinding of the cables as they gather 
notch by notch, 

To me they bring no terror like Willie’s 
dollar watch. Herman Borsig, Jr. 
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Honors Conferred by H. I. A. 
HE following memberships have been con- 
ferred upon members of the Horological 
Institute, (not including sustaining mem- 
bers): 
Honorary Members 
Ferdinand Haschka, New York. 
Olof Ohlson, ‘Waltham, Mass. 
Patron Members 
Gruen Watch Co., Cincinnati, O. 
Elgin National Watch Co., Chicago, Ill. 


Life Members 

H. R. Playtner, formerly Director Elgin 
Watchmakers’ College, Elgin, Ill. 

Hammel Riglander Co., New York. 

Henry Blank, Henry Blank & Co., New- 
ark, N. J. 

S. Nordlinger & Sons, Los Angeles, Cal. 

Emil W. Kohn, New York. 

Wm. F. Melosh, T. S. & J. D. Negus, 
New York. 

Swartchild & Co., Chicago. 

Hamilton Watch Co., Lancaster, Pa. 

Webb C. Ball Co., Cleveland, O. 

Norris Alister Ball Co., Chicago. 

George W. Spier, Washington, D. C. 

C. D. Peacock, Inc., Chicago, Ill. 

Alfred G. Stein, New York. 

Edward H. Hufnagel, Mount Vernon, 
MY. 

South Bend Watch Co., 
Ind. 

Webb C. Ball, Bureau of R. R. Time 
Service, Cleveland, O. 

A. Wittnauer Co., New York. 

Robert F. Nattan, Jewelers’ 
Pub. Co., New York. 

Illinois Watch Co., Springfield, Ill. 

Carl Mitman, Smithsonian Institute, Na- 
tional Museum, Washington, D. C. 

Max Traub, of Lissauer & Co., New 
York. 

L. L. Fischer, President W. F. Fischer 
Bro. & Co., Chattanooga, Tenn. 

S. O. Bigney, Attleboro, Mass. 

Paul Moore, National Research Council, 
Washington, D. C. 

With the conferment went this letter: 

“The Horological Institute of America is 
proud of those members who, early in its 
formulative stage, signified their desires to 
assist in the advancement of the Science of 
Time-Keeping by becoming Life Members 
of the Institute. 

“Upon the vote of the Executive Commit- 
tee, your name has been placed upon the 
rolls of the Horological Institute as one of 
the pioneers in a nation-wide movement 
which will greatly benefit the entire coun- 
try. 

“Enclosed is your Certificate of Life Mem- 
bership in the Institute. In its small way, 
it serves as an expression of appreciation of 
your interest and co-operation in the work 
we have undertaken. It is hoped that you 
will have this Certificate suitably framed 
for preservation, and put in a conspicuous 
place in your establishment. 

“The success of the plans of the Institute 
is assured, evidence of its policies being re- 
ported almost daily from nearly every state 
in the Union. It is expected that, within 
a reasonably short time, the entire watch- 
making force of America will be a well- 
organized, certified group whose desire for 


South Bend, 


Circular 





(Continued on page 221) 
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An address delivered by Paul Moore, National Research Council, 
logical Institute of America, at the annual meeting of the American National Retail 
| Jewelers’ Association, held in Providence, R. I., Wednesday afternoon, Aug. 29, 1923. 
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66Y OU never can tell what a minister’s 
son will do.” 

Roy Rutherford Bailey says, in writing 
about “Little Tommy Mudge” in “Through 
the Ages with Father Time,” that some of 
Tommy's playmates had this jingle: 


“Little Tommy Mudge, 
Solemn as a judge, 

Looks as if he’s thinking; 
His brain will never budge!” 


That was chirped off in derision of a 
minister’s son. 

But Mudge, Senior, told Tommy to 
“carry on” and study, and the day would 
come when he would make more money in 
a month than his teasers would in a year, 
The result (?) Tommy became the suc- 
cessor of the famous George Graham and 
invented the lever escapement about 1765. 
“You never can tell what a minister’s son 
will do.” 

Now, 1 happen to be a minister’s son, 
and I have just come from a few days of 
companionship with my father, who cele- 
brated on Monday last, August 27, his 
ninety-first anniversary. In all his wildest 
dreams of me, that wonderful father of 
mine never had an idea that his son would 
stand some day before an annual gathering 
of the jewelers of America. He educated 
me for other work. And until two years 
ago I had ho interest in watches or jewelry 
other than the average man has. But, “You 
never can tell what a minister’s son will 
do.” You see, I am sticking to a text. 
Now I am secretary of the Horological 


Institute of America and I have come to’ 


have a very great interest in the business 
of you gentlemen. 

And it came about in this wise: 

A number of men had the idea of creat- 
ing in this country some organization like 
the British Horological Institute, which 
was formed on the other side of the water 
M1858, but nothing definitely, I believe, 
Nas shaped here until after a conference 
dalled by the National Research Council 
in} May, 1921. The originator of this con- 
ference was George W. Spier, a practical 
Watchmaker, who had for fifty years been 
a resident of Washington and for a num- 
ber of years has been custodian of watches 
at the Smithsonian Institution. Mr. Spier 
Was aware of some of the conditions in the 
trade, and shortly after the close of the 
Great War he brought these to the atten- 
tion of the National Research Council. The 
‘ouncil was very much interested. 

Now, what is the National Research 
Council ? There is much confusion in the 
minds of many about it. The council was 
organized for war work; it was the scien- 
tifie branch of the Council of National De- 
fise, which was established in August, 
916, by Congress “for the co-ordination of 

s 


industries and sesources for the national 
security and welfare.” 

But a little more explanation is needed 
here. We must go back to the time of our 
Civil War. We might even go back to 
the time of the Greeks and cite illustra- 
tions from the conquests of Alexander the 
Great as to the work of men of science in 
war fare. 

Napoleon is a fine example of a man who 
saw the value of the scientist. He took a 
personal interest in the National Institute 
of France and offered money rewards for 
discoveries and inventions. It was war that 
brought into being the National Academy 
of Sciences in the United States in 1863. 
The Academy became the advisor of the 
United States Government on questions of 
science. But following the close of the 
Civil War the Academy went peacefully 
on its way, largely in academic studies, 

In 1906, however, following the attack on 
the Sussex, the Academy, by unanimous 
vote, offered its services to the President 
of the United States. He at once called 
upon it to bring into co-operation govern- 
merttal, educational, industrial, and other 
rescarch agencies. It was then proposed 
that a new body, that should have a wider 
contact than the Academy had, should be 
organized. Thus, the National Research 
Council, comprising the chiefs of the 
technical bureaus of the Army and Navy, 
the heads of Government Bureaus engaged 
in scientific research, a group of investi- 
gators representing educational institutions, 
and another group including industrial and 
engineering research, was constituted by 
the Academy with the active co-operation 
of the leading scientific and engineering 
societies. It was formally organized on 
September 16, 1916, and early in 1917-it was 
requested to act as a “Department of 
Science and Research of the Council of 
National Defense.” It contributed much to 
the winning of the war. But I have not 
time to dwell on its work—in sound rang- 
ing and other efforts to meet the submarine 
warfare and ‘the location of the ‘enemy: guns 


..and “mining: and: tunneling operations, — its 


aid to aeroplane photography, the produc- 
tion of explosivés and war chemicals, and 
many other distinctive services that made 
our army and navy so highly efficient. It 
is a most interesting story. President Wil- 
son found the work of the Council so valu- 
abie that he passed arf executive order that 
it should be continued for peace-time work. 
It was in line with its purpose that it should 
become interested in some of the problems 
of the-watch trade. 

After due process of time, the Horologi- 
cal Institute of America was organized and 
incorporated, following conferences of repre- 
sentative men in the jewelry and watch- 
making trade, called by the Council. I 


CIRCULAR 


213 


need .not rehearse the steps, but stop to 
ask why such an institute was started: 
Briefly, to improve the conditions in the 
watchmaking profession— 

(1) To emphasize the 
Time—accurate time—and 
time ; 

(2) To aid the men who, through the 
perfection of their skill in all that pertains 
to watchmaking, will be able to have a 
just pride in their profession, so that it 
may be deemed the more honorable as they 
seek to serve more worthily the public. 
The jewelers must see to it that only the 
best. skilled watchmakers handle the high- 
grade watches; 

(3) And to bring to competent work- 
men a fair financial return for their 
specialized work. The public must be made 
to understand that a skilled watchmaker’s 
time is worth more than that of a hod- 
carrier. 


These are objects every one understands. 
They are the practical side of the work of 
the H. I. A. They are the appealing rea- 
sons for its existence. The Institute has 
other objects, such as to serve as a center 
for the reception and diffusion of scientific 
information relating to horological matters 
and the collecting of various things that are 
representative of the history of horological 
science. 

The Institute gave first attention to a 
plan of certification based upon tests of 
efficiency of workmanship and _ theoretical 
knowledge. Some of the best practical men 
worked out the plan. Those of you who 
read your technical papers—and all of you 
ought to do this—know what the plan is. 
Briefly, the candidate is given a practical 
test which is passed upon first by the 
Bureau of Standards in an arrangement 
with the Institute. The results of this 
test, together with the written examination, 
are passed upon by a board of examiners 
appointed by the Institute. Candidates who 
pass a first examination may then aspire to 
a second; but this examination is far more 
difficult than the first. A man who can 
pass the second examination may be con- 
sidered a first-class all-around workman. 
But there is still another examination, 
Don’t get the impression that this can be 
passed easily. My impression is that only 
very superior men can win this distinction, 
and if you should ever pass it you will be 
known everywhere as a very high-grade 
and real scientific horologist. In the list 
of “American Men of Science” there are 
many thousands of names, but there are only 


importance of 
instruments of 


‘ About one thousand of these that are marked 


with an asterisk, indicating that they are 
men of outstanding significance. So, the 
“Certified Horologist” of the Horological 
Institute of America will be a man of the 
first rank in his profession. 

Now, I am familiar with the difficultjes 
of organization and the objections that may 
be raised against the whole scheme. Of 
course, there are those who are satisfied 
with things as they are. If they do first- 
class work, the Institute is not trying to 
force them to join its ranks, nor, indeed, 
to force anyone to do this. We are build- 
ing for the future. And, doubtless, there 
are selfish fellows who, being competent 
themselves, do not care whether any one 
else is fitted to do the right kind of work. 
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Rot can such men have any real pride in 
ir profession ? 

And is the young man with little ex- 
ence afraid? He is the very man whom 
ve need and who needs us. Let him “carry 
~ and study,” like “Little Tommy 
Nudge.” Let him associate himself with 
nen of high ideals, and who knows but 
iat he may turn out to be another Mudge 
«a Graham or a Harrison or a Breguet 
an Ohlsen or a Haschka. 

The Horological Institute of America 
yas conceived in the spirit of patriotism, 
wt the practical results of its success will 
e that when the public comes to know its 
wrpose and the true worth of.its certified 
nen, the public will be willing to pay the 
difference between what is due a competent, 
high-grade professional and a botch at the 
iraue, 

This is a time, not for knocking, but 
for boosting. Criticize if you must; but 
ip improve, not to destroy, Remember, the 
1. A. was established to help the whole 
trade, Become a member yourself. Many 
families spend in one night at the movies 
or the soda fountain the amount of a year’s 
ative membership dues. Help the Endow- 
met Committee raise the $100,000. George 
Sier will provide the last $10,000 of this 
$000. There are men before me who 
wld give anywhere from $1,000 to 
$000 to this fund and really not miss ‘it. 
Make it payable over a period of years, if 
you must. Why, nearly half the money 
wold be raised if every man in the trade 
gave just one dollar. 

Which of the Horological Institute’s cer- 
tiled men will win the plaudits of future 
generations for great, or even revolutionary 
aomplishments in advancing the profes- 
son? There are those who believe that with 
the great advance in. Science we _ shall 
mthree centuries be able to quit, if need be, 
this planet, Is the science of horology to 
make progress that we now do not even 
dream of? In three centuries our dreams 
i today will seem petty and childish be- 
se the realities. Within the space of my 
liher's life, there have been more inven- 
lis and discoveries than in a thousand 
years before. 

The greater our knowledge, the greater 
vir Dower, 

The Horological Institute of America 
Sands for knowledge that is power. 


‘Flower in the crannied wall, 

tuck you out of the crannies, 

lhold you here, root and all, in my hand 

tle flower—but if I could understand 
you are, root and all, and all in all, 

| should know what God and man is.” 





Radium paint is not the only thing that 
l illuminate a watch on a dark 
it. So saith Benjamin F. Lockwood, 
- that defiantly, for he has just in- 
“Mtl a decidedly complicated device for 
ung. First of all, you must wear a 
“onsts glove; then you attach your 
“i to the back of the cuff; next you 
“ist the bulb and shade so the watch is 
uated. A battery is tucked in the 
= of the glove, and wires run around till 
7 \ttminate in two contact points iri the 
Wheat first finger. 

, You wish to see the time, act as if 
: "ete pinching some one and the lamp 

~Popular Science. 
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Watchmakers Certified?byH. I. A. 


JUNIOR WATCHMAKER 


The following are names and employers of candidates granted the degree of 
“Junior Watchmaker” by the Horological Institute of America, July 9, 1923. 


Candidate 
Harry S. Avery 
W. Lang Bass 
Ralph E. Briggs 
Fred E. Buescher 
Axel Carlson 
Ferree K. M. Clifford 
Joseph E. Dolan 
F. S. Fedder 
E. L. Hager 
Niels Getreuer Hansen 
Godfred Hegstrom 
Nathan Heldman 
O. M. Jaccod 
H. Sigfrid Johnson 
George E. Kelsey 
V. E. LaPorte 
Herbert T. Lee 
John Linquist 
Frank H. Lowe 
Ray Lowe 
Hugh T. Maguire 


Leonard H. Martinson 
Robert T. McClintick 
Dewey Miller 

W. Harry Morris 
Gustav I. Nelson 

S. E. Noyes 

Thomas F. Proctor 
John H. Rauschert, Jr. 
H. K. Schnorrenberg 
F. P. Smith 

James Lorrance Smith 
Chas. McK. Sparrow 
Benjamin J. Szyjkowski 
Gerald J. Terheyden 
Nathan T. Turner 
Carl Wesley Van Antwerp 
Henry Visser 

Edwin C. Waite 
George Watt 

P, W. Wheadon 

Joseph Howard Young 





Employer 
A. J. Tulian 
Student 
E. W. Parker 
R. K. Hubbell 
Shreve, Treat & Eacret 
Shreve, Treat & Eacret 
N. E. Jewelers Inst. 
A. B. Gaylord 
D. C. Hager 
B. E. Jolls 
Helmer Hegstrom 
Self 
Gruen Watch Co. 
O. J. Bousquet 
Donovan Seamans Co. 
Ernsting Company 
R. E. Brigham 
Shreve, Treat & Eacret 
Self 
Frank H. Lowe 


Address 
Alpena, Mich. 
Laurel, Miss. 
Madison, Wis. 

St. Louis, Mo. 

San Francisco, Cal. 
San Francisco, Cal. 
Milford, Mass. 
Stroudsburg, Pa. 
Clay Center, Neb. 
Grand Island, Neb. 
Park Falls, Wis. 
Los Angeles, Cal. 
Cincinnati, Ohio 
Worcester, Mass, 
Los Angeles, Cal. 
San Diego, Cal. 
Oneonta, N. Y. 
San Francisco, Cal. 
Chicago, Ill. 
Chicago, IIl. 


Reco Mfg. Co. (VocationalBrooklyn, N. Y. 


Training) 


Hiles Watchmaking School San Francisco, Cal, 


Student 

C. E. Bowman 
Self 

Shreve, Treat & Eacret 
W. C. Bryant 
Self 

Student 

B. Zimmerman 
Chas. Wathen Co: 
Self 

T. C. Tanke Co. 
Jos. R. Oliver 


Self 

Student 

J. Abramson 

Student 

Shreve, Treat & Eacret 
Jos. R. Oliver 

Shreve, Treat & Eacret 


Peoria, Ill. 
Bonham, Texas 
Charleston, W. Va. 
San Francisco, Cal. 
Bangor, Me. 
Boston, Mass. 
Elgin, Ill. 

Martins Ferry, O. 
Denver, Colo. 
Easton, Pa. 
Buffalo, N. Y. 
Amsterdam, N. Y. 
Cincinnati, Ohio 
San Francisco, Cal. 
Los Angeles, Cal. 
Los Angeles, Cal. 
Los Angeles, Cal. 
San Francisco, Cal. 
Amsterdam, N. Y. 
San Francisco, Cal. 


CERTIFIED WATCHMAKER GRADE 
The following received the Degree of Certified Watchmaker: 


Candidate 


Fred N. Alderman 
Carl M. Barnes 
Hyman Cedar 
—_ Consoli 
rnesto Corda 
F, P. Crowe 
Fred Daniels 
Gerald Debely 
Ernest T. Desaulniers 
Eby H. Flory 
Carl Frymire 


L. R. W. Hackman 

Forrest E. Harrell 

Guy K. Herr 

— I. Higgins 
ouis —— 

Louis A. Kline 

C. Fred Lockett 

Charles P. Martin 

John O. Myhre 

Raymond F. Otis 

John F. Parkins 

J. D. Pesce 

Elton H. Remington 

Hermon J. Rowe 

Emanuel Seibel 

G. H. Sherrill 

Nels A. Soderman 

Robert G. Taylor 

E. W. Tilley 

John B. Vaughan 


Employer 
C. E. Gifford & Co. 
Ralston & Smith 
Self 
A. J. Johnson 
Lorraine Watch Co. 
Self — 
C. A. Whitney 
L. O. Dixon 
Self 
Self 
Rhodes 


Co. 
Herr & Kline 
Watkins and Yarbrough 
Self (Herr & Kline) 
F. Hugo Franson 
Self 
Self (Herr & Kline) 
Self 
Self 
Bernstein Bros 
L. J. Eno 
Geo. A. Parkins 
Self 
H. P. Brett Co. 
Herr & Kline 
Ezra F. Bownam’s Sons 
C. A. Wolf 
Shreve, Treat & Eacret 
Self 


Self 


Address 


Fall River, Mass. 
Butler, Pa. 
Superior, Wis. 
Bridgeport, Conn. 
New York, N. Y. 
Greenfield, Ohio 
Wichita, Kans. 
Oakland, Cal. 

New Bedford, Mass. 
Lancaster, Pa. 


Harbridge JewelryTrinidad, Colo. 


Norfolk, Va. 
Richmond, Va. 
Norfolk, Va. 
Denver, Colo. 
Los Angeles, Cal. 
Norfolk, Va. 
Columbus, Ohio 
El Paso, Texas 
Des Moines, Iowa 
Haverhill, Mass, 
Ord, Neb. 
Stockton, Cal. 
Beverly, Mass. 
Norfolk, Va. 
Lancaster, Pa. 
Topeka, Kans. 
Ross, Cal. 
Herkimer, N. Y. 
Kimberly, Idaho 
Louisa, Ky. 
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Illustrations % Actual Size 





i ANY jewelers can set diamonds in basket or bezel 

mounting, and many can not. If you buy a Ned- 
—\\ land pat’d Ring Chuck, it will make no difference 
what experience you have had, you can set any 
stone in any size or shape bezel. mounting, either ladies or 
gents, and do the work neater, faster, and many times safer 
than any method now used. Instead of five or six points to 
hold the stone you will by this method get a continuous bead 
all the way around the stone. This bead is smooth and pol- 
ished and easily kept clean, and it has a tendency to magnify 
the stone in such a way that it looks a good deal larger when 
set this way than by other methods. All the work of setting 
stone is done in your lathe, and every step in doing the work 
is so easy and simple that any jeweler can do a first class job 
of setting if he knows the first thing about running a lathe. 

















The chuck is well made and nicely finished. The price 
is $18.00 cash with order. Illustrated circular on request. 


In ordering be sure to give make and size of lathe. If 
not sure of size send a sample chuck. 


I. T. NEDLAND, Hillsboro, N. D. 














This entire building used ex- 
clusively by the Hcrological De- 
partment-~ of Bradley Institute. 


At present there are 245 students 
in attendance, about evenly 
divided between civilian and 
Federal. Several of these are 
working on their third year. 


One of our latest catalogues will 
prove of interest to. you. 











Address: 


BRADLEY HOROLOGICAL, Peoria, Illinois 


Get the Bradley Way 


MAKE YOUR ARRANGEMENTS AT ONCE with the Horological 
Department of Bradley Polytechnic Institute for a course in Watch- 
work, Jewelry or Engraving, to begin as soon as possible, as every 
day that you are not attending Bradley will be money lost, if you 
really anticipate taking this course. 


Bradley has thousands of students scattered all over the country and 


many working in foreign countries. We have thousands of the very 
highest class recommendations and a few of them are contained in 
the catalogue which we furnish free of charge. 


A thorough organization; a system that has been worked out by years 
of experience in handling thousands of students, adopting some spec 
line of work, eliminating things that were not of the utmost impor 
tance. Doing things finally adopted and doing them well has been the 
means of putting Bradley in the very forefield of Horological Instr 
tutions. 


Bradley Horological with its increased facilities is bigger and better 
than ever. In its thirty-six years of existence this great school has 
turned out scores of the best workmen of which the country can boast. 
Figure your affairs so that you can be with us this year, if not m 
mediately just as soon as possible. 
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QuestioN No. 3921.—Painting Figures 
Watch Dials.— Last week, while clean- 
ga watch dial, the numbers rubbed off 
igs the outline is still visible, I would 
to know what kind of a brush and ink 
am use to fill up. I have tried some 
wters ink and a small brush, but after I 
ne cut the brush to a fine point, it would 
i leave the ink go.—F. R. 
Ayswer—Go to an artists’ supply store 
i obtain a small tube of Ivory Drop 
lyck, about two ounces of Japan drier, the 
me amount of oil of Thyme and very 
wll size camel hair or sable brushes. ‘You 
il require the smallest size brush that is 
we for dial painting. You cannot adapt 
large brush to such use by cutting it down 
b this leaves the hair stubby and it is 
wirely unsuitable for the purpose. If you 
| take the trouble to examine a fine 
wired brush under a very strong glass, you 
il observe that each hair is tapered. When 
wha brush is wet with the paint, the fine 
pred ends of the hair will cling together 
the point and spread the paint in a very 
ling, If you try to trim the hair to 
Muce a fine point, you will destroy the 
tapered ends and your brush is useless 
the purpose. 
Asuming that you have obtained a suit- 
brush, it should be set in a larger 
ule, as the large handle is much easier 
bold steady while painting. An ordinary 
ai pencil is about the right size; the metal 
of the brush that holds the hair may 
removed, then we drill a hole in the end 
the lead pencil and insert the brush. 
Tre dial should be attached to a small 
xk to facilitate handling while painting, 
Mahand rest should be provided that 
y be set about an inch above the dial. 
“will find that a three inch glass will 
‘decided advantage in dial painting. 
With the above outfit at hand, place a 
al amount of the Ivory Drop Black on 
watch glass, then add a drop or two 
, ol of Thyme and the same of Japan 
| aid mix thoroughly with a clean 
ul. Tf you will try this paint on a 
tt of flat metal you will soon be able to 
it the proper consistency to mix. 
painting is an art that requires a 
ay hand and careful work to obtain the 
* results, but with the above outfit, you 
ad be able to do good work with the 
; — of practice. ; 
. T70N No, 3922,—Magnetism.—|/c 
"0 question on magnetism we wish to 
¢ have a 16 size, 7 Jewel 
in a nickel case that is. magnetized 
Yad we have a regular demagne- 
md have had good results with 
Wélizing all our. other watches. until 





Ht 





Inswers ore also solicited from our readers to the questions published on this page.] 
gtention paid to communications unless accompanied by full name and address of the writer. 





this one referred to. We have tried several 
times, but.cannot get the magnetism out and 
the watch varies a lot when it is full of 
magnetism. Can you give us any informa- 
tion in regard to above?—F. K. J. 

ANSWER.—The majority of the above 
watches which we have observed have a 
brass, nickle plated balance and in such 
cases the steel hairspring would be the only 
part of the balance which would cause any 
trouble. The other steel parts of such 
watches would have to be magnetized very 
strongly in order to exert any influence on 
the hairspring. Also, you must bear in 
mind that these watches are cheaply con- 
structed and you must not expect them to 
compare with a high grade watch. We 
would suggest that you be sure that this 
watch is otherwise in first class condition, 
as we feel that the fault is not entirely due 
to the fact that it is magnetized. 

It is often rather difficult to remove 
magnetism from tempered steel, and when 
we have an especially stubborn proposition 
to contend with, we take the watch apart 
and handle each steel part as a separate 
piece. In this manner, the full power of 
the coil is concentrated on a small piece of 
steel and quite often is effective. If the 
hairspring is not readily demagnetized, try 
placing it on a flat piece of soft iron and 
passing it through the coil. If each steel 
part is handled separately, you should have 
no difficulty in removing the magnetism, at 
least well enough so it will not be a factor 
in the rate of the watch. 

Question No. 3923,—Case Hardening 
Iron.—Will you please tell me of one or 
more methods that may be used for case- 
hardening soft cast iron or malleable iron, 
in such sizes as two to three inches in 
length by one-quarter to three-quarters in 
diameter?—H. P. K. 

ANSWER.—The most practical method of 
case-hardening small articles such as watch- 
makers or jewelers would use, where a very 
deep hardening is not required, is to heat 
the article red hot, then apply potassium 
cyanide in powdered form, until the article 
is well coated with the powdered cyanide. 
Then bring the heat up red again and 
quench the article in cold water, repeating 
this operation as often as necessary to ob- 
tain hardness of the desired depth. The 
surface of the metal will became quite hard, 
due to the garbon in the potassium cyanide 
being absorbed into the surface of the iron 
and producing a thin skin of steel, that may 
be more or less uniform in thickness. 

When larger pieces are to be _ case- 
hardened, they- are usually placed in an iron 
pipe or box that is large enough to allow 
packing of bone dust or powdered charcoal 


CIRCULAR 


217 


around the article. The complete unit is 
then kept at a red heat for from six to 
twelve hours; it is important that the heat 
should be uniform and that the article 
should be red all through previous to ° 
quenching in cold water. The chemical 
action is identical with either method; the 
object being to produce a thin skin of steel 
on the surface of the iron. 

Question No, 3924,—Bead Repairing.— 
What is the best way to repair dumbbell 
beads after they wear the bead and pull 
out?—H. K. 

ANSWER.—With a dapping block and die, 
make a little convex plate or cup to fit over 
the hole where the stem of the cuff link 
is broken or worn thin. Hard solder this 
cup to the bead, then hard solder the stem 
of the cuff link to the cup. It is very good 
practice to drill a small hole in the bead 
before soldering, as a precaution against the 
bursting of the bead by expansion of the 
air inside the bead when it is heated for 
soldering. Serious accidents have occurred, 
which could have been avoided by making 
such a vent. 

Question No. 3925—Mantel Clocks.—/ 
would like to know the very best and 
quickest way to clean ordinary mantel 
clocks. I know you can put them in benzine 
or gasoline and let them run down and use 
brush and Iet them dry, but that is not a 
complete job in my estimation, In the pivot 
holes and on the pivot, just where they 
should be chemically clean, there is a coat- 
ing Ieft on, that I think spoils the oil. If 
you take them apart to wipe off the pivots 
and peg out the holes, that takes a lot of 
time and makes more repairs getting them 
back. Is there any way to do the work 
right without taking them apart? Another 
thing I have trouble with, is the mainspring. 
You have to let it down to clean it.I put 
it in the movement, fasten to the pillar 
posts, then wind and clamp it. Is there a 
better way?—F, P, 

ANSWER.—There is only one good way t¢ 
clean clocks of any kind and that is tu 
take them apart, scrub with benzine, peg 
each pivot hole thoroughly, polish the pivot 
if they need it, then put the clock together 
and oil it with a good clock oil. When you 
use benzine or gasoline, there is always a 
slight film of paraffine left on the plates 
and wheels, You cannot remove this entire- 
ly, unless the clock is apart. 

You can buy a clock mainspring from 
any supply house, for winding clock springs 
after cleaning them. Usually, the best 
method is to wind the spring up tight and 
put a ring on it, then release the click and 
allow the spring to unwind against the ring. 
Then take the clock apart and clean in the 
regular manner. After the clock is put to- 
gether, then throw the click out and unwind 
the spring. If the clock frame is held 
securely in a vise, the spring may be pulled 
out and thoroughly cleaned with a cloth 
which is wet with benzine. It is then wiped 
dry with a clean cloth, wound in place again 
and properly oiled, although some workmen 
use vaseline on clock springs. 

Of course, a clock majnspring that is 
enclosed in a barrel cannot be handled in 
this manner, but it can be removed from 
the barrel with the aid of the winder, 
cleaned properly and wound into the barre] 
again. Much of the trouble with clocks is 
in gummy mainsprings, 
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For Soldering Gold and Platinum 
For Melting Gold and Platinum 
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Ask for full Catalogue of these Outfits. 
Learn how other jewelers near and far are 
making better jewelry in less time. 

Easy terms if desired. 


The HGS Coahintion Outfits 
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This is one of the most popular combination outfits. 


























= HOKE NEEDLE VALVE 























JEWELERS TECHNICAL ADVICE 4] 
| SAM.W. HOKE, Mor. go! WELERS TECHNICAL ADVICE 


300 Feet South of Cortlandt St. Ferry Phone Rector 3191 



































Insist Upon 


LELONG’S 
White Gold 


in All Karats 





Also Alloys for all Purposes 





L. LELONG & BRO., Inc. 


Gold, Silver and Platinum Refiners 


Newark, N. J. 




















Refiners 


Gold 
Silver 
Platinum 


















HANDY @ HARMA 


31 Gold St., New YerK City Bridgeport, Con». 
SHIP TO EITHER PLANT 
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[Patents Granted by the United States. 
and the Registered Trade-Marks.] 
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UNITED STATES PATENTS 





Issue of August 21, 1923 


1,465,286. BELT OR STRAP BUCKLE. Samue 
M. Riker, Chester, N. J. Filed June 7, 1922. 
Serial 566,445. 5 Claims. 

A belt or strap buckle, comprising a main frame 
having transverse passages at its respective ends, 
a slide-plate longitudinally movable on said main 
frame, said slide-plate having a loop-member at its 
outer end for the attachment of the fixed end of 
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the belt or strap thereto, and clamp jaw devices 
connected with the slide-plate and cooperating with 
a margin of one’ of said transverse passages of 
said frame to pinch the free end of the belt or 
strap. 


1,465,548 POWDER-CAKE.HOLDER. TueEopore 
W. Foster, Providence, R. I., assignor to 
Theodore W. Foster Bro. Co., Providence, 
R. I. Filed Feb. 28, 1923. Serial 621,788. 
3 Claims. 

In a powder-cake holder, a casing of circular 
form having a circular hollow bead in its rim 
opening into the casing interior, said bead being 





formed with a cut-out, and a split spring wire en- 
gaging in the hollow interior of the bead and ex- 
tending across the cut-out. 


145,771. CIGAR CUTTER. Samuer J. 
mons, Boston, Mass. Filed Aug. 27, 
Serial 496,026. 1 Claim. 

_ A cigar cutter comprising a pair of arms yield- 

ingly pressed apart and composed of sheet metal, 

one of said arms having a portion bent up at right 
angles there to at a lateral edge, the terminal 
section of said portion being bent over at right 
angles thereto to lie parallel with and to provide 


Sim- 
1921. 





@ stop for the other’ arm, the latter having a 
portion bent down at right angles thereto to lie 
flush with the surface of the first-named portion 
and having its edge sharpened and disposed to be 
oblique to the arm of which it is a part, the first- 
named portion having a hole through it disposed 
to coact with said sharpened edge, 


1,465,874. WATCH CASE AND DIAL. Maurice 
A. Porte, and Jacos Scnonnortz, New York. 
Filed Nov. 10, 1922. Serial 690,087. 1 Claim, 

A watch case provided with an annular undercut 






Portion, and a dial having a resilient. annular rim 
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engageable with said portion, the case having a 


second portion concentric with the first named por- 


tion for accommodating a crystal frame. 


DESIGNS 


62,878. 


Jan. 20, 1923. 


PENCIL. Joun Bricxen, Chicago. 


Filed 


Serial 4,950. Term of patent 





14 years. 


62,879. 
tario, Can. 





Term of patent 14 years. 


62,885. RING. Tuomas Henry CLARKE, 


CHARM. Rosert P. Byers, Toronto, On- 
Filed June 8, 1922. 


Serial 2,574. 


Newark, 


N. J., assignor to Shirley Mfg. Co., Shreve- 
port, La., a firm consisting of Meyer A. Fried- 





man and David Mendelsohn. 


1923. Serial 4,814. 
62,922, RING. 





JoserpH Simmons, 


Filed Jan. 5, 


Term of patent 7 years. 


New York. 








Filed Feb. 28, 1923. 
patent 3% years, 


Serial 5,327. 


Term of 


62,827. SALT AND PEPPER SHAKER. Atrrep 


Krauper, Bridgeport. 
The Weidlich Bros. 


Conn., 


Mfg. Co., 


assignor to 
Bridgeport, 





Filed Dec. 30, 
Term of patent 7 years, 


“ Conti. 


1922, 


Serial 4,770. 
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62,928. VANITY BOX. Burpon P. Hype, Water- 
bury, Conn., assignor to Scovill Mfg. Co., 
Waterbury, Conn, Filed Dec. 9, 1922. Serial 





4,551. Term of patent 7 years. 





UNITED STATES TRADE-MARKS 


[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Sec- 
tion 6 of said Act.] . 





Trade-Marks Registered August 21, 1923 


Ser. 150,779. (CLASS 27. HOROLOGICAL IN. 
STRUMENTS.) Stern & ELtsocen Co., 
Chicago. Filed July 21, 1921. 


The name “Roosevelt” of this trade-mark is that 


Che Roosevelt 


of former President of the United States, Theodore 
Roosevelt. 
Particular description of goods.—Watches, 
Cluims use since April 18, 1921. 


Ser. 154,589. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Tue Ratpu 
J. Gittett ImportinG Co., Cleveland O. Filed 
Oct. 26, 1921. 
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Particular description of gocds.—Jewelry for 


Personal Wear, Not Including Watches, and 
Silverware, Flat and Hollow Tableware, and 
Toilet Ware Composed Wholly or in Part of 


Silver. 
Claims use since on or about Aug. 22, 1921. 


Ser. 173,444. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) EstHer C. 
Suapiro, doing business as American Diamond 
& Jewelry Co., Chicago, Filed Dec. 16, 1922. 

No claim made to the word “Pearls” apart from 
the mark shown on the drawing. 


“HEIRLOOM PEARLS” 


Particular description of goods.—Pearls, Pearl 
Necklaces, and Pearl-Mounted Jewelry tor Per- 
sonal Wear, Not Including Watches, 

Claims use since June 20, 1921. 


Ser. 178,982. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Etcin SILver- 
smitu Co., New York. Filed April 11, 1923. 


Particular description of goods.—Silverware— 
Namely, Such as Silver Vases, Silver Bowls, Bon- 
ben Dishes, Candelabra, Salt and Pepper Shakers. 

Claims use since July 1, 1921. 


Ser, 180,141. (CLASS 4. ABRASIVE, DETER- 
GENT, AND POLISHING MATERIALS.) 
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JOHNSON MATTHEY & CO., Ltd. 


ESTABLISHED OVER 
106 YEARS 


LONDON 


Purchase Ores, Residues, Etc., Containing Gold, Silver or 
Platinum, Jewelers’ and Dental Sweeps 


itt Meas ee FULL ASSAYED CONTENTS 


NEW YORK OFFICE, WOOLWORTH BUILDING 


Metals in Exchange If Desired 














Cash Talks Today. 


LET’S GO 


Odds and Ends American and Swiss Mainspri: 7s 

Odds and Ends American and Swiss Staffs 

Odds and Ends American and Swiss Jewels 

Broken Lots Gold Filled Watch Bows 

Broken Lots Watch Glasses 

Brass Blow Pipes, Regular Price 30c each, cut to 
EE <cicneh chbpeansse Obihs vanvebbedesncmenstl per doz. 
Fine Grade Swiss Pivot Brooches, 50c Quality ....... -per doz. 
2-Row Watch Brushes, Hard, Medium or Soft 

3-Row Watch Brushes, Hard, Medium or Soft 

4-Row Watch Brushes, Hard, Medium or Soft 

Flat Emery Buffs, 16c Qualit 

Fine Burnishers, Regular 00c Quality Cut to 

Fine Gravers, Regular We Quality Cut to 

Fine Aluminum Eye Loops, Cut to 

Fine Imported Files, a iscount of 25% from any Catalogue. 
Genuine Boley on My Regular $54.00. Special Cash Price.... 
Hercules Saw Blades 

Assorted Sixes, Watch Screw Drivers 

Fine Swiss Tweezers, 75c Quality per pair 
Bracelet H. & M. Hands, Regular $1.00, Cut to per pair 
Bracelet Balance Staffs, in 3 dozen Lots, for 

Swiss Bracelet Stems, Assorted, Regular $2.00 per doz. Cut to 
Gold Filled, Yellow, Green & White Bracelet Crowns, per doz. 
Same as peers. = Jewels ... 

Gilt Scarf Pin Backs, - up one dozen in box 

Gold Plated Scarf Pin Backs, put up one dozen in box 

Gold Filled Searf Pin Backs, put up one dozen in box 

Gold Filled Jump Rings, Regular $1.25 gross, Cut to 


Above prices are for SPOT CASH ONLY, NO TERMS. Orders 
filled as received, first come, first served. end your orders today 
to one of the Largest Watch Material Houses in this Country. 


J.H. Mednikow & Co. 


119 Monroe Ave., Memphis, Tenn. 








Rex Roller Remover 


This set consists of three 
spring stumps adjusted by 
a pin wrench as shown to 
fit exactly the various sizes 
and three stakes with pivot 
holes. No. 1 is .008, No. 2 
is .006 and No. 3 is .004. 
this set of stumps and 
punches will handle any 
style roller made, and all 
sizes from 10-0 to 18s. The 
hole in stake to receive 
pivot is drilled into cross 
hole, insuring a bearing on 
cone. Furnished to fit any 
staking tool or can be used 
just as successfully on an 
ordinary bench block. Price 
complete with 3 stakes, 3 
adjustable spring stumps, 
wrench and knurled sleeve 
complete in box 


No. A-5 


Price $3.50 
The Tool That Will Eliminate 


Your Troubles 


The adjustable stump is of such design that it furnishes a 
full flat bearing of requisite strength for supporting roller. 
A very valuable feature in handling staffs with fine heads or 
non-magnetic rollers as you avoid breaking or bucking table. 


H. G. WILSON 
McBRIDE BLOCK ELGIN, ILL. 

















THOMAS J. 


DEE & CO 


REFINERS 


y you with 
plates, 


Sweeps, Polishings, 
lines ctihind Platinum and Plated Scraps. 18Kt.., 


° We manufacture real ree 

OTs) [eB Silver, green gold—plates, wir 
and solders in 10Kt., 14 
also white golds 


DEF GOLDs 


eed MANUFACTURERS have vi gretient st 


Platinum and White Gold Wedding nani 


Ring Blanks. 


Purchasing and Sales Dept.: 
> 2Oo Wabash Ave. 


Fancy White Gold 


Mountings. Selections Sent on Request. 


CHICAGO 317-319 E. Ontario: St 


Refining and Manufacturing Plant 


Sill 
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Rano & Crane, Inc, Boston, Mass. Filed 


May 3, 1923. : ’ 
Particular description cf goods.—Preparation in 
e Form of a Liquid or Semiliquid Paste, for 
1 Polishing Jewelry; Gold, Silver, and 


SILV 





the f 
Cleaning an¢ 





Plated Ware; Mirrors, and Plate Glass. 
Claims use since Jan. 1, 1878. 


Ser, 180,754. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS). JosepH Davinc, New York. 
Filed May 17, 1923. 


RISTLID 


Trade-Mark ‘‘Ristlid.” 
Particular description of goods.—Watches. 
Claims use since May 9, 1923. 


Trade-Mark Registrations Granted 
August 21, 1923 


97. CERTAIN NAMED JEWELRY - FOR 
PERSONAL WEAR. * Hincxtey Mere. Co., 
Providence, R. I. Filed Aug. 19 1922. Serial 
168,469. Published May 8, 1923. 


171,98. FINGER RINGS. Srtanparp R1nG Co., 
Inc. Bostcn, Mass. Filed July 28, 1922. 
Serial 167,540. Published May 8, 1923. 


1,99. CERTAIN NAMED JEWELRY FOR 
PERSONAL WEAR. Fr. Sperper PForz- 
ueim, Germany, and Providence, R. I. Filed 
July 27, 1922, Serial 167,494. Published 
Jan, 2, 1923. 


172,005. NECKLACES, BRACELETS, 
BROOCHES, FINGER RINGS, AND 
VANITY CASES MADE OF OR PLATED 
WITH PRECIOUS METAL. GRACE 
Puetps McKenna, Washington, D. C. Filed 
Dec, 20, 1922. Serial 173,606. Published 
May 8, 1923. 


172,14. FINGER 
Philadelphia, Pa. 


RINGS. Byarp F. BrocGan, 
Filed Feb. 28, 1923. Serial 


176,714. Published May 8, 1923. 
Ml. FINGER RINGS. Byarp F. Brocan, 
Philadelphia, Pa. Filed Feb. 28, 1923. Serial 


176,715, Published May 8, 1923. 








Honors Conferred by H. I. A. 





(Continued from page 211) 





the advancement of its vocation will amply 
Justify the measure we have taken. 
Thanking you for your loyalty and sup- 
port in enabling us to progress, I am, 
“Sincerely, 
(Signed) “Epw. H. HvurFNAGEL, 
“President Horological Institute of America.” 








Workmen recently started putting up a 
new front on the Cotton Jewelry Store at 
Cotton Grove, Ia. It will be of rough brick 
construction and contain attractive show 
windows. Mr. Cotton is continuing business 
during the alteration. 





THE JEWELERS’ 





Abraham Kranich has _ been 
New York. 

S. H. Hostetter, Parkesburg, Pa., visited 
Lancaster last week. 

S. E. Fegley and wife and son spent last 
week motoring in the Shenandoah Valley. 

Dr. N. W. Pinkerton, optician, and family 
were recent visitors to Washington, D. C. 

B. Willis Moyer, of the staff of the Non- 
Retailing Co., and wife have gone to Massa- 
chusetts for 10 days. 

Two sterling silver pitchers offered as 
prizes in the Media Golf Club’s tournament 
here on Labor Day were furnished by W. 
W. Appel & Son. 

James M. Fox, manager for the Geo. L. 
Parker Jewelry Co., Rocky Mount, N. C., 
visited Lancaster’ lately, having motored 
north to visit his brother, Edgar L. Fox, 
jeweler at Easton, Pa. 

Harry E. Wolpert, head salesman for S. 
Kurtz Zook, is one of the committee of ar- 
rangements for the big field day that will 
be observed at Buchanan Park on Sept. 13 
by the Knights Templar of this division of 
the order. 

All the Lancaster jewelers but one firm 
have entered into an agreement to close 
their stores the year round at 6 P. M., except 
Saturdays, when the closing time will be 
9p. M. This is in co-operation with the de- 
partment stores and most other stores. 

Labor Day was observed here with the 
usual big picnic at Rocky Springs Park un- 
der the auspices of the Central Labor Union. 
The hundred prizes offered in the sports 
contests were on exhibition last week in a 
show window at Wingert & Haas’ store. 

L. F. and B. H. Kenyon, of Wilkinsburg, 
Pa., the former head watchmaker for Wal- 
ter Yenney, Pittsburgh, and B. H., holding 
a similar position with Jeweler Snyder, 
Pittsburgh, recently motored to Stroudsburg, 
Pa., to visit their brother, B. F. Kenyon, 
jeweler at that place. After motoring to 
Buffalo, N. Y., they will return to Wilkiris- 
burg. 

S. Kurtz Zook and wife are on a three 
weeks’ automobile trip to Maine. The for- 
mer attended the convention of the Ameri- 
can National Retail Jewelers’ Association at 
Providence, R. I., which was also attended 
by W. W. Appel, of W. W. Appel & Son, 
Mrs. Appel accompanying him. They also 
are on a trip to the New England States 
by auto. 

James Grand, Pittsburgh; William Goebel, 
Rochester, N. Y., and Clarence Price, of 
Randall & Price, Sharon, Pa., jewelers, 
have entered the Bowman Technical School 
as students. The last named, a former 
student, is taking a special course in jewelry. 
Victor Love has returned to the school after 
his Summer vacation. Clay Staats, of 
Smyrna, Pa., has finished a course in watch- 
making and taken a position with H. C. 
Patterson, of Pulaski, Va. John Russell, 
of Altoona, Pa., has also finished a course 
and returned to Altoona. J. Donald Thom- 
son, Clearfield, Pa., has likewise finished 
and gone to R. W. Kinnard, Phillipsburg, 
Pa. Nelson K. Forney, Charlestown, W. 
Va., formerly watchmaker for Chas. Ernst, 


visiting 
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at that place, recently motored through Lan- 
caster, having taken a position at Pitts- 
burgh with Walter Yenney. He is the fifth 
graduate of the Bowman Tech. to take a 
position with Mr. Yenney. Jacob Yeselo- 
witz, Steelton, Pa., last week visited his 
brother, George, a student at the school. 








Trade Gossip. 





The Detroit branch of the Scribner & 
Loehr Co., of Cleveland, has been moved to 
new and larger quarters at 402 Liggett 
building, where the concern has much better 
facilities which will enable it to carry a 
more complete stock and serve customers to 
better advantage. 

kk Ok 

It was announced recently that the C. & E. 
Marshall Co., manufacturers, importers and 
jobbers of watchmakers’, jewelers’ and en- 
gravers’ supplies, with general offices at 1445 
West Jackson Blvd., Chicago, had disposed 
of the Detroit, Mich., and Columbus, O., 
branches. In speaking of the transaction 
last week, E. E. Marshall stated that the 
action was taken in the interest of the. de- 
velopment of the business, as for some time 
the concern had realized that it could serve 
customers better by having one tremendous 
stock centrally located with the entire or- 
ganization in close touch with all the de- 
partments of the business. The branch 
house in Detroit was transferred June 1, to 
H. W. Himelhoch Co., and the Columbus 
branch, Aug. 1, to the J. J. Dauber Co., the 
latter concern being composed entirely of 
former employes of the Marshall concern. 
Trade arrangements were made with both 
of these companies whereby they would 
carry in stock all the specialties of the Mar- 
shall house, and they will have the advan- 
tage of drawing from the Marshall gen- 
eral stock for immediate delivery any 
item of which they may be short. “In 
order to complete the carrying out of the 
general plan,” said Mr. Marshall, “the con- 
cern purchased the jewelers’ supply depart- 
ment of the Norris, Alister-Ball Co., also 
greatly enlarged the stock carried by them 
and opened a city sales store in the most 
central location at 5 S. Wabash Ave. We 
then combined our big general stock with 
our warehouse stocks and together with our 
general offices, moved out of the congested 
district of Chicago to the new fireproof 
building at 1445 West Jackson Blvd, corner 
of Laflin St. At the city sales stores at 5 
So. Wabash Ave., no mail orders are han- 
dled but every facility is provided for quickly 
taking care of customers who call at the 
establishment. The main plant at 1445 W. 
Jackson Blvd. is to be devoted exclusively 
to the handling of jewelers’, watchmakers’ 
and engravers’ supplies and materials by 
mail. The company also recently acquired 
a factory at Springfield, O., where many 
of the numerous articles sold by the concern 
will be made. The foreign department will 
continue, of course, to import merchandise 
direct from all countries.” 








About $400 worth of jewelry was recently 
stolen by burglars from the store of A. A. 
Fournier, Fall River, Mass. The thieves 
gained entrance by forcing a rear window, 
leading into the store. 
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INCOMPARABLE WATCH CASE © ~<~ 
f Such as is here depict- 4 
| edin genuine photo- 

graphic reproductions 


of a case repaired by our rt mechanics stands out 
as a beacon light in Pronk = blazonry in attestation of 
the high-grade work turned out by this house. For 
over 30 years we have specialized upon the complete 
restoration to original shape of seemingly worthless 
cases and have builded a reputation for superior work 
surpassed by no other watch case repair house in the 
country. Irregardless of how mm f attered up a case 
may be, we restore it to its original shape speedily and 
accurately, and sopectel solicit work refused by other 
firms because of i ties incident to successful 


WATCH CASE REPAIRING 


Tn as tt tase os 

receive the same courteous treatment which has for so ee 

Sag Wee giemeri oy em, Os OURS 1s ae HOUSE Tan | 
AS IT REACHED US actual cost of the job. We don’t believe in , = a sa sae Te 
Sriny_—NOW —for face circales and prive list, or, better still, favor us with atrial order.” Wou'll be glad to know us. Send for prices on special work, 


list, or, better still, fa ~ 
>> BECKER-HECKMAN CO. (iw Siicee se, “SE 


You Take No Chance Files, Jewelers’ Tools and Supplies f, 
With Us—Yo parcel of scrap Telephone Cortionds S55 ‘B, 


; AGENTS 
is returned to you in- “ ' § 
‘2 American i 
tact, post-paid, if our payment does not Swiss” kale x) FILES 


please. 
AMERICAN-SWISS FILE & TOOL CO.’S 


A. ROBINSON & SON yg ag 


ing, Hardening, Assaying, Etc. Positive Pressure 
GOLD, PLATINUM and SILVER Sand Blast Blowers 


REFINERS Anchor Tool & Supply Co., Inc. 
Formerly Tool and Supply Dept. of 


149 Canal St. N York E. P. REICHHELM & CO., Inc. 
ni suite 24 JOHN ST. " NEW YORK 















































DO YOU KNOW *%,2:" 


SILVERWARE NYES Oil 
Our complete facilities for the accurate handling of your work 


=, perfect workmanship, prompt delivery and economical 
Me exveecs, Wo delays. We deliver os wo promion for 50 years the Standard Lubricant 
for Watches and Clocks 


SWARTZ & CISKE 
“PLATING THAT LASTS” Buy of Your Jobber 


10 S. WABASH AVE. CHICAGO. 














Prepare Yourself Now = was New Fidelity 
FOR THE HOLIDAYS ye “Ee ren eee 


Winter can teach you Engraving This Winter in a < . = Price $20.00, 


practical and thorough manner. Quick Results. Atten- FIDELITY y alike, Fidelity Electric Cs 
dance Course, Day and Nite. Home Study Course. ELECTRIC CO. * F, . Lancaster, Pa. 


The Winter Way Assures You of Success McWILLIAMS MFG. CO. 


PS eae McWILLIAMS ROLLING MILLS WIRE DRAWING MACHINES 


Foet Presses Iaget Melds Tubbing Machines 
Screw Presses Class Presses Hammering Machines 


Winter’s School of Jewelry Engraving ira 


343 W. North Ave. Chicago, IIl. — "Specta Satna & a 



































